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° The magazine for contractors who are going places... 


Think o WATER 


Noisy water closet Dishwasher noise and breakdowns Dripping faucets Splashing water * Banging water pipes Leaking water heater *Washing machine noise* High water bills: 


...recommend and install WATTS WATER PRESSURE REDUCING VALVES 


In recent years, water consumption per capita has nearly 
doubled. High water pressure, with its noise transmission, A type and size for 
its wear and tear on appliances and equipment, has become every service. A wide 
a serious problem. range of adjustment 
Every new home, every modernization job ... every dish- 
washer, clothes washer, and domestic hot water heater sold 135 Series «with integrat strainer 
... every service call is an opportunity to recommend and in- Sizes 2" to 2”.All- 
bronze, one-piece con- 
stall Watts Water Pressure Reducing Valves, and increase struction, especially 
your business. F suited for residential 
Watts Reducing Valves are designed for dependable control ge 
, on water or air. Built 
nance, and reduced life expectancy of piping and equipment. ; for efficient, trouble 
And home owners are spared the aggravation of water ham- free operation and 
mer and other piping noises, as well as high water bills. Write easy maintenance. 
today for complete information. 


of pressures. They stop water waste, unnecessary mainte- 


Watts Regulator Company, Lawrence, Massachusetts 2238 Series 


Sizes 42” to 2”. Dura- 
B bly constructed, all—- 
e on the safe side with 
valves and separate 
strainer combinations 
for large-volume in 
dustrial, institutional, 
and commercial re- 
quirements on water 
service. 
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HERETZKA & KNOWLES and 
SKIDMORE. OWINGS & MERRILL 


associated architects and 
mechanical engineers 


HHAAS & 


general contractors 


M-CLENATIAN CO. 
plumbing contractor 


CRANE CO 
plumbing wholesaler and 
fixture manufacturer 


e The new CROWN ZELLERBACH TOWER, San Fran- 
cisco. is a 20-story glass and aluminum office building 
centered in a wedge-shaped site and surrounded by 
lands aping. walkways and reflec ting pool, The build- 
ing is supported on 18 steel columns rising from an 
ft. thick conerete mat 
street level. The interior is column free. thus pro- 


foundation 30 ft. below 


oO 


viding complete flexibility in arranging office space. 
Movable 


partitions will enclose modular space units five and 


Each space has floor to ceiling windows. 


SLOAN 


is the SLOAN 


ving. No dripping. Arehiteets and 
and Wholesalers and Master 


Matic 
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FAMOUS FOR EFFICIENCY, DURABILITY, ECONOMY 
SLOAN VALVE COMPANY * CHICAGO * ILLINOIS ———— 


Another achievement in efhicienev. endurance and econ- 
fct-O- Matic suowen HEAD, which is 
automatically self-cleaning each time it is used! No clog- 


Plumbers recommend the 
the better shower head for better bathing. 


Write for completely descriptive folder 


THE VAST MAJORITY OF THE NATION’S FINE BUILDINGS ARE SLOAN EQUIPPED 


aw 


one-half by five and one-half feet. each unit having 
Beneath 


the building is a two-level garage with a capacity of 


its own light. power and telephone outlets. 
150 ears. An adjoining windowless concrete core 
houses elevators, fire stairs, wash rooms. air con- 
ditioning and electrical ducts. and related equipment. 
As are thousands of other great structures. the new 
Crown Zellerbach home office building is completely 
equipped with famous SLOAN Flush VALVES, 


Engineers specify, 
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The inside story 
on valve quality 


Take a close look at this cut-away photo of a representative 
HAMMOND industrial valve. Notice the rugged construction .. . 
the generous use of bronze in body and trim for greater durability. 
Look at the sturdy bronze stem . . . the clean Acme stem thread 
; the extra deep packing of graphited asbestos with copper 
inserts and gland follower to insure tightness. Study the clean 
modern design. (You can’t tell from the photo, but seat and plug- 
type swivel disc are of stainless steel with ‘500 Brinell’’ hardness.) 

All of these features are designed for long, trouble-free wear- 
life. Added together they spell out quality ... and users have 
learned to expect quality second to none in the valve industry 
from HAMMOND. 

Yet HAMMOND valves carry surprisingly moderate price tags. 
For HAMMOND is one of the world’s largest producers of bronze 
valves. Every manufacturing step, from the melting of the virgin 
ingot down to final individual packaging is performed under one 
roof in a modern “‘automation”’ factory. This permits production 
economies which are passed on to the user. 


Hammond offers a complete selection of over 550 different 
styles. There is one to most effectively and economically 
meet your particular flow control requirements. Write to- 
day for free copy of Catalog No. 158. Address Hammond 
Brass Works, Hammond, Indiana. 


HAMMOND Number 610 gate valve is spe- 
cially designed for those applications where 
quick action is needed to open the disc. Solid 
wedge disc operated by lever for fast and posi- 
tive action. Has bolted cap, malleable iron 
handle. Rated for 125 lbs. steam, 200 lbs. w.o.g. 


HAMMOND BRONZE VALVES 
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“You WON'T RUN OUT re) j hot water” 


New American-Standard Water Heaters 
deliver up to 25% more hot water 


Here are real sales advantages! Imagine being 

able to prove to your customers that, with an 

American-Standard performance-rated water 
heater, they won’t run 
out of hot water .. . will 
have up to 25% more 
hot water. 


Here’s how you can prove 

that performance rating 

is an extra selling tool. 

American-Standard will 
supply you with selection guides that make it 
easy to figure the right size heater each family 
needs—to assure them of never running out of 
hot water. 


Another sales advantage is that American- 
Standard gives you a full line from which to sell 
—gas or electric—glass-lined or galvanized — 
sizes from 20 to 82 gallons—a heater for any job. 
For more details on the easiest line of water 
heaters to sell, see your distributor or write: 
AMERICAN-STANDARD, PLUMBING AND HEATING 
Division, 40 West 40th Street, New York 
16, N.Y. 


Amunican- Standard and “Standard” are trademarks 
of American Radiator & Standard Sanitary Corporation 


PLUMBING AND HEATING DIVISION 
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SPEEDWAY. by Brass 
1S YOUR MEASURE OF QUALITY... 


"THE DESIGN, ENGINEERING AND SALES 
© LEADER IN FLEXIBLE WATER SUPPLIES 


Ask for -SBEEDWAY, SUPPLIES... 


@ Over 2000 Pre-packaged Job Kits @ Complete Line of Copper Compression and Copper Sweat Valves and 
Fittings @ 250 Different Valve Sizes and Styles @ All Products Trademarked and Sizemarked @ Triple-Plated 
Polished Chrome Finish @ Quality Controlled @ Code Approved @ Contractor Designed for Specification Work 


ASK FOR AND _GET 


Speeoway, SUPPLIES by Basse Craft 


DETROIT 1 MICH. 


©1958 Bross-Craft Mfg. Co. 
Write Dept. D, Brass-Craft Mfg. Co., Detroit 1, Mich. for complete information 
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Why do more and more plumbing codes sanction the use of 
copper for sanitary drainage lines? Why the fast-growing 
preference for copper soil, waste and vent lines among 
architects, plumbers, and homeowners coast to coast? 

You'd suppose it’s because copper is lighter, smoother, 
longer lasting. And right you'd be! But copper drainage 
systems cost less to install, too—as many builders will testify. 

For one thing, copper tubes are furnished in twenty-foot 
lengths. That means fewer joints. And these connections are 
quickly, neatly and permanently made with solder-joint fit- 
tings. There's no threading or caulking, so labor is less. 

Copper tubes eliminate rust build-up . . . smooth inside 
walls resist clogging hence they can be smaller in 
diameter than conventional ferrous piping. This avoids 
expensive extra-wide partitions, cuts carpentry costs, effects 


(and modernized plumbing codes) 
keeps a lot of money from going down the drain 


substantial savings in floor space and headroom on many jobs. 

Today, perhaps more than ever before, home buyers are 
searching for dollar-value. Plumbing, including the sanitar) 
drainage lines, is one important part of home construction 
where you can give the best at lowest cost by using copper 

Does the plumbing code in your community include copper 
drainage tube for soil, waste and vent lines? Check with your 
local plumbing officials. If the code has not been revised in 
recent years, urge prompt action so that you can give your 
customers this extra value. 

For additional information on Copper Tubes and Fittings 
for sanitary drainage systems, write for Anaconda Publication 
C-33. Address: The American Brass ¢ ompany, Waterbury 20, 
Conn. In Canada: Anaconda American Brass Limited, New 
Toronto, Ontario, Canada xo 


ANACONDA’ 


COPPER TUBES AND FITTINGS 


TO THE STANDARDS 
DUSTR 


OF AMERICAN IND 


Available Through Plumbing Wholesalers 
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BETTER FOR EVERY TYPE OF INSTALLATION 


CUTLER 


BILTMORE TERRAZZO 


Installation Corner Receptor* 


Genuine TERRAZZO through and through... 
{ priced no more than ordinary receptors 


One word marks the difference between Cutler Biltmore Terrazzo Receptors 


' q and most ordinary terrazzo shower bases—and that word’s genuine. Cutler 
a ba Biltmore Terrazzo Receptors are not partly terrazzo. are not built merely to 
ge look like terrazzo. They're all terrazzo, top quality genuine terrazzo through and 


through. Result? The finest shower base you can buy—longer lasting. better 


ps "looking. faster, easier, more economical to install—and competitively priced! 
: 

tt Cc Look at these time, trouble and money-saving features: Incorporation of 


terrazzo threshold makes costly custom fabrication of threshold unnecessary. 
One-piece solid leakproof structural unit eliminates need for lead or copper pan. 
Plumber easily installs shower floor at same time he connects water lines, 

thus eliminating one sub-contract. Raised full inch shoulders keep shower walls 
above critical area where water accumulates, and solid one-piece construction 


VW) is not affected by average building settlement. In sum, the finest quality ' 
terrazzo shower floor made for use with any construction material 
| i plaster, ceramic or plaster tile, structural glass or marble— 
| 


and priced no more than ordinary terrazzo receptors. 
| Guaranteed safe shipment to any job-site in the U.S.A. 
Recommendations and quotations upon request. 
For further information, write today. , 


Installation Square Receptor* 


Standard sizes for every type of installation: Square 

Model 32” x 32” and 36” x 36”; Corner Model 36” x 36”: 
Rectangular Model 48” x 32”. Special sizes for individual 

or multiple showers custom-made to your requirements. 


Installation Rectangular Receptor* 


*Walls installed by others. 


PRODUCTS DIVISION ase CUTLER METAL PRODUCTS CO. 


1025 LINE STREET, CAMDEN 3, NEW JERSEY 
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Lay-Away Plan 

Horace W. of London, England, 
is a man living in a bleak world. 

He recently swiped a bathroom 
scale and got caught. Facing jail 
was bad enough, but even worse 
was the embarrassing 
he had to make: 

“It was a crime of passion,” he 
explained. “I 
bathroom!” 


confession 


don’t even have a 


Washout Fallout 

The ladies of the American Le- 
Illinois have 
learned that they have an antidote 
for radioactive further 
away than the nearest faucet 

Mrs. Ada Mucklestone, a 


president, advised 


gion Auxiliary of 


fallout no 


past 
housewives to 
protect their families during nu- 
clear wars by getting each member 
under a shower immediately, wip- 
ing food clean with a damp cloth, 
and washing all clothes. 

Mrs. Mucklestone, however, 
didn’t say what to do if the local 
water supply is contaminated, too. 
One suggestion she might have of- 
fered is a private well water sys- 
tem, where practical, as insurance 
against a radioactive central supply 


It's Good for You 

Today’s Health, a consumer pub- 
lication of the American Medical 
Assn., told its readers that claims 
about air conditioning’s health val- 
ues are not just “sales talk.” 

“Air conditioning,” says the au- 
thoritative magazine, “rescues hay 
fever sufferers from air-borne 
pollen and keeps heart patients at 
recommended temperatures.” 

It can be “distinctly good for the 
healthiest,” the magazine added, 
“because it takes much of the curse 
off the bullying heat and humidity 


of our temper-gnawing, 


sapping summers.” 


energy- 


Football's Archimedes 

This is the start of the 
football coaches are 
idolized or “effigized.” For 
in the latter circumstance, we pass 
along the experience of Weeb Ew- 
bank of the Baltimore Colts. 

Last year Ewbank was sitting in 


season 
when either 


those 


his bathtub, feeling right at home 
Then—“Eureka!” 
that old Greek, Archi- 


in hot water 


like 


just 


medes, who made an important 


taking 
his ablutions, an idea hit him. He 


scientific discovery while 
recalled a play used when he was 


Wert (Ohio) High 


It was the famous 


coaching Van 
School in 19238. 
“flea flicker” 
Bob Zuppke in his early days at 


play originated by 


the University of Illinois. 
The 


course 


following day 
the Colts 
old chestnut to rally and beat San 
21-20. Who 

9 


(Please turn to page 12) 


Sunday, ot 
resurrected the 
clean 


Francisco 


Says 


Don't Give Up the Tub! 


THE Navy CAN SEE all the world it wants—but not the 
bathtub of a pretty brunette housewife in Paterson, N. J. 

She awoke recently to find a sailor guarding the waters 
of the family tub where he had been poured by her patri- 
otic husband after prolonged drinking maneuvers. 


s The shock was enough to send the lady sailing into a 


divorce court. The sea of matrimony had never been calm, 


she testified, but when she sighted that gob in the tub— 
well, that brought things to the head! 


DoMESTI 
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SPEAKMAN 


From the plumbing industry's outstanding brass fitting manufacturers: modern, ee 

functional products with greater sales appeal, greater customer satisfaction . . . Sentinel” Shower Balanced 

SPEAKMAN quality and SPEAKMAN design assure dependable operation, Pressure Mixing Valve 

trouble-free installation, fewer call-backs . . . If you're looking for sustained ra oe Fittings 
Flush Valves 

high sales and proven profits, start keeping company with SPEAKMAN— Autoflo Water Saver 

the company that’s going progressively ahead. Safety Fixtures 


SPEAKMAN COMPANY 


witM nN , DEtLAWA RE 
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HIS LETTERHEAD MERCHANDISES 
CUSTOM REMODELING 


BRISTOL, Pa. 
a dignified looking letterhead for 


Could you design 


us that would show our interest in 
custom kitchen and bath remodel- 


ing without crowding the name‘ 
Henry PEeEROTTI 


e A suggested letterhead for Mr. Per 
otti—containing ideas that other con- 
tractors also may be able to use 

appears on page 129, this issue 


THERE ARE JACKLEGG 
ARTISTS, TOO! 
Curton, N.J.—] 


cartoon in a recent issue showing 


enjoyed the 


the plumbing inspector in a closet 
bowl (reprinted below) 

But something should be done to 
the Tinker Jacklegg artist who put 


TELLS QC STORY WITH 

HIS TRUCK SIGNS 
GALLIPOLIs, O. 
ing to fight jackleggs who call 


I have been try- 


themselves “plumbers” for a num- 
ber of years. The qualified con- 
tractor so far has no help from the 
city or county to fight jackleggs; so 
I've been trying to put the facts 
before the public myself by paint- 
ing a sign—“A qualified plumbe 


(Please turn to page 16) 


an S trap under the lavatory. 


W. A. LeEaAcu, JR. 


@ The artist who “instalied” an S trap 
also drew a comment from Domestic 
Engineering’s technical editor, who re- 
marked that he wonders what the in- 


spector’s reaction will be when he 


gets to the lavatory! 


To 4 > 


“He's one of the toughest inspectors around.” 


Between Ourselves 


(Continued from page 10) 
plays don’t pay off in professional 
football! 


Sport Shirts Are Safer 

In Saigon, Viet Nam, political 
leaders of South East Asia met re- 
cently to formulate the “Plan of 
Colombo.” 

The objective was to bring peace 
and prosperity to a restless, strife- 
torn section of the world, but so far 
the only encouraging words have 
regarded the new Trane Co. ai: 
conditioning system in the confer- 
ence hall. 


e “The air conditioning system 
works so well,” said the Times of 
Viet Nam, “that nobody objects to 
wearing coat and tie all day long.” 

The way the tempers of Asian 
peacemakers flare, however, this 
may not be so good. A tie, for 
example, provides an angry enemy 
with an ideal weapon for your 
throat and, with a firm grip on a 
coat collar, a bouncer can get more 
mileage than a government official 


on an expense account. 


Plumbing Problem in Poland 
Rent is cheap in Warsaw, Poland 
about 80 zloty a room. Except 

for the bathroom, that is. A tenant 


must buy that room outright. Price’ 
10,000 zloty. 


aThat’s the report from Tony 
Weitzel, columnist for The Chicago 
Daily News, who recently toured 
Iron Curtain countries. He adds 
that officially a zloty is worth a 
quarter, but on the black market 
it goes down to about a penny. 

There’s a good reason for the 
premium placed on plumbing. Since 
its wartime leveling, Warsaw has 
been repopulated by country folk 
Many had little or no experience 
with indoor plumbing, and _ they 
pulled out fixtures and pipe and 
sold them. Stripped bathrooms 
were turned into storerooms for 
potatoes, cabbages and pigs, Weit- 
zel said. 


a Nowadays, when a tenant moves 
out he gets some of his 10,000 zloty 
back, but only if the bathroom is 
still usable. END 
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Here is a quality product! This is an actual 
close-up photograph of a black U-Brand malleable 
iron pipe fitting—coated with Union Malleable’s 
exclusive U-Cote, a transparent, rust resistant 
coating which gives you more fitting—at no extra 
cost. All U-Brand fittings, both black and gal- 
ranized, are constantly subjected to rigid quality 
controls and individual inspections. 

Why not “specify U-Brand” the next time you 
order from your wholesaler? Your own tests will 
prove “It’s more fitting.” 


For increased customer satisfaction, 
stock and sell fittings. 


THE UNION MALLEABLE 


MANUFACTURING COMPANY 
ASHLAND, OHIO 
Galvanized and Black U-Cote Malleable Iron 


Pipe Fittings—Unions—Plugs and Bushings—Cast Iron Drainage and Screwed Fittings— 
Steel Nipples and Couplings—Metal Insert Fittings for Plastic Pipe. 
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L8024— Combination 
Aquastat* Relay. Complete line 


tor oil-hred or gas-hred boilers. 


Performs + functions: low limit 
controller, circulator controller, 
high limit controller and circulator 
relay. Easily adaptable for zone 


control applications. One boiler 


tapping meets needs of pre-wired 
package boilers. Available for 


vertical or horizontal mounting. 


* Trademark 
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when and where you need it on tough control problems— 
that’s Honeywell. For with 112 sales-service offices throughout the 
country, there’s a Honeywell man as near as your phone, ready with fast 
help that makes sales-sense from your point of view. What's more, 
Honeywell’s systems-and-service way of doing business backs you up 
100 percent, at no cost to you. You get reliability; easier installations; 
simplified inventories; educational programs for your staff—and above all, 


far fewer costly call-backs. Added up, these benefits mean more profit 


from every job when your units have all-Honeywell controls. 


Ask your Honeywell man to prove it. 


complete line of control systems for 

heating and cooling, call your local Uo) U4 
Honeyovell ofhce. Or wer HONEYWELL 


Dept. 
DE-10-25, Minneapolis 8, Minnesota 


For information on Honeyrwell’s 
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BOILER AND HEATING 
SYSTEM CLEANSER 


WO DRAINING 
NO FLUSHING 
CAEANS 
ENTIRE HEATING SYSTEM 
ONE EASY OPERATION 


Rust Raider Liquid Boiler Cleaner 
quickly removes and destroys rust 
and scale. No draining or flushing 
required. Rust Raider reaches all of 
the heating system. Insures instant 
heot at oll radiators. Rust Raider 
preserves metal and prevents further 
rusting. 


REPAIRS LEAKS IN STEAM 
AND HOT WATER BOILERS 


The Metalic 


Quick and easy to use .. . add Liquid 
Boiler Solder Seal to the water in the 
heating system as directed on the 
can. Liquid Boiler Solder Seal quickly 
forms a rugged bond that restores 
heating systems to lasting, steady 
service. Contains no materials that 
will impede circulation . . . no acids 
to damage any part of system. 


AT YOUR P G H WHOLESALER 
RADIATOR SPECIALTY COMPANY 


CHARLOTTE, NORTH CAROLINA 


Thousands of new radiant heating 
systems are being installed through- 
out the country! This new method of 
heating is becoming increasingly 
popular ... and here is your oppor- 
tunity to “cash-in’ on extra profits’ 
Sell Type R-H Boiler Solder Seal for 
all new installations as well as old 
It seals and protects against all leaks 
with a rugged bond 


POILER CLEANSE, 


Boiler Lax powdered concentrate gives | 


fast, long-lasting results . . . quickly 
knocks out rust, grease and scale in 
one operation . . . no draining or 
flushing. Stops foaming, priming and 
surging. For new installations 

one treatment protects parts for an 
entire season 


POR BOILER REPAIRS 


HEATING BOILERS 
| 


J 


America’s leading boiler repair com- 
pound. POWDER BOILER SOLDER 
SEAL, quickly and dependably, seals 
boiler leaks and forms a rugged bond. 
Resists the same heat and pressure 
that the boiler itself will withstand. 
A quick, sure repair for leaks in 
steam and hot water systems . 
even repairs leaking pipes and radia- 
tors. 


OUR CATALOGUE LISTS OVER 600 
RUBBER AND CHEMICAL PRODUCTS 


Ask for your copy today! 


DomEsTI¢ 
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protects the health of the nation” 


on the front, sides and back of mys 
trucks 

I have been a plumbing con- 
tractor for 25 years. I'd appreciate 
any help you can give me to fight 


the jackleggs, including your Qual- 
ified Contractor Kit. Also, please 
send me six Domestic ENGINEERING 
“Qualified Contractor-Dealer” 
stickers. I want to put them on my 
trucks 
WILLIAM JACKSON 

Joe Dink Plumbing & Heating 


@ The materials requested by Mr. Jack 
son are on the way to him. For a 
graphic example of the way he is 
carrying on the fight against unquali 
field installers, see page 143 


WHERE CAN HE GET 
STANDARD PLUMBING CODE” 
Topeka, Kans.—-Will you advis« 

us where the “American Standard 

National Plumbing Code” is avail- 

able and what the cost is? 

FARRELL PLUMBING Co 

e The code is available from the 

American Society of Mechanical Engi 

neers, 29 W. 39th St., New York City 

18, or the American Standards Assn., 

70 E. 45th St., New York City 17. The 

book is 186 pages long and costs 

$3.50 per copy 


DE IS GLAD TO BE BEHIND 
THE PUSH ON PRIVAZONING 
Wasuincton, D.C.—We are de- 
lighted to see the continuing series 
you have been running on Priva- 
zoning. Aside from the publicity 
you have been giving us, the com- 
ments by contractors and builders 
have been most interesting and 
valuable for us 
Aprian Conway 
Public Relations 
Plumbing Fixture Manu- 


facturers Assn 


HOW TO COLLECT ON 
DELINQUENT ACCOUNTS 
LovuIsvILLE, Ky.—I’m looking for 
information on the construction of 
letters to de'inquent customers 


(Please turn to page 18) 
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why modern 

contractors use 
for 

remodeling 


fittings and valves 


Examples shown are but a few advantages 
you enjoy with NIBCO products. To get the 
whole story, see one of the more than 3000 
sales specialists who distribute NIBCO fit- 
tings and valves. There’s a NIBCO whole- 
saler within hailing distance wherever you 
are in the nation. And we think you'll like 
doing business with him. It’s another rea- 
son why thousands of contractors always 


specify (and insist on) NIBCO. 


Ask your 
NIBCO wholesaler for 
free catalogs, or write 


NIBCO INC. 
Dept. H-5510, Elkhart, Indiana 


ad 
| 
7 
; 
| 
COMPLETE LINE includes NIBCO = 
NY _ torch cannot be used. Smaller and ==, 
fewer wall openings also minimize 7 
is: = | gis PROPER VALVES for specific 
— purposes... NIBCO globe, gate, 
-‘silleock, and check valves, 
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(Continued from page 16) 


who are either slow or fail to pay 


their bills. I believe you published 


a good article on this subject, with 


sample letters. Could you send me 


a copy of this article? 
OwEN SCHUSTER 


e Copies of the article, which ap- 
peared in two parts, were sent to Mr. 
Schuster. Other sources of information 
on credit letters are: the National 
Assn. of Credit Men, 229 Fourth Ave., 
New York City 3; The National Re- 
search Bureau, 415 North Dearborn 
St., Chicago 10; and Associated Cred- 
it Bureau of America, Research and 
Education Department, 7000 Chippe- 
wa St., St. Louis 19. 


Riviera Beacu, Fia.—lI'd like to 
tell you of my company’s satisfac- 


tion with the use of the soil pipe 


prefabrication jig and layout tem- 
plates invented by George Kjell- 
berg, of Mickey, Inc., Lake Worth, 


Fla., and described so completely 


in your June issue 


aWhen I this 
system I was a “Doubting Thomas.” 


first heard about 
I was then working on a job on 
which the jig and one of the first 
sets of templates was being used 
When 
the first layout sheets came to the 
prefab jig with fittings marked and 
lengths of pipe marked for cuts, 
I remarked, “How in the world do 
you expect me to make this fabri- 
cation fit without seeing the con- 
struction plans for the job first?” 


for experimental purposes. 


The contractor for whom I was 
working said, “Try it and let me 
know how it works out.” Well, sir, 
after that first job I was no longe1 
a Doubting Thomas, but I 
dered boss could be So 


Well, 


won- 
how the 


accurate on his dimensions. 


HE’LL USE CARTOONS 
IN HIS ADVERTISING 
WAUKEGAN, ILL.—I want to com- 
pliment you on the best cartoons 
that I have seen in a business mag- 
azine, and I see many of them. 
Would it be possible to obtain 
your cartoons for use in my adver- 
tising to my customers? I am just 
now starting a direct-mail program 
in a fairly large volume, and ‘the 
cartoons would fit in very well 
with my program 


A. N. Revis 
Comfort Engineering Supply Co. 


® Permission granted. 


WHOLESALER’S INTERESTED 
IN PRIVAZONING 


San Francisco—Would you fur- 
nish us with six reprints of your 
articles on Privazoning? 

WILLIAM JOOsT 
Sales Manager 
Heieck and Moran 
(Wholesaler) 


He Was a “Doubting Thomas’ —Until He Tried 
the Mickey System of Soil Pipe Prefabrication 


we ended up prefabbing and in- 
stalling the plumbing soil and 
waste lines in a seven-story co- 
operative apartment. 

Shortly after this experience, I 
organized my own plumbing busi- 
ness and as soon as possible I con- 


tacted George Kjellberg and asked 
him to fix me up with the necessary 
equipment for prefabrication 
Since using this equipment, we 
able to better 
roughing. We're doing more work 


are supervise oul 
and making more money with the 
same working force 

sFor a harmonious 
takes 
who will work together for a com- 


marriage, it 
two—a man and a woman 
mon goal. For me the Mickey jig 
and templates is a harmonious mar- 
riage of two things working to- 
gether to organization 
toward its goal of better work at 
less cost per installation. 


help our 


In addition to running my busi- 
ness, I teach apprentice plumbers 
vocational school. I 
highly recommend the use of the 
templates for instructing appren- 
tices in layout, as it gives them the 
feeling that they’re installing a job 
fitting by fitting and piece by piece, 
not just drawing lines on paper 


at our local 


wsOur organization is using the 

Mickey jig and templates in jobs 

ranging from single bath installa- 

tions to intricate plumbing systems 

on battery-type installations. 
RAYMOND IRWIN 
President 

I. I. Ballenger, Inc. 


@ The Mickey System in use is shown 
below. For the complete story, see 
DE’s June issue, pages 96-99. 


(LETTERS continued on page 198) 
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iden lifes Freon 
premium quality, 


sealed 
for 
pure ty 


Coming soon! Gold-capped 
inders—the new way to identify 
“Freon” premium quality refrig- 
erants. Each gold-capped cylinder 
of “Freon” is factory-sealed by 
Du Pont to make sure you get the 
high purity guaranteed by 27 
years of manufacturing leadership. 


Today ‘‘Freon”’ is so dry and pure 
that the published specifications 
for ‘‘Freon”’ refrigerants are the 
accepted standards of quality for 
the entire industry. Best of ali, 
“Freon” costs no more than refrig- 
erants that are supposed to be 
‘Just as good’’. So insist on 
“Freon’’—the time-tested, pre- 
mium quality refrigerants—now 
identified by cylinders with the 
new gold colored hood cap. 


FREON 


premium quality 
refrigerants 


*Freon and combinations of Freon- 
and F- followed by numerals are 
Du Pont’s registered trademarks for 
its fluorinated hydrocarbon refrigerants. 
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Better Things for Better Living 


SHOWS LOW-COST APPROACH TO 
LUXURY-QUALITY SHOWER FLOORS 


You CAN cut the cost of shower construction—and im- 
prove product appearance and quality at the same time! 
This new booklet illustrates and describes the benefits of 
Fiat PRECAST terrazzo shower floors. See how exclusive 
Fiat engineering saves you time, trouble and money by 
eliminating the most expensive steps of at-the-site shower 
floor construction. See how floors are manufactured under 
ideal factory conditions for correct drain pitch and longest 
life. Illustrations show how pure white cement impregnated 
with genuine marble chips deliver the sparkle that sells! 
See for yourself—send today! 


FIAT METAL MANUFACTURING COMPANY 
9301 W. Belmont Avenue, Franklin Park, Illinois 


FIVE STRATEGICALLY LOCATED PLANTS: 
Franklin Park, lll. (Chicago Area) 
Long Island City 1, N.Y./Los Angeles 63, Calif. 
Albany, Ga./Orillia, Ontario, Canada 


DomestTIc ENGINEERING, OcToBER 1958 


f 
| Te : | 
look of / low cost 
f 
20) 


child to go to work, sell house- 
hold furnishings and apply for 
charity. The jury was so touched 
it awarded high compensation. 
Later, the courts reversed the 
verdict, saying, “It seems too 
clear for argument that the 
(wife’s) testimony was irrelevant 
and that it was highly emotional 


and could have had no other 
actual effect than to appeal to the 


sympathies and prejudices of the 


Legal Decisions of Interest to Contractors jury.” The actual evidence was 


not sufficient to establish grounds 
for awarding workman’s com- 
pensation. 
Citation: Waldropp v. Driver- 
General Manager Leaves Job. wife told the jury that her hus- Miller Plumbing and Heating 
Can He Work for Competitor? = }and’s injury forced her and a_ Corp. 301 Pac. (2d) 521. END 
Partners and management-lev- 
e! executives who enter agree- 
ments not to take competitive 
employment must stick to their 
contracts or face legal restraints. 
The general manager of a p-h 
company, for example, con- 
tracted with his employer to re- 
frain from competitive employ- 
ment for one year should he ever 
leave his job. The boss taught 
him his business methods and 
procedures, but eventually the 
manager left and took a job with 
a competitor. 


# The first employer obtained an 
injunction against the manager, | 
and the court said: YOU BE THE JUDGE 


“The majority of courts recog- If you were a judge, how would you decide this case? 


Plumbing contractors in a city brought suit against 
wherein an employee, either di- | municipal officials because they had not established a 
rectly or indirectly, agrees not to 


nize the validity of an agreement 


board for the examination and licensing of master plumb- 
compete with his employer. Such ers. The contractors cited a state law which provided, 
agreements hold even if they are among other things, that every city create a special board 
unlimited as to time and space.” 


for the examination and licensing of master plumbers. 
Citation: World v. Kolkey, 125 The city officials failed to do this, and the plumbing con- 


N.E. (2d) 309. tractors thought their legal action could force the officials 


to do so. Were they right? 


Testimony Too Emotional 
Highly emotional testimony is 
not an acceptable substitute for The court held that no private right of the suing con- 
sound factual evidence in a work- | tractors was affected by the fact that the city had no 
man’s compensation hearing, says | board for the examination of master plumbers. It said: 
a high court. “The nonexistence of such a board is a matter that con- 
The case involved an employee } cerns the general public alone, and it alone has a justifi- 
of a plumbing and heating con- able interest in respect to it.” Therefore, the contractors 
tractor who injured his back lift- | lost their case. 
ing a fixture. The employee's 


* * * * 
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84G 
TO WATERMIXER FLO-CONTROL 
ANO Fixtures VALVE——~ 


BaG 
HEAT EXCHANGER 


HOT WATER HEATING B 


HOW TO CUT WATER HEATING COST 
With A B&G tree “WU” instantaANEous HEATER 


There are three reasons why a “WU” Heater will shell. thereby greatly increasing the capacity of the 
produce large volumes of hot water with maximum Heater. An unbelievably small unit produces large 
economy — volumes of hot water. Service water temperature is 
closely controlled...the Booster starts whenever 
the water goes below the desired degree and con- 
tinues to run until service water is again at the 
proper temperature. 


1. It ends the need for bulky, space-wasting stor- 
age tanks... because it is an instantaneous 
heater, heating water as rapidly as needed. 


2. It eliminates an expensive, separately fired 
water heater...because it heats service water 
with hot water from the heating boiler, winter BaG ALL-BRONZE BOOSTERS 
ind summer. 
and summe For long life in circulating hot or 
3. It lengthens boiler life...because it requires cold raw service water 
summer operatior he boiler, preventing tl ; ; 
— eterioration which occurs when a boiler > tinecusly pomping feesh 
is idle. water materially shortens 
Pumped circulati t 4 . | pump life unless a bronze unit 
POS is used. The B&G All-Bronze 
The “WU” Heater is equipped with a B&G Booster Booster is specifically built 
Pump which pumps boiler water through the heater for such applications. Now 
painted bronze for easy iden- 
tification. 


ELL & GWOSSETT 
application, selection and ; 
installation of B&G 


Instantaneous Water Cc M P A N Y 


Heaters. Dept. FL-1, Morton Grove, Illinois 


Reg. U.S. Pat. Of. Canadtan Licer §. A. Armstrong Ltd., 1400 O'Connor Drive, Toronto 16, Ontaric 
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economical DWV 
tube and fittings lower building costs... 
increase the saleability of any type home 


The plumbers here are preparing a Streamiine DWV prefabricated assembly for a multiple bath 


sanitary drainage system. The strong, rigid assembly will be placed into position and completed with 
a very little additional work. 


Because of the ease of this prefabrication type of installation, contractors report DWV copper tube and 
fittings can be installed in half the time required with caulked or threaded piping materials. And 
because it cuts installation costs, Streamline DWV copper tube and fittings naturally lower building costs. 
Streamline DWV copper tube and fittings also improve the quality of any home or building by pro- 


viding a lifetime of corrosion and rust resistant, leak-proof sanitary drainage that never clogs. 


To lower your building costs . . . and increase the value of your home . . . it will pay you to specify 
Streamline DWV copper tube and fittings for sanitary drainage. 


MUELLER BRASS CO. nuron 4, michicane 
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PLAN YOUR HEATING FOR THE SALES APPEAL 


new Frigidaire 


SLIDES IN LIKE A DRAWER! 


SLASHES INSTALLATION COST UP TO 50%! 


PROVIDE FOR LOW COST AIR CONDITIONING NOW...OR 
LATER—WITH EVERY NEW FURNACE YOU SELL! 


Another Frigidaire First! Installed 

For a Year at NAHB Research House 
Here’s a completely new concept in full-home air 
conditioning —the Frigidaire Trans-Wall System! New 
Trans-Wall Units are now in production 
after a full year in an actual installation at the NAHB 
(Home Builders) Research House, Kensington, Md. 


*Slide-in” 


The Frigidaire Trans-Wall System is the simplest, 
most compact year-round comfort maker ever devised 
Here’s why! The complete all-in-one Trans-Wall Unit 
consists of an air-cooled condensing unit with twin 
Super Meter-Miser Compressors plus a “wall-sleeve” 
that slides through wall to furnace, and a_ high-efti- 


ciency “inverted V” cooling coil that fits into pre-in- 
stalled housing to give full-home conditioning with 
any Frigidaire furnace. 


Ready to Install—FAST! 


All internal wiring is done, refrigerant lines connected, 
system sealed and checked by the factory. With the 
furnace located at an outside wall of the house and coil 
housing in place, all you do is slide Trans-Wall in place 
and wire in. Trans-Wall System utilizes furnace blower 
and ductwork. 

Get the full profit potential story from your nearby 
Frigidaire District Headquarters today! 


While Others Dream of the Future— 
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OF LOW COST FRIGIDAIRE AIR CONDITIONING 


full-home air conditioner 


TRANS-WALL FITS EVERY TYPE FRIGIDAIRE FURNACE 
—OR OTHER CONVENTIONAL FORCED-AIR SYSTEM! 


ZZ 


k 

air-cooled package 


Simplified installation 


No concrete base needed SLAB TRANS-WALL SYSTEM CRAWL SPACE TRANS-WALL SYSTEM 


Trans-Wall Unit installs under Frigidaire Horizontal Type Furnace 
Frigidaire Vertical Downfiow Trans-Wall Unit installs in crawl space 
Type Furnace in housing with plenum added below coi! housing 


BASEMENT TRANS-WALL SYSTEM 
Trans-Wall Unit slides into coil housing 
above Frigidaire Vertical Upflow Type 
Furnace. Adaptable to Lowboy Type 


Factory-sealed 


Uses furnace blower 
and ductwork 


No plumbing for water supply 


No refrigerant connections 


Two sizes 
24,000 and 35,000 BTU/hr. 


Twin compressors CRAWL SPACE TRANS-WALL SYSTEM TRI-LEVEL TRANS-WALL SYSTEM ROUGH-IN NOW — INSTALL LATER 
Trans-Wall Unit installs under Trans-Wall Unit, bracketed above ground Locate new furnace adjacent to outside wall, 
Frigidaire Vertical Downflow Type level, instalis in coil housing above add cc housing and prepare wall open 


Furnace. (Modified Slab hook-up.) Frigidaire Vertical Upflow Type Furnace. ing. Slide in Trans-Wall Unit at later date 


SIMPLIFIED INSTALLATION! TRANS-WALL UNIT SLIDES INTO WALL OPENING 14” x 24” 


Less than 350 Ibs. net weight, new AIAZ-240 
Frigidaire Trans-Wall Unit is easily installed 
by two men using ordinary tools. Trans-Wall 
easily adds a full 24,000 BTU. Hr. of Dry-Cool 
Comfort in virtually any style home after 
furnace and coil housing have been installed. 


1. Rough-in opening. 2. Attach outside mount- 
ing brackets (furnished). 3. Complete install- 
ation by sliding Trans-Wall Unit in place— 
connect control box (furnished) and wire in. 
35,000 BTU Hr. unit weighs 370 Ibs. and re- 
quires slightly larger wall opening 17% x 24”. 


FRIGIDAIRE GAS OR OIL-FIRED FURNACES— 
A TYPE FOR EVERY NEED, A SIZE FOR EVERY HOME 


Whatever size or style home, Frigidaire has the right 
heating equipment. It’s all trimly compact, attrac- 
tively styled in baked-on beige enamel finish, with 
smooth corners and safe, cool exteriors to give extra 
satisfaction to your customers. Extra value, too, be- 
cause Frigidaire Furnaces are designed to team up 
perfectly with Frigidaire Cooling Equipment. 


FRIGIDAIRE DIVISION, 
General Motors Corporation, Dayton 1, Ohio 


re ge a 
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VERTICAL HORIZONTAL LOWBOY 


Choose from four types of furnaces: Vertical Upflow, Vertical Downflow, 
Horizontal or Lowboy. Adaptable to ali sections of the country with choice 
of fuels including oil, or natural, artificial, mixed or L.P. gas. Capacities up 
to 190,000 BTU/HR for gas-fired models (A.G.A. approved) and up to 151,200 
BTU/HR for oil-fired furnaces (listed with U.L.). Quiet, high-capacity centrif- 
ugal blowers. Factory-wired precision controls 


FRIGIDAIRE 
Built and Backed by Genera! Motors 
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Swimming Pool Booklet 

The National Swimming Pool In- 
stitute has issued a 12-page book- 
let entitled “How to Select Your 
Swimming Pool.” It is aimed at 
prospective purchasers of pools and 
outlines how the contractor can as- 
sure complete customer satisfac- 
tion. It covers such factors as the 
proper 
and equipment used in home swim- 
ming pools. The booklet 
scribes NSPI’s recommended in- 
stallation 
“danger signals” from which pros- 


locations, sizes, materials 


also de- 


contract and lists some 
pective buyers can distinguish be- 
tween the bona fide swimming poo! 
salesman and the fly-by-nighte: 
Available from: National Swim- 
ming Pool Institute, Harvard State 


Bank Bldg., Harvard, Ill 


Automatic Controls Catalog 
A new edition of its automatic 
controls catalog for heating and ai 
conditioning has been published by 
Barber-Colman. The 52-page cata- 


MAME OF Gual Tr 


... for Heating 
and Air 
Conditioning 
systems... 


line ol 


firm's 
electric thermostats, pressure con- 


log describes the 


trols, humidistats, motor-operated 
valves, temperature regulators, mo- 
tor operators, unit ventilator con- 
tiols, hot water controls, electronic 
controls, control centers and acces- 
sories. Operational and application 
data is included. 
Available from: 
Co., 1300 Rock St., 


Barber-Colman 
Rockford, II] 


Gate Valve Bulletin 


A four-page bulletin describing 
its line of gate 
issued by Price Pfiste1 
the firm’s two new series of valves, 


valves has been 


It describes 


wastes 


one for iron pipe and the other for 
copper to copper installations. Both 
ly to 2 ins. 

Price Pfister 
3011 


come in sizes trom 

Available from: 
Brass Manufacturing Co.., 
Humboldt St.. Los Angeles 31 


Baseboard Heating Bulletin 
A bulletin describing its “Low- 
Line” hot 


water baseboard has 


GOOD READING FOR P-H CONTRACTORS 


Patco. Measuring 


high by 2!2 ins. 


been issued by 


only 7 ins deep, 


the compact baseboard features 


newly-designed “Snap-Fit” covers 
and accessories that eliminate drill- 
ing and screws. The bulletin ex- 


plains how this feature cuts in- 


stallation time, enabling one man 


to make an average eight-room 


installation in one day. Installation 
photos and a rating chart for the 
baseboard are included 

Available from: Patco Manu- 
Co., 231 N. Bread St., 


Philadephia 6 


facturing 


Cooling Coil Bulletin 

A bulletin describing its Herman 
Nelson 
been published by 
Filter 
20 illustrations, 
ifications, dimensional data, charts 


cooling coils has 
American Au 


than 


line of 
Included are more 


construction spec- 


and circuiting diagrams. The bulle- 
tin describes direct expansion coils 
and both standard and cleanable- 
tube water coils 

Twenty-four capacity 
rating tables are provided in the 
detailed 


charts 


pages of 
coil section, as well as 
refrigerant pressure-drop 

(Please turn to page 192) 


Typical Applications in Its Line of Flow Switches 
Are Covered in New Bulletin by McDonnell & Miller 


A bulletin describing its line of 
flow switches and showing typical 
applications has been published by 
McDonnell & Miller. The bulletin 
introduces the firm’s FS4 series of 
flow switches which are suitable for 
pressures up to 100 lbs. Details of 
construction, dimensions, models 
available and UL electrical ratings 
are given. It describes the 
company’s E-2 series, which are 
waterproof models suitable for 
pressures up to 150 Ibs. 

Available from: McDonnell & 
Miller, Inc., 3500 N. Spaulding Ave.. 
Chicago 18 


also 
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Styling for Moderns...Styling for Sales! 
Here’s new, clean, crisp design...styled for modern a wide variety of sizes and styles... profit-packed in 
living and for modern merchandising. The entire every price range. Write for detailed information. 
Rheem-Richmond line provides self-selling beauty SP? 
...in seven sparkling colors and exclusive “Whiter- “ws W J C a M 0 N D 
White.” And all are produced under the same rigid 
controls that have made the Rheem-Richmond name FIXTURES 


RHEEM MANUFACTURING COMPANY 
famous for higher standards of quality. Available in METUCHEN, NEW JERSEY 
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460 UTILITY 240 UTILITY 


INTERNATIONAL CUB’ LO-BOY~ INTERNATIONAL 240 UTILITY INTERNATIONAL 340 UTILITY 
12.8 HP 38.5 HP 45.0 HP 
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TRACTORS 


Size and stamina 
to match your every 
power need! 


Step into a 
NEW WORLD of 
UTILITY POWER! 


Now! The widest array of power on wheels ever offered industrial 
and commercial users! New International tractors open a whole 
new world of more efficient utility power for loading, trenching, 
lifting, hauling... for saving time and cutting costs on the widest 
range of work! 


Power PLUS brawn! Each new International weighs in at the heavy- 
weight end of its respective power class—sizes from 12.8 to 72.5 
bare engine horsepower. This built-in brawn assures strength, stam- 
ina, and dependability that cuts down-time to a bare minimum... 
keeps production up! All-new features include: 


New 3-point hitch with precision Tel-A-Depth control ... ultra- 
smooth six-cylinder engines for heavy-duty Internationals, 61 and 
72.5 engine hp . . . Fast Reverser to speed all shuttle-type operations 
... higher-capacity built-in hydraulics ... heavy-duty power steer- 
ing... years ahead operating comfort and maneuverability. These, 
plus exclusive IH-developed Torque Amplifier drive and Fast-Hitch, 
let you literally “‘tailor” a new International to your exact power 
and equipment needs. 


There’s a dealer near you. See him today for on-the-job proof of bonus 
capacity and dependability in a new International tractor. For new, illus- 
strated catalog, write International Harvester Co., Dept. DE-10. P. O 
Box 7333, Chicago 80, Illinois. 


340 UTILITY 


INTERNATIONAL 560 
INTERNATIONAL 460 UTILITY 72.5 WP SEE YOUR 


INTERNATIONAL 


HARVESTER | 
DEALER 


International Harvester Products pay for themselves in use —Farm Tractors anc 
Equipment Twine Commercial Wheel Tractors Motor Trucks Construc- 
tion Equipment —General Office. C 
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For a direct-mail piece with the impact of 
a billboard sign, try a jumbo post card . . . 


ARE YOU LOOKING FOR a direct- 
mail piece that’s “different” 
enough to practically guarantee 
readership? 

How about using a jumbo post 
card? These king-size mailers (5 
by 8 inches) invite attention by 
Right 


from the mail box they pique the 


virtue of their size alone. 


customer's interest enough to 
cause him or her to look at the 
card, sce whom it came trom and 
what it has to say. 


And 


the-point message that’s of inter- 


if the card carries a to- 


est to the homeowner, these 
sure-to-be-looked-at mailers will 
return a healthy percentage of 
favorable response to the sales- 
men who follow up the jumbo 
card with a telephone or per- 


sonal call 


e Like a roadside billboard, the 
jumbo card relies upon quick 
make its 
chief service is that 


impact to point. Its 
its size in- 
duces its recipient to read it im- 
mediately, right when received. 
It's not a piece to be put aside, 


How'd you like to switch 


The jumbo post card can tell 
a feature story in a few words 
with a single illustration 


studied and pondered over later. 
That type of sales letter, of 
course, has an important place 
in your advertising setup. The 
function of the jumbo card, how- 
ever, is not to explain or present 
a detailed sales story, complete 
with product description. It’s to 
make a specific point in quick, 
clear terms—so that it will leave 
the aforementioned impact of a 
billboard ad 

Jumbo cards can carry your 
offer to do bathroom, kitchen or 
heating remodeling. They can 
tell a feature story in a few 
words, with a single illustration. 
Then it’s up to you or your sales- 
men to follow through with a 
convincing sales story. 


Take, for example, the card 


From KP to PK? erect xicen 


YOUR NAME 
Address Telephone | 


LOOK FAMILIAR? How many homemakers will see themselves 
in this picture—and be persuaded to remodel their kitchens if 
your jumbo post card will tell them they can afford a new 
kitchen on easy payments that won't strain the family budget? 
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on the facing page that pro- 
The 
illustration speaks volumes. So 


the And 


still room on the card for a suc- 


motes kitchen remodeling 


does headline there's 


cinct 


effect 


message—something to the 
that the 
longer need feel she’s a drudge, 


kitchen 


she’s been 


homemaker no 


doing police because 
“drafted.” For a low 
monthly payment, she can switch 
to a perfect kitchen, one that’s so 
beautiful and efficient—and eco- 
nemical too—that it’s a pleasure 


to work in it. 


# You could do a complete turn- 
the 
the 
modern kitchen 


about on same theme by 


picturing homemaker in a 
with the head- 


KP to 


And carry the sales mes- 


line, “she switched from 
PK.” 
sage from there 

This is, of course, a good time 
of year for the sales story of the 
jumbo card to feature the sug- 
gestion for a heating system 
checkup. Here again, the head- 
line and illustration tell an entire 
story. And a few words remind- 
ing the homeowner that his heat- 


checked 


and put.in good working order 


ing system should be 


Now is the time for that 


Heating System 
Checkup - 


WITH THE NIP OF FALL in the air suggesting the cold 
weather ahead, this is an excellent time to promote the 


idea of an annual heating checkup. 
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Even if 
produce o sale, it'll get your journeyman into the home 


before the cold weather sets in 
to avoid shivering later—makes 


a vood sales point 


ekven if the heating inspection 
doesn't immediate 
heating sale, itll get your jour- 


into the house 


result in an 


neyman giving 


him an excellent opportunity to 


evaluate the homeowner's 
plumbing and‘ heating facilities. 
Maybe the heating system, for 
example, has another good year 
to go. Your journeyman can get 
in solid with the homeowner by 
making that point with him, at 
the same time telling him that 
next year your company will be 
glad to quote terms. 

Virtually nothing will leave a 
better and more lasting impres- 
with a homeowner than a 


who 


“unnecessary sale. 


sion 


salesman doesn’t try to 
make an 
And if you keep:a record of this 
homeowner contact, you have a 
good chance for other businessand 


perhaps a heating sale next year. 


# The moral of the story? That 
an excellent, attention-winning 
jumbo card not only can get you 
heating 


inspection business, it 


it doesn’t 
ever. 


can get you future 
sales—if you 
and your journeymen “play your 
cards right.” 

Not to mention the fact that 
your journeyman can look at the 
size and age of the water heater, 
the laundry facilities, the kitch- 
en, etc., and let you know what 
kind of potential market the 
home offers in these areas too. 

And how about the jumbo 
card showing the lineup before 
the bathroom door? This time 
of year, with children back in 
school and every member of the 
household on a stricter sched- 
ule than he or she’s been on all 
summer, is a particularly good 
time to promote that second bath 
or lavatory on easy payments. 


present or 


heating systems 


# You see how much of a sales 
story a jumbo post card can tell 
for you? The important thing 
is that it carry a headline, illus- 
tration and short message that 
are eye-catching enough to at- 
tract initial attention. Naturally 
the card must carry your name, 
address and telephone number. 
Then it must be properly fol- 
lowed up in person. END 


for a look at the heating and plumbing, for future ref- 
erence. And with children going back to school, the daily 
bathroom lineup (above) becomes more irritating than 
It's a good time to promote that extra both. 


Y 
‘ 
: 
Waiting-for-the-Bathroom Blues? | 
r | 
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you get 
the 
you want 
when you 


specify 


Service’ Tube 


However your order arrives — by phone, mail or tele- 
gram — your shipment starts immediately. It’s here 
today ... gone today! 

And check this new United Service Tube carton. 
Punch-out handles (a) for easy carrying. Punch-out 
holes (b) make it simple to remove from box or shelf. 
Call, write or wire United for copper, brass and alu- 


minum tube and wire. 
*Water, Refrigeration and Automotive 


PROVIDENCE 7, RHODE ISLAND 


FOR A PERMANENTLY UNITED 
JOINT, INSIST ON PHOSON — 
Plan to visit Booth 1142 at the Cleveland Metal Show, October 27-31 


DoMESTIc 
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they really know Costs 


—you'll likely see the famous 
Jenkins mark on GAST STEEL 


Installation 


Fig. 1046 600 Ib. 
0.S. & Y. Globe 


Typical Jenkins features 
deliver lasting economy 


A ball bearing yoke Sleeve is standard 
on larger sizes * Cooling chamber 
and plugged connection for test pur- 
poses is regularly provided below 
packing box, but a lantern gland 
Stuffing box is optional * Rustproof, 
lubricated and graphited, wire rein 
forced packing is standard * Soft steel 
ring joint body-bonnet gasket, fitted 
into accurately matched grooves to 
assure a vapor-tight joint * Seating is 
regrind-renew type 
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In the power generation and industrial processing plants where Cast Steel 
valves are numbered by the score . . . where replacement and maintenance 
costs are recorded to the last penny .. . the true economy of Jenkins Valves 
is clearly seen. 

Records will always show the extra value which Jenkins builds into Cast Steel 
valves, not only with design features you can see but also with unbending 
quality standards for alloys, castings, machining. Plus the toughest known 
testing and inspection system to assure perfection in every detail, and safety 
factors far beyond ratings. 


Select from the Big Line in this Catalog. It includes pressure Castings of 
Carbon, Carbon-Moly, 1'4 Chromium-Moly, 4° — 6% Chromium-Moly, 
314% Nickel... alloys that meet a wide variety of specifications. Also, a 
wide choice of patterns, sizes and seating material combinations to satisfy 
your different service conditions. 


AL ENKINS DISTRIBUTOR for a copy of Jenkins Cast Steel Valve Catalog and 
prices. Or write to Jenkins Bros., 100 Park Ave., New York 17 


Sold Through Leading Distributors Everywhere 


Valves 
| 
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How to modernize a hotel 


} 


in one quick Step... 


ALLERTON HOTEL, CHICAGO 


| 
| 
| 


Gets Up-To-Date Guest Rooms by Installing New Plumbing System of Chase Copper Tube 


Heart of the re-building program that is modernizing 
Chicago’s Allerton Hotel is the improvement of guest 
facilities. Rooms will be larger. more comfortable 
and ultra-modern. As part of the job, Lake Shore 
Plumbing Company is installing a complete new 
plumbing system that will give each room its own 
facilities. 


This new system is being built around Chase 
Copper tube and fittings for water and drainage lines 
—all supplied by Republic Plumbing and Heating 
Supply Co. Because Chase Copper tube is easier to 


pre-assemble, easier to handle. and because joint~ 
are made quicker and easier. there's far less dis 
ruption of hotel service during the job. And when the 
total cost is figured—tube, fittings and time—the over 
all job will cost less than using rustable pipe! 


The next job you figure, plan on using Chase 
Copper tube. It never rusts, won't clog, and gives you 
appreciable savings at every stage of the job. Ask 
your Chase Wholesaler for details. And for every 
plumbing job, insist on Liretines” of Chase Copper 
Tube. You'll find it pays to use the best. 


The Nation’s Headquarters for Brass, Copper and Stainless Steel 


Atlanta Baltimore Boston Charlotte Chicago Cincinnati Cleveland Dallas Denver Detroit Grand Rapids Houston Indianapolis Kansas City, Mo. Los Angeles 
ilwauk M polis Newark New Orleans NewYork (Maspeth,L.!.) Philadelphia Pittsburgh Providence Rochester St. Louis San Francisco Seattle Waterbury 
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Typical run of Chase Copper water tube in 
the Allerton Hotel. Note the neatness of 
solder-joint connections. 


@ Running a water line is 


quick, easy and fool-proof when 
worker uses copper tee fittings 
and copper water tube connected 

. by quickly-made solder joints. 


Job Foreman gives his OK to * 
a neat, trouble-free solder 

joint made with Chase fittings 
as part of main drainage line. 


BRASS & COPPER Co. 


Kennecott Gennes Corporation 


ENGINEERING, OctoprrR 1958 


5 


| 
j 
=! : 
} 
| 
= 
"4 
| ES | 
| 
~ 
i 
4 
ig 
be 
35 


LINE 


...With the line of 


Advanced Design 


Advanced design and quality workmanship throughout. 


Consistently dependable performance. 


Easy installation and adjustment... rarely a trouble call. 


Customer acceptance... 


proved by thousands of satisfied owners. 


Manufactured by a progressive company owned and 
operated by men who know oil burners... 


and know how to make them. 


PECIFICATIONS 


MOTOR — Long-hour duty with 
safety overload control. Complies 
with NEMA mounting specifica- 
tions. 1.8 H P. (Models 400, 400 
Flanged, 150F, 400S. 150SF-2, 
500S-35); 1/6 H.P. (Models 650, 
700S-35, 800S-4); 1/4 H.P. 
(Model 1200); 1/3 H.P. (Models 
20008-5, 2000). 
TRANSFORMER — Shielded to 
eliminate radio and TV inter- 
ference. 10,000 volt (12,000 volt 
on Models 2000S-5, 1200, 2000). 
AIR TUBE —‘Steel. 

FAN — Precision balanced. 
Mounted directly on motor shaft. 
NOZZLE — Stainless steel alloy. 
Hollow cone spray. (Hollow cone 
or solid spray on Models 1200, 
2000). Dual nozzles on Models 
500S-35, 650, 700S-35, 800S-4, 
2000S-5, 1200, 2000. 
FUEL UNIT—Single-stage 
standard on Models 400, 400 
Flanged, 150F, 400S. 150SF-2 
500S-35, 650. Two-stage on 
Models 7008-35, 800S-4, 2000S-5, 
1200, 2000. Built-in strainer and 
pressure regulating valve. 
SOLENOID VALVE — Combi- 
nation delayed opening and in- 
stantaneous cut-off oil valve 
standard on all “S” models, also 
1200, 2000. 
COMBUSTION HEAD — 
Models 150F, 400, 400 Flanged 
and 650 have standard head with 
deflector vanes formed at a fixed 
angle to establish the air pattern. 
Model 150F (0.65 to 1 35 C 
capacity) and 
400 Flanged (0.65 to 1 00 ¢ 
capacity) have a series of pore 
able openings in center of de- 


flector for regulating air delivery 
to shape the fire. 

All Models have “Shell 
Head” and finned collar for most 
efficient mixture of air with oil. 
Models 1200, 2000 have High 
Temperature Combustion Head 
with finned collar for greater fir- 
ing rate (Model 2000) and nar- 
rower fire. 

ELECTRODES —Nichrome 
steel with full-glazed_ porcelain 
insulators counte rbored for maxi- 
mum safety. Flared, ‘“Wide-arc” 
design gives heavier spark and 
assures positive ignition during 
low voltage periods 

BUS BARS — Rigid heavy-gauge 
brass (Models 400. 400 Flanged, 
400S, 500S-35, 700S-35, 800S-4): 
phosphor bronze (Models 150F 
and 150SF-2); high tension leads 
(Models 650, 2000S-5, 1200, 
2000) 


HOUSING — Cast iron. Designed 
to assure efficient air delivery and 
smooth, quiet operation. Ma- 
chined to rigid standards. 


COUPLING — Universal type 
with neoprene center piece 
(Flexible type on Models 
2000S -5, 1200, 2000). 

CONTROLS — Thermostat, 
Limit Control, and Stack Relay. 
Electronic controls also available. 


ELECTRICAL CHARACTER- 
ISTICS — 115V-60 cycle. 1725 
R.P.M. (All models except 150F 
and 150SF-2 available with 
230V-60 cycle on special order; 
also a complete line of 110 and 
220V-50 cycle models with capac- 
ities from 0.50 to 15.00 G.P.H.). 


Get all the facts today about this great line of oil burners that offers 
you great profit opportunities. Contact your heating wholesaler. 


> 
be’ 
j 
> 
& 
om 
K | 
) 
' 
im 
“ 
. 
~~ 
2 
4” 
/ 
THEY ELL g 
UR, 
Nip 
THE EXCEL Ay A 
on 
36 DomeEsTIc ENGINEERING, OcToser 1958 


— 


a 
> 
\ 
| I 
= 
\ — j 
j 
re tion n t retail irKe 
ference im New York lty 
REV TION IN The peaker, executive director Don N re Bs 
MARKETING Improvement Council, asserted that Le f 
jlernization material will oon grow t t e t aes 
pr ent volume—largely a result of ramaticaid - By: 
illing techniques. 
eal he revolution, re ld, K 
elling, which he defined as “coordination, ntractor 
elling or dealer, ol li the merchandise and ervict neede ior 
Must, He ty ne project ick bathroom, kitchen or heat ystem), ss 
ne nomeowner can make IMp 1] n ne 
‘ transaction t one location from one man." 
| 
[The HIC, Moore aid, will accelerate in-=- 
out for Speciai recognition I retaldl 
contractors who provide complete, reil } 
rend Wild Be service. illing them something if niza- 
4 elerated ic juarters, the OoOuncii Wiii Vice t m, fie 
id. with comprehensive planning-estimating- ling tr k- x 
4: o that all will share the knowledge me uproveme! a 
pioneers whose efforts nave been outs ndingly 
n 
Di Ct1icé that HI nas Ln lve, 
the home improve industry will be essent lly 2 
4 
rece MOOre SalCe 
ive DE rticle beginning on page 
t l le went to pr‘ , membel 
pnlv Assn. met in Chicago for their fall meeting. 
New officers elected inciude mn MC ld, 
feDonald Manufacturing Co., Dubuque, la., nt l 
OOK, OOK oUupply Oo., UKianom J 
nad John Robertson, Robertson Heating lliance 
ACCNH EI re 
2nd vice president. 
Aronhalt, suppiy ana boliiel e, sopeka, 
continues as treasure! nd narry Li } 
Water and oteam ouppiy Oe, Ole JOSEP, n 
president. me reery 1 executive secretary. 
A full report of the meeting wiii | iven next nu oa 
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MAKE SURE 
the WATER SYSTEM 
WILL THE JOB 


This issue of Domestic Engineering makes it perfectly clear that no one is in a 
better spot than you, as a plumbing and heating contractor, to profit from the expanding 
remodeling market. Just how much you profit is determined largely by your first step 
in selling the customer. You are limited, right away, if he has an inadequate water 
system—and stopped in your tracks if he does not already have running water! Your 
ability to sell a profitable modernization package —including such items as a 

water heater, softener, disposer, or an extra bath, depends upon an adequate supply 
of water under sufficient pressure. The recommendation of a water system that 
.will do the complete job is so sound that it will meet with little or no customer 
resistance —and automatically set the stage for maximum profit for you. 

Home modernization begins with the water system. Profitable home 

modernization begins with your installation of the proper water system. 

Whether it’s his first water system or a replacement, the customer wants 
outstanding performance and long, dependable operation at a realistic initial cost. 
You, as an installer, want a well-known brand that is pre-sold to the customer 
through aggressive advertising, a quality pump that will require a very minimum of 
FHA* MULTI-STAGE JETS service, and one with labor-saving installation features and a generous trade discount. 
You get all this—and more—in Rapidayton submersible and jet water systems. 


ae = 


INSTALL 
c SUBMERSIBLES or JETS 


> 


— 


There's a Rapidayton water system tailored to the needs of any home remodeling 

job in your area. (See next four pages.) Rapidayton Dolphin submersibles are available 
in both 2- and 3-wire models for 4” (or larger) wells, 0 to 500 ft. in depth. 

FHA* SINGLE-STAGE JETS In Rapidayton Champions and Jetstars you have America’s most complete and 
fastest-selling jet line. For superior water systems that will do a superior 

job, and for maximum profit in the rapidly-expanding remodeling 

market, install Rapidayton submersibles and jets. 


"FARM AWD HOME APPLICATIONS 


° 
4 
a 
f 
= 
Al 
} 
est alias " . 
gitit Pains wirna cy apidayton V¥aTel vysTrem 
See Next 4 Pages ; 


Install these PUMPS of the FUTURE...TODAY! 


DEEP SETTING, MID-RANGE, 
and HIGH CAPACITY SERIES 


HIGH HEAD and 
HIGH CAPACITY SERIES 


for shallow and deep wells, 0 to 360 feet 


The quick, profitable way into the submersible 
pump business is through the advanced simpli- 
fied 2-wire Rapidayton Dolphin. ELEVEN models 
to choose from, enabling you to meet the needs 
of every shallow and deep well installation, 
0 to 360 feet, capturing completely the BIG 
VOLUME, HIGH PROFIT market in your area. 
Installation and service problems have been 
eliminated. There’s no electrical control box and 
the electric cable is attached to the pump at the 
factory. So, you merely connect a single dis- 


charge pipe to the pump, lower it into the well, 
connect wiring, and you are ready to pipe into 
the pressure tank. 

Deep-setting models in %4, 4, 42, % and 1 
h.p. Mid-range in 4/3, 42, %4, 1 h.p. High capacity 
in % and 1 h.p. Pump only models include 
factory-attached cable and overload protection 
box; complete systems include cable and over- 
load box, fittings package, 42-gallon tank. One- 
year unlimited warranty available on first pump. 
Mail coupon for ‘Try One” warranty form. 


for shallow and deep wells, 0 to 500 feet 


You never miss a big profitable job when you 
are able to select from the complete line of 
3-wire Rapidayton Dolphins. These pumps have 
proved their superiority everywhere they've 
been installed. Here’s the pump that will give 
all the extra capacity and pressure required by 
the countless new water-handling appliances in 
the most elaborate modern home—with plenty 
to spare for car-washing, lawn sprinkling, port- 
able outdoor pools, and other needs. Here’s the 
pump that will provide all the needs of a large 


Get “Try One” Dolphin Warranty form 


Learn more about the profitable line of Rapidayton 
Dolphin submersibles. Get full details on the ‘‘Try 
One” warranty —which gives you complete protection 
for one year on your first Dolphin installation. This 
offer provides a risk-free incentive to pump installers 


who thus far have been ‘watching and waiting” or 
whose experience with other submersibles may have 
been unhappy ones. Call your Rapidayton wholesaler 
or mail this coupon today for additional information 
and product catalogs. 


Piease send [) Complete Rapidayton Pump Catalog, which includes jets and piston models. 
] Dolphin Submersible literature; (> “Try One” Dolphin Warranty form 


NAME 


ADDRESS 


CITY 


COUNTY STATE 


Mail to Rapidayton Division, The Tait Manufacturing Co., Dayton 1, Ohio 


livestock farm and give fire protection at the 
same time 

The Rapidayton Dolphin has more exclusive 
and “worth more” features than any other 3- 
wire pump. The high head series is available 
with 42 to 2 h.p. motors, giving pressures up to 
80 Ibs. and capacities to 1,000 g.p.h. The high 
Capacity series has 1 to 3 h.p. motors, with 
capacities to 2,400 g.p.h., and pressures to 80 
lbs. One-year unlimited warranty available on 
your first installation. 
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2 and 3 wire models for BIGGER Volume 


From coast to coast, more and more submersible pumps are being installed. 

And a greater and greater share of them are Rapidayton Dolphins. For every kind of 
installation, in both shallow and deep wells, Rapidayton subs have proven 

their superiority through better performance, greater dependability, and a minimum 
of service. Individual Rapidayton dealers are upgrading their entire pump business, 
making more installations at higher profit. The completeness of the Rapidayton 

line gives you a terrific advantage, because you can select exactly what the 

job requires. From ONE nationally-known, accepted brand, you can select either 

2-wire or 3-wire models in the widest range of sizes. The 2-wire Rapidayton Dolphins 
are the easiest in the world to install, are low priced, and hit the big volume 

market broadside. The 3-wire Dolphins give you the extra depth, capacity, and pressure 
that enable you to handle any big job that comes your way. Upgrade your pump 
business with Rapidayton Dolphins. Call your Rapidayton wholesaler or write for details. 


DOUBLE LIFE STAGE DESIGN 


Only Rapidayton Dolphins have the “Double Life” 
patented stage design, incorporating tough nylon ; 

impellers in stainless steel cases. This design sttnenna Sante’ 
assures better handling of sand and longer pump overload protector 
and motor life. Impellers have ‘loose’ tolerances 

during early period when some sand may still be = 
encountered even in a carefully-bailed “clean” well. 

After a 20-day period the impellers reach a maxi- 

mum pre-determined expansion, providing perma- 

nently exact tolerances and peak efficiency. 


Lid Al TAIT PLUS POWER MOTORS 


WED Rapidayton Dolphins have a high efficiency Tait-designed 
L ‘| and made “plus power” motor (all motor parts made by 
, | Tait) which operates pump at full capacity and pressure 
i with plenty of power constantly in reserve. Motor is dielec- 
| tric fluid-filled. Has a perfect seal, electronically tested. 
| Motor parts vacuum impregnated with epoxy resin. Tait 
2-wire motors operate like conventional jet pump motors. 
Hydraulic starting switch (patented), with special mercury- 


Avision 


a assuring high-torque starts. 


* TRADEMARK 


PHIN 


The Tait Manufacturing Company, Dayton 1, Ohio 


to-mercury cut out, permits use of super size capacitor, Established 1908 as The Dayton Pump and Manufacturing Co. 
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Deluxe 


For maximum profit, sell UP to these completely 
deluxe Rapidayton multi-stage Champions. Big and 
powerful, they give the higher capacities and pres- 


The Twin Champion 


America’s No. 1 all-purpose water system. Big 
volume, big profit—covering 85 to 90% of 
the entire jet pump market! Two stages, con- 
vertible, packaged with 13. or 30-gal. horizontal 
or 42- or 52-gal. vertical tanks. Exclusive Quick- 
Connect flange saves up to $10 in time and 
materials. Reaches to 150 feet, pumps full 
capacity at 40 Ibs. pressure, and delivers up 
to 1250 g.p.h. Completely deluxe and quality- 
built. Retails in same price range as most deluxe 
single-stage pumps. 


MULTI-STAGE Champions* 0 to 200 ft. 


sures needed for contemporary living. The incom- 
parable Twin is multi-stage, convertible, and fully 
packaged. What a profitable combination! 


Vertical and Super Champs 
for “‘over-the-well”’ installations 


Vertical Champion—single and two-stage for 
depths 20 to 150 feet, with capacities ranging 
up to 1220 g.p.h. Easy to install with exclusive 
recessed base. 


Super Champ — two and three stages, for depths 
20 to 200 feet. Axial flow principle. Capacities 
up to 1350 g.p.h., pressures to 87 Ibs. ALL- 
BRASS internal construction. 


SINGLE-STAGE Champions* 0 to 80 ft. 


Here are the unmatched volume and profit builders 
among all jets: the completely deluxe Rapidayton 
single-stage Shallow Well and Convertible Cham- 


Shallow Well Champions 


The most popular pump in America today. True 
premium quality and superior performance at _ 
a low price. Completely deluxed. Compare its 
quality, installation, and performance features, 
one by one, with any other shallow well pump 
made. Quad-Volute self-priming design; open, 
separate motor mounting bracket; one-piece 
bronze impeller; 56-frame heavy-duty capacitor 
motor. Packaged with stainless steel and hori- 
zontal and vertical galvanized tanks, 4- to 42- 
gal. sizes. Pumps up to 1730 g.p.h. 


Low-priced 


NEW! Quality-built Jetstar Shallow Well and Con- 
vertible systems at hard-hitting competitive prices. 
Their high performance and dependability will bring 


Shallow Well Jetstar 


A big new pump, a real 
quality pump—and out- 
standing deluxe features. 
With a price so low, and 
a trade discount so gen- 
erous, you can dominate 
a highly competitive sit- 
uation at substantial 
profit! Fully packaged. 
Quad-Volute design. Ca- 
pacities up to 1250 g.p.h. 


pions. With these systems you can capture the entire 
heart of the jet market. Solid, “‘sellable” features, 
many exclusive. Priced just above the lowest. 


Convertible Champions 


The original Convertible Champion, widely imi- 
tated but never equaled. A big system, com- 
pletely deluxe—with outstanding features, many 
exclusive and new. Converts from shallow to 
deep well (reaches to 80 ft.) without additional 
pump parts. Exclusive Quick-Connect flange 
saves up to $10 in time and materials. Quad- 
Volute self-priming design. Packaged with 4-gal. 
Stainless steel, 13- and 30-gal. horizontal and 
42-gal. vertical galvanized tanks. Delivers up 
to 810 g.p.h. 


SINGLE-STAGE Jetstars* 0 to 80 ft. 


you lasting customer satisfaction along with maxi- 
mum profits. Basic parts have high degree of inter- 
changeability with Rapidayton Champions. 


Convertible Jetstar 


Stock this ene new, low- 
priced competitive system 
for any well 0 to 80 ft.! 
Converts from shallow to 
deep wells without addi- 
tional pump parts. Com- 
pletely packaged with 
Stainless steel or hori- 
zontal and vertical gal- 
vanized tanks. Exclusive 
Quick-Connect flange. De- 
livers up to 750 g.p.h. 


* TRADEMARKS 
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ma wat em 1 sorteners cellar drainers 


For MORE Volume and Profit 
MORE Promotional Advantages 


MORE Installation and 
Service Advantages 


Whatever you need in jet pumps to secure maximum 
volume and profit in your area, you have it with 
Rapidayton—America’s most complete and fastest 
selling line. 

With Rapidayton you have a jct pump or system 
to surpass any competition, be it quality, features, 
performance, or price—or a combination of these. 
And you have a tremendous long-range promotional 
advantage when you can select from one nationally- 
known, accepted brand, anything from the most 
deluxe water system to the most competitive, any- 
thing from the smallest package system to the larg- 
est, and anything from a single-stage shallow well, 
through single- and multi-stage convertibles, to ver- 
tical multi-stage deep well models. 

You profit more with Rapidayton jets, for there’s 
a pump tailored to your exact needs. And you profit 
more because you’ve got more pump to sell —more 


Avision 


Tait Manufacturing Company, Dayton 1, Ohio 


Established 1908 as The Dayton Pump and Manufacturing Co. 


Orsse TAIT CO 


deluxe quality features, many exclusive and new. 
Among these are the Quad-Volute self-priming 
design; big, heavy-duty long-lasting 56-frame motor; 
an open, separate motor mounting bracket (which 
prevents moisture from pump entering motor) ; and, 
on all convertible models, an exclusive patented 
Quick-Connect flange which saves up to $10 in time 
and materials. Interchangeable parts (only a hand- 
ful needed) keep inventory low and make service 
easy. 

Stock and sell Rapidayton —the jet line that has 
EVERYTHING. Do business with your Rapidayton 
wholesaler today. Generous trade discounts, 


Packaged for PROFIT! 


Rapidayton jet water systems are fully pack- 
aged with 4-gal. stainless steel tanks (10-yr. 
warranty) and with horizontal and vertical hot- 
dip galvanized tanks in all the popular sizes. 
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A SURREALIST’'S DREAM? They may look like it, but these 
spidery figures are actually spray assemblies used in industrial 
air conditioning units made by Carrier Corp. Harry Barbrey, air 
conditioning engineer for Woodside Mills, a textile plant in 
Greenville, S. C., inspects the assemblies prior to installation. 

ATTRACTIVE 1S THE WORD for this three-color 

wall chart displayed by model Jean Smith. It 

shows all the principal parts of Tait Manufac- 

turing Co.'s Rapidayton Champion jet water 

system and describes each component in detail 


Picture 


Paragraphs 


“OLD FAITHFUL” RETIRES: After 30 years of 
trouble-free service, C. L. Goldammer right), 
Milwaukee, bids farewell to his old American- 
Standard water heater. Salesman G. D. Brugge- 
man is pointing out features of the new model 


COLLECTOR’S ITEM: Judy Bamber, TV starlet, 
beats the heat with this old fan powered by 
a kerosene lamp. The fan is part of an antique 
collection owned by the Recold Refrigeration 
and Air Conditioning Museum, Los Angeles 
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HEAT AND VENTILATE with this TRANE 
Torrivent, or use as a make-up air unit. 
9 sizes 1, 2 and 3-fan models — from 
1,250 to 33,000 cfm. May be installed 
anywhere. Unit shown is on roof. Weath- 
erproof, it is equipped with steam dis- 
tributing tube coils. Torrivents furnish 
any desired combination of fresh and 
recirculated air. 


| Stop cold air infiltration in plants quickly, 


simply with a Trane Torrivent! 


Rugged, big-volume heating-ventilating units supply make-up air to equalize exhaust-system loss 


Here’s how to solve the problem of discomfort condi- 
tions caused by adding exhaust equipment to plant 
heating-ventilating systems. When drafts, uneven 
heating result from cold air infiltrating around doors 
and windows, use rugged, high-volume TRANE Torri- 
vent units to supply make-up air, create a positive 
instead of a negative pressure within the building. 

The TRANE Torrivent both heats and ventilates. It 
delivers a large volume of air—fresh or recirculated — 
heated to uniform temperatures and delivered at 
uniform velocities. The Torrivent is widely used for 
curing and drying processes, too. And its exceptionally 
quiet operation makes it especially suitable for schools, 
institutions and auditoriums where a high noise level 
would be objectionable. 

Guard against cold air infiltration on your next 
installation—or correct this condition when it occurs 
—by incorporating a TRANE Torrivent into the 
heating-ventilating system. The Torrivent will offset 


7 Any Heating Pottern is possible with this 
TRANE Projection Unit Heater! Exclusive dif- 
fusion features provide an almost unlimited 
number of heating patterns. Projection and 
Horizontal types available for any application. 


Matched Equipment for a// heating, ventilating » 
equipment! The new, redesigned line of TRANE 

Steam Specialties saves fuel, gives you matched 
equipment for every job. Traps, strainers, 
valves, vents for any type of system. 


exhaust-system heat loss, provide uniform comfort 
with lower fuel costs. 


WANT MORE FACTS? For complete information on 
the Torrivent and other heating-ventilating equipment, 
call your nearby TRANE Sales Office. Or write TRANE, 
La Crosse, Wisconsin. 


For any air condition, turn to 


TRANE 


MANUFACTURING ENGINEERS OF AIR CONDITIONING, 
HEATING, VENTILATING AND HEAT TRANSFER EQUIPMENT 


THE TRAWE OMPANY (A ROSSE w . SCRANTON MF Div RANTON PA 
CLARKSVILLE MFG v ARKSVILLE TENN © TRANE MPANY OF CANADA. LIMITED 
ORONTO e@ 987 U.S. AN 9 CANADIAN FICES 
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STEEL PIPE RESEARCH 
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BROWN 49 COMPANY 3 
THEY CARE ABOUT 

> aen WE /CHMOND 

= DECATUR PUMP COMPANY 

INTERNATIONAL OIL BURNER CO. 


YOUR BUSINESS 


as much as you do 


That's why these manufacturers help you 
sell with their ads in PRACTICAL BUILDER 


As a plumbing supplier, you are very important to these manu- 
facturers ... They rejoice in your prosperity . . . and go to plenty 
of trouble and expense to help keep your profits rolling in 
The more you sell, the more they sell. 

During the past year these well-known companies have ad- 
vertised in PRACTICAL BUILDER because they know this pre-sells 
your best customers—the builders of your community. And be- 
cause of PRACTICAL BUILDER’s impact upon the vital building 
market, these ads are among your strongest sales aids. 

The best way to take advantage of this important assistance 
is to push the products these manufacturers are helping you sell. 


Practical Builder Builder 


The only magazine edited exclusively for builders. 


5 South Wabash Avenue, Chicago 3, Illinois 
Offices in New York, Cleveland, Miami, San Francisco, 


Portland, Los Angeles 
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LIGHT COMPACT STYLISH 
jet line motor 
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The Jet Line motor is the new 


Engineered by Westinghouse 
specifically for the jet pump industry, 
it offers a combination of features 
found in no competitive motor. 
It’s lighter, easier to assemble and 
connect; permanently lubricated; 
moisture resistant; 


and ultra-efficient. 


Your local Westinghouse sales engineer can give you the whole story 
on the new Jet Line motor. Call him now, or write to: 


Westinghouse Electric Corp., Industrial Motor Dept., Lima, Ohio. 


J-03048 


you CAN BE SURE...1F IT'S Westi nghouse 


Westinghouse 
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New Construction Boom Continues: 


(3) Trends established by mid- 


First Half Nears All-Time High 


tals for 1958 may well exceed the 


} 


record levels of 1957 


bd hd hd hd ‘aS de i S con 
Housing, public buildings set pace 


struction contract figures not ordi- 


narily made public, the review 


New York Ciry—Sharp gains in family houses, combined with con- — stated that the greatest increase ’ 
heavy engineering and residential tinued demand for apartment in any single building type oc- 
building in the second quarter al- buildings, pushed residential build- urred in public: buildings, with 
most carried the construction in- ing 1 percent above the year-ear- ‘ontracts in this class 71 percent 
dustry to a new record in the first lier level ahead of last yea) ; 
half of 1958, according to the mid- (2) On an ownership basis, the Notable increases were also re- 
year review of construction con- entire gain in contracts for future orded in public works, apart- 
tracts by the F. W. Dodge Corp construction so far this vear has ments, hospitals, electric light and 
The cumulative total of contracts resulted from the continued high power, and recreational buildings 


for future construction in the first 
six months of 1958 amounted to 
$16,788,625,009, only 1 percent be- 


low the record level of the com- Forecaster Sees Big Year for Housing in 59 


parable 1957 period. 


The review notes the following New York City—Next year will nual forecast of Miles Colean it 
highlights of interest to the plumb- be a banner year for home build- House & Home Magazine 
ing and heating industry: ing, with non-farm starts mounting Colean says this figure will b 


(1) Renewed activity in single- to 1,215,000, according to the an- about equal to 1954 and will b 


National-U.S. Will Open 
Big Research Center 


National-U. S. 
Radiator Corp. will dedicate its new 


JOHNSTOWN, Pa 


million-dollar engineering research 
center in the company’s Research 
Park here on Oct. 16, with a guest 


list including many business and os 
CENTER FOR RESEARCH: This is the new $1,000,000 engineering research ‘ 
center of National-U. S. Radiator Corp., which will be dedicated this month 
It is situated on an eight-acre tract in Johnstown, Pa., being developed as 
the company’s Research Park. It includes facilities for testing of domestic 
and commercial boilers, air conditioning units and other industry products 


leaders 

Dedication ceremonies will fol- 
low a luncheon at which Dr. Eric 
Walker, president of Penn State 
University, will be guest speaker 
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exceeded only by the peak years 
of 1950 and 1955. Chief reasons 
for the bright outlook, he reports 
are the improved economic climate 
and the return of an adequate sup- 
ply ol mortgage money He ex- 
plained: “Incomes will be up. The 
recession will have run its courst 
The probable mood 


but not reckless.’ 


Optimistic 


Senate Door-Slam Kills 
Bid-Shopping Bill 


WASHINGTON, D.C The so-called 
bid-shopping bill, victim of de- 
termined opposition by some indus- 
try groups, bit the dust as Congress 
ground to a close for 1958. 

The bill, known as H.R. 7168, 
Federal Construction Contract Pro- 
cedures Act, had passed the House 
It was killed in the Senate by the 
simple expedient of not calling it 
to the floor for action, allowing it 


to die an automatic death 


e Upholding the bill to the last 
were the Council of Mechanical 
Specialty Contracting Industries 
and the Mechanical Contractors 
Assn. of America 

Opposition to the bill (by the 
NAPC and UA) was based on pre- 
serving the principle of separate 
contracts for mechanical specialty 
work and preventing a legal 5-day 
bid-shopping period “which the bill 
would have provided,” according to 
its opponents 

The NAPC credited Sen. Pat Mc- 
Namara (D-Mich.) with the prime 
effort in stopping the bill 

(NEWS continued on page 52) 
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Flyer sets theme for J-M promotion 


Promotion Plan for Sewer Pipe Jobs 
Is Offered to Contractors by J-M 


New York City—A “Big 7 Plan,” sparkling with a 
series of proven “sales builders,” is being offered to 
contractors by Johns-Manville to promote the com- 
pany’s Transite building sewer pipe 

Channeled through J-M salesmen and distributors 


it offers free to contractors most of the sales tools 


that have spelled success in modern merchandising 
Only expense to the contractor participating in the 
plan would be the space he is advised to buy in his 
local newspaper and some postage expense in the 


direct mail part of the campaign 


sw Sales builders offered for the campaign include 
1. Motion picture. This is a new film entitled “The 


(Please turn to page 56) 


How Transite pipe serves the public is shown in film 
typical scene above), part of the J-M promotion 
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News .. . continued from page 5l 


of Journeymen 


Associ 
UNITED 5 Pipe 
4 


AMONG THE WINNERS: These apprentices were among those who won awards 


in the United Association’s International Contest 


Receiving highest scores in 


the cast iron soil pipe joint calking project, they were given their awards by 


Homer Robertson 


right) of the Cast Iron Soil Pipe Institute 


Atomic Energy to Merchandising: 
Both Are in Your Employees’ Future 


LAFAYETTE, IND 


and heating industry is preparing 


The plumbing 


its future journeymen for the high- 
ly complicated job of installing pip- 
ing complexes in atomic age plants 
And the groundwork has also been 
laid for their training in the some- 
times equally complicated job of 
selling industry products to a re- 
calcitrant housewife 

Young taking part in the 
fifth 


tests 


men 


annual apprenticeship con- 
Uni- 
chance to 
the 


with 


last month at Purdue 
were 
their 


sciences 


versity given a 


show skills in basic 


associated atomic 


plant piping 


wAnd at the same time, some 270 
apprentice instructors from across 
the first 
time here, the intricacies of jour- 


the country studied, fon 


neyman selling. 

The latter course was conducted 
Central 
James Peery, at the invitation of 
the United Assn., 


sors the apprentice contests. 


by the Supply Assn.’s 


which also spon- 


aPeery, CSA secretary, familiar- 
ized the apprentice instructors with 
the importance of journeyman sell- 
how 


ing and gave suggestions on 


top winners were named, three in 
the plumbing category and three in 


The 


among 86 winners of state contests. 


pipefitting winners were 
and their work was judged by aca- 
demic ratings as well as mechani- 


cal aptitude 


ein the plumbing category, first 
prize of $1,000 was won by Warren 
Weltsek, of Local 1, Brooklyn. Sec- 
went to Roy Caesa: 


ond prize 


Franklin Offers Field 


Service on Sub Motors 
IND A 


field repair service for its submer- 


BLUFFTON nationwide 


has been announced 
by Franklin Electric Co 

More 
Stations 
offer 


line of 


sible motors 
than 500 service 
throughout the U.S 


repall 


existing 
now 
service on the general 
Franklin 


numbers of the 


motors. At in- 
creasing stations, 


however, factory-trained service 


ien will perform accredited re- 
paits on submersible motors 

The service will eliminate the 
time and cost of sending submers- 
ible 


motors to the factory 


Local 68, Houston, Tex.. 
prize went to William Gorman, Lo- 
cal 8, Kansas City, Mo 

In pipefitting, $1,000 went to Leon 
Local 597, Chicago 
second prize of $500 went to Donald 
Sawyer, Local 636, Rive: 
Mich., and third prize of $250 went 
to Edward Geib, 601, Mil- 
waukee. 

Winning 


were 


and third 


Hoelschen 
Rouge, 
Local 
plumbing 


apprentices 
awarded wrist watches by 
John Rhoades, Sarasota, Fla., 
National 
Contractors 
pens were awarded pipefitting win- 
ners by Horace Wetzell, Cleveland, 
Mechanical Con- 


America 


pres- 
ident of the Assn. ol 


Plumbing Fountain 


president of the 


Assn. of 


tractors 


Apprentice Teachers Get Journeyman Selling Course 


MODERN COURSE: James Peery, secretary of the Central Supply Assn., dis- 
cussed on-the-job selling by journeymen with one of the apprentice teacher 
groups at UA school at Purdue University last month. It was the first time 
this subject ever was covered at the apprentice school 


it could be incorporated in local 
training courses 


In the apprentice contests six see article at left 
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HOMETOWN SELLING STARS: Top salesman in the unique Minneapolis-Honey 
well employee selling program, Donald Jaeger, collects $100 prize from 
Tom McDonald (left), executive vice president. Others are, from left, James 
Binger, Honeywell president, and B. C. Benson, who won $50 sec- 
ond prize For the story of this unique selling experiment, see page 56 


vice 


Elder Statesman of the Plumbing Industry, 
John Calnan, Is Honored in Chicago Ceremony 


Cuicaco--A resolution of appre- — the Chicago association and the Na- 


ciation for 58 years of service to tional Assn. of Plumbing Contrac- 


the plumbing and heating industry tors, as well as president of the 
Plumbing -Heating-Cooling 
mation 


headed 


mittees through the vears 


and 45 years of outstanding service Infor- 
to his association was presented to 
Calnan at the 


meeting of the Plumbing Contrac- 


Bureau. In addition, he 


John September numerous industry com- 


tors Assn. of Chicago 


The 


months afte: 


resolution came just 


75th birth- 


two sChicago association president 


George Connelly presented Calnan 
with an engraved plaque testifying 


Calnan’s 
day 
In his long and successful career, to his untiring efforts in advancing 


Calnan has served as president of and promoting the general welfare 


ae 


HONORED: John Calnan (center), Chicago contractor, receives a lifetime 
gold union card in honor of his 58-year service to the p-h industry from 
Stephen Bailey, Local 130 business manager (Chicago), at a recent dinner. 
At right is George Connelly, president of the Chicago contractor group 
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and interests of the plumbing in- 
dustry 

Past local and national president 
Robert Murphy 
leather bound copy of the minutes 
of the Past 
NAPC in 


tion 


gave Calnan a 
Presidents Club of the 
behalf of that organiza- 
A gold honorary membership 
card was presented to Calnan on 
behalf of 
Plumbers 


the Chicago Journeymen 
Local 130, by 
Stephen Bailey, business manage 
Peter presi- 
dent of the UA, presented Calnan 
with a gold tie 


Union. 


Schoemann, general 


clasp 


Craige Named Sales 
Manager for Patco 


PHILADELPHIA 
Saunders Craige 
has been named 
sales manager of 
Patco Manufac- 
turing Co.. it was 
announced last 
month 

Patco manutac- 
tures packaged oil and gas home 
heating units, hot water and warm 
air baseboard and gas and electric 
water heaters 

Craige studied plumbing, heating 
and air conditioning at North Caro- 
lina State College and brings to his 
new post 10 years of sales and ad- 
ministrative experience in the field 

His father, the late 
Craige,. represented 
ENGINEERING fo 


Thomas 
DomMEstTk 
many and 


years 


was well known in industry circles 


Brass Production |s 
Upped by Kohler 


Wis 
the 


brass division from 


Kohler Co 


work 


KOHLER, has 


increased week of its 
45 to 50 hours 
“The demand for our new line of 
fittings necessitates increased pro- 
duction,” Herbert Kohler, president. 
said last month 


work 


“By increasing the 
the 
we hope to be able to build up our 
and fill 
fittings without undue delay.” 

Kohler that 
duction at the company’s new pot- 
tery at Spartanburg, S. C., has been 
further expanded. 

(NEWS 


week in brass division. 


inventory orders for ow 


also revealed pro- 


continued on page 56) 
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| infrared oven 
. rotects Goulds Goulds self-priming 


centrifugal pumps resist 


rust and corrosion 


Even when a pump works as it should, you can 


get a raft of customer complaints if it rusts 
or corrodes. 


“Red water”... stained plumbing fixtures... 
rust-stained laundries—these are obvious things 
your customers might gripe about. Nozzles 
plugged with rust or scale can pull you out on 
profitless service calls. 

At best, corrosion means loss of efficiency and 
shorter pump life. It means trouble—for you and 


for your customer. 


Goulds’ finish is different 


The finish is baked from the inside out. After 
thorough cleaning in a 140° detergent solution, 
rinsing and drying, the hot castings are sub- 
merged in a special alkyd-melamine resin liquid. 
Each coated part goes through an infrared oven. 
The finish is actually baked right into the surfaces 
of the metal. 

This plastic-type finish resists corrosion. It 
wears well. Every cast iron part—inside and out- 


side—that contacts water is protected. 


Check these other 
' \ Goulds advantages 
Wy Priming features— All Goulds jet systems 
—for shallow or deep wells—have a unique, pat- 
ented design which gives better priming per- 
formance. 
Safe motor loads—Al!l Goulds water sys- 
tems are rated conservatively. No Goulds pump 
ever overloads its motor... even in continuous 
full-capacity duty. 
For more information on Goulds water sys- 
tems, see your Goulds distributor, or write 
for bulletin. 


Three reasons to choose Goulds— 
Self-priming centrifugal pumps... 
Safe motor loads... 


Corrosion resistant... 


‘ 
umps 
@gainst rust, 
2 
— 
—~ 


Practical advantages of Goulds 
double air separation chamber 


1. Easier, faster, positive priming on initial installation. 

Particularly important where offset piping is used. 
2. Guarantees maximum water output and automatic 

performance on gaseous or aerated wells. 
Combination of (A) partition forming double air sepa- 
ration chamber furnishing substantially air free water 
to jets and (B) self-priming centrifugal pumps (pat- 
ented) is exclusive with Goulds. By virtue of this exclu- 
sive combination completely dependable automatic 
operation is insured. 


Colored area shows cast iron parts that are protected 
against rust and corrosion by a baked-on finish. All 
Goulds Balanced-Flow, Prime-Flow, Shallow-Flow and 
Jet-O-Matic systems offer you this plus sales feature. 


GOULDS PUMPS, INC. © SENECA FALLS, N.Y. 


GOULDS 


“TANKLESS” SHALLOW-FLOW CONVERTIBLES Wat er S y S t ems 


BALANCED-FLOW PRIME-FLOW AND JET-O-MATIC 
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News .. . continued 


BLUE RIBBON WINNER: 


Ribbon 


from page 33 


Honeywell Employees Mit the Road 
Seore Big in Unique Selling Idea 


Heritnent. the Hon 


of them prodiuetion it 


tempted to intliwenee triend rela 
ind 


well 


home 


tive he nti 


all Hlone 


installed in 


eu 
builder to have 
‘control vsten 

building 


well 


and othe: 


It worked so that another 


thay 


fry at Tak 
Hielel 


wit 


ili thy 
followed 
top one 


Paul Wi 


month ABO he Pat 


ployer thy 


ple 


the firm itive including 


pore ident hart, who se, 
hitting the 
to help 


53.) 


ral 


road” to call on customers 


boost order (Ser photo 


Promotion Plan for Getting Sewer Pipe Jobs 


Is Offered to Contractors 


(Continued from page 51) 
Make the Right 
documenting the role of the 
work 
The plan recommends that the con- 
film 


other 


Smiths Connec- 


tion,” 
house 


contractor In sewer 


tractor line up showings at 


women’s clubs o1 meetings, 
although it can be shown to indi- 
It is 


through distributors 


vidual prospects. available 


by Johns-Manville 


This 


with the contractor's letter- 


2. Direct Mail. 
letter 
head and signature, literature and a 
Distributors will help 


includes a 


return card 


mailing lists and 
J-M will do the mailing. Only ex- 
pense here to the contractor would 


the 


contractors get 


be postage on return cards 


trom prospects 
3. Signs, posters and decals. This 


includes material for the display 
room, job-site signs and truck de- 
cals, identifying the contractor with 
sewer work and with the product 
4. Ads, news. While the contrac 
tor is expected to buy space in the 
papers, J-M will furnish mats for 
the ads plus news releases for free 
publicity 
home 


National ads. Leading 


nagazines will carry color advertis 


and contractors will be advised 


rdvance of the schedule 


ef. Literature. Literature includ 
tutlers be 


thes mia 


Out with state 


Thee 


thy the au 


Time payment advice 


New Cable Package Cuts 
Pump Installation Time 


+ BLUFFTON 


PROTECTIVE PACKAGE: Cut-away 
view of new, specially designed box 
shows how it permits unreeling of 
power cable during submersible 
pump installation. The package has 
been adopted by Franklin Electric Co., 
Bluffton, Ind., and utilizes a reel for 
the cable, which previously was done 
up in shanks. ‘See story, page 226 
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for sfeam 
and hot oil 


service 


H-9080 Steam 
Regulator with Strainer 


The metal-to-ometal seat and phosphor 
bronze diaphragm of the Rey 
ulator make it ideal for steam or het 
oil serviee. The separate piston and 
pIston-spring, asse mbly provides posi 
tive lock-off at a minimum increase in 
delivery pressure. Inlet pressures to 


200 p.s.i. Three outlet pressure ranges: 


p.8.1.3 20—50 35 75 


p-S.1. 


Sizes 


through 2” 


with 


without strainer. Other models avail- 


for high pressure 


water, aur, and 


H-9012 High Pressure 
Regulator with Strainer 


jad 


pressure The eeat washer oan be quiekly 
removed and replaced white the 
till in the Tine. The 


yore 


valve 
rediueed 
Available in sizes with on 
yi) ps 


through 
without strainer, 2” sive only 


Other Mueller Regulators designed for 


air, QAaSs, ail and water service 


are available with inlet pressures to 1000 p.s.i. 
able without the strainer. 


For your next industrial regulator 
installation, use a Mueller Regulator designed 
for the job. See your plumbing 

wholesaler or write direct for Catalog W-99. 
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News . . . continued from page 56 


NEW WHOLESALER SHOWROOM: Modern and roomy, the new showroom of 


Worly Supply in Columbus, O., features dramatic lighting to highlight dis 
plays of colored fixtures. More than 100 contractors attended an open house 
held recently to introduce the showroom to the trade. ‘See story at right 


Carrier Executive Hits Concept of 
Forced Obsolescence as Sales Tool 


Syracuse, N.Y 


forced obsolescence as a sales tool 


The concept ol 


has been denounced in a policy de- 
cision recently announced by Rus- 
sell Gray, vice president and gen- 
eral manager of the Unitary Equip- 
ment Division of Carrier Corp. 

Gray said Carrier “will no longer 
change models each year just for 
the sake of change or on a calenda) 
cycle.” He said Carrier will be on 
the market with new models when 
there are significant advances in 
performance and design, and such 
decisions will be guided by “the 
relative advantages to the cus- 
tomer.” 


Gray's statement continued 


Toledo Desk to Add New 


Mavumer, O.—A contract to build 
35,000 square feet of additional 
manufacturing and warehousing 
space at a cost in excess of $150,000 
has been signed by Toledo Desk 
& Fixture Co., according to Harold 
Schott, president. The company 
manufacturers the Beauty Queen 
line of steel kitchen cabinets 

The firm, which was recently 


“Our new policy must neces- 
sarily become effective over a 
period of time and cannot become 
completely applicable to all’ 1959 
models. But, long range, we will 
not force obsolescence merely be- 
cause of a different knob, a change 
in color or the location of a con- 
trol on air conditioners 

“We feel this policy will give a 
distinct marketing advantage to 
our distributors and dealers by 
making it possible for them to make 
plans without the fear of forced 
obsolete equipment. The decision 
should result in the stabilization of 
prices, inventory costs and seasonal 
adjustments,’ Gray told DE 


Manufacturing Facilities 


purchased from Crane Co., has also 
completed contract negotiations for 
the manufacture of commercial air 
conditioning equipment. Other ne- 
gotiations are in process for addi- 
tional large government contracts. 

Schott also announced a sales 
contest among the firm’s national 
representatives. One of the prizes 
will be a trip for two to Miami 


Offers Credit Plan on 
Defective Fixtures 


CoL_umsus, O 


A new defective 
fixture replacement guarantee has 
been instituted by Worly Plumbing 
Supply. The plan gives the plumb- 
ing contractor credit, according to 
a fixed schedule, for labor used to 
replace any defective fixture unde 
the manufacturer's guarantee 

Worly is a distributor for Uni- 
versal-Rundle fixtures in Colum- 
bus and Delaware, O. M. Hollen- 
baugh, of the Worly company, said 
the plan is being well received by 
area contractors 

The new plan was announced 
during a special event marking the 
opening of a new Worly showroom 
in Columbus. More than 100 con- 


tractors were present 


Bonnett Out, Brown In 
as Eljer Sales Manager 


PirtspurGH—Loren Bonnett has 
resigned as general sales manage) 
of Eljer Division of The Murray 
Corp. of America 

Replacing Bonnett is R. Alexan- 
der Brown, who has been assocl- 
ated with Eljer for 20 years and 
who has directed the field sales 
activities of the division since 1955 

(NEWS continued on page 63) 


50-YEAR GUARANTEE: Ben Deane 
left), president of the Home Builders 
Assn. of Los Angeles, hears details 
of the Cast Iron Soil Pipe Foundation’s 
half-century guarantee products 
of its member firms from Harold 
Slane, executive secretary. (Also, see 
page 60, August issue. 
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How to Use 
More Profitable... 


Let the beauty and color of genuine Formica laminated 
plastic work for you in your plans to cash in on the huge bath- 


room remodeling market. 


Standard models of nationally manufactured Vanitory 
Units feature Formica surfaces. Local Formica fabricators are 
eager to supply you with custom Vanitories and wall surfacing 
jobs at liberal trade discounts that allow you to do a more 


complete job and make greater profits. 


Look in the Yellow Pages under “Plastic” for a Formica 
fabricator near you. 


A Be sure you get genuine Formica. Look for sansa ow 
this wash-off registered trade mark on the surface. product of 
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to Make Bathroom Remodeling 


COMPLETE DETAILS OF HOW 
YOU CAN MAKE FORMICA 
WORK FOR YOU ARE INCLUDED 
IN A KIT OF INFORMATION 
ESPECIALLY PREPARED FOR 
PLUMBING CONTRACTORS. 


FORMICA CORPORATION 
4627 Spring Grove Ave., Cincinnati 32, Ohio we 


Please send my free copy of the Formica Plumbers 
Kit with information on remodeling with Formica. 


Name 


Company 


Address 


City 


FD-1978 
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e Increase gas burner ratings 


e Improve ignition performance 


e Make components more compact 


e Simplify assembly 


d 
| é 
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built in! 


Robertshaw announces the most advanced new water heater 
controls ever engineered—the & * series...new Unitrols 
featuring built-in pressure regulators to increase your water 
heater ratings and sales! The basic Unitrol functions of 
thermostatic gas valve, main gas cock, 100%, automatic pilot, 
pilot adjuster and pilot filter are included in combination 


with a built-in pressure regulator. 


UNITROL 200 & 
The smarter 
control with the 
stepped-up 
appearance to 
step-up sales... 
plus a new 
built-in regulator! 


UNITROL 110 
The smart, low 
water heater 
| featuring 
pendability 


savings of the 


a 
we 
< 
at 
] 
1° 
plus a new ait 
ghey built-in pressure ta 
regulator! 
4 ak 
"a 
AYSON CONTROLS DIVI: LONG BEACH, 


F&W BULLET JET F&aW MULTI-STAGE 
The original horizontal jet Centrifugal pumps, available with 2, 3, or 4 stages ¥ 
pump, pioneered by FaW, offer greater capacity per horsepower. Also give you 
oan rerunner of the Vari- cartridge-type rotary seal, priming valve and air pump 
jet. Still the best buy for ing dev %-5 H.P. Motors. 2100-7200 G.P.H. @& 1 
moa nditions within its ft., & 20 P.S.L. 
capacity. %, Ys, Y2 H.P. 
Motor 450-750 G.P.H. 
@ 10 ft., & 20 P.SA 
z 
eeee « 
€ 
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VARIJET BULLET 


The world's leading shallow-well 


pump. Pumps 40-70% 


more 


water, yet reduces motor load and current 


consumption, thanks to exclusive design patent. 


H.P. Motors, 720-1800 G.P.H. 


& 20 P.S.I. 


10 ft. 


F&aW MULTI-PURPOSE 


Converts from shallow to 
deep-well by moving jet 
off pump down into well. 
No extra parts to buy. 
Yo, Ya, 1 Motors. 
Single-stage pressures 
to 60 Ibs. and 450-950 


There’s an F & W Water System to meet every well-depth 


and capacity need exactly. This means that you can satisfy 


all demands with F & W, and serve your customers better. 


Not only that, you have the advantages of F & W’s 92-year 


record of dependability, engineering leadership, and ex- 


clusive product advantages to help you sell. Take a look 


at F & W’s line-up for shallow-well service, and you'll see 


ata glance why it not only gives you most complete cover- 


age, but the sales leaders as well. Write for full details today! 


FLINT & WALLING MANUFACTURING CO., INC. 
1076 Oak Street, Kendallville, Indiana 


FeaW PUMPS GIVE COMPLETE 


FaW ECONOMY 
MULTI-PURPOSE JET 


The economical, multi-purpose 
jet equal in capacity to any 
comparable type, yet priced 
to meet volume competition. 
H.P. Motor. 350 G.P.H. 
(@ 15 ft. & 20 


SHALLOW-WELL COVERAGE 


Faw GAS 
DRIVEN PUMP 


Where electricity 
isn't available, this 
2-stage centrifugal 
Pump, powered with 
2 H.P. Gasoline En- 


gine does the job 
G.P.H 10 ft. & 20 “ue beautifully. 2100 
P.S.I., 2-stage to 100 Ibs. G.P.H. @ 10 ft. & 

and 540-810 G.P.H. @ O P.S.I. 

F&W PACKAGE PUMPS 
For easy-to-handle, easy-to- 
sell, easy-to-install business, Faw 

5 F & W Shallow well Pumps PISTON PUMPS 
IRRIGATION TYPE are available packaged com- Where shallow- 
=. High capacity, high head - well piston-type 


pumps, available with 1 
or 2 stages, especially 
designed for irrigation, 
Gir-conditioning, and di- 
versified industrial uses. 
H.P., 1 & 3 Phase 
Motors. 17-166 G.P.M, 
@ 15 ft., & 20 P.S.I. 


Pumps and accessories. No 
extra parts to buy and stock, 
These include the VARIJET, 
the Bullet Jet, the Multi-Pur- 
pose, the Economy, and the 
Piston types. 


DomeEsTIk 
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pump is desired, this 
model is an economi- 
cal workhorse with 
either %, “% or Vy 
H.P. Motor. 225-450 
G.P.H. 


— 
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TICKET TO THE FUTURE: T. B. Focke, president of National-U. S. Radiator, 
Johnstown, Pa., presents scholarship certificate to Gary Henger, of Johnstown, 
one of two winners of the firm’s four-year awards to 1958 high school grad- 
vates. D. E. Grove, manager of drafting, looking on, assisted in the student 
selection. The other winner was John Court, New Castle, Pa. 


Exhibitors Put Squeeze on NAPC; Ask 


Five Changes for Future Conventions 


Wasuincton, D. C.—Five specific 
changes in future annual conven- 
tions of the National Assn. of 
Plumbing Contractors were ad- 
vanced in give-and-take ex- 
change of ideas between NAPC offi- 
cers and product exhibitors at a 


recent meeting here 


e The meeting of the NAPC execu- 
tive committee reviewed plans tol 
the next convention and the Plumb- 
ing-Heating-Cooling Exposition 
scheduled for Miami Beach, June 
1-4, 1959, at the new convention 
hall there 

NAPC president John Rhoades 
invited discussion and criticism to 
“develop a first-class exposition 
which is profitable to the exhibitor 
who displays as well as to those 
who attend.” 


a Recommended changes include: 

(1) Opening of the 1959 conven- 
tion exposition on Sunday after- 
noon, May 31, giving an opportu- 
nity to study exhibits at leisure 
and including a late afternoon 
cocktail party. 

(2) Opening the exposition to 
the pipe trades. as was done this 
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year at Los Angeles, and also to a 
broad group of building industry 
interests including architects, en- 
gineers, apartment owners, etc 

(3) Closing the exhibit on Thurs- 
day, June 4, when resolutions and 
elections occupy delegates. 

(4) Holding of all convention 
meetings, including the auxiliary 
sessions, in the same building, so 
maximum exhibitor traffic would 
be channeled to the exposition 

(5) An open-minded approach to 
future convention sites, rather than 


following the custom of selecting 


a city near the home of the NAPC 
president for the year 

Some exhibitors indicated a pre- 
ference for locating the conventions 
in midwest cities nearer the center 


of population 


National-U.S. Radiator 
Awards Scholarships 


JOHNSTOWN, Pa.—-Complete four- 
year college scholarships have been 
awarded two high school graduates 
by National-U. S. Radiator Corp 

It will be the sixth consecutive 
year the firm has made the awards 
to outstanding graduates living in 
communities where company plants 
are located 

This year’s scholarships were 
awarded to John Court, of New 
Castle, Pa., who will study me- 
chanical engineering at the Case 
Institute of Technology, Cleveland, 
and Gary Henger, Johnstown, Pa., 
who will study metallurgical en- 
gineering at Penn State University 


University Park, Pa 


Embassy Looks North; 
Names Alaska Rep 


Brooktyn, N. Y.—The first ap- 
pointment of a representative in 
Alaska as the 49th state of the 
union was announced recently by 
Embassy Steel Products, which 
named Air Conditioning & Refrig- 
eration Co., Anchorage, as sales 


(Please turn to page 202) 


John Deere Completes New Manufacturing Plant 


i | 


NEW DEERE PLANT: Completely modern in construction and manufacturing 
design, this new plant in Moline, Ill., was recently completed by John Deere 
Industrial Division. The plant has 89,000 square feet, and an adjacent stor- 
age unit has 24,000 square feet. The plant will be used for the manufacture 
of equipment to be used with the company’s line of industrial tractors. 
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New Cab Interiors! You'll think 
you're in a passenger car! Comfort- 
able Custom Cab offers longer wear 
ing fabrics, new modern steering 
wheel with integral horn ring. Two- 
toned doors, seats; instrument panel 
two-toned, chrome-trimmed 


New 4-wheel Drive Pickups! = road assignments with sure 
Now, half-ton and *;-ton users footed ease. Here are the trucks 
can buy Ford-built 4-wheel built to operate in mud and 
drive trucks at Ford’s low sand, climb grades of over 


prices. These Fords can take 60%. All-new, and available 
on the roughest, toughest off about December 1, 1958 


New Styleside Pickups! Notice the 
handsome new grille, dual headlights, 
stronger wrap-around bumper. The 
cab-wide body holds 23% more than 


any conventional pickup box. 6% -, 
8- and 9-ft. boxes available in 
Styleside or Flareside models. Short 


Stroke Six or V-8 engines. 


FORD 


for savings! TRUCKS 


They’re here to take you Ford-ward for savings, 
Ford-ward for modern style and dependability! 


Here, in all 371 models in the ’59 Ford line, are 
modern features that cut costs or contribute to 
driver efficiency! Features like Ford’s economical 
Short Stroke engines, a wider choice of transmis- 
sions, including Ford’s new HD Cruise-O-Matic, 
new cab comfort, the smoothest ride of any pickup! 


All this, plus the industry’s best durability 
record—a study of ten million trucks proves Ford 
trucks last longer! And every Ford has safety 
glass in every window. See your Ford Dealer 
today .. . go Ford-ward for savings! 


New Tilt Cab Tandems! Now, Ford Tilt Cab Tandems witu 
GCW ratings up to 75,000 lb. Now, all the advantages of 


tilt-cab design with the carrying capacity of tandems. T 

» Saves 3 ft. in length, saves hours of maintenance time. RUCKS 
2-ton Performance Leader with new 6,000-lb. front axle COST LESS 
option for greater load capacity, longer life. Maximum 

GVW 19,500 Ib. Fully automatic Transmatic Drive avail- 

able. Short Stroke power, Six or V-8. 


Less to own...less to run...tast longer, tool 
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Air Volume Control 

An ail 
systems that can be used on every 
size tank from the smallest to 120- 
gal. capacity has been announced 
by Brady. The control 
snifter valve that 
springs or moving 


volume control for water 


features a 
employs no 
parts and a 
newly designed rubber diaphragm 
that increases the cycle life of the 
control. Other features include a 
built-in float ball check, which 
automatically eliminates the pos- 


sibility of from the 
tank to the control. and a factory- 
The 


equipped with a ?s-in. male thread 


water return 


sealed housing control IS 
connection and can be installed on 
any tank with a “x 
hole. Reducers can be used to re- 
duce the ‘tank hole size to the re- 
quired “x in. 


in. or large 


Only one size vac- 
uum tubing, '4-in., 
installation 
Manufacturer: 
trols, 18th 
Muncie, Ind 


1S required rol 


Brady Air Con- 


and Ebright  Sts., 


Air Conditioners 
A series of electric air condition- 


ing units for home or commercial 


use has been added to its line by 
Chattanooga 


Available in 
10 models, the air-cooled units in- 
clude: 2, 3, and 5-ton 
with horizontal or vertical 


Royal 


systems 


eVapo- 


rator coils for mounting in any 


forced-air furnace; and 3-ton 


self-contained hermetic systems 


ior hon 


‘s without a central system 


) 


or duct work; and 2, 3 and 5-ton 


commercial systems, designed for 


ceiling suspension of the one- 


piece evaporator-blower assembly 

Manufacture! Chattanooga 
Royal Co., First and Delmar Sts., 
Chattanooga 6, 


T & P Relief Valves 


A line of temperature and pres- 


valves has been 
Reed-Cromex 
AGA tested 


made of heavy 


sure reliel an- 


The 


are 


nounced by 
valves are and 


brass with stainless 


steel springs and _ silicone seat 


washers. The valves are available 
including one for 
only. The 


type, an 


in seven types, 


relief others 


pressure 


are an internal fuse ex- 


tended immersion type. an external 


fuse type, an external fuse type 


with a test lever, an automatic re- 
seating type and an automatic re- 
seating type with a test lever. All 
models are available in and 


in. outlets. The automatic re-seat- 
ing types are also available in *4-in 
outlets, The line is competitively 
priced. 
Manufacturer: 


Corp., 


Reed-Cromex 
192 S. Green Rd., Cleveland 


Gas-Fired Furnaces 


A series of gas-fired furnaces 


including basement (return air at 
top) and vertical models, has been 
The 


furnace is designed for the addi- 


added to its line by Bryant. 


tion of air conditioning at any time 
and features a special control 
called Robo-trol 
switching 


for fingertip 


from winter heating to 


summer cooling. Other features in- 
clude a_ filter 
belt-drawn 


gauge: a rubber- 
centrifugal 
blower; a exchanger (made 
of the tail- 
pipes of jet aircralt) for maximum 
heat with 
consumption; 


mounted, 
heat 
as the 


same material 


delivery minimum gas 
and a_ special dia- 
phragm valve and pilot 
Manufacturer: Bryant Manufac- 
turing Co., 2020 Montcalm St., In- 


dianapolis 7 
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Pressure Tank Warranty 
Stainless steel pressure tanks on 
the Rapidayton packaged jet wate: 
systems made by Tait now carry a 
10-year warranty. The tanks are 
standard equipment on four of the 


firm's pump series: shallow well 


and convertible Champions and 
shallow well and convertible Jet- 
stars. Both studs and nipples also 
are made of stainless steel. 

Manufacturer: Rapidayton Di- 
vision, Tait Manufacturing Co., 500 
Webster St., Dayton 1, O 


Portable Dishwasher 

A portable dishwasher incorpo- 
rating all the features of perma- 
nently installed models has been 
announced by Hobart. The unit 
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features a revolving power wash 
and rinse, an all-porcelain interio: 
and exterior, double-wall construc- 
tion, an easy-grasp guide bar for 
moving, recessed toe space and a 
sectional upper rack for easy load- 
ing. (Supporting the new line is a 
national contest. See page 202.) 

Manufacturer: KitchenAid Home 
Dishwasher Division, Hobart Man- 
ufacturing Co., Penn and Simpson 
Sts.. Troy. O 


Gas Water Heaters 


Pennsylvania Range Boiler has 


redesigned its Bradford line of gas- 
fired water heaters. The glass-lined 
units feature a new swirl baffle 
and improved recovery rates. Ex- 
posed floor openings have been 
eliminated and a new louvered 
door provided. The units are avail- 
able in standard and de luxe 
models, equipped with Robert- 


(Please turn to page 68) 


Ekco Products Offers a New Line of Competitively 
Priced Stainless Steel Sinks for Residential Use 


A line of competitively priced 
stainless steel sinks for residential 
use has been announced by Ekco 
The sinks are available in standard 


sizes, shapes and depths. They are 


made of 18-8, nickel-bearing. 20- 
gauge stainless steel with a satin 


finish and white acoustical under- 
coating. The economically priced 
sinks supplement the firm’s line of 
de luxe stainless steel models in- 
troduced last year 

Manufacturer: Ekco Products 
Co., 1949 N. Cicero Ave., Chicago. 
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New Products 


(Continued from page 67) 
shaw-Fulton controls. Both models 
come in 20-gal., 30-gal. short, 30- 
gal. tall, and 40 and 50-gal. capac- 
The de luxe model is 
available in a 75-gal. size. All mod- 
els are offered with a 10-year war- 
ranty. All are lined with Bradford's 
Vitraglas lining 

Manufacturer: Pennsylvania 
Range Boiler Co., 24th and Ells- 
worth Ave., Philadelphia 46 


ities. also 


Two-Tone Lavatory 

A two-tone vitreous china lava- 
tory has been added to its line by 
Case. The basin and slab are avail- 


able in 48 colors and black and 
white, permitting 100 color com- 
binations without changing the 
piping. The basin is fitted into 

leakproof mastic groove and _ se- 
cured with special lugs. The unit 


also features an anti-splash rim, 


wide, 


overflow 


concealed and a 
flat deck. It measures 22 by 20 ins 


overall with a 15 by 12-in. basin 


Stainless Steel Drinking Fountains with Seamless 


Chrome-plated legs, 4-in. center 
supply and a pop-up waste fitting 
are included 

Manufacture! Case Manutac- 
turing Corp.. 33 Main St., Buffalo 3 
Pressure Switch 

A switch for 
draulic systems has been added to 


its line by Square D. The pressure 


high-p essure hy - 


range is adjustable from 550 to 5,000 


psi. A strain relief mechanism, de- 


signed to prevent damage from the 
shock of 
is incorporated in the switch. Oper- 


violent pressure surges. 
ating rates of up to 300 per min. are 
p-ssible 

Square D Co 
Milwaukee 12 


Manutacture: 
1041 N. Richards St 


Automatic Draft Control 
draft 


coal 


An automatic control de- 
gas, and oil-fired 


boiler installations has been 


signed for 
small 
added to its line by Simplex. The 
unit is made in sizes ranging from 


Weld Construction Offered by Just Manufacturing 


A series of stainless steel drink- 
ing fountains has been added to 
its line by Just Manufacturing. All 
models feature stainless 
steel bodies with seamless welded 
construction 


18-gauge 
Access and closure 
panels are 24-gauge stainless steel 
with a pattern of 
bright contrast finish. Exposed trim 
is finished in chrome. The line is 
available in both single and double 
bubbler models. Included are two 


die-embossed 


semi-recessed, two fully-recessed, 
three wall-hung and one cuspidor 


model. 

Manufacturer: Just Manufac- 
turing Co., 9233 King Ave., Frank- 
lin Park, Ill 


6 to 24 ins. It provides full control 
of draft intensity as well as 100 
percent back relief 
For use with coal or oil- 


pressure from 
any cause 


fired systems, the “stop” at the top 


is turned downward 
draft 


For use with gas-fired 


control 
the 
control only 


ot the 


to limit Yate action to 


units, the “stop” is turned upward 
to provide dual-action of the gate 

Manufacturer: Simplex Manu- 
facturing Co., 198-206 N. Main St 


Fond du Lac, Wis 


Off-the-Floor Water Closet 

An off-the-floor, concealed-tank 
water closet for residential applica- 
tions has been introduced by Crane 
The steel tank measures 5° by 8!» 
by 22 ins., and can be installed into 


by 6-in. studding on 24-in. cen- 


ters. An insulated coating on the 
tank prevents condensation. The 
tank is concealed behind a. steel 


panel that snaps into place on the 
wall without screws and can be re- 


4; 


moved easily for maintenance. The 


bow] measures 22 ins. from wall 
to front and rests on the wall 
at conventional height. It is sup- 


ported by a sanitary sweep carrie: 
drainage fitting that is fastened to 
the studding by a tiebar. The fit- 
ting carries off waste in addition 
to providing support for the fixture 
The bow! is available in seven col- 
ors and white. 

Manufacturer: Crane Co., 836 S 
Michigan Ave., Chicago 5. 

(Please turn to page 72) 
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No matter where you look in your 
community you will find many pros 
pects for bathroom remodeling 
You will also find, in a high per 
centage of cases, that the desire for 
remodeling stems from the need for 


ball cock replacement. Here's 
where SHERWOOD Ball Cocks play 
a vital role. SHERWOODS get you 
in and serve as an ideal stepping 
stone to complete remodeling jobs 


Typical of the installations creating 
satisfaction in thousands of homes 
is the SHERWOOD No. 86-A shown 


and SHERWOOD Ball Cocks Get You In! 


at right. You can’t offer your cus 
tomers a better product. Famous 
for its smooth, quiet operation, the 
positively safeguards against 
back syphonage, prevents water 
wastage, and functions on any city 
water pressure 


Now, as the industry's push for 
modernization business goes into 
high gear, use SHERWOOD as your 
entering wedge to the more profit 
able phase of your business. Order 
them from your wholesaler 


Manufactured Only By 


SHERWOOD BRASS WORKS 


6331 E. JEFFERSON 


DETROIT 7, MICHIGAN 


Established 1903 


ALITY 


Ww 


DETROIT |} 
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Look for 


name SHERWOOD 


on the top of every ball cock ie. 


55 YEARS 


EXPERIENCE 
BEHIND EVERY 
SHERWOOD 
BALL COCK 
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with one-piece counter top and exclusive 
“custom” look by American-Standard 


The exclusive Giicelyn cabinet-lavatory with one-piece 
counter top will help you to build modernization. sales 
by glamorizing bathrooms with a “custom” look at a mod 


crate pric Phe elistening, modern lavatory is 18” wide, 


comes in three lengths, $27, 507 and 12” —a size for any 
job. ‘The wide, one prece countel tops for toiletries are so 
casy to clean . no dirt-catching seams. Has roomy bowl 
with twin front-comer overflows. Counters are vently 
pitched to the bowl fon quick, casy dramage—a real cus 
tomer-pleasing feature. Gracetul, sloping panel takes either 
Monogram o1 Quality fittings. In white and cight popular 


é tell American-Standard colors—otlers vou biggest sales Oppor- 


tunities for the coming year. 
Sturdy wood cabinet has loads of storage space. Non- 
warping doors with enamel finish—magnetic catches CALL sour distributor now. or writ Vert STANDARD, PLUMBING 
Comes in neutral beige color. Lavatory rim at 31” or AND HEATING Divistox, 40 W. 40th St., New York IS, N.Y 
34” heights with 12” or 15” legs that have adjustable 
leveling tips. 
Amunican Standard and “Standard” are trademarks of Amer 


American-Standard 


<ii> PLUMBING AND HEATING DIVISION 
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‘ an NEW! LOWER PRICE 


NEW 


NEW 


NEW! A-FRAME DESIGN insures a solid foundation 
for smooth performance even when the going is 


rough! Levels up to 10° on hillsides. ANGLE- 
POISED OUTRIGGERS give rigid bracing for dig- 
ging and loading at any angle up to 95° right or 
left from the centerline of tractor! 


NEW! 7000 POUNDS OF ‘‘BIG MUSCLE” POWER at 
point-of-bite moves more yardage, faster! 


NEW! BUILT-IN DEPENDABILITY results from re- 
verse-mounted bucket and crowd cylinders which 
place the highly polished rods up and away from 
rocks and dirt and do away with exposed hydraulic 
lines and hoses. The “big muscle” doesn’t know 
what “down time” is! 

Completely maneuverable, the Ottawa Model LX MOUNTS 
ON MANY TRACTORS ... digs 12', feet deep in any 
position of 190° continuous swing ... features exclusive 
“One Trols,” automatic dirt-ejector buckets .. . turret-type 


seat that pivots with boom. 
OTTAW! 


NEW! Ottawa Model U LOADER teams up with 
backhoe for faster, more powerful and efficient de- 
livery of the pay load! From ground to 8 ft. dump- 
ing height in 4', seconds ... dumps in 2 seconds 

.. down in 3 seconds .. . 2400 lbs. of “Big Muscle” 
lifting capacity, 3500 lbs. breakout. Write for 
folder today! 
GET FULL, FREE INFORMATION! 
WRITE TODAY... 


PSS SSS SSS SSS SSC 
Ottawa Steel Division, 

Young Spring & Wire Corporation, 

Ottawa, Kansas 

Please send complete illustrated information on the 


new 1958 line of Ottawa Backhoes and Loaders for 
— 


NAME 
ADDRESS 


FIRM 
CITY & STATE 


BACKHO 


and FRONT-END-LOADER 
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New Products 


(Continued from page 68) 
Pre-Packed Baseboard Units 
Baseboard units that are pre-cut, 
pre-assembled and pre-packed at 


the factory have been introduced 
by Embassy. Called Red-E-Pak, 
the new units are furnished with 


front and back panels, element, free 
damper and hanger brackets. The 


units are available in 2, 3, 4, 5, 6, 7, 
and 8-ft lengths and can be double 
tiered. They come in a specially de- 
signed carton with a red label 


Manufacturer: Embassy Steel 
Products, Inc., 890 Stanley Ave.. 


Brooklyn. 


Sink Fitting 

A sink fitting that uses setscrews 
instead of flat lock nuts has been 
announced by Kohler. Escutcheons 
of the fitting are set at the level de- 
sired and the entire fitting is then 
tightened with a screwdriver, re- 
ducing installation time. Shelf-back 


lavatory fittings in the new Kohle1 
designs also use the new 
method 

Manufacture 
ler, Wis 


lastening 


Kohler Co., Koh- 


Knee-Operated Mixing Valve 
A knee-operated version of 
Hydroguard 


Its 
thermostatic mixing 
valve has been announced by Pow- 
ers Regulator. Designed for indus- 
trial use, the unit frees a worker's 
hands for manipulating his work 


during the washing operation. Wa- 
ter temperature is regulated by a 
knob before operations begin and 


can be set to any temperature from 
110 degs. It 


65 to has a 10 gpm 


capacity at 45 lbs pressure and is 
accurate to within plus or minus !»2 
deg. A built-in shutoff halts the 
water flow if the temperature ex- 
110 degs. The 


with knee-operated 


ceeds 


plete 


unit Is com- 
lever, 
volume control, triple-duty strain- 
er-check-stops and wall mounting 
brackets. 

Manufacturer 
tor Co.. 
Il] 


Powers 
3434 Oakton St.. 


Regula- 


Skokie, 


Gas Unit Heater 

A gas unit heater designed es- 
pecially for installation in low-ceil- 
ing rooms has been introduced by 
Hastings. The heater is ins. 
high and is available in input ca- 


9914 


pacities of 25,090 to 75.030 Btu hr. 
Other models to 250,000 Btu hi 
complete the line. Among the fea- 
tures are stainless steel ribbon 


A line of jet pump 
signed especially for centrifugal o1 


ejector-type 


motors de- 


been 
Westinghouse 


pumps has an- 
The 
have round frames with 
NEMA standardized 56C faces for 
direct pump mounting. All models 
are equipped with grease-lubri- 
cated ball bearings for 
horizontal 


nounced by 


motors 


vertical o1 


Available in 


mounting 


split-phase, capacitor-start and 
polyphase models, the units are 
rated either ‘43 or 42 hp. They 


come with single or dual voltage, 
3,450 
have 
nectors for ease in changing volt- 
The motors feature a locked- 


2,850 or 


motors 


either 
voltage 


Dual- 


spade con- 


rpm 


age 


Westinghouse Announces 
for Centrifugal or Ejector-Type Water Systems 


burners, an aluminized steel heat 
that 10-year 
warranty, four-way air distribution 
louvers and a fan delay switch. 

Manufacturer: Hastings Air Con- 
trol, 3215 Leavenworth St., Omaha 
5, Nebr 


exchanger carries a 


Oil-Fired Furnace 

Eleven new oil-fired furnaces 
have been added to its line by Peer- 
less. The units are available in five 
series (horizontal, gravity, lo-boy, 
hi-boy and counterflow) in ratings 
from 72,000 to 140,000 Btu/hr out- 
put. Each unit is completely 
sembled at the factory and features 
a steel heat exchanger, baked green 
enamel 


as- 


steel cabinet, pressure 


atomizing oil burner, room thermo- 


stat, stack oil burner control and a 


refractory combustion chamber 

standard equipment 
Manufacturer 

Co 


dry 


as 


Peerless Heates 
Division of The Eastern Foun- 
Co 


(Please turn to page 74) 


Boyertown, Pa 


‘Jet-Line’ Pump Motors 


design 


bearing that permits re- 
the end shields without 
damage to bearings and shaft bear- 
ing disturbance of 
motor wires or connections 

Manufacturer: Westinghouse 
Electric Corp., P. O. Box 2099, 
Pittsburgh 30 


moval of 


surfaces. or 
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| Sterling’s “Solo” 
| Stainless Steel 
SINK STRAINER. 


Not since the first Sink Strainer made its 
appearance years ago has there been one 
so boldly new .. . so vastly improved! 
Here's why: 


” 
Sterling's Solo Body of electro- 
polished stainless steel stays 
gleaming bright for life. 


Sterling's Solo Neoprene Stopper 
seals and releases with a minimum of 
effort—won't scratch porcelain surfaces— 
has adjustment for lifetime use. 


Sterling's Solo , as the name 
implies, can be installed ‘‘solo”— 
by one mechanic, that is. No special 
tools required—just a screwdriver. 


See and examine it at your jobbers today 


/ 


MORGANTOWN W. VA. 


WORLD'S LARGEST INDEPENDENT PRODUCER OF PLUMBING BRASS GOODS 


\ 


DomESTIC ENGINEERING, OCTOBER 1958 


be A 
as 4 \ \ \ 
‘ of 
0 | % 
0 0 0 4° 
1 000 
oO 
} 
Jo 
/ 
| 
/ | 
ucet \ 
. 
73 


New Products 


(Continued from page 72) 

Vanity Lavatory 

A recess vanity lavatory has 
been added to its line by U. S. 
Plumbing Fixture. The 
china unit features a 
slanted back to accommodate a 
6-in. angle-mounted faucet. The 
unit measures 20 by 18 ins. and 
has integral soap dishes and a con- 


vitreous 


raised and 


cealed-front overflow. It is sup- 
plied with a stainless steel mount- 


ing rim, a faucet 


with an aerato: 


available 


and a pop-up waste. It is 
in four colors, as well as 
white. 


gray and 

Manufacturer: U. S. Plumbing 
Fixture Corp., 1130 City Park Ave., 
Columbus, O. 


Sanitary Well Seals 

A complete line of sanitary well 
seals is available Tait 
The seals are offered for submers- 
ible, jet and piston pump installa- 
tions for size of well 


now from 


any casing 


from 2 to 12 ins., and for drop-pipe 
sizes from °4 


to 3 ins. Corrosion- 


resistant cast metal is used through- 
out, together with 
paint. Staked-in 
are used for easy installation 


non-peeling 
rust-proof bolts 
The 
seal for submersible pump installa- 
tions has a supplemental cable hole 
that fits any size electric cable 

Manufacturer: Rapidayton Di- 
vision, Tait Manufacturing Co., 500 
Webster St., Dayton 1, O 


Swivel-Head Aerator 

A faucet aerator that swivels in 
any direction has been introduced 
by Wrightway. The device provides 
splash-free w that be 


ater can 
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aimed at the hard-to-reach corners 
of the sink or lavatory. It is made 
of solid brass with a chrome-plated 
finish and is available in two 
One model fits most fau- 
cets with an outside thread and a 
second model fits most faucets with 


models. 


16-in. diameter inside thread 
A full line of adapters enabling 
the aerator to be used on any make 


of faucet is also available. 
Manufacturer: Wrightway Engi- 
neering Co., 339 W. 112th PI., Chi- 


cago 28 


Warm-Air Furnaces 
Two series of lo-boy gas-fired, 
furnaces have been an- 


Heil-Quaker. One 


WarM-all 


nounced by 


Series, called the Sleekline De luxe, 
is available in five models, ranging 
in capacities from 80,000 to 200,000 
Btu/hr input. The 
the Sleekline Economy, has capa- 
80,000, 100.000 and 120,090 
Btu hr input, with the lower capa- 
city with either 
belt or direct-drive blowers. The 


second series, 


cities of 


models available 
units feature sectionalized heat ex- 


stainless steel ribbon 


filter 


casing construction and removable 


changers, 


burners, slip-joint 


fauges, 


front panels that can be painted 
any desired color. The new models 
have full capacity blower motors 
for easy addition of central air con- 


ditioning without overloading 
Heil-Quake: 


Lewisburg, Tenn 


Manufa 
Corp.., 


turer: 


Wall-Type Faucet 

A wall-type, swing-spout faucet 
has been introduced by Price 
ter 


fis- 


Called the Shasta, the faucet 


is of the heavy acorn pattern type 
It has a 6-in. cast brass spout and 
(Please turn to page 152) 


Increased Fuel Economy, Wider Range of Optional 
Equipment Featured in Chevrolet Trucks for 1959 


The 1959 line of Chevrolet 
trucks includes 13 light-duty pick- 
up models featuring increased fuel 
economy. The pickup line is offered 
in 19, %4 and 1-ton ratings. In- 
cluded are models with full-width 
cargo boxes (illustrated), stepside 
models with running boards and 
fenders and four-wheel drive units. 


Standard equipment includes a 6- 
cylinder engine. Optional equip- 
ment includes a 160 hp V8 engine 
and heavy-duty 


three or four- 


speed conventional transmission o1 


hydramatic transmission. 

Manufacturer: 
Division, 
Detroit 2 


Chevrolet 
General Motors 


Motor 
Corp., 
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AIP CONDITIONING REFRIGERATION 


Both have the same capacity of 60 tons. 
See the difference between the old and new. 


The Biggest News in Air Conditioning is 
00% SMALLER 


La For details on this new line of Acme 
H) WV Water Chillers and how they can help 


you, call your nearby Acme Sales Engi- 
Water Chillers neer or write directly to the factory. 


Smaller—saves space 


Lighter—easier to install 


INDUSTRIES, INC, 
Lower cost—save money JACKSON, MICHIGAN 


Full line—23 models 3 to 125 tons 


Manufacturers of quality air conditioning and 


Famous Acme quality—built to last refrigeration equipment since 1919. 


ING. OcroperR 1958 


| Acme | The practical approach to air conditioning | 
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Blue BOILERS ano 
RADIATION 


HELP YOU GET. 
THE BUSINESS 
Here is Why 


You have a choice of DUNKIRK Boilers for every size home 
and light commercial job. 


You get equipment designed and built for top efficiency. There 
are DUNKIRK Boilers for every fuel...GAS, OIL and COAL. 


There are DUNKIRK Boilers for steam or HOT WATER. 
DUNKIRK HYDRONIC* heating gives you the economical 


heating answer for modern single and split level, large or small 
homes. Permits sensitive comfort control. 


Every DUNKIRK Boiler is made of cast iron, the LIFETIME 
METAL. 


Built-in instantaneous tankless heater for hot faucet water is 
available. 


DUNKIRK Packaged Assemblies include nationally famous 


burners, controls and accessories,—get quick acceptance. 


Complete lines of baseboard and slender radiators give you a 
choice of heating units for modern room design. 


You get every economy of a ONE SOURCE PACKAGE... 
simplified ordering, quick deliveries, lower inventory and in- 
vestment. 


There are many more reasons why DUNKIRK Boilers and 
Radiation will help you get the business and make money 
doing it. 


Write for the Business- Building Facts on the DUNKIRK 
Package. Ask for Catalog No. 1157. 


*HYDRONICS —the science of heating or cooling with water. 


DUNKIRK RADIATOR 


DUNKIRK, NEW YORK 


Member of the Institute of Boiler and Radiator Manufacturers 


DOMESTIC ENGINEERING, OcTOBER 1958 


"re _— = - 
4 
Wil), 
| 
| 
— 
— 
| 
2 === == ‘> 
— 
“ty DUNKIRK BLUE CIRCLE CAST 6 
IRON BOILERS FOR OIL, GAS 
| AND COAL, STEAM OR HOT 
SLENDER TUBE 9 
CAST IRON RADIATORS 
‘ 


THE pie 


| 


What this special remodeling issue is about: 


Tuts is Domestic ENGINEERING § annual remodeling issue. 

Its also an industry first. 

In this issue. DE is presenting for the first time an intensive. analytical study 
of the forces that are competing with the plumbing and heating industry for the 


consumers remodeling dollar. 


® And just as important. were initiating a series of articles on what our industry s 
contractors can do and are doing to maintain their lead in kitchen, bathroom and 
heating-cooling remodeling in the face of this competition. 

What are these competitive forces? They're the chain store. the mail-order 
house. the Dtu. the lumber yard, the construction company. the remodeling 
specialist-—all competing directly for remodeling business that traditionally 
“belongs” to the p-h contractor. 


® They re also the automobile dealer, the furrier. the travel agent. the man selling 

the second TV set--all of whom are going after the same dollars and cents that 

could, alternatively. be spent on upgrading the homeowner's kitchen or bathroom 
heating-cooling. 

In this special issue—and in the coming months—-DE is going to analyze these 
nonindustry outlets to see what makes them tick—-how they merchandise and 
sell, how they're set up organizationally to operate. how they carry out their 
remodeling functions, how they back up their work. if and how they service it. In 
short, we'll take a good. long look at their strengths... and at their vulnerabilities. 


Concurrently with this study of the competition, DE is also presenting a series 
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continued ... 


THE BIG PUSH UP 


4 


TO THE 


BIG PAYOFF 


of dramatic contractor stories-—stories on how contractors in big cities and mid- 
dle-sized cities and small towns and rural communities are successfully selling 
remodeling. They ll be stories that graphically point out—in the language of 
action—what our industry's own strengths are and how they can be utilized: to 
their fullest. 


® Just a word on how we got the material for this series. which we're calling 
“the challenge of competition.” A major source of information on how contractors 
are meeting and beating the challenge is DE’s Big Push Remodeling Contest file. 
Its bulging with excellent merchandising ideas from some TOF contractors. of 
whom 200 were top winners. Just a few are presented in this issue in an “Idea 
Book.” In addition. we'll be telling you what wholesalers and manufacturers are 


doing to help contractors meet the challenge. 


® DE editors spent two years gathering the data on the nonindustry competition 
for remodeling business. During this time they traveled literally thousands ot 
miles and talked to hundreds of people——both industry contractors repre- 
sentatives of nonindustry outlets. They've conducted intensive contractor surveys 
by mail to get the contractor's own evaluation of the competition in his area. 
They ve visited the competition's place of business all over the country. They ve 


followed its newspaper and television advertising judiciously. 
pay 


® Now DE editors are ready to pass this information on to you, the industry's 
contractors. We know vou ll read it with interest. We know you II recognize 
that the intense interest in p-h remodeling on the part of nonindustry outlets is 
just one more indication of how profitable that market is. We hope you'll all 


undertake your own big push toward that big payoff—remodeling business. | END 


A quick guide to this special issue: 


The Challenge of Competition 79-92 


How Contractors Are Meeting the Challenge 
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Special DE Report: 


SEARS | 


[D-H CONTRACTOR] 


The forces competing with the plumbing and heating contractor 


for business are growing. How is he meeting the challenge? 
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Who's competing with you for the customer's remodeling dollar? 


¢ First article of a new series 


How do you counter-attack? This report can help you 


IF YOU WERE IN THE HORSE AND BUGGY business 
today, you'd have almost nothing to worry about. 
Certainly, there'd be no competition snapping 
their whips in your face or snipping away at your 
prices. About the only worry you'd have would 
be how to eat regularly! 

But you're not in the horse and buggy business. 
You supply essential, much-desired products and 
services. And it’s one of the facts of business life 


that the more customers there are for a product 


JUST A FEW of the several thousand remodeling ads 
gathered and studied by DE for this series are repro- 
duced here. All have one thing in common: They offer 
plumbing and heating services from non-industry outlets. 


0° 


take the first step: Understand their abilities....and vulnerabilities 


or service, the more competitors there are going 
after the-customers 

This is all natural and desirable. Because com- 
petition is intrinsic to the American way of life. 
It provides the incentive for improving the quality 
of products and services, to give the consumer the 
most for his money. It’s a challenge that brings 
out the best in every businessman, who knows it 


must be faced head-on—and beat! 


s Translated into the specific language of the cur- 
rent economics of our own industry, all this 
means: There's a big potential market for the re- 
modeling of bathrooms, kitchens and _ heating- 
cooling systems of America’s homes—and there 


(Please turn to page 82) 
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ROOFING 


HEATING 
PLUMBING 


GET THE FACTS, MEN! One of DE’s research teams—and one of the 
places studied for data on non-indusiry outlets—are shown above. 


How this study was made: 


THE FACTS FOR THIS ARTICLE were obtained in three principal ways: 
1. A comprehensive survey of the remodeling competition from 
The cities 
selected represent virtually every size, type and geographical dis- 


continued ... non-industry outlets was made by mail in 100 cities. 
tribution. In many cases, the respondents were top winners in DE’s 
Big Push Remodeling Sales Contest, and, therefore, are among the 
most astute observers of marketing in their areas. 


2. Hundreds of newspapers representing every state, including 
Alaska, were researched for remodeling promotions conducted by 
non-industry retailers of plumbing and heating. 


3. To add dimension to the study, hundreds of interviews were 
conducted in person with industry and non-industry remodeling 
merchandisers. 


(Continued from page 81) 
are more people going after your 
customer's remodeling dollar 
than ever before 
In fact, the remodeling market 
is so big and so lucrative that a 
new kind of specialization seems 


to be emerging on the American 


scene—the remodeling specialist 
offering a complete moderniza- 
tion job in one package. 
Furthermore, going after that 
same remodeling dollar are such 
merchants of necessity and lux- 
the the 
the the 


as auto salesman, 


ury 
Ty 


man, travel agent, 


jeweler, the furrier, the man sell- 
ing high-priced hunting and fish- 
ing equipment, etc. 

There are other facets to the 
challenge of 
There’s the 
other p-h contractors. Tradition- 


competition — too. 


competition from 


ally, we don’t worry too much 


DomEsTK 
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about that one—except to the 
degree that a competitor down 
the street gets a job you wanted 
because he undercut your price. 
But this happens mostly in new 
work, not remodeling. 

Then there’s the competition 
from the “handyman” and the 


do-it-yourselfer 


# All your competitors have one 
thing in common: They know 
the public has money to spend— 
and they want that money to be 
spent on their products and their 
services 

To help you, the plumbing and 
heating contractor, meet—and 
beat—your competition, DE is 
beginning a new series of articles 
with this issue. It'll be a pene- 
trating analysis of what your 
competition is, how it operates, 


where it’s strong, where it’s 


weak, what its appeals are, how 


extensive it is. In the course of 
this analysis, we'll also point up, 
by contrast, what your own 
strengths are and how you can 
best use them, not only to hold 
your own in the face of this com- 
petition but to go much farther: 


to strengthen your own position. 


s While your competition has all 
the afore-mentioned faces—the 
remodeling outlet, the luxury 
merchant, the handyman, ete.— 
this first report will be confined 
to what is probably your biggest 
single competitor—the non-in- 
dustry outlet competing direct- 
ly with you for remodeling work 
involving plumbing and heating 
products—because if you under- 
stand this type of competition in 
its strength, and beat it in its 
vulnerabilities, the other kinds 
(Please turn to page 84) 
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Fred Hecht... “Sears will get its share.” 


Sears: Your biggest competitor? 


In DE’s 100-crry cHECK of competitive in- 
fluences, contractors in 91 cities rated Sears 
among their top three competitors. In 59 cities, 
contractors named it their No. 1 competitor 

This evaluation of the Sears position is borne 
out by statements from that giant’s own officials 
Fred Hecht, general merchandise and retail sales 
manager, shown in the photo with a DE editor, 
has declared that “Sears will get its share of this 
big remodeling market. We've developed a true 
‘one-stop’ remodeling service that is being offered 
in more than 700 of our retail stores.” 


# Sears’ strengths: Heavy merchandising of con- 
sumer goods, nationally and locally, making its 
name familiar to everyone; a one-stop home im- 
provement program—including free planning and 
estimating service, complete installation and a 
credit plan offering extended time payments, all 
described in an elaborate brochure. 


s Its vulnerabilities: Lack of personal contact, as 
compared with the p-h contractor's unparalleled 
entree into the home; dependence on outside 
sources (in many cases) for technical skills 
needed in plumbing and heating remodeling, in- 
cluding estimating and “generaling” the work of 
several subcontractors; the Sears representative 
in contact with the customer may be a clerk who 
doesn’t have the incentive, individual interest or 
design knowledge to sell other than “assembly- 
line” types of installations—again in comparison 
with the progressive p-h contractor; and depend- 
ence on outside help for servicing. END 
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continued ... 


but p-h contractors . . . who are 
equipped to offer their remodeling spe- 
cialties as a complete package . . . have 
‘little to fear as far as losing their domi- 
nant share of the market.” 


Creden tells DE reporter “ lumber dealers have a nearly 
unlimited future in all types of home improvements.” 


How potent are the Ponderosa pine boys? 


Nel 


TL hon-industry outlets going alter the competition 

Will be beat almost automatioalh remodeling business? Where are ve followed their advertising 
It would be easy to read the  thev? How strong are they? and promotions judiciously 

newspaper and the industry To vet the answers to these In addition, DE editors did 
nagazines and come up with the and other questions, DE con- penetration studies of > certain 
somewhat — | than profound ducted an intensive two-year key area vhere the non-in- 
judgment that “competition sure study of the remodeling market dustry competition appears to be 
is getting tougher.” The purpose — picture. During these two years, strongest. Metropolitan Chicago 
of this study, however, is to go DE editors and surveyors visited is one such area, and here, DE 
much deeper than that, to find an most of the major trading areas editors called on nearly every 
actual yardstick to lay up against of the country and interviewed remodeling influence in the city 
the competition our industry's contractors as either as a reporter or as a 


So now let's ask: What are the well as their competitors. When — potential customer—to get the 


INGINEERING, OctToser 1958 


' 
< 
“4 \ 
\ 
\ | \ haath \ hal a ity 
e4 DoMts!\( 


a 


yards visited have plumbing de- 
partments, and three other types 
of remodelers rate higher as a 
competitive influence. 


eThe lumber industry's official 
mouthpiece, however, placing 
great emphasis on selling the com- 
plete home improvement package 
The forthcoming convention and 
exposition of the National Retail 
Lumber Dealers Assn. (Nov. 22- 
25) has promised “positive treat- 
ment of the bread and _ butte: 
business of home improvement 
selling by a panel of specialists.” 
One member of the panel formerly 
headed the plumbing and heating 
division of Sears’ 700 retail stores 

The general chairman of — the 
NRLDA exXposition Phillip Creden 
(merchandising manager of — the 


Hines Lumber Co.'s 27 retail yard 


in told 


What contractors in 100 cities 
told us about the ‘challenge’... 


No what degree do you have campetitian tor the 
sale al industyy is fram outlets ather than 


anced heating eantpaetar 


Bathream remedeling: 
Great deal 42%. Seme Little 


Great deal 64%) 28% Little 


Heating Cooling remodeling: 
Great deal 27° Some 41° Little 25°. 


Water heater replacement: 
Great deal 71° Some 25° Little 3° 


facts on what these outlets offer ‘Figures don't total 100 percent in every case, as no 
the customer who wants to re indication of the degree of competition was given by 
model his bathroom. kitehen or survey respondents in every instance 
heating-cooling 
An important aspect of thi Is this competition greater than, about the same 
over-all study was a recent mail as, or less than it was a year ago? 
survey of leading contractors in 
5 Greater 54% Same Less 4% 
more than 100 cities. These con- 


tractors were asked to evaluate Please indicate what types of non-industry com- 


petition for bathroom, kitchen and heating-cool- 
(Please turn to page 88) 


the competition in their areas. 
Since many of the contractors 
queried were winners in DE’s 


(Please turn to page 86) 
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wi if, 


They don’t agree on the 


‘free gift’ appeal 


(Continued from page 85) 
Big Push Remodeling Sales Con- 
test, and are, therefore outstand- 
ing remodeling merchandisers in 
their own right, it can be pre- 
sumed that they have sufficient 
the 


par- 


interest and experience in 


remodeling picture to be 
ticularly cognizant of the busi- 
ness trends in their trading areas 
eThese contractors made it 
clear they agree with the need 
for this kind of accurate measure 
cf remodeling trends—as_ evi- 


denced by their extensive re- 


sponse to the survey 
The 


replies came rom 1) 


You pay 


DINE Constructo” 
the expert work 


Co. only * 
done to rems 


atric 


| APARTMENTS 


| yloLATIONS 


vical 


A FREE CAR with any home remodeling job, in- 


uses the giveaway appeal in reverse— 


states, from the west to the east 
coast and from the northernmost 
to the southernmost parts of the 
United States 


# The results of the mail survey 
the 


views give a rounded picture of 


and person-to-person inter- 
a lot of curves being thrown at 
the plumbing and heating con- 
tractor. They show some. good, 
solid operations with good guar- 
antees. But they also show many 
tenuous titans of loud-voice ad- 
vertising with little more than a 
telephone hiding behind the full- 
gift for the 


making an 


page offer of a free 


“privilege” of esti- 


cluding bathrooms at $9.00 a month, is offered by 


a large Chicago remodeling “specialist.” 


® Another Chicago firm (a construction company) 


stressing its 


mate on the work to be done. 
Where the 
hit hardest? 


does competition 

Water heater replacement is 
the most critical area, according 
to the nationwide survey. This is 
an important item to the plumb- 
ing contractor because so often 
the water heater provides first 
contact with new customers and 
the 


for long customer relationships 


is, therefore, leading basis 


a The 


percent 


that 71 
experience “a 


survey showed 
great 
deal” of 


competition in water 


heaters non-industry 


sources. Another 25 percent re- 
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K NO FREE GIFTS 

pe ww. To Increase the Price of 

ns Your Construction Work 

Orders 


.and the most modern home in the b block! 


| ‘two. two cars in your fan. 


| 


GIVES YOU A 
| 
I 
1 
~ 
4 
ith 
oss WI any of these SELECT YOUR CAR FROM A Spécial 
N AL GROUP OF Like. 
EW LATE MODEL CONver?r, 
YVERTIBLES, HARDTOPS, AND 
ome em SEDANS . . . INSPECTED AND 
e in ! CONDITIONED BY MANC 
: CHEVROLET, 8130 LINCOLN, SKOKIE "SK a 
» 
. policy of “no free gifts to increase the price - found instances where it appeared in advertising 
DE’s survey showed that 20 percent of non-indus- that the gift would be given merely for the pri- 
try remodeling firms offer free gifts for the “priv- vilege of “bidding” on a remodeling job (not the 
ilege of bidding on or completing a job.” The company whose ad is reproduced above), whereas 
offers range all the way from a peck of potatoes it was necessary for the homeowner to complete a 
to Packards, parakeets to portable TV's. DE the job to collect. , 
ported “some” competition, with of competition by 27 percent; by remodeling specialists, con- 
the remainder reporting “very some by 41 percent. struction companies, lumber 
little.” It is significant to note, The extent of competition in yards and department stores in 


however, that the plumbing con- bathroom, kitchen and heating- that order. 


tractor remains the dominant cooling remodeling jobs; the 


force in water heaters in most relative influence and merchan- sThe appeals these outlets use to a 
; areas surveyed. dising appeals of non-industry attract the remodeling customer 
retailers; and other survey con- are worth pausing over too: spe- 
# Other survey revelations: clusions are summarized in the cial discounts, complete-package 
Bathroom remodeling: a great table beginning on page 85. modernization, financing service, 
deal of competition was reported The significance of each will cash loans to pay off such debts | 
by 43 percent of contractors sur- be interpreted in forthcoming ar- as medical expenses and car pay- 
veyed; “some” was reported by | ticles of the series. ments, and free gifts. The gifts 
44 percent. range all the way from automo- 
< . Kitchen remodeling: a great slt’s worth pausing to note here, biles to the services of a “free 
deal of competition reported by however, that of the many types plumber” for a day. 
64 percent; some by 28 percent. of scilastailiiadians competition, The question is: Can these 
’ Heating-cooling: a great deal Sears is a strong No. 1—followed (Please turn to page 88) 
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What contractors in 100 cities told us about the ‘challenge’ ... 


~ (Continued from page 85) Montgomery Ward ... 6 16 ) 42 
ing remodeling business exist in your area— Hardware store ....... | 41 
numbering such competition in the order : re 
: Direct-to-you ........ 40 
of its relative strength and importance. (To- : 
tals given are number of mentions by 100 Tile company se eeeees 1 6 8 34 


survey respondents.) 


*The totals given include all “votes,” not 
merely those in the top three. Others named, 


but ranking lower in total mentions than those 
listed, include: wholesalers, utilities, Tinker 
Sears, Roebuck ...... so. li 92 Jackleggs, appliance stores, kitchen dealers, 
Remodeling railroad salvage, furniture stores. 
specialist .......... 19 12 1 65 Please list the specific appeals used by non- 
Construction industry outlets in your area to get bath- 
company .......... 57 room, kitchen or heating-cooling remodeling 
Lumber yard ........ 6 17 10 56 customers (by number of mentions). 
Department store..... 2 8 16 45 reer ee 60 


continued ... 


low up the plumbing and heating tor, gains each time he sends a 
It's a 


nuisance, 1n 


decided and 


that it is 


contractor. journeyman to fix a leaky faucet. 


growing The 4-color ads in the big-cir- . 


doing a steadily increasing culation magazines are wonder- 


pocket-picking job on the p-h-c ful, but how can they compare 


contractor's profits. with John Smith, contractor, 
known for 30 years in his com- 
a elts roar is loud—its merchan- munity, with his display room on 


dising has a flair—but the sound Main Street, his personal tele- 


and the fury are out of propor- phone call or visit to the homes 
2 
aut 


this conclusion is predicated on 


tion to its intrinsic strength. of his fellow residents in town? 


(Continued from page 87) 

outlets outdo the p-h contractor 
holding—the 
What is 


bs the true measure of this many- 


in attracting—and 


» 
remodeling customer’? 


headed creature—competition ? 


It's not a meat-eating monster. 


It certainly isn’t going to swal- 


the plumbing contractor’s will- 
ingness to exploit his many basic 
advantages to meet and beat the 
challenge 

What advantages”? 

Sears, in launching its re- 
modeling program, spent $300,- 
000 in a 


the same entree 


national effort to gain 


into American 


homes that John Smith, contrac- 


eHow can they compare with 
his proof of performance in the 
fact that last week he finished a 
job two blocks down the street 
where “you can go look and see 
the kind of work we do right 
now,” or the fact that he’s right 
to the 
any time of day or night if some- 


here service installation 


thing happens, or the fact that 
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Cash loan (for payment of Others named, but receiving fewer mentions 
medical, automobile and than those listed: catalogs, customer referrals. 
8 


Is there a problem in your area with fly-by- 


Others mentioned: allowance for junk mer- 
night or “suede shoe” operators’? 


chandise, correction of code violations, location 
in downtown area, full-time salesmen, annual 
plumbing and heating service contract for one 
fee covering all labor, etc. 


Great deal 19% Some 52°% Little 29% 


Additional questions dealt with the meth- 
ods used by plumbing and heating contrac- 
tors to meet the challenge of competition 
for bathroom, kitchen and heating-cooling 
Type No. of Mentions = remodeling from non-industry outlets and 
Newspaper .................... 90 the local programs directed against fly-by- 
night operators. An analysis of these meth- 
ods will appear in connection with a forth- 


What types of advertising and promotion 
are used by your non-industry competition? 


58 


How contractors can meet—are 


meeting—the challenge of competition 


-..see page 94 


he has to do a satisfactory job 
because his business in this town a we 
depends on it year after year. 


s How can they compare with 


the inescapable truth that he, = 

John Smith, contractor, is going ( yy fer 4 

to do much of that plumbing and = 

you do give the job to Sears or 4 7 | 

Blank Remodeling Specialists or | 

XYZ Home Improvement Co. So — 


how can it be any cheaper when 


the other firm has to pay him, V4 SL 
/ 


John Smith, his price and profit 
and then add a profit of its own? 


#There’s more on this subject 

on page 94 and on pages 95 Lr Mal Soden 
through 139. And there'll be 

more in the following articles in "Quick ... Take me to your plumber!" 
this series. END 
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A REVOLUTION IN THE METHODS 
of marketing home moderniza- 
tion is in progress. Whether we 
like it or not, that revolution is 
gaining momentum; it will, with- 
in a very few years, affect every 
manufacturer, every wholesaler 
and certainly every contractor 
or dealer who depends to any 
extent on the modernization 


business. 


eThat revolution, as we all 
know, is the “package-selling” or 
“one-stop merchandising” trend. 
It has been brewing for years, 
with outstanding trade mag- 
azines (such as Domestic ENGI- 
NEERING). forward-looking man- 
ufacturers. and other thought 
leaders helping to create and 
mold the concept. Now it is un- 
der way ... and with a momen- 
tum so powerful that anyone in 


this business of home improve- 


continued ... 


If you’re in the remodeling business at all— 
and to meet the challenge of competition . . . 


Offer the Whole Package or 


Lose Out, says home improvement leader 


By Don Moore, Executive Director, Home 


ments—perhaps most of all the 
plumbing-heating-cooling con- 
tractor—has just these two 


choices: 


1. Join it and flourish, or 
2. Ignore it and perish. 


In other words, the contractor 
or any other type of retailer 
must in the immediate future 
decide either to sell and provide 
the kind of modernization serv- 
ice the consumer demands (ei- 
ther on an individual room-by- 
room basis or the whole house) 
or to close the book on that limit- 

less opportunity. 


That term “consumer demand” 
is the heart of the trend. Today’s 
consumer, as every industry but 
our own discovered long ago, de- 
mands convenience . conven- 
ience in buying, and convenience 
in paying. And what the con- 


Improvement Council 


sumer demands, the consumer 


will have. In terms of our prod- 
uct, modernization, this is what 
today's consumer, the homeown- 


er, is emphatically demanding: 


The chance to buy a com- 
plete modernization job— 
—including all the merchan- 
dise and all services, from 
design through financing— 
in one transaction, prefer- 
ably from one man. 


It’s that simple, and the plumb- 
ing-heating-cooling contractor is, 
I think, in a better position than 
any other type of businessman 
to capitalize on that emphatic 
demand (although several other 
types are making a spirited ef- 
fort to beat him to the punch). 


# The simple reason is that he al- 
ready has the largest single share 


of the most popular, most de- 
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Editor's Note: 


Don Moore, an energetic young man, deserves the accolade 


“dynamic” in a field where use of the word has been overdone. 
He has had a strong work experience in the fields of journalism 
and marketing. He has been the sparkplug in the formation of 
national merchandising programs in behalf of home improvement. 


aln a sense, his article is a challenge for the plumbing-heating- 


cooling industry from a source not directly or exclusively involved 
with this industry. The writer sees ferment and changes in all 


segments of the modernization field that are at once “a threat for 
the p-h-c contractor who takes no action”... and... “an enormous 
opportunity for one who does proceed to adapt his business to the = 
new consumer market.” 


ain explanation of the “threat,” Mr. Moore cites studies which 
tend to show that an increasing number of non-industry outlets 
are attempting to break into the bathroom, kitchen and heating- 


cooling modernization fields. 
Don Moore 


Comments and questions on Mr. Moore’s article are invited. 


manded kinds of home modern- cil for 1959. Our program is _heating-cooling contractor: 
ization jobs—for kitchens and __ therefore of infinitely greater sig- The cornerstone of next year’s 
bathrooms consistently lead the nificance to anyone who is seri- program is recognition by the t 


popularity poll in this business. ously interested in growing with Council, as the national organ- 

To take advantage of the the modernization market. ization for the whole moderniza- 
trend, he must obviously adapt tion industry, of those contrac- 
his whole manner of doing bus- Here, in brief, are highlights tors and retailers who are pro- 


iness .. . change it, if he hasn't of HIC’s plans for 1959 and com-_ viding the kind of service con- 
already done so, to the point ments on what those plans mean, sumers demand. HIC leaders are 
where he is providing what the or can mean, for the plumbing- (Please turn to page 92) if 
consumer demands. If he does 
that, and when he does that, he 
will have joined the revolution, 


and the rapid, dramatic and - Code of Ethics of the HIC. 


evitable marketing changes 


today will be working to his ad- ; 


vantage and not passing him by. 1 
1. Only those home improvement descriptions of products, services 


: yrojects that are structurally and 4. All contracts shall be am- 
s All of these considerations, shall be unam 
economically sound shall be fos- biguous and fair to all parties 
they apply to the plumbing-heat- 
Saba i ot 1 all ot] tered and encouraged. 5. All contractual obligations 
ann aa ustry and all oth 2. All advertising statements — shall be promptly fulfilled. 
- er segments of the home mod- hall be accurate and free of the 6. All work shall be performed 


ernization business, have been capacity to mislead or to deceive in a manner compatible with rec- 


taken into account in the plans the consumer. ognized standards of public health 
of the Home Improvement Coun- 3. Salesmen shall be accurate in and safety and applicable laws 
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(Continued from page 91) 
right now studying all possible 
methods of “certifying” or in 
the 
kind of local modernization peo- 


some manner singling out 
ple to whom we can in confi- 
dence direct homeowners. 

It is especially in this part of 


the program that the plumbing- 


heating-cooling contractor has a 


had 


unique opportunity. I the 


pleasant experience of serving as 
a judge in Domestic ENGINEER- 
ING'S recent merchandising con- 
test, and at that time saw entries 
of the merchandising techniques 
of several hundred contractors- 
nearly all of whom would almost 
automatically qualify for recog- 
nition by HIC. 

The great majority of entrants 
in the contest, it appeared, do 


SPonsored 


EVERYTHING the con- 
tractor needs to 
terest homeowners in 
HIC’s remodeling con- 
test and to advertise 
his own store as con- 
test headquarters is 
included in a special 
merchandising kit 
available to partici- 
pating contractors 


in- 


right now provide the complete 


modernization job, at least in 
terms of bathrooms, kitchens and 
Some 


go even further and offer all the 


heating-cooling projects. 
merchandise and all services for 
jobs that don’t have anything to 
do with the traditional interests 
of the plumbing-heating-cooling 
field. So I'm confident that there 
are already at least a few hun- 


THE BIGGEST activity of the HIC to 


date has been in the area of con- 
sumer contests. The first of two (DE, 
August, page 108) required entrants 
to evaluate the adequacy of their 
The second, scheduled for 
completion June 30, 1959, will award 
$50,100 in prizes to homeowners 
who complete remodeling projects in- 
volving the services of a contractor. 


homes. 
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dred contractors that could qual- 


* ify as HIC “certified moderniza- 


tion headquarters —if that is 


what we call them when our 


plans are complete 


es Having singled out those men 


in each community, HIC will give 
them 


I—Comprehensive management 


information based on the 


methods of the most success- 


ful among them informa- 


tion covering all phases of a 


modernization job, with spe- 


cial emphasis on estimating 


2—Basic_ estimating-designing- 


selling packages, incorporat- 


ing, for example, actual sam- 


. ples and miniature models of 


the materials and equipment 


involved in various types of 


modernization jobs (those 


, produced, naturally, by man- 
ufacturers participating in the 
program). The objective will 
be to enable the salesman to 

4 help the homeowner see ex- 
actly what he’s buying, there- 
by eliminating much of the 
misunderstanding that 
plagues every contractor. 

3—Authoritative information on 
financing, including such lit- 
tle-used techniques as mort- 
gage refinancing (which one 
contractor doing a multi-mil- 
lion dollar business uses in 
better than 50 percent of his 
big-ticket jobs). 

4—National and local promotion- 
al support, with HIC seeing 
to it that our lists of these 
selected modernization head- 
quarters reach—through 
magazines, newspapers and 
all other media—every: home- 
owner in the country. 


5—Merchandising materials 


ads, direct mail campaigns, 
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Here's what HIC is doing to help 
create remodeling customers for you 


It is sponsoring the “Better Your Home” contest, 
which will run through June, 1959. Entrants are 
required to perform an actual modernization proj- 
ect and given powerful incentives to deal with 
local HIC members in doing so (prizes are dou- 
bled when the entry includes verification of this). 


National magazine support—which this year has 
given the industry free editorial backing worth 
nearly $2 million in space alone—will be contin- 
ued, as will efforts with other media, such as tele- 
vision and radio. 


Another special section for newspapers will be dis- 
tributed early in 1959. Last spring, nearly 1,500 
newspapers participated in the first such venture. 
With the prospect of considerably more industry 
support at the local level, the HIC is confident 
that number can be doubled in 1959. 


All members will continue to receive the HIC 

Newsletter and a variety of promotional material 

—including first of all a membership identifica- 
(Please turn to page 254) 


booklets, etc.—all designed to provided by successful compa- 

attract the leads needed be- nies in his business—then the 

fore the sales aids mentioned tools and techniques for imple- 

above can come into use. menting those ideas. 

What all of this means to any 
contractor who is qualified to #I must emphasize that in this 
participate in this special pro- part of our program for 1959 and 
gram (which is not, by any every year beyond, we are inter- 
means, the only thing HIC will ested in reaching and helping 
be doing) is that he will be given only those contractors and/or 
every possible idea for improv- dealers who do now, or want to 
ing the service he offers—ideas 


(Please turn to page 254) 
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continued... 


How P-H Contractors Can Meet—Are 


How CAN THE PLUMBING and heating contractor 


counter-attack the activities of the chain store, 
the Dtu, the construction company, the remodel- 
ing “specialist’—many of which are going all out 
for that lucrative kitchen, bathroom and heating- 
cooling remodeling business? 

How can he convince his prospects that an im- 
proved home is more essential and desirable than 
a Caribbean cruise, a new fur piece, a second car 
or a third TV? 

In short, how can the contractor meet these two 
major facets of the “challenge of competition”? 

It’s evident from the preceding pages that the 
contractor's guidepost must be this: He must, 
first of all, understand his potential competitor 

. his strengths and his vulnerabilities. But, 
even more important, he must thoroughly under- 
stand his own strengths and capitalize on them 
the factors that have made him a leader in remod- 
eling and which can keep him there. 


Where the P-H Contractor Excels 


What are these strengths? As you read the 
contractor success stories in this and subsequent 
issues, they'll become evident to you. But let’s 
name a few: 

The p-h contractor has an unmatched entree 
into the home. When something goes wrong with 
the plumbing or heating, he’s the one who’s called, 
not his competitor. He has a golden opportunity 
to make the initial contact with the homemaker 
whose faulty plumbing or heating shows she’s a 
prime remodeling prospect. 

The p-h contractor is the man with the technical 
know-how to do a really first-class job of directing 
remodeling. Few, if any, nonindustry competitors 
know our industry’s products and _ installation 
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Meeting—The Challenge of Competition 


techniques the way he does. He's best qualified, 
therefore, to serve as a prime contractor. He’s 
best equipped to guarantee his work and follow it 
up with quick servicing when needed. He’s best 
equipped to keep up with technical improvements 
and decorator styles and to offer personalized 
custom service in which quality, not price, is the 
major factor. 


He Has a Feeling for the Business 


The p-h contractor by the very nature of his 
training, his inherent feeling for technical re- 
sponsibility, his business organization, his perma- 
nent stature in his community as a private as 
well as public citizen, has an advantage over the 
more “transient” albeit perfectly respectable type 
of remodeling “specialist’—the kind who entered 
the business only because he recognized how lu- 
crative it is, without any technical training. 

As for the “challenge” represented by the travel 
agent, auto salesman, etc.—it rests on grounds that 
can often be counteracted by the appeals of beauty, 
economy, convenience and health offered by mod- 
ern plumbing and heating. 


How Serious Is the Challenge ? 


We can't help but conclude, therefore, that 
while competition for remodeling is active and 
aggressive, it won't seriously challenge the posi- 
tion of p-h contractors who offer quality products 
and services and who use imagination and rep] 
human interest in their merchandising . . . the 
Way contractor-winners in DE’s Big Push Re- 
modeling Sales Contest do, for example. Turn 
to the “Idea Book” in this issue (following pages) 
and see for yourself. END 
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Book of Ideas 


Compiled from winning entries in Domestic Engineering's 


Big Push Remodeling Sales Contest 


SREPLETT 


An 18-page special report to help you meet the competition 
for bathroom, kitchen and heating-cooling remodeling jobs 


Dip you KNOW YOU can use a wheelbar- 
row to sell remodeling? Or a marshmal- 
low roast? 

Have you ever seen a water heater dis- 
play in a barber shop or grocery store? 

Has it ever occurred to you that the 
number of tools and parts carried in your 
service truck could add 10,000 names to 
your prospect list? 

Each of these ideas has helped a plumb- 
ing and heating contractor meet the chal- 
lenge of competition in remodeling and 
bring in more business for his firm. 


DomMEsTIC 
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They are just a few of the imaginative 
and ingenious selling methods selected 
from entries in Domestic ENGINEERING’s 
Big Push Remodeling Sales Contest. 

If you’re looking for ways to get a 
bigger share of the profit-rich remodeling 
market, we suggest that you study this 
Book of Ideas. Some are old, some are 
new. But all are business-builders. 

You'll find plenty of ammunition for 
your own big push to the big payoff in 
remodeling. More will follow in future 
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When Women Dream... 
They Dream in Color 


DREAM COLORS ON WHEELS helped win second prize and remodeling profits for John Winterbottom. 


THE PASTELS OF PLUMBING, those softly 
sparkling hues in which women dream 
their dream kitchens and beautiful bath- 
rooms, the colors of Winterbottom 
Plumbing Co.’s five trucks in San Gabriel, 
Calif. 

John Winterbottom, whose entry won a 
$3,500 kitchen in DE’s Big Push contest, 
knows that the association is 


much more than a vague and mysterious 


Have You an Out- 
of-Work In-Law? 


are 


power of 


MAKE EVERYTHING SELL is the 
way Frank laquinta of laquin- 
ta & Sons, Clarksburg, W. Va. 
feels about remodeling. Got a 
wheelbarrow? Make it sell! 
Like carrier pigeons? Make ‘em 
sell! Got a sandwich board, a 
plug hat and an out-of-work 
in-law? Make him sell! 


term advertising men use when they talk 
about what makes people buy. 

He knows that when women pass his 
showroom and see their dream colors in 
fixtures, dreams move closer to reality. He 
knows, too, that when they see his trucks 
on the streets, the power of association 
makes them say, “There’s a contractor 
with imagination. He's the one to talk to 
about remodeling.” 
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Get Your 
Employees 
Into the 
Selling 


Habit... 


JOIN THE 


OUR SALESMAN WILL 
t | CONTACT THE CUSTOMER é 

ae AND MAIL YOU THIS CARD 


YOU BECOME A MEMBER OF cnn 
THE SOS CLUB AND a" 


RECEIVE 


Srart an SOS Cuuvs like John G. 
Webster & Sons, Washington, D. C. 
What’s an SOS Club? It’s a way to 
keep journeymen and other em- 
ployees on the alert for remodeling 
leads. They find one, they phone it in, 
fill out a card, and, when the sale is 
closed, they collect a bonus. It works! 


» What does SOS mean? Swell Our 
Sales. Sell Our Stuff. Sample Our 
Silver, Sweep Our Sweepstakes. 
Score On Sales. Make it mean any- 
thing, just so it means what it means 
for Webster: more plumbing and 
heating remodeling business. 
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READY TO GO: John Turkstra (fourth from left) poses with his crew, including wholesaler and manu- 
facturers representatives and DE editors, before they distribute his remodeling idea kit. 


He Adds a New Twist to the Old 
| Standby of Pushing Doorbells . . . 


A PERSONALIZED APPROACH is the key to 
John Turkstra’s success in selling remod- 
eling. The Chicago contractor puts togeth- 
er a kit filled with promotional literature 
on bathroom, kitchen and heating remod- 
eling and then a crew goes knocking on 
doors in his trading area. 


aThe kit is given to prospects with the 
compliments of Turkstra Plumbing, along 
with a polite invitation to call him for their 
remodeling needs. On one promotion, in 
which DE editors participated as crew 


members as well as observers, he offered 
a $5.95 bathroom scale for $1.95 to house- 
The idea built showroom traffic, sold | 


wives who came to his showroom to buy it. 


some remodeling jobs and swelled his 


prospect list by a thousand names. A DE EDITOR offers one of Turkstra’s re- 
modeling idea kits to a Chicago housewife. 
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Scott Shows the Way to 
Sell Big-Job Remodeling 


CAN BIG-JOB REMODELING be merchan- 
dised? The answer is “yes,” says the Scott 
Co. of San Francisco, one of the largest 
mechanical contractors in the west. The 
California prize winner offers a mainte- 
nance service contract for large commer- 
cial and industrial buildings and runs at- 
tractive display ads in newspapers and 
building papers to call attention to this 
service. When remodeling is contem- 
plated for one of these buildings, Scott al- 
ready has an “in” for getting the job. 

The ads keep bringing in more service 
contracts, which in turn lead to more re- 
modeling jobs later on. When it comes to 
bidding on big-job remodeling, Scott gets 
a big assist from a file of blueprints for 


I. Magnin’s mechanical 
equipment deserves 


expert service 


— 


.. Scott Co. does the job 


Specifications for the 1. Maguin store in San Francisco called 
for top quality equipment and craftemanuship. Scott Co 
installed all plomsbing. b and ventilation equipment 
and, because good equipment deserves expert service, 
the Seott Co. service department does necessary upkeep 
If your problem is installation or servicer, call 


San Francisco 
24) 


SCOTT CO. | 


the West's leading mechanical contractor | Los Angeles 


since 1903 
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BLUEPRINT FILE, dating back more 
than 50 years, is a big help to Scott 
in laying out remodeling jobs in old- 
er buildings now being modernized 


previous jobs that date back half a cen- 
tury. By referring to them, he knows 
what to expect on a particular job and 
how to bid right to get it. The old prints 
also make it easier to lay out the job. 


At Sunshine Biscuits 
maintenance 


means money 


“,..Seott Co. does the job 


Mechanical equipment is the heart of Sunshine Biscuits 
modern new Oakland bakers. and proper maintenanes 
is a big item. Quick, efficient. low cost service was a 
problem. The ition was to have all maintenance done 
by a full tim service team. If your problem is 


installation or servicer. call 


SCOTT CO.| 


the West's leading mechonical contractor | 
since 1903 
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THEY CAN AFFORD to 
deal with Ford when it 
comes to remodeling 
bathrooms or replacing 
a water heater, it says 
here. The folder offers 
low weekly payments 
as a special inducement. 


KITCHENS, TOO, can be 
remodeled for as low as 
$4.95 a week. A loan 
association mailed the 
promotion piece to its 
depositors, chose Ford 
as the contractor to 
handle the remodeling. 


bringing your of @ trainiood 


nstalled and gvarantved by Henry Ferd 


A Fast Train to Profits: Dealer, 
Lender Team Up to Push Remodeling 


In PHILADELPHIA, Walter Ford of 
the Henry Ford Co. and the Quaker 
City Federal Savings and Loan Assn. 
teamed up for a “Quaker City Spe- 
cial” remodeling promotion. The 
bank mailed a four-page folder tell- 
ing prospects “it’s a good time to 
buy remodeling and you can get a 
loan from us.” It letter 
from the loan company announcing 
that Ford had been chosen as the 
contractor to handle the jobs. 


carried a 


of famous. mote equipment 


for your new bathroom ov bitches designe 


WATER HEATERS 


red j 


an het water 


Water Moore 


finonted on the now conveniont budget terms of Quoter City federal 


in 
Does your bitchen look like thi Youngs 


Sey the word and Henry ford «itt 


4 
town? De you with did? Cooking © nee 


instell one for you! with the lappen Built 
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MARSHMALLOW ROAST: To demonstrate the 
cleanliness of oil heat, Stan Green of Huntsville, 
Mo. set up an oil burner in his showroom and 


WATER HEATERS EVERYWHERE: As part of a 
special promotion on water heaters, Frank 
laquinta of Clarksburg, W. Va. asked his fellow 
merchants to cooperate by setting up a display 
in their place of business. As a result, every- 


let kids toast marshmallows over the open com- 
bustion chamber. The stunt attracted plenty of 
store traffic and got Stan some good publicity. 


| IDEA | Water (heaters), Water (heaters) Everywhere . . . 


where townsfolk went—grocery stores, filling 
stations, barber shops, doctor and lawyers’ of- 
fices, insurance offices—they were confronted 
with another display. ‘People sure knew | was 
selling water heaters,” reports Frank. 
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Curiosity May Have Killed a Cat. . . but 
It Livened Things Up for Watt Plumbing 


HOME SHOW BOOTH exhibited 
this truck, which stirred interest 
and got people to look inside to 
see how Watt keeps things ship- 
shape. Just for looking and guess- 
ing the number of items there, 
they got a chance to win a prize. 


AND HERE’S THE INTERIOR the 
people went through, counted the 
items, wrote their guess and 
name and address on cards that 
helped Watt build a mailing list. 
Home shows always turn up high- 
interest leads for remodeling. 


HoME SHOWS ALWAYS GET big attend- 
ance because a “nice home” is every- 
body’s ambition. Can you sell remodel- 
ing at such a show, where the emphasis 
usually is on new homes? Dale Watt of 
Watt Plumbing & Air Conditioning Co., 
Tulsa, Okla. says it’s a cinch. 


» Many owners of older homes come to 
the shows knowing they're not in the 
market for a new place but not knowing 
they can do such wonders with the old. 

Dale Watt has his own way of getting 
their interest when he exhibits this smart- 
ly organized store-and-shop-on-wheels. 


| 


He invites all comers to walk through and 
then fill in a card giving their estimates 
of the number of tools and products in 
the truck. 

First off, this impresses people with the 
orderliness of the vehicle, which is not a 
“show piece” but a normally equipped 
Watt truck. Second, it lets Watt sales- 
men get acquainted with interested peo- 
ple. Third, when guests fill in their “guess 
cards,” Watt gets valuable additions to his 
mailing list. Fourth, the person who 
“comes closest to guessing the right num- 
ber of items gets a valuable prize, and 
Watt doesn’t fail to publicize it. 


wd 
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FEMININE CURIOSITY is the 
most insatiable thirst in the 


world. The ladies “can’t bear 
it” if “something's going on” 
in a neighbor’s home until 
they know what that some- 
thing is. 

Harold Jacobson of Jacob- 
son Co., West Haven, Conn., 
doesn’t let ‘em suffer long if 
what's going on is a remodel- 


ing job. He sends out this 
“gossip card” to fill them in. 
He builds interest through 
three illustrations and 
“come-on” copy into the big 
inside message area where he 
tells the dear souls what they 
want to know. 


eHe gets the owner's per- 
mission to extend an invita- 
tion to neighbors to come 
and see the job. Do they 
come? They do! Do they 
want “something like this in 
our home’? They do! And 
whom do they ask to do the 
work? Well, Jacobson is in 
the millon-dollar volume 
class in remodeling. 


“\ right under everybody's 


tion names -BUT- 
nose. lane 


IDEA | He Doesn't Let the Ladies Suffer: 
Gossip-Type Mailing Tells All... 


... just in case youve been wondering what's 
been going on at 


123 West Stree? 


JACOBSON COMPANY” is building 


with the very newest features for 


MM. arid 


If you want to see how the job is done, 
better hurry over, because the JACOBSON 
Crew works awfully fast! 


g 


Jacosson ComPANY is Connecticut's leading remodeling 
contractor a complete home improvement service that 
includes added rooms, kitchens, bathrooms, dormers, roofs 


jolousies, garages, aluminum siding and stone fronts 


1209 CAMPBELL AVENUE WEST HAVEN TEL WEst 4.3446 


4.3447 . 4.3448 
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continued ... 


MIDEA | Everybody Likes Beauty--So He 


Co-sponsors Mrs. America Contest 


A BEAUTY CONTEST 
helped Byron Eplett of 
Johnstown, Pa. promote 
his remodeling services. 
AMER FOR He teamed up with the 
ICA GAS local gas company as 
: co-sponsor of the Mrs. 
America contest to select 
the Johnstown entrant. 
The winner is shown 

here with Eplett. 


lowans—10,000 Strong—Respond 
to Take-a-Bath Competition . . 


TAKE-A-BATH WEEK con- 
test was staged by Cop- 
ple Plumbing Co., Des 
Moines, la., over radio 
station KRNT. The en- 
trants vied for free 
plumbing service and 
cash prizes for the best 
slogan for the contest. 
The zany promotion 
pulied 10,000 entries 
(which were turned into 
a prospect list) and re- 
ceived extensive nation- 
al and local publicity. 
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With These Salesmen, He Doesn't 
Have to Be the Low Bidder .. . 


THE OLDEST AXIOM in merchandising is: The best 
salesman is a satisfied customer. Few people in any 
business do enough about putting those best salesmen 
to work. A notable exception is T. D. Gustafson 
Co., Minneapolis, top winner in the DE contest. 


Gustafson doesn’t single out just one or a couple of 
“best salesmen” for occasional featuring in advertis- 
ing. He piles ’em up by the hundred—about 40 to a 
typewritten page, 10 or more pages to a pile—and 
staples them into a simple manuscript cover. This 
“Valuable Message” is sent or given to prospects. 


a How can anybody resist the selling power of so 
many satisfied customers? Ask Gustafson. He'll tell 
you: They can’t! Proof: one Gustafson bid on a job 
was $1,600—well above several competitive bids, but 
when the prospect called 12 of the names on the satis- 
fied customer list and got so many glowing reports, 
Gustafson got the job, hands down. 
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He Rings the Bell with 
Denverites .. . Uses TV to © 
Dramatize His Complete- 
Job Remodeling Service 


| 

THE BELLs or DENVER are kept ringing 
| almost constantly, the bells of the Bell 
Plumbing & Heating Co., that is. And 
| it’s a TV show that does the trick. Twice 
| a week, the Bells show on 
KBTV, getting the majority of their re- 


sponsor a 
modeling leads through this medium. 


That's remarkable when you 
see how skillfully the commercials are 
handled. One 
pictured here. The first frame shows a 
model of the Bell Plumbing & Heating 
Co. building. The next 
pretty flesh and blood model taking the 
top of the building off, while explaining 
that “under this one roof,” Bell has every- 
thing it takes to handle the complete 
remodeling job. 


not too 


commercial sequence is 


frame shows a 


Now, the young lady reaches into the 5—Followed by the miniature ‘‘carpenter.” 


inal 
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vibe | 1—First, the TV viewer sees a model of Bell’s building. Script emphasizes one source for all service. 
| 
| 
2—Next, program hostess removes top. 
| 


ir, 


building and brings out a figure depicting 
a planner, next presents a plumber, then 
a carpenter, followed by an electrician. 
The accompanying script makes it clear 
that from planning to the completed job, 
customers need deal with only one source 
for everything. 


eOther Bell commercials feature single 
products like a water heater, a boiler or a 
shower, or complete jobs like a kitchen, 
bathroom or home laundry. 

No matter what the product theme of a 


6—And then the puppet “electrician.” 


commercial may be, the subject theme is 
always Bell’s under-one-roof, under-one- 
responsibility service 

Because each commercial is carefully 
planned and quickly presented, viewer 
interest never gets a chance to lag or 
wander—especially when pretty Jill Fer- 


ris, program hostess, closes with: “Ring 
the Bells tomorrow .. . for a free esti- 
mate!” 


That’s why the remodeling profit bells 
of the Bells of Denver keep ringing so 


beautifully throughout the year 
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How bo you wHIip mail order competi- 
tion? Their own best weapon, a grand 
catalog, helps, says Walter Ford of Henry 
Ford Co., Philadelphia. City folk as well 
as small town and rural people like to get 
catalogs, like to “dream through” them. 

No mail order catalog in the country 
can equal Ford’s, which is done in color- 
ful rotogravure. Completely revised every 
year, it is mailed to 300,000 customers 
and prospects. 


# The Big Push in the catalog is “3-D 
Home Modernizing—Designing, Develop- 
ing, Decorating—One undivided respon- 
sibility, One complete, low price.” 

Page after page of pictures of every 
type and style of plumbing fixture; com- 
plete bathrooms, kitchens; heating units 
and systems; air conditioning—every- 


No Mail-Order Catalog Anywhere 
Can Match His for “Dream Appeal” 


thing anyone could want to modernize a 
home—are listed. Prices for items and 
complete groupings are given. Planning 
service is explained, as well as financing. 
Thus, in a single book, Ford portrays its 
complete remodeling service. 


«And do people use this dream book to 
begin to make dreams come true? 

Indeed they do and they look forward 
to each new edition with interest, because 
they've come to know that that’s what 
Ford packs into every page: interest plus 
information. 

Whether he puts out a catalog or not, 
any qualified contractor has so many ad- 
vantages over price competition it isn’t 
even funny, unless the contractor fails to 
make these advantages pay off. It’s hardly 
funny then, either—just too bad! 
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THERE'S NOTHING NEW in the idea of 
using trucks as traveling billboards, but 
Frank Iaquinta of Clarksburg, W. Va. 


really does a superlative job. 


sHe’s made up a series of metal signs, 
each carrying a different sales message, 
that he hangs on his trucks. The sales 
messages are in baked-on enamel in differ- 
ent colors, to make them stand out and 
attract plenty of attention. 

With a variety of messages, he can 
easily change signs whenever he wants to 


Traveling Billboards Offer a 


Prescription for Better Living 


emphasize a particular product or service 
offered by his firm. 

One, for example, features a “prescrip- 
tion for better living” with special em- 
phasis on the benefits of soft water. An- 
other is an institutional type message 
featuring materials from DE’s Qualified 
Contractor Kit that show he’s the man, 
thoroughly qualified by training and ex- 
perience, to call whenever anyone needs 
plumbing and heating work. Other signs 
call attention to his remodeling services 
for bathrooms, kitchens and heating. 


A PRESCRIPTION for better 
living, with emphasis on 
soft water, is the theme of 
this truck sign. Others fea- 
ture laquinta’s complete 
kitchen, bathroom and 
heating remodeling. 


DoMESTIC 


ENGINEERING, OcTOBER 1958 


TRUCK SIGNS, easily 
changed, carry a variety of 
sales messages. This one 
features DE’s Qualified Con- 
tractor seal, telling pros- 
pects that laquinta is the 
man to call for plumbing 
and heating work. 
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continued ... 


B. R. Eplett Plum 
Customer 


PHONE 


CUsy 


KNOW ANYBODY WHO'D TURN DOWN a 
chance to make $10? Neither does B. R. 
Eplett of Eplett Plumbing and Heating 
Co., Johnstown, Pa. Eplett goes on the 
theory that almost everybody knows 
somebody who needs or wants remodeling 
work. People for whom he has dene work 
are almost certain to turn up leads for 
him, so he has a “customer earning plan,” 
including a job-lead coupon book. 

When an Eplett customer hears some- 
one indicate an interest in remodeling, all 


bing, Heatin 
Earning Plan 


Cash Offer Makes Everybody a 


Remodeling Salesman for Eplett 


5 


This Book Will Earn You 


$100-°° 


Look Inside for Detailse 


g and Aw Conditioning 


1085 Broad Street 
JOHNSTOWN PA 


he has to do is fill in a card giving the de- 
tails and drop it in the mail box. Eplett 
takes over from there, and quite success- 
fully, too! 


The cards are postage paid post cards, 
already addressed to Eplett. On the re- 
verse side are listed 16 of the most com- 
mon types of remodeling jobs. 

For any sale over $199, Eplett sends his 
sales spotter $10. Ten times $10 is $100, 
and that ain’t peanuts, although it could 
buy a couple of tons of ’em. 
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IDEA | Against Remodeling Competitors, Jacobson 
Says the Best Defense Is a Good Offense... 


To MEET COMPETITION from lumber 
yards, remodeling specialists and other 
businesses outside the p-h industry, 
Harold Jacobson, West Haven, Conn., one 
of the top winners in the Big Push contest, 
offers complete remodeling service. In his 
advertising, he puts dominant emphasis on 


industry products, but also shows that he 
handles roofing, siding, porches, garages 
and other types of remodeling. The idea 
has paid off so well for Jacobson that he 
has opened six branch stores in nearby 
cities, all offering the complete home re- 
modeling package. 


i 


. 


* NO MONEY DOWN 


PHONE 


WE 4-3446 


FOR FREE ESTIMATE 


Jacobson Co. NEW ENGLAND’S LARGEST REMODELING CONTRACTORS 


REPAIR! REMODEL! 


*1500 or less expands or 
restyles your home! 


+500 or less prepares your home for 


WINTER 


WHO SAID HOME IMPROVEMENTS HAD TO RE EXPENSIVE? 


BATHROOM 


A MODERNISTIC BATH ROOM 
SPECIAL WINTER RATES--SAVE UP TO 40° —- YOU'LL PAY MORE LATER 


* PAY NOTHING ‘TIL NEXT YEAR 


Unda 


ESTIMATORS AVAMLABLE ALi Oar NDA 


obson 


COMPANY 
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continued ... 


HoME OWNERS OF WASHINGTON, D. C. 


‘ 


rarely know any more about the “insides” 
of a heating system than they do about the 
insides of a submarine—until they get into 
the: showrooms of John G. Webster & Sons. 
With displays like the one shown here, 
Webster men are able to explain every 
detail of. both hot 
heating systems. 


water and warm air 
Remodeling customers 
see what’s in the wall and are able to un- 
derstand why “quality out of sight” is just 
as important as “quality in view.” 

In the display shown, every piece and 


WALTON 


Webster Takes the Mystery Out of Heating-Cooling 
Modernization with a Behind-the-Scenes Display . . . 


part is clearly labeled so that Webster 
salesmen can not only explain each ele- 
ment but also demonstrate how the entire 
system functions. 

There are cut-aways to picture quality 
in construction and materials, a touch that 
is always highly interesting, always cer- 
tain to provoke a “Well, I never knew 
that!” from customers 

It’s a lot easier to explain cost figures 
to customers who know they’re not buy- 
ing a chance in the will-it-work-or-won't-it 


remodeling sweepstakes END 
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ATTENDING the Bureau's Sales Training Council session were (1) John Turkstra, 


Chicago contractor, 


2) F. W. DeTurk, Phelps-Dodge Corp., (3) C. A. Pagnucco, 


Kohler Co., (4) Walter Ford, Philadelphia contractor, (5) C. L. Gillespie, Youngs 
town Kitchens, (6) N. F. Piron, United Assn., (7) Norman Wicks, executive 
director of the PHCIB, (8) R. F. Ourednik of Noland Co., wholesaler, (9) R. S 


Custer, American-Standard, 


10) R. L. Towne, P&H Wholesalers of New Eng- 


land, (11) B. Y. Kinzey, Virginia Associated P-H Contractors, (12) V. W. Black- 
ney, National-U.S. Radiator Corp., and (13) R. T. DeWyze, Bell & Gossett Co. 


DEALER SALES TRAINING plans were discussed at this PHCIB meeting in Chicago, Sept. 11 


PHCIB ... Can It Help You Meet 
the Challenge of Competition? 


By Nerman Wicks, Executive Direetar, lafermation Bureau 


specifically and squarely at the prob 
lems of selling plumbing, heating and eool 
inv products in today’s market, its value to 


the contractor is limited 


eUnless a program for more plumbing, 
heating, and cooling business has the active 
participation of all parts of this industry, it 
cannot be successful 

Unless an all-industry program for more 
plumbing, heating and cooling business has 
widespread contractor support, it is weakest 
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ile 

All this ies Way oul that thy 
reau. the all-industey whose 
program is condueted speeifieally in the in 
terest of the plumbing heating, and eooling 
industry, needs the membership of thou 
sands of contractors if it is to be a potent 
force in helping this industry meet the chal 
lenge of competition 

But a mere statement of PHCIB’s need for 
contractor membership and support is not 
the full answer to the contractor's obvious 
question, “Why should I join?” This ques- 


(Please turn to page 251) 
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With a flair for showmanship, he lays the groundwork 


THE BIG PUSH UP 


TO THE 
BIG PAYOFF 


Here Comes Ray Grit... 


for water heater business and remodeling sales 


WHAT 


BE if you saw something like this 


WOULD YOUR REACTION 
driving up the street: 

It's a plumbing and heating 
contractor’s truck, with a water 
heater mounted on it, beside a 
bathtub holding a couple of cute 
but dirty little boys. There’s a 
the truck—"I hate 
water 


big sign on 
Rheem 
there’s always enough hot water 
for baths!” 


heaters because 


The truck is gaily festooned 
with banners and balloons. Chil- 
dren wearing simulated water 
heaters are descending from the 
truck to ring doorbells and give 


something away 


e We repeat: What would your 
reaction be? 
Undoubtedly it would be the 


same as the reaction to a promo- 


Grit’s unique water heater display 
attracts plenty of attention as he drives down 
residential streets in Grand Rapids, Mich. 


tion just like this currently be- 
ing conducted by Ray Grit, p-h 
contractor of Grand Rapids, 
Mich. You'd probably enjoy the 
promotion — and remember the 


man who put it on. 


s Grit wanted to make sure that 
he gets an increasing share of 
the water heater business in his 
town. He wanted to put his name 
and his services—particularly 
his water heater repair and re- 
placement service—before the 
people in residential neighbor- 
hoods who are good prospects 
for immediate or future water 
heater business. 

Grit decided to conduct a mass 
hangers 


giveaway of doorknob 


obtained from his water heater 
supplier. The card carries a mes- 


sage on the importance of know- 


ing where to call when plumb- 
ing 
emergency instructions on what 


service is needed. It gives 
to do in case the water heater 
leaks, with a suggestion that the 
card be hung near the heater. 
And it naturally carries Grit’s 
name, address and phone num- 
ber prominently. 

Grit could have hired a couple 
of children or adults to simply 
make door to door calls to give 
away his cards. Instead, he puts 
some spark and humor and an 
element of surprise—the truck 
sign—into his promotion and at- 
tracts considerably more atten- 
tion. The sign on his truck is par- 
ticularly good because its mes- 
sage is so completely contrary to 
what an advertisement is ex- 
pected to say. The balloons he 
gives away bring children flock- 
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ing to his truck, attracting the 
attention of the parents too. 
Grit uses the rolling display 
whenever he has some time for 
after-hours promotion. He gen- 
erally stays in a particular 


neighborhood about two hours 
and follows up his tour there 
with a special mailing on his 


water heaters and other plumb- 
ing and heating services. 

Grit’s growing success with 
his clever water heater promo- 
tion proves that good showman- 
ship can lead to a big payoff— 
that the contractor who puts 
imagination into his advertising 
and promotion is sure to get fa- 
vorable results and that he’s off 
to a good, leading start when it 
comes to meeting “the challenge 


of competition.” END 
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WATER HEATERS 


ecause there's Always 
tor Baths/ 


LITTLE HELPER: This young 
miss, one of Grit’s youthful 
‘crew,’ has just placed one 
of his water heater door- 
hangers on a prospect's door- 
knob. The hangers say “Just 
in case you ever need a 
plumber .. .” and list emer- 
gency instructions to follow 
when a water heater leaks. 
Grit’s name and phone num- 
ber are prominently featured. 


A customer is made gag 
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FREE BALLOONS attract a flock 

: of neighborhood children. Par- 

a 7 ing on, see Grit’s traveling wa- 

WATER HE” : x ter heater display and get a 
A th favorable impression of the man 
because theres Aly | who's obviously ‘doing some 


Ate thing for the kids 


ad 


DOORKNOB HANGER, one of 1,500 FOLLOWING THE SUGGESTION on the TROUBLE COMES and Grit’s name, ad- 
distributed by Grit during his water card, she hangs it on a pipe near the dress and phone number are right at 
heater promotion, is found by a house- water heater. She knows it will come hand; so he gets the call. Service calls 
wife. Curious, she reads the message. in handy later in case of emergency. lead to heater sales, remodeling jobs 
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A BRAND NEW profit oppor 
tunity for contractors is the 
theme of Formica’s new sales 
kit. Included are selling aids 
and tips on upgrading the 
bathroom remodeling job by 
promoting vanitories 


a 


New promotion kit can help you... 


THERE'S EXTRA PROFIT NOWADAYS 
in the profit-rich market of bath- 
room remodeling for contractors 
who emphasize the importance of 
glamour in upgrading sales. Many 
manufacturers of plumbing prod- 
ucts are offering sales aids and 
promotion kits to help contractors 


in this upgrading process. 


s The Formica Corp., for example, 
is conducting a special promotion 
for plumbing contractors interested 
in merchandising “vanitories.” 
Countertop vanitories, a Formica 
spokesman told DE, present the 
plumbing contractor with an op- 
portunity to increase his profit in 


bathroom remodeling because he 
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makes his normal markup on a 
larger unit of sale. _ 

Contractors already merchandis- 
ing these vanitories report the pub- 
lic has been “presold” to a large 
degree, Formica said. Three fac- 
tors have helped achieve this wide- 
spread acceptance: 

(1) Colorful, quality vanitories 
have become an essential in many 
new homes and, consequently, have 
created a widespread desire for 
similar installations in old homes. 

(2) Extensive consumer adver- 
tising has helped familiarize prop- 
erty owners with the glamour and 
utility of the product. 

(3) The vanitories are available 
in 70 colors, providing the contrac- 


tor with an important sales tool, 
because they contribute to the 
modern trend to individualize and 
brighten the bathroom 

Such installations are controlled 
fully by plumbing contractors, who 
make the installation without in- 
vesting In new equipment or labor, 


the company said 


a A special sales kit on the plus- 
profit opportunities in making 
countertop vanitories part of bath- 
room remodeling (a _ portion of 
which is illustrated above) has 
been developed by Formica for the 


plumbing merchandiser. 


ws It suggests that contractors who 
are interested in selling vanitories 
contact Formica’s local offices, dis- 
tributors or fabricators, who can 
show samples and, if the contrac- 
tor agrees to promote the units, 
provide sales literature, advertis- 
ing aids and complete showroom 
displays. END 
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THE BIG PUSH UP 


TO THE 
BIG PAYOFF 


@ 


&; 


With 


A STORE-ON-WHEELS, used by 
journeymen making service calls, 
is building plus-business for 
Gene Motley and Jim Lanham. 
Since the two men—partners 
in Union Plumbing and Heating 
Co. of Richmond, Va.—added a 
stocked 


and showerheads to 


fleet ot 


rolling storeroom with 


toilet 


seats 


they've 


trucks, 


their 


boosted their showerhead sales 
tenfold and their toilet seat sales 
twelvefold. 

In addition, Union's journey- 
men are picking up more leads 
ticket 


than ever before. 


on. big remodeling jobs 


The 


journeyman has a natural entree 


Here's how it happens: 


to the home because he’s making 


ONE OF TWO items which have helped 
spark Union's steady growth is a top 
of-the-line showerhead. Gene Motley 
left) discusses his in-the-home selling 
program with G. G. Longaker, man 
ager of the Richmond branch of No 
land Co., a Union supplier 


STORE-ON-WHEELS carries an ample 
stock of toilet seats, showerheads for 
on-the-spot selection, installation. Job 
of driving this truck goes to Union’s 
most sales-conscious journeyman. 


a service call. If the call is on a 
bathroom job, he looks at the 
toilet 


working on something else in the 


seat and shower. If he’s 
house, he still brings up the sub- 
ject to the housewife. 

When the toilet seat is chipped 
or cracked, the journeyman rec- 
ommends a new one, suggesting 


that the customer “let me install 
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How store-on-wheels 
builds on-job sales 


Just a year ago, very few 
of these two items were sold 
by Union Plumbing and Heat- 
ing Co. journeymen. Since 
the establishment of a reg- 
ular sales plan utilizing the 
mobile store, sales this year 
are expected to hit the fig- 
ures shown in the second 
column. With the addition of 
new stores-on-wheels, the 
firm expects to reach the 
sales totals at far right. 


ii now and save you the cost of 
labor on a callback.” 

If the showerhead needs to be 
replaced, or is a skimpy one, he 
offers to install a new one with 
the “any stream” feature on a 
week's free-trial basis, promising 
to restore the old one without 
charge if the new one isn’t com- 
pletely satisfactory. 


» Motley’s never been asked to 
remove a showerhead that’s been 
installed on this basis. “Once a 
customer uses his new shower- 
head, he naturally won't be satis- 
fied with an antiquated one, and 
we've made another sale,” Mot- 
ley says. 

When Motley decided to have 


(Please turn to page 121) 


AD SHOWING SHOP-ON-WHEELS also 
tells Union’s other services. Truck has 
paid off for the company in another 
way, too—it can supply smaller service 
trucks in the field from its large stock, 
eliminating the need for costly trips 
to the shop for additional materials. 


Ocroser 1958 


TOILET SEATS 


1957 1958 BY 1960 


MOBILE PLUMBING SHOP 


AT YOUR DOOR 
THE REPAIRS YOU NEED BY AN EXPERT MECHANIC 


A PROGRESSIVE MOVE TO BRING TO YOU 
QUICK AND EFFICIENT SERVICE 


Call Us for 
e@ YOUR NEW GAS OR OIJL HEATING BOILER 
e@ YOUR NEW HOT-WATER HEATING PLANT 
e@ YOUR NEW AUTOMATIC WATER HEATER 
e@ YOUR NEW BATH ROOM 
@ YOUR NEW POWDER ROOM 
e@ YOUR NEW KITCHEN 
e@ CENTRAL COOLING e WINDOW COOLING 
Complete Installations Undivided Responsibility 
Time Payment Plan at Your Own Bank 


n PLUMBING 


AND HEATING CO.., Inc. 
318 W. Cary Street 
DIAL MI 8-8957 


@ Gene Motley, @ Jimmie Lanham, @ Joe Pettigrew 
President Vice-President Secretary-Treasurer 


600 
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SHOWER HEADS % 
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THAT'S MUCH BETTER, agrees the 
housewife after comparing a new 
showerhead with her old one ‘above 
and a new toilet seat with the chipped 
one she'd been using (right). The 
store-on-wheels has increased Union's 
seat, showerhead sales by 1000 per 
cent and more. It’s a business and 
good-will builder for Union and a 
source of additional income for the 
journeyman, who makes a cash bonus 
on each sale. Leads for big-ticket sales 
bring the journeyman 5 percent 


LET ME SHOW YOU what |! have, says 
journeyman. During service call, he 
found a chipped toilet seat, old-fash- 
ioned showerhead. The sale of either 
item can get the conversation started 

and often does—on a bigger job. 
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How Motley makes 
sure his customers 
stay satisfied 
...come back! 


CUSTOMER RELATIONS ques 
tionnaire is mailed periodical- 
ly with the monthly state- 
ments. Questionnaire makes a 
good impression on the 
tomer, as a soft-sell 
advertisement as well 


cus 


serves 


(Continued from page 119) 

his journeymen try on-the-spot 
selling, he selected toilet seats 
and showerheads because they’re 
easy to stock in quantity and 
variety on a truck. In addition, 
they are easy to promote and sell 
because they’re relatively inex- 
pensive and their replacement 
need, when old ones are worn 
out, is evident. 


# By having a good selection of 
these products with him, it’s rela- 
tively easy for the journeyman to 
make a sale on the spot in homes 
where these fixtures are needed. 

“In the course of a year, the 
that 
items, carried in just one store- 


plus-business these two 


on-wheels, have brought us is 
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JNION PLUMBING 


considerable,” Motley says, add- 
ing that he’s going to take on 
several more mobile stores soon. 
He expects, dy 1960, to boost on- 
the-job sales of these two items to 
600 toilet seats and 400 shower- 
heads—aided by the addition of 
more stores-on-wheels. 


eFour years ago, Motley and 
Lanham were just starting in 
business. Now the firm has an 


annual volume of $250,000 and 
15 The 


partners, who occupy a two-story 


employs journeymen. 
remodeled residence, are looking 
for larger quarters. They have a 
customer list of some 750 names. 

Journeyman selling has played 
an important part in the firm’s 
growth, Motley avers. Not only 
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in on-the-spot sales of seats and 
showerheads but in genuine leads 
to big-ticket The 
sale of a new seat can get the 


remodeling. 


journeyman started on the sub- 
ject of full-scale remodeling. He 
can even talk price because he 
carries with him a booklet indi- 
cating the relative costs of kitch- 
en, bathroom and heating remod- 
eling on time payments. 

“The fact is,’ Motley says in 
conclusion, “the journeymen can 
start out with a small but lucra- 
tive sale and end up creating big- 


ticket business for us.” 


s And this is one of the sure-fire 
ways that plumbing and heating 
the 


END 


contractors are meeting 


“challenge of competition.” 
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“You RE THE poctor! The plumbing and heat- 
ing expert! And because you are, always play 
the role of one. Don’t try to compete with non- 
industry outlets going after remodeling and re- 


placement business on their grounds, but on your 


own—like the trained plumbing and heating man, 
offering indispensable services, that you are.” 


eThis is Day & Night Manufacturing Co.’s an- 
swer for the p-h contractor who’s looking for a 
way to “counter-attack” the various forces com- 
peting for remodeling and replacement business 
that traditionally “belongs” to him. 

The La Puente, Calif. 


prod 


manutacturer, a major 


ucer of water heaters and heating-cooling 


products, has an excellent contractor assistance 


122 


FIGURES DON’T LIE, says Day & Night's Dick Whitney 
He told a recent meeting in Chicago that p-h contractors 
still are the biggest single factor in water heater sales, 
but that non-industry retailers are making a strong pitch 


to increase their ‘take’ in this and 


related business 


program built around the “you're the expert— 
act like one” theme. 

Called Operation Counter-Attack, the program 
is geared primarily to help the contractor get wa- 
ter heater replacement business in competition 
with non-industry outlets. However, the selling 
techniques involved are just as applicable to sell- 
ing any other industry product or service. 

3ecause of the general application of these sell- 
ing principles—and because water heater replace- 
ment has proved itself to be one of the most 
successful means of gaining entree to the home, 
paving the way for larger plumbing and heating 
Day 


gram 1s ol particular interest to the industry. 


remodeling jobs & Night’s contractor pro- 


To get the full story on the program and how- 
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it benefits contractors who use it, DE editors in- 
terviewed Day & Night officials. 

Participating in the interview were William 
Bailey, president; Frank Spratt, sales manager; 
Rolla McDonald, sales promotion manager; and 
Dick Whitney, water heater sales manager. Also 
a participant was Tyler Macdonald, vice-president 
of Hixson & Jorgensen, Day & Night’s advertising 
agency. The interview follows: 


Gentlemen, we know Operation Counter- Attack 
is designed to help the p-h contractor get the 
water heater replacement business that people 
outside our industry have an eye on too. What 
do you consider to be the most essential factor 
in his counter-attack? 


The most essential factor is recognizing his own 
basic strengths and utilizing them, not only when 
he’s planning the technical side of a plumbing or 


heating installation, but also when he’s selling 


Would you elaborate upon this point? 


The p-h man has two important things in his 
favor that he should capitalize on in his selling. 
One is that he’s trained in the mechanical side 
_- of this business. He, better than any of his com- 


(Please turn to page 124) 


TO GET THE FACTS, this DE interview with Day & Night 
officials was held in La Puente, Calif. Present were 
(1) Louisa Jozsi-Joe, DE feature editor; (2) Tyler Mac- 
donald, vice president, Hixson & Jorgensen ad agency; 
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CHROME-PLATED WRENCH is presented to Richard Konie 
left) of Kline Plumbing Co. by Whitney at the Operation 
Counter-Attack meeting in Chicago. The wrench, given 
as a door prize, together with the stethoscope, symbolize 
the program's ‘‘you’re the water heater doctor’ theme 


THE BIG PUSH UP 


TO THE 


BIG PAYOFF 


(3) Dick Whitney, water heater sales manager; (4) Frank 
Spratt, sales manager; (5) Rolla McDonald, sales promo- 
tion manager; (6) William Bailey, president; and (7) Jim 
Purnell, DE’s managing editor. 
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How successful 


— 


TWO BiG NEW EXCLUSIVE DIFFERENCES 


YOU’RE THE DOCTOR! is the 
title of a 25-minute color 
movie produced by Day & 
Night to help p-h contractors 
meet competition from non- 
industry retailers. Based on in- 


terviews with successful IN A TYPICAL INTERVIEW, Tyler Macdonald asks a p-h contractor how he 
plumbing contractors, the film handles a call about a leaky water heater. He says: “Our rule is to offer . 
is narrated by Tyler Macdon- to get out to the home as fast as possible. Give the problem sort of emer- 
ald (above, right), national gency treatment. If we treat it that way, we have a chance to get into the 
sales authority. home. Once there, we can ‘diagnose’ the need for repair . . . or replacement.” 
(Continued from page 123) at least the first one, chronologi- calls a plumbing contractor first, 
petitors outside the industry, cally speaking—is how he han- either because she knows him 
knows, for example, whether a_ dles an emergency phone call. already or because she’s found 
defective water heater can be his name in the telephone di- 
repaired or should be replaced Emergency phone call—" rectory. She doesn’t call a lum- 
If it can be repaired, he can esti- ber yard or a chain store or a 
Yes. A large percentage of water 
mate how much longer the heater remodeling “specialist,” she 
heater replacement sales are 
can last. If it has to be replaced, : . phones a “plumber. 
made in the home. Therefore, it’s 
he, better than his competitors, ; 
important to get the salesman in- ‘re i ‘re - 
can estimate what size the new E » : : And here is where the plumb 
to the home. But most sales be- ing contractor should talk like 
heater should be to carry the ; a 
gin with an emergency phone an expert. 
required load of a_ particular Ls 
call. Something has gone wrong 
household. He naturally knows shee " Here is where he should talk like 
; with a homeowner's water heater 
how to do an actual repair job or an expert. And by that we mean 
and he or she wants to know S 
make a new installation. ‘ that he shouldn’t do much talk- 
what to do in a big hurry. 
' ing over the phone. He should 
How do you suggest the con- 
> » ) > or Ww > 
tractor utilize this fact in his And he or she calls a plumbing 
selling? contractor? with the immediate emergency— 
how to shut off the water, for in- 
Naturally, many factors enter in, Yes. In case of an emergency, the stance—and that he'll be right 
but the most important one—or homemaker almost invariably out. He should act just about the 
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“WE DON’T TALK PRICE on the telephone,” a contractor 
tells Macdonald. “And we don’t try to sell over it either. 
We usually say maybe the water heater can be fixed and 
we'll be right out to see. Once we're in the home, 
we can talk price—on the easy-pay installment plan.” 


way a doctor does in an emer- 
gency. A doctor doesn't diagnose 
over the phone. He gets to the 


scene as quickly as possible. 


Suppose the homeowner has 
already decided she wants a 
new water heater and calls to 
discuss brand and price? 


The same thing still goes. Almost 
as surely as he quotes a price to 
a homemaker over the phone, 
she’s sure to say “she'll think it 
over” or “she'll talk it over with 
her husband” or “she wants to 
talk to a few more places.” This 
is especially likely when the con- 
tractor quotes several alternate 
prices because the idea suggests 
itself that another place will have 
alternate prices too, some pos- 
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sibly lower than the ones she’s 


hearing now. 


How can the contractor avoid 
discussing price over the 
telephone? 


He can do several things. He can 
suggest that there may still be 
some mileage left in the old 
heater and that he'd like to go 
out and take a look at it. He can 
say he hesitates to make any 
recommendations over the phone 
until he knows what a _ house- 
hold’s hot water requirements 
are likely to be—and that he'd 
like to talk over this important 
point with the homemaker in 
person. Naturally he should set 
a specific time for doing so, so 
that the idea of dealing with him 


IF THE BOSS IS OUT: “When | take an emergency call for 
a water heater repair, | say my husband's the expert and 
promise to send him right out,” a contractor's wife tells 
Macdonald. ‘Then | track him down, find out how soon 
he can make it, and call the homeowner right back.” 


first is fixed firmly in the poten- 


tial customer's mind. 


And naturally the contractor 
should make this cell just as 
quickly as possible. 


Yes. Once on the scene, he can 
talk to the homeowner like an 
expert, suggesting the right size 
of heater for the home, taking in- 
to consideration the number of 
people in the family, the number 
of water-using appliances al- 
ready in use or contemplated, 
and so on. We strongly recom- 
mend that he discuss price in 
terms of monthly payments in- 
stead of total price, because the 
larger figure often causes the 
homeowner to feel he can’t afford 


(Please turn to page 126) 
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LING A REAL PLUMBER 


YOU SAVE 


oe YOUR HEALTH! 
l YOU SAVE TIME! 


2 YOU SAVE TROUBLE 


oe PROTECTS YOUR HOUSE! 


pores YOUR FAMILY 3 WAYS! 


WITH SAFETY 


WHEN YOU CALL A REAL PLUMBER! 


3 GOOD REASONS FOR CALL 
A REAL PLUMBER EVERY TIME! 


1 YOUR Famiy's SAFETY 
AND WELL BEING 


3 YOU SAVE MONEY 


LP 


2 YOUR OWN Peace 
OF Mino 


CALL A REAL PLUMBER every time is 
Day & Night’s way of advising the 
public to use only a qualified plumb- 
ing contractor for water 
placements or other plumbing and 
heating jobs. It’s the of a 


heater re- 


theme 


continued 


(Continued from page 125) 


a product or that he should shox 


around before buying. 


Without trying to oversimplify 
the situation or the facts, it’s 
assume here, isn't it, 
that in addition to making a 
water heater the con- 
tractor has acquired a perma- 
nent customer? 


safe to 


sale, 


At least 


home. If he and the journeymar 


ing. 
likely to listen to the contractor’ 


sales story if he comes back late 


with an offer to do a major 


modeling 
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to the degree that he 
now has his initial entree into the 


the next time a water-using ap- 
pliance in the place needs servic 
The homeowner is also more 


Fe- 


job — assuming, of 


Z 


six-ad series available to contractors, 
Non- 
the advertisements don’t 
mention Day & Night by name. They 
offer compelling reasons for calling 


distributors and associations. 


commercial, 


a “real’’ plumber to do a job 


course, that the contractor « 


» journeyman took advantage of 
their presence in the home to 
note the age and condition of 


other plumbing and heating. 


Earlier in the interview, you 
mentioned that the contractor 
should capitalize on his basic 
strengths in two ways. One is 
assuming the role of an expert 
in handling an emergency situ- 
ation, first over the phone and 
later in the home. Would you 
1 elaborate on the second? 


who installed the heater have 
made a good impression, it’s a It’s an extension of the point 
good bet he'll be called on again’ we've been making. Or, rather. 


- an extension of this: 


that the p-h contractor 


Ss preducts and services that not 


call 


and training, 


r only for expert 


Te 0 


yr his 


the point we've been making is 
It’s simply 
offers 


knowledge 
but are vital—ab- 
solutely basic—to the health and 


welfare of a 


This 


propaganda. 


community, 
isn't just industry 
It’s the truth. An important part 
of Operation Counter-Attack is 
helping contractors tell this story 
The ads 


don’t sell a particular product 


via public service ads. 


but emphasize how indispensable 
the plumbing and heating con- 
tractor is to his community. 

In fact, the 
points the ads make is that he’s 
the 


and 


one of strongest 
as important as the doctor, 
fireman and the policeman, 
can be equally counted on in an 
emergency situation. 

bypass the 
the 
re saving money by 


many people 


plumbing contractor under 
illusion they 
getting a “buy” ‘or do-it-yourself 
handyman work. The fact is they 
not only wind up with an inferior 
that them 


more, but often they actually en- 


job eventually costs 

danger life and property by in- 

expert work. 

How do you make the public 

service ads you've mentioned 
available to the industry? 

We recommend their use to local 


contractor associations, and we 
have.a series of similar ads avail- 
for individual 


We should 


ads 


able contractor 
that 


non-commercial— 


use. 
the 
they 


point out 
are 
don’t mention us at all. 
How do you Day & 
Night's over-all counter-attack 
message to the plumbing and 
heating contractor directly? 


carry 


Our main vehicle is a 25-minute 
film called ‘“You’re the Doctor.” 
The chief message of the film is 
just been talking 


what we've 


about—that the plumbing con- 
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tractor is an expert in his field 
just as the doctor is in his, and 
that he shouldn't diagnose over 
the phone any more than a doc- 
tor would. The film tells the con- 
tractor to treat a phone call from 
a homemaker like an emergency, 
These 


points are made by contractors 


just as the doctor does 


themselves, in the course of in- 
terviews. The film is shown to 
We've had 


about 100 meetings so tar 


contractor groups. 


How long has Day & Night 
been carrying out a program to 
help the contractor become 
better “appreciated” — and _ to 
become a better salesman? 


We've had something similar go- 
ing for five or six years. Each 
year we change the emphasis and 
method of approach a little. One 
year, for example, we empha- 
sized the importance of time-pay- 
ment selling. Another year it was 


journeyman selling. 


But throughout, you keep 
hammering away at the point 
that the p-h man should use 
his knowledge and training as 
his main selling tool? 


Yes. He can't always compete 
with the mail order houses, 
chains and so on on the basis of 
quantity of advertising; catalogs, 


giveaways, etc., but he can on 


count 


tung times, you call is it's jour guaraater of 
ficiently safety and sconom 


SAVE WITH SAFETY 


FOUR MEN YOU CAN COUNT ON include the p-h contractor 
men), says this ad in the Day & Night series (actual size, five columns 
It's designed to impress on the public the professional 
importance and dependability of the qualified plumbing-heating contractor. 


by 10 inches). 
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CALL A REAL PLUMBER EVERY TIME 


and his journey- 


the basis of quality of service 

personal service available on an 
emergency basis. Therefore, this 
is the basis on which he should 
compete. He should take advan- 
tage of the fact that he gets called 
into the home when something 
goes wrong with the water heat- 
er. The specialty salesman or the 
insurance salesman would love 
to have the contractor's entree 
into the home. He'd give his eye 


teeth for the opportunity. 


You've certainly made your 
point! We're sure our con- 
tractor readers can't help but 
agree that the sales technique 
you suggest will work. Before 
we end the interview, would 
you like to comment on _ the 
water heater market in terms 
not only of a means of entree 
into the home but as a lucra- 
tive market in itself? 


The annual replacement market 
for water heaters is close to two 
million. Of this figure we esti- 
mate that close to half is being 
sold by nonindustry outlets. Of 
course, the plumbing contractor 
is the biggest single influence in 
the water heater business, but 
we want to help him become 
even bigger. The average profit 
on a water heater sale is about 
35 percent, depending, of course, 
on the part of the country we're 
talking about. 


eThis means that the water 
heater replacement business not 
only offers a p-h contractor an 
entree into the home that can 
lead to bigger remodeling jobs 
later, but also is a lucrative busi- 
ness in itself, one worth going 
after and keeping solidly within 
our industry. END 
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continued... 


WE HAD TO AUTOMATE TO COMPETE, says Day & Night's William Bailey. 


conditions,” 


How IS A PROGRAM like Opera- 
tion Counter-Attack born? What 
is the philosophy of the people 
behind it? 

These were among the ques- 
tions DE editors put to William 
Bailey, president of Day & Night 
Manufacturing Co., and his man- 
agement team, during a recent 
interview with company officials 
at the firm’s La Puente, Calif. 
plant. Day & Night sponsors Op- 
Counter-Attack (de- 
on preceding pages). It 


eration 
scribed 


has for several years offered sim- 


ilar programs, in which emphasis 


on its own brand of products has 
been kept to a minimum. 
“We're trying to 


sell an idea 


the company had to trim costs through one of three alternatives: (1 
service programs and risk the loss of market position; (2 
rank as a leading manufacturer or (3 
ity, even though it might involve building an entirely new plant 


Due to ‘tough competitive 
cut back on industry 
strip down its heater and endanger its 
cut production costs as far as possible, consistent 


The 


with qual 


third course was followed 


an idea that we regard as’ Bailey says. “The idea is that the 


vital to the industry as a whole’ plumbing contractor is the man 


(Please 271) 


and of direct benefit to us, turn to page 


About this Series: 


When we launched this series about manufacturers and wholesalers 
who help set trends in the plumbing and heating industry, in our June 
issue, we promised that the articles would be provocative, penetrating, 
stimulating and sometimes controversial 


We promised also that it would be hard to come away from them with- 
out a better understanding of the things, and the people, that spell 
success in the plumbing and heating industry. 


lf these articles generate discussion and stimulate thinking, Domestic 
Engineering will have accomplished its purpose in presenting them to 
its readers. 


This, the report of ‘Operation Counter-Attack”’ 
company that developed it 


such an article. 


. the story of the 
its people and their philosophy . . . is 
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LOOK AT YOUR LETTERHEAD<~. EVERYBODY ELSE DOES 


He wants his letterhead to merchandise 
custom bathroom and kitchen remodeling . . . 


“WE'VE 


some time that we should have a 


BEEN THINKING lor 


information. It’s up-to-date look- 
ing. And it merchandises Perot- 
new, modern-looking letterhead 
Now that 


tion carried by our present one 


ti’s interest in kitchen and bath- 


some of the informa- 


room remodeling. 
is actually obsolete—the compa- 8 Without question, the most 


factor in good letterhead 
is that the name of the 
company must be its most out- 


standing element, at least to the 


ny name, for instance—we think _ basic 


it’s time we got anew one. Could design 
you design one for us that will 
reflect interest in 
bath kitchen remodeling?” 
Henry Perotti, Bristol, Pa. 


our custom 


and degree that the name is immedi- 
ately evident to a letter’s recip- 
ient. At the 


information such as the company 


same time, basic 
letterhead 
Mr. Perotti 


It carries all 


a The DE designed 


for appears below. name and address, telephone 


essential business number and the firm’s trade af- 


GENERAL 

avromane HEATING, 
we QUAL 

CONOITIO! 


Perotti Co: 


DITIONING 


9.3288 
puont 
st 


ON 
MBING, HEATING g AIR C 


1016 peavet 
pastor, PA 


filiation must be seen at a glance 

The letterhead must be digni- 
fied so that it suggests company 
stability and reliability—but not 
so austere as to make the com- 
pany seem cold and impersonal 
This is especially true of a 
plumbing and heating company’s 
letterhead, the 


the company offers is conducted 


because service 


on a personal basis 


letter- 
head must be both functional and 


elllustrations used on a 


artistic. They have to tell a 
strong sales story, but they can- 
not overshadow the name. 

The kitchen and 


bathroom illustrations on Perot- 


handsome 


tis new letterhead graphically 
suggest his talent in custom de- 
They are beautiful enough 
to make the 
gets a letter from 


sign 
homemaker who 
Perotti 
looking at her own bathroom or 
kitchen 


member where to go if she de- 


start 


critically—and to re- 


cides on a remodeling job. 


s Perotti’s letterhead carries a 
lot of information. Yet it doesn’t 
look cluttered 


oversell 


and it doesn’t 
It simply tells its pow- 
erful sales story in an eye-catch- 


ing, artistic way. END 


WHAT HOMEMAKER can fai! to 
look at her own bathroom or kit- 
chen critically, when she sees the 
beoutiful illustrations of custom 
design on Perotti’s letterhead? 


BATHROOM REMODELING 


TELEPHONES ST 8-3288 
ST 8-9656 
ST 8-848) 


CUSTOM KITCHENS 


1016 BEAVER STREET, BRISTOL, PA 
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WHOEVER SAID “first things 
first” talking 
about water systems sales. 


could have been 

For the initial water systems 
sale develops a vast remodeling 
market in areas beyond the wa- 
ter mains, a market covering the 
plumbing and 
bath, 


entire range of 


heating products: extra 


water heater, dishwasher, soft- 
ener, disposer—yes even the au- 
tomatic heating system. 


And, of 


supply means increased output 


course, better water 
of milk, meat and eggs by farm 
animals. 

But Water in 
adequate supply and under suffi- 


first—water. 


Key to Remodeling 
Beyond the Mains 


Water, 


words, from a system as modern 


cient pressure. in other 
and efficient as the plumbing and 
heating products it serves. 

this 


water systems, 


continuing series on 


DomEsTIC ENGI- 


NEERING has examined market 


and technological aspects of this 


basic sale, the water system. On 
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the following pages, the study 
develops more fully the cause- 
and-effect relationship between 
water systems and the moderni- 
zation package. 

The rural modernization mar- 
ket is limited only by the con- 
tractor’s recognition of his first 
responsibility—selling a new or 
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Sixth special report of a series 


replacement water system. Rural 


remodeling depends on water 
systems in the way auto sellers 
depend on good highways. Once 
the key sale is made, the con- 
whole chain of 


tractor has a 


related sales awaiting him. 
Let's first this 


examine mar- 


ket in terms of quantity. Gov- 
ernment figures show that more 
than 1.6 million farm homes with 
electricity—one out of every 
three—still have 


don't running 


water. When you add the non- 
farm homes also lacking water. 
this figure swells to 4.6 million! 
The potential for water sys- 
tems sales alone, then, is stag- 
gering. But sales histories prove 
that these purchases are only the 
beginning. Remember, each of 
these homes ‘lacks flush toilets, 
water heaters, lavatories, ete.— 
and will continue to do so until 
they are sold water systems. 
with 


sEven farms 


ter 


running wa- 
present unusually rich 
Nearly 800,- 


running 


grounds for sales. 
000 with 
lack flush toilets, 
no water heater, 


farms water 
ly million have 
3.6 million are 
without central heating. 

In many cases, these startling 
inadequacies mean that the ex- 
isting water system is obsolete. 
The water, 
coupled with falling water ta- 
bles, 


increasing uses of 
created a re- 
placement market for water sys- 
tems. Of the 667,000 water sys- 
tem sales expected to be made in 
1958, 272,000 will be 


have vast 


replace- 


ments; and this figure is grow- 
ing each year. 
Each of 


greater supply of water 


these sales means a 
under 
better pressure, making it pos- 
sible, in turn, for the homeowner 


to install more plumbing and 


heating fixtures for which he 


was not previously a prospect 


sThis is the quantity picture in 
water systems and related mod- 
What 
quality? Are these multi-million 
prospects 


ernization sales. about 


marginal farmers or 


suburban slum dwellers? 

Not at all. 
ers with savings to spend and de- 
the 


he is 


Most are homeown- 
sire to buy. In the case of 


rural non-farm dweller, 
often the owner of a new home 
Two out of 


building new homes locate be- 


every 10 families 
yond existing water lines 
Today's farmer is no pauper, 
either. His income is up 10 per- 
What's 


more, the farmer has lagged be- 


cent so far this year. 
hind in making necessary home 
because of 
Now with 
finances stronger, he’s ready to 


improvements past 


income declines. 


make up for lost time. 


s But—first things first. Without 
water, or an adequate supply of 
it, plumbing and heating mod- 
ernization just isn’t possible. So, 
as part of this special issue, Do- 
MESTIC ENGINEERING presents a 
special section on water systems 
—where, why and how to set the 
stage for add-on profits in our 
most dynamic market. END 


He boosted water systems 
business 200 percent 
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continued... 


ON THE AIR: Stan Green, 


of the air waves to tell his water systems story to the rural market 


Huntsville, Mo. contractor 


right), makes effective use 
He not only 


uses numerous radio spots, each telling a different benefit of modern weter sys 
tems, but also takes an active role in farm service programs ‘such as he is doing 


here), speaking as an authority on agricultural 


problems and their solution 


\He Takes to the Air Waves to 
Tell His Water Systems Story 


ce Stan Green became ‘radio-active,’ he has seen his 
water systems and related product business soar 200 percent 


THE RURAL listens to 
radio, and the rural market buys 


then, 


MARKET 
water systems—why, 
shouldn't the plumbing contrac- 
tor sell more water systems by 
taking to the air waves? 

It’s like two and two equal- 
four, Stan Green of 
Green Plumbing and Heating in 
Huntsville, Mo. 
big volume water systems trade 


ling says 


who has built a 


through his expert use of ra- 


dio’s pulling power rural 


areas. Green is an all-around 
sales leader, winning the title of 
top rural plumbing and heating 
merchandiser in Domestic ENGI- 
NEERING’s Big Push Remodeling 
Sales Contest. He placed fourth 


in the over-all competition. 


Early 


his prize-winning techniques, 


in the development of 


Green noticed the reliance rural 
families place on their radio. It’s 
work 


Green de- 


a companion at and a 
friend in relaxation. 
that 


ideally suited for local-level wa- 


cided radio is a medium 


ter systems selling. 


# He chose his programs and wa- 
ter systems messages carefully, 
knowing that the fleetingness of 
a radio commercial leaves no 
margin for error. The first plugs 
were on broadcasts of high school 
basketball games, a sport that is 
a rallying point for rural com- 
munity pride. The results were 
and Green 


immediate, was 


launched on his “two-and-two” 


formula for upping water sys- 
tems sales. 

Nowadays, Green sponsors 
placed spot 


many strategically 


announcements, concentrating 
them mostly on a chatty, home- 
spun, service program. Its large 
and loyal audience has specific 
interest in improving life in 
homes beyond the water mains. 

In addition, Green appears per- 
sonally on many farm service 
programs to discuss aspects of 


He has famil- 
with 


local agriculture. 


iarized himself statistics 


showing how water systems 
boost farm production and _ re- 
duce fire risks, and his authorita- 


tive contributions to these pro- 
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grams are credited with making 
his north-central Missouri trade 
area water systems conscious. 

Green's commercial messages 
are as carefully selected as his 
program times. They're brief 
announcements and they hit 
only one selling feature of water 
systems at a time. They are in- 
formal—almost folksy—in keep- 
ing with the friendliness of the 
small town market, and they are 
practical, as all farm selling must 


be. Here are excerpts: 


e Convenience: “Running water 
is the first thing you want in the 
country to give you a truly 
modern bathroom with the lux- 
ury of a shower; an efficient 
kitchen, home laundry, dish- 
washer and other plumbing ap- 
pliances that make housekeep- 
ing easier and to provide 
such comforts as hot water base- 
board heating to make living 


more healthful and enjoyable.” 


# Production: “With farm prices 
continuing at high levels, your 
best chance of boosting profits is 
to increase output. . How can 
you do this? Have Green install 
a water system. You'll get big- 
ger yields trom crops and live- 
stock that soon add up to more 
money in the bank, more than 
enough to soon pay for your wa- 
ter system. You know cows give 
more and better milk with plenty 


of water, ...” etc. 


s Economy: “Are you getting all 
the benefits possible from your 


rural power line? ... Once you 


THE BIG PUSH UP 


TO THE 
BIG PAYOFF 
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RADIO SPOTS used by Green cover a variety of subjects of concern to 
rural listeners: how to boost farm production and profits; adequate fire 
protection; how they can have modern bathroom, kitchen and heating 
facilities; the time and labor-saving benefits of water systems, etc. 


have power you're only a short 
step away from running water. 
Time is money in farming, and 
running water is the greatest 
time-saver of all. For mere pen- 
nies a day, you can have ade- 
quate water for a modern bath- 
room, kitchen, laundry and heat- 
ing system in your home and in- 
creased yields from crops and 
livestock to pay for these im- 
provements.” 


«Fire Protection: “Think this 
over, Mr. Farmer: If fire should 
break out on your farm, will you 
be forced to watch helplessly 


while flames destroy a life-time 
investment? Without running 
water under pressure, fire on a 
farm is a pretty desperate situ- 
ation. But with a large-capacity, 
electrically powered pump, you 
can frequently put out the small 
fires before they become big.” 


« These are just a few excerpts 
from Green’s continuing series 
of water systems messages via 
the air waves in north-central 


Missouri. Water systems have 


become “radio-active’’ business 
under Green’s skillful use of ra- 
dio advertising. END 


K 
| Moberly. Missour! 4 
tf ye ave never cusse fare 
this er, MR. FAHMEF: 
. 
& 
| 
| 
133 


continued ... 


THE MARKET IS THERE—in mil- 


lions of rural suburban 
homes that need new or replace- 


Like 


other rich market, though, the 


ment water systems. any 


water systems potential needs 
development. The logical person 
for the job is the plumbing-heat- 
ing backed by 


wholesaler—with them, in turn, 


contractor, his 
backed by the manufacturer. 
Following this philosophy, the 
Treaty Co., Greenville, O. whole- 
saler, has built a major pump 
business within three years—one 
volume 
and bigger profit margins to its 
that of its 


which has contributed 


own operation and 


contractor-dealers. 


aR. E.. 


Treaty Co., can cite these figures 


Breaden, president of 


to show what development of the 


water systems market means in 


terms of growth: 
In 1956, the first year the $4- 


= 


Its formula: Develop the market. How? By setting up a ‘profit 
partnership’ between contractor, wholesaler, manufacturer... 


million-volume wholesale house 
decided to emphasize water sys- 
effort 
jumped pump sales 60 percent. 
the 
ment program, the company in- 


tems, an all-out selling 


Continuing sales develop- 


creased pump volume another 
13 percent in 1957. A comparable 


boost is expected in 1958. 


8 Such increases, of course, don’t 


come as easily as drawing a 
graph on a sales chart. They are 
the result of a carefully projected 
program to utilize the best ideas 
from manufacturer, wholesaler 
and contractor levels. Paul Roy- 
er, sales vice president, helped 
develop Treaty’s three-level cam- 
paign to win more pump busi- 
ness, and he has warnings as 
well as encouragement for any- 
ene considering similar efforts 

“Gearing everybody to exploit 
the water systems market is no 


easy process,” he says. “It takes 


N 


planning within the organization, 
plenty of cooperation from the 
manufacturer, and then lots of 
hard work with the dealers. And 
all this is a process that never 
ends.” 

But Royer is quick to add— 
“It’s worth all the effort, how- 
ever. The volume potential is 
big, but equally important is the 
fact that pumps—at least in our 
area—are seldom subject to price 
cutting. That means profit mar- 
gins hold up. Additionally, water 
systems sales open the way to the 
sale of other plumbing products, 


THE BIG PUSH UP 


TO THE 


BIG PAYOFF 
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LAST OF THE MOHICANS: Nome and 
trademark of the Treaty Co. com- 
memorate the signing of the treaty of 
peace by “Mad” Anthony Wayne and 
Indian leader Tecumseh, which oc- 
curred in Greenville and brought an 
end to Indian domination of the area 


and broaden the area in which 
the wholesaler can work with his 
contractor-dealer.” 

The wholesaler’s initial step 
in working up to the dynamic 
sales potential in water systems, 
says Breaden, is to accelerate his 
own operation, from sales to serv- 
ice, on behalf of the pump sellers. 
With his own organization keyed 
to greater effort, the wholesaler 
can go to his pump manufacturer 
and ask for supplemental help 
sales schools, service training, 
“But 
you go looking for that help,” 


promotional aids. before 
Breaden cautions, “make sure 
you can offer an all-out campaign 
yourself. Be prepared to take on 
extra selling service and promo- 
tions. You can’t get anything 
from others unless you can give 
something.” 

Treaty’s pump supplier was 
prepared to back the wholesaler 


to the utmost. The manufactur- 


er’s first step was to prepare the 
Treaty sales force for the size 
and richness of its market and 
the selling features of the line 
they would represent. 

Three salesmen at a time were 
sent to the manufacturer's fac- 
tory to take a three-and-a-half 
day course in product and mar- 
ket. While they were at school, 
their ‘routes were partially cov- 
ered by salesmen in adjoining 


territories or by emergency- 
trained office personnel from 
among Treaty’s 165 employees. 
A total of six months was spent 
educating nine route salesmen 
to the 
story. At the manufacturer's 


water systems market 
school, water systems technology 
was stressed: within Treaty Co 
itself, the program concentrated 
on reasons for the increased em- 


(Please turn to page 136) 


PROFIT-PARTNERSHIP PLAN AT WORK: Planning strategy 
for its big push on water systems are Treaty Co. executives 
Dick Breaden, center, and Paul Royer, right. Joining in 
and explaining how a manufacturer can help implement 
a dealer development program with promotion and train- 
ing help is Lee Haslup, representing the manufacturer. 


HOW TO WIN FRIENDS and influence water systems sales 


is the goal of these p-h contractors. As part of its program 
to help contractors build pump business, Treaty Co. shared 
the cost of a Dale Carnegie course in salesmanship on a 
50-50 basis with contractors who signed up for the school. 
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Dick Breaden 


Treaty president 


continued... 


(Continued from page 135) 
phasis on pumps—untapped mar- 
kets, potentials for upgrading and 
adding related sales, the spend- 
ing power of rural and suburban 
Treaty helped 
develop selling 


markets. also 


salesmen new 
approaches and techniques. 

At the same time, route sales- 
men were asked to canvass their 
territories and list “the contrac- 
tors most likely to succeed as 


These 


salesmen were given five charac- 


pump merchandisers.” 


Treaty Co's Platform for 


1. Accelerate your own water systems operation. 


2. Send salesmen to manufacturers’ plants for special 
training in product knowledge and selling. 


3. Seek out the right contractors—those with the desire 
to learn how to sell and participate in water systems and 
related product promotions. 


4. Take selected contractors on tours of manufacturers’ 
factories so that they, too, may get the water systems 
story from the ground up .. . and down. 


5. Have a definite program for working with manufactur- 
ers and dealers to get the water systems message to the 
public—and keep on getting it there. 


6. Apply showmanship to dealer meetings to make them 
interesting as well as informative. Use “outside” services 


like the Dale Carnegie Institute courses. 


7. Study all angles of water systems promotion for deal- 
ers. Special promotions can play a big part in bringing 


into sales focus all the effort of preceding months. 


8. Be ready at all times to back up your dealers in all 
matters involving service. This means maintaining ade- 


quate inventories and keeping fully informed on service 


teristics with which to recognize 
the who could 


water systems business up where 


contractor put 
it belongs: 

1. He’s interested in expending 
extra effort for pump sales. 

2. He has a potential of 50 


pumps a year—even if he sells 
enly 20 now. 

3. His credit is good. 

4. He’s promotional-minded 
and knows how to use merchan- 


dising tools prepared by the man- 


ufacturer and wholesaler. 


problems likely to be encountered. 


5. He will stock a line of pumps 
and replacement parts. 

“Every step in our pump de- 
velopment program is impor- 
tant, but this one in particular,” 
Breaden says. “Since we are a 
full-line wholesaler, and our cus- 
tomers are plumbing and heating 
contractors, we had to select the 
best all-around dealer, and de- 
velop him into a better water 
systems man.” 

With 200 top-notch contractor- 


customers, the Treaty salesmen 
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Success in Water Systems 


1. Handle a complete water systems line built by a repu- 
table manufacturer or manufacturers. 


2. Have a close working relationship with a wholesaler 
who maintains adequate inventories, who knows how to 
keep you informed on local industry trends, who provides 
continuous advertising and sales help and who has a pro- 
gram of training for contractors and their employees. 


3. Have a solid knowledge of water systems, a sound sales 
and promotional program, and a continuing system for 
training journeymen in both sales and technical skills. 


4. Be sure to program the necessary time to promote the 
benefits of quality equipment and an adequate supply of 
running water under pressure. 


Paul Royer 
vice president 


of sales 


5. Be prepared to render good 24-hour service. 


6. Have a simple finance plan that helps close sales. 


7. Build and maintain a “corporate image” of your com- 
pany as the dominant water systems dealer in your trad- 
ing area. A sustained merchandising program will do it, 
if it includes advertising, effective showroom displays, 
cooperative displays in banks, loan offices, etc., direct 
mail, and special promotions (like a “pump day” or some 
other special event to attract people into your store) at 
least once a year. 


had to be extremely alert to all 
aspects of the local pump market. 
In each territory, four or five 
dealers eventually were selected 
to join the initial part of the 
pump development plan. 
Treaty’s newly-trained route 
salesmen first acquainted these 
dealers with water systems and 
pump supplies available from 
7 Treaty, along with the capabili- 
ties of each item. 
Next, the selected dealers were 
taken on factory tours and given 
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an intimate introduction to the 
manufacturer's products and his 
methods of helping the retail 
seller. Another important phase 
of the 
Royer, was a thorough familiar- 
ization with submersibles. 


factory program, says 


“We had to impress our peo- 
ple with the fact these were im- 
portant new products with im- 


portant advantages. We are all in 
favor of submersibles here, and 
we want the dealers to feel the 
same way because it represents 
upgrading the sale for both of us. 
When the contractor sells a sub, 
he can often sell a bigger re- 
modeling package,’ Royer says. 

With top dealers lined up (50 


(Please turn to center of page 138) 


Profit partnership in action.....(turn page) 


137 


[ | 
FOR 

THE 

ONr, 

RACToR 

| 

; 

\ A 

\\ 

) 

Gs 
f 

ve 
att 

4 
4 
iy 


if you want to build rural remodeling sales 


“A DOZEN YEARS AGO, a pump 
was just something for getting 
water out of the ground. At least, 
that’s about the way the custom- 
er thought of it. 

“Now, it 


not only to the customer but to 


means a lot more- 


the installing contractor as well 


It means remodeled kitchens, 


PROFIT-PARTNERSHIP goes into action 
Treaty Co. officials work with contrac 
tors like Don Key (right) to help de 
velop pump, related product markets 


bathrooms, new heating sy stems, 
appliances, fire protection, sprin- 
kler systems—all the things that 
add up to an easier and better 
way of life for the rural home- 
owner, and, of course, to more 
profits for the contractor.” 
That’s the way Don Key ot 
Key Plumbing Co., Union City 
Ind., sums up the water systems 
business as it was and as it is 


When you understand Key’s at- 


(Continued 137) 


now provide 80 percent of pump 


Jrom page 
sales), the manufacturer-whole- 
saler-contractor team was coordi- 
nated. Each knew his field of re- 
sponsibility; each was ready to 
accept the necessary work that 
went with the responsibility. 


alt now remained for the team 


to get its combined message to 
the buying public. “Only months 
before,” Royer says, in explain- 
ing the problem, “our dealer was 
the 


pump field. Our line was new. We 


virtually unrecognized in 


had to get identification first— 
put the idea in the buyer’s mind 
that here was the pump and here 
was the installer.” 


The manufacturer carried out 


this 


his end of responsibility 


by producing display packages. 
Total value of the package was 
$13.72; on a co-op basis, the deal- 
er bought it for $5. 

The pump program was now 
launched. To carry it forward, 
the Treaty Co. stepped in with a 

sales course 
the Dale Carnegie 
School. Treaty shared the cost 
96-50 with dealers who got some 


personalized con- 


ducted by 


of the most modern and highly- 
regarded instruction available in 
salesmanship. 


eStill another joint promotional 
maneuver being planned is 
‘Pump Day,” in which manufac- 
turer, wholesaler and contractor 
will share costs in what amounts 
to a small “county fair.” 

The big drawing card at Pump 


The 


dealer will set up a display of his 


Day will be a free pump. 
entire line of pumps and supplies 
and provide balloons for the chil- 
dren of those registering and 
other favors. From his manufac- 


he'll re- 


ceive newspaper advertising 


turer and wholesaler, 


mats, radio copy and direct mail 
pieces 
will about 


Days 


$150, including the pump. Treaty 


cost 


has two dealers well into prepa- 
rations for such a promotion, and 
10 others just about to decide on 
a date. 

The wholesaler, of course, acts 
as more than a channeler of prod- 
ucts and merchandising material 
between manufacturer and con- 
tractor. Treaty, for example, is 
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Key says... } 


titude, you can understand why 
20 percent of his total business is 
in water systems. It’s not only 


the perfect starting place for 
opening up the farm moderniza- 


tion market, it’s the only place 


# When a contractor located in a 
town of 3,600 population can sell 
100 pumps a year—this was 
1957—he has 


laid the foundation for thousands 


Key's figure for 


of dollars worth of remodeling 
work in the years ahead 

And, while Key has thus as- 
sured his future business in a 
big way, he has also made him- 
self a handsome profit off pump 
sales themselves. 


# Key's success is largely attrib- 
utable to the plan of cooperation 
on water systems sales developed 
by the Treaty Co., Greenville, O 
wholesaler (see preceding pages) . 
Key's pump business jumped 15 


(Please turn to page 261) 


ready to back up its new pump 
specialist with service. 

Proper diagnosing of pump 
trouble is a key factor in keep- 
ing down costs. Treaty has in- 
vested $70 in a test tank, per- 
formance charts, fittings, gauges 
and hoses, and the apparatus has 
paid back “a hundredfold.” Such 
testing equipment permits spe- 
whether 


cialists to determine 


pumps are malfunctioning or 
whether the difficulty is in water 
supply or piping. Factory returns 
in 1956 amounted to 20 units; 
with testing equipment, the fig- 
ure was cut to zero in 1957, de- 


spite a much larger volume. 


present promotion.of 
pumps represents a full circle for 
the Treaty Co. The firm was 
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Jet Water System 
For Shallow oy Deep Well 


Tuesday, 2/ 


Ke Plumds 


luesday, Oct /4 ap 


"9 


Co, Union City, Lndiang 


A FREE PUMP will be offered by Key as part of a “Pump Day” pro- 
motion in which contractor, wholesaler and manufacturer all 
cooperate. Following Pump Day, a thank-you letter will go to all 
prospects who register, explaining “it wasn’t possible to give a 
free pump to all our friends,” but offering $25.00 off the cost of 
a complete water systems installation if the prospect brings in the 
letter within two weeks. Key’s Pump Day is later this month. 


founded in 1902 as Ross Supply 
Co., specializing in windmill and 
pump business. 


e The 1958 management of the 
Treaty Co. doesn’t look upon its 
pump 
back the 


Breaden calls 


full-scale return to the 


market as “turning 
clock,” however. 
market 
“youthful” in terms of growth 


today's water systems 


and activity. By changing from 


hit-and-miss sales to the current 
planned campaign, he looks for- 
ward to doubling or tripling 
pump business in the next few 
years—and it already runs to 


7 percent of volume. 


elt takes work to develop this 
kind of a future, both Breaden 
and Royer admit. But it’s the 
kind of work that makes big com- 
panies grow bigger. END 
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OB PROBLEMS...and how to solve them 


Reader has questions about the use of copper 
tube in remodeling a hospital heating system 


To the Editor: 

We have a job remodeling the 
heating system in a local hospital 
that will involve replacing a con- 
siderable number of steam and 
steam return lines 

We would like to use copper tube 
sure ods 
this 
Most of the 


sure, but 


lbs. Would there be any problem in 


but aren't recom 
installa 
will be 20 


will be S80 


nended tor type ol 


tion lines 
lbs pres some 
ite a mam or branch 
that dithervent 


Wed alsa 


il 


Kh 


the 


fully and return steam 


lines, as well as in hot 


in supply 
water SVS- 
tems 

The 
designs are substantially 


other lals 


installation 
the 


used and 


SIZCS 


mate! Only on 


as to 


factor 


and that is to 


needs special 


provide ample Tree 
dom tor expansion of the 


Most p-h 
With this prec 


Op pre 
line contractol 
familiar ution 
e Your reader 


Sallie 


consideration 


per tube in steam and water lines 


In regard to soldering, we 


oO 


sug- 


gest silver sol brazing on 
both the 


Saturated 


and return lines 
tables the 
steam at 20 lbs 
220F and 300F at 


Soft solders at 


steam 
steam show 
temperature ol 
pressure to be 
80 lbs pressure 


these temperatures may not pro- 


vide the required streneth 
Arthur Heim 


Coppe and Brass Research 


research engin 


commented as follows 


to your readet 


tube can be used 


Oppel 
uUpply and return tine 

precaution 


hould be mequa 


Water 


105 


+ 

| 

| 

‘ 
lean with 
mpl 
Che: 

be expected by lon. For 120 tt leneth ol 

itt \ ihe will exy between 


The case of the runaway radiation: With the 
thermostat set at 60, the temperature hits 90 


To the 
We by the 


owner of an apartment building to 


Edito: 


have been called In 


overheating condition 
floor 


when the thermostat 


correct) an 


in the second apartments 


located 


60F, 


Even 


on the second floor, is set at 
the temperature 


80 or SOF 


runs right up to 

For heating purposes, the apart- 
ments are grouped in vertical pairs 
That is, 


a l-in. riser from the base- 


heads straight 


floo. 
the 


ment supply 


the 


goes 


up to second apartment 
floor 


the 


with a branch to first 


apartment which it passes 


on 


way up 


Therefore, each 1l-in. riser 


serves 


two apartments and the thermostat 
ntended to 
both 


on the second floor is 
the 


apartments. 


control temperature in 


This 


l-in. 


thermostat 
that 


acC- 
circulator dis- 


the 


tuates a 


charges into basement return 
main 


A 3-in 


main operates under the control of 


circulator on the return 
the boiler water temperature and 
the l-in 


culators. The enclosed sketch (Fig 


is independent of cir- 
1) shows the hookup for one set of 
apartments 

Can you tell us what is 
the 


causing 


overheating and suggest a 


remedy? 


New York W.N 
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THERMOSTAT 


WIRING TO NEW 
SOLONOID VALVE 


WIRING TO 1° 
CIRCULATOR 


EXISTING) 


MAIN BHFFLY 


ING 


type 


urther details 


To the Reader: 

It appears to us that the culprit 
in the problem is the natural cir- 
culation of the hot wate 

A glance at Fig. 1 shows that the 
supply and return loop to each 
group of vertical apartments creates 
a perfect inverted U for promoting 


natural circulation 


eThis natural circulation is 
result of the difference in density, 
or weight, of the water in the l-in 
supply riser and in the l-in. return 
The colder 
sinks. If and 
with all the circulators stopped, it 
to the 


water is heavier, so it 


given enough time, 
will force all the hot wate: 


high points of the system 

The mathematics of the situation 
are as follows 

Water at 200F weighs approx- 
60.132 Ib/cu ft, the 
same water cooled to 180F by pass- 
the 


approximately 60.570 lb/cu ft 


imately and 

weighs 
(The 
the weight of water at 
be checked 


handbook.) 


ing through radiators 
figures for 


any temperature can 


from an appropriate 
Thus, the 20 deg. temperature dif- 
ferential of 60.570 less 60.132 equals 


0.438 lbs of circulating force 


e Expressed in milinches, the total! 
becomes 0.438 144, 


25 (the 


motivating force 


or .003 psi. Multiplying by 


height the basement 


the highest 


tron main to 


radiator), we get .075 


milinches 
equa 


is ehnougn to 


to the 


natural civeulation 


‘ 
= 
e 
. 
| ° 
| x Ibs 4 
| 
x Since 27,420 Te 
RISER 
- equal 1 lb, 27 
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How to overcome nozzle drip and 
smoke-odor conditions... 


A Refresher Course 
in Oil Heating and 
Oil Burner Servicing 


One of a series by Fred Feigenbaum 
Oil Heating Consultant, New York City 


NoZZLE DRIP is among the most common 
of oil burner problems, and it is usually 
easy to diagnose and correct. Many service- 
men can recognize it immediately upon en- 
tering the house, just by the type of odor 
coming from the heating unit. Its cure can 
sometimes be as simple as changing the 
washer of a dripping water faucet, but, while 
it lasts, the effects of nozzle drip can raise 
the dickens with the proper operation and 
performance of the entire heating system. 


Here's What Happens with Nozzle Drip 


Often the dripped oil just seeps down the 
inside of the combustion chamber front wall. 
where it vaporizes and mixes with the off- 
period air flow from the burner air tube 

Most of the odor during this period is lost 
up the stack: but when the burner starts, 
there is a short interval of internal pressure 
that causes the odor to escape into the fur- 
nace or boiler room. Then, during the early 
part of the firing period, the saturated oil is 
ignited by the main flame, increasing the 
volume of the fire and releasing more odor 
and smoke. If the off-period has been long, 
the amount of oil burned in this way will 
be considerable 

When the oil burns as it drips, it is called a 
‘live drip.” As seen through a screw hole 


or other opening, it is a small, smoky flame, 


sputtering with each new drop that falls into 


it. This kind of drip can be quite trouble- 
some because it causes carbon buildup at the 
burner outlet and down the front wall of the 
combustion chamber 

Carbon formation is cumulative. It ex- 
tends itself right out into the main flame, 
and being porous it absorbs oil from the 
spray, holding it to burn later. 

A live drip will cause the nozzle to be- 
come overheated during the off-period, boil- 
ing some of the oil out of the orifice. This 
adds to the general effect. Carbon forms 
around the nozzle and electrode points, 
creating a potential ‘ignition problem. The 
effect inside the nozzle is also troublesome; 
“cracking” takes place, leaving solid carbon 
in the small passages. A nozzle that has 
been fouled by overheating is hardly worth 


cleaning. It should be replaced. 
Entire System May Require Cleaning 


Any prolonged after-burning will build up 
curtains of soft carbon throughout the boiler 
or furnace. Tubes or finned surfaces become 
easily clogged. Draft is greatly reduced and 
the odor becomes a major nuisance. It is not 
unusual for the heating system to require 
a complete vacuum-cleaning after a nozzle 
drip has been corrected. 

All this sounds very serious; in fact, it 
would be if the condition were allowed to 


go to the extreme. However, it is a rare oc- 
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Currence because ol the general excellence 


of burner components. When an after-drip 


does happen it is usually corrected before 


it gets too tar 


= The serviceman answers a complaint n LIGHT HAMMER 


odor within a day or two after the drip 
starts. He recognizes the cause as a defective 
PLASTIC-HANDLED 
or dirty cut-off mechanism and takes the SCREWDRIVER 
necessary steps to eliminate the condition. 
The most common cause is wear or erosion BELLOWS AND 
SPRING ASSEMBLY 
of the valve seat, which is easily replaced REMOVED 
in most fuel units 


With certain fuel units the cut-off seating 


(Please turn to page 241) 


DOUBLE-ENDED 
NEEDLE VALVE 


Fig. 1: The preferred method for overcoming nozzle CUT-OFF SEAT 
drip and its resulting smoke-odor condition, when 
caused by a dirty or defective lower valve assem- 
bly, is to replace the assembly. There is, however, 
a simple expedient for reseating the cut-off valve 
when the mechanism is of the double-end needle rTeeT wene FOR 
type) that will keep the job out of trouble tem ORIP AFTER 
porarily. Details of the method, illustrated in the REASSE MBLING VALVE 
drawing at right, are given in the article 


Meet Bill Jackson ... he puts Tink’ . . . on the brink! 


DOWN WITH JACKLEGGS! William Jackson, owner of the truck DE’s Qualified Contractor seal identifies Jackson as 
Joe Dink Plumbing and Heating Co. in Gallipolis, O., has a contractor trained to plan and perform plumbing and 
added a mobile unit in his battle against the jackleggs. heating work. As the next step in his war on Tinker, he’s 
He painted one of his trucks with signs reading ‘Tinker preparing a campaign for the local phone book that will 
Jacklegg destroys your health” and “A qualified plumber feature materials from DE’s QC Kit . . . and further 
protects the health of the nation.’ On both sides of the establish him as the man to call for plumbing and heating 
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(Continued from page 141) 
valves on each of the supply risers 
as We have indicated in Fig. 1 

The solenoids would be actuated 
by the thermostat in unison with 
the l-in. circulators. The solenoids 
open as the circulators start and 
close as they stop. 

This would completely isolate 
the riser loops from the influence 
of the main, since the check valves 


already in place would prevent any 


The Case of the Runaway Radiation . . . 


back circulation and the solenoids 
would take care of the supply 
risers 

Some experimenting will be 
needed to set the thermostat 
properly. Being on the second floor 
in each case, the thermostats may 
be subject to some stack effect, 
which is the natural tendency of 
heat to rise through a_ building's 
stairwells, elevator shafts and other 


vertical passages END 


How to increase the hot water supply from 
a submerged heater during the summer . . . 


To the Editor: 

We are enclosing a sketch (Fig 
2) of a domestic hot water system 
that doesn’t develop more than 
half a storage tank of hot water 
during the summer months, al- 
though it works all right in the 
winter. Two families are using the 
hot water. 

The system has a coil with a 
capacity of 80 gals. submerged in 
a hot water boiler and uses a 66- 
gal. storage tank. The temperature 
control is set for 190F water all 
year around. 

Can you suggest any changes 
that will improve the operation of 
this system? 


New York J. B. 


To the Reader: 

We suggest that you approach 
this problem in the following man- 
ner: 

First, make sure that the tem- 
perature controller is maintaining 
190F water in the section of the 
boiler where the coil is located. 

When the building is being 
heated in winter, the circulaton 
keeps the wate: temperature in 
the upper parts of the boiler fair- 
ly uniform. However, in summe1 
there is no positive circulation of 
the boiler water and the coil must 
be heated by convection 

This is a slower process and it is 
possible that the controller tem- 
perature bulb is located in a posi- 
tion where the 190F requirement 


144 


is reached and the burner cuts out 
before the water around the coil 
reaches that temperature 

If this is the case, the tempera- 
ture control bulb should be relo- 
cated in a position more repre- 
sentative of conditions around the 
coil 

Another point to check is the 


wav in which the bulb is mounted 
in the boiler. An overdose of bush- 
ings, used to choke down a large 
opening for the inserted bulb, has 
been known to withdraw the bulb 
to such an extent that it is not 
properly immersed in the wate 
We also recommend a couple 
of changes in the piping arrange- 
ment shown in your sketch. These 


changes are shown in colon 


a The first change is to replace the 
l,-in. extension tube in the stor- 
age tank with a °4-in. tube. The 
reason is that the !2-in. tube may 
be introducing more resistance in 
the water heating circuit than is 
realized. The tube should also be 
bent upward to within approxi- 
mately 1 ins. of the top of the tank 
so it will provide a layer of hot 
water along the upper part of the 
tank 

Also make sure that the hot 
water line from the boiler to the 
storage tank pitches upward all the 
way. Otherwise an air pocket might 
form in the top elbow and ef- 
fectively check circulation from 


(Please turn to page 198) 


TO FIXTURES 


: 
PITCH JF 
BACKWASH 
SUBMERGED 
CONNECTIONS 


HOT WATER BOILER 


b<d- SHUT OFF VALVE 


Fig. 2 shows a reader's sketch of a domestic hot water system that doesn’t 
supply enough hot water during the summer. To help improve the existing 
installation, two changes (shown in color) in the piping arrangement are 


recommended. One is to replace the 


2-in. extension tube in the storage 


tank with a 34-in tube, bending it upward as shown. The second is to install 
a gooseneck over the cold water inlet to prevent the cold water from short- 
circuiting directly to the tank outlet when a faucet is opened 
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sellers 


...with dealers who know 


their business. 


Where control performance is nec- 
essary for customer satisfaction 
you'll find dealers relying on the 
dependability, accuracy and hand- 
some appearance of White- Rodgers 


Controls. 


If your reputation and business 
are built with each job you do, 
use White-Rodgers for replacement 
service...and on every order for 
new equipment write ‘‘Ship with 


White-Rodgers Controls’’. 


Makers of FASHION and 
PUSHBUTTON ... World's 
Most Modern Thermostats 


Automatic Controls for Heating, Air Conditioning and Refrigeration 
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CONTRACTOR ASSNS. . . . National 


Oct. 12-15—RACCA—Annual con- Apr. (1959)—OHI—Annual conven- 


vention of the Refrigeration and Ah tion of the Oil-Heat Institute of Amer- 
Conditioning Contractors Assn.: ica; Olympic Hotel, Seattle, Wash 
Broadmoor, Colorado Springs, Colo (Date not yet determined.) 


«12 §59 NARD# Annual 
Jan. 11-13 (1959) Nat Apr. 28-May 1 (1959)—MCAA—An- 
liton otel, Unicago 


ham Hotel, Washington, D. C 
Jan. 26-29 (1959)—ASHAE—Annual 


meeting of the American Society of June 1-4 (1959)—NAPC—Annual 
Heating and Air Conditioning Engi- convention of the National Assn. of 
neers. (Held in conjunction with the Plumbing Contractors. (Held in con- 
14th International Heating and Ai junction with the annual Plumbing 
Conditioning Exposition); Convention ind Heating Exposition): Convention 


Hall, Philadelphia Hall, Miami Beach, Fla 


CONTRACTOR ASSNS. . . . State 


Oct. 4—Pennsylvania—Fall meeting convention of the Kansas Plumbing 
of the Pennsylvania Assn. of Plumbing and Heating Contractors Assn.; Broad- 
Contractors: Penn Harris Hotel, Har- view Hotel, Wichita 
risburg 

Mar. 9-10 (1959)—Nebraska—An- 

Jan. 26-29 (1959)—Illinois—Annual! nual convention of the Nebraska 
convention of the Illinois Assn. of Plumbing and Heating Contractors 
Plumbing Contractors: Faust Hotel, Assn.; Hotel Sheraton-Fontenelle, 
Rockford. Omaha 


Feb. 2-4 (1959)—Wisconsin—An- Mar. 18-19 (1959)—Maine—Annual 
nual convention of the Wisconsin convention of the Maine State Assn. of 
Assn. of Plumbing Contractors; Plumbing Contractors; Hotel Eastland, 
Schroeder Hotel. Milwaukee Portland 


Feb. 5-7 (1959)—Ohio—Annual con- Apr. 9-10 (1959)—Michigan—An- 
vention of the Ohio State Assn. of nual convention of the Michigan Assn 
7umbing Contractors: Netherland- of Plumbing Contractors: Statler- 
Hilton Hotel, Cincinnati. Hilton Hotel, Detroit 

Feb. 12-14 (1959)—Minnesota—An- Apr. 10-11 (1959)—Virginia—Annual 
nual convention of the Minnesota’ convention of the Virginia Associated 
Assn. of Plumbing Contractors: St Plumbing and Heating Contractors: 
Paul Hotel, St. Paul John Marshall Hotel, Richmond 


Feb. 13-14 (1959)—Kansas—Annual (Please turn to top of page 194) 


WHOLESALER ASSNS. 


Oct. 1-3—CSA—Fall meeting of th: 
Central Supply Assn.; Palmer House 
Chicago 


Oct. 22-24—ACRW—Annual meeting 
of the Air-Conditioning and Refrigera- 
tion Wholesalers: Sheraton-Palac 
Hotel, San Francisco 


Oct. 26-29—AI—Annual convention 
of the American Institute of Supply 
Assns.; Hotels Roosevelt and Jung. 
New Orleans 


Nov. 9-12—NCSA—Annual meetin: 
of the Northern California Supplier 
Assn.: Del Monte Lodge, Pebblk 
Beach, Calif 


Nov. 30-Dec. 3-—-NHAW—Fall con 
vention of the National Heating and 
Air Conditioning Wholesale Hotel 
Statler, Cleveland 


Feb. 15-17 (1959)—WDA— Annual 
convention of the Wholesale Distribu- 
tors Assn.: Shamrock-Hilton Hotel, 
Houston, Tex 


Apr. 5-7 (1959)—MAWA—Annua 
convention of the Middle Atlanti 


Wholesalers Assn.: Chalfonte-Haddor 
Hall, Atlantic Citv, N. J 


Apr. 22-24 (1959)—SWA—Ann 
convention of the Southern Whole- 
salers Assn.: Palm Beach Biltmore 


Hotel, Palm Beach, Fla 


MANUFACTURER ASSNS. 


Oct. 2-7—NAHB—Fall meeting of 
the National Assn. of Home Builders 
Hilton Hotel, San Antonio, Tex 


Oct. 5-9—CIPH—Annual meeting of 
the Canadian Institute of Plumbing 
and Heating; Seigniory Club, Monte- 
bello, Quebec 


Oct. 138-15—AGA—Annual conven- 
tion of the American Gas Assn.: The 
Auditorium, Atlantic City, N. J 


Oct. 16-17—FOWHMA—Fall meet- 
ing of the Fuel Oil and Water Heater 
Manufacturers Assn.: Columbia Uni- 
versity Club, New York City 


Oct. 19-23—NCPM—Fall meeting of 
the National Clay Pipe Manufactur- 
ers: Key Biscayne Hotel, Miami, Fla 


Oct. 20-21—SBI—Fall meeting of the 
Steel Boiler Institute: Claridge Hotel, 
Atlantic City, N. J 


Oct. 23-25—FCI—Fall meeting of the 
Fluid Controls Institute; Drake Hotel, 
Chicago 


Oct. 27—TSMA—Annual meeting of 


(Please turn to center of page 194) 
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SUBMERSIBLE MOTORS 


@ Control box is coded for 3-wire cable. 
Starting and protective devices are 
ABOVE-GROUND for easy access. 


@ Franklin 3-wire motors permit easy 
servicing of control box equipment 
without removing pump from well. 


@ 3-lead Franklin Motors are capacitor- 
start, induction-run, with 200% or 


THREE-LEAD 


DROP CABLE more starting torque. 
FOR 4-INCH @ 3-lead Franklin Motors, unlike 2-lead 
MOTORS... motors require no auxiliary devices 


down in the well. 
Provides unbroken 3-wire 


@ Franklin plug-in motor leads are easily 
replaced if damaged. 


lead from motor to con- 
trol box. No water entry. 


Choice of 9 cable lengths. @ More Franklin Motors, more than all 


Reduces pump-motor inven- ‘others combined, are used on submer- 


tory. Speeds installation. sible pumps because of their greater 


dependability. 


SUBMERSIBLE PUMPS 
you'll sell more . . . service less 
FOR BETTER BUSINESS 


Your customer's cost is less with a Franklin 
Motor equipped pump. Dependable per- 
formance assures satisfied customers. 


... write for booklet ‘‘FACTS ABOUT SUBMERSIBLE MOTORS” 
from the home of dependable Franklineered Motors .. . 


Franklin Blectric Co. 


EAST STREET 


BLUIFTON, INDIANA 
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SALES AIDS 


Fixture Price Cards 
Offered by Kohler 

Price cards for display with indi- 
vidual fixtures in contractor and 
wholesaler showrooms avail- 
able from: Kohler. The cards have 
room for name, size, price and color 
of the displayed fixture. Each card 


are 


is encased in plastic and inserted in 
a weighted base with felt pad to 
protect fixture surfaces. 

Available from: Kohler 
Kohler, Wis. 


Co., 


Humidifier Promotion Kit 
Offered by General Filters 

A sales promotion kit designed to 
help contractors boost humidifier 
sales is being offered by General 
Filters. The kit contains two sizes 
ot ad mats, instructions on making 
a prospect list, a study of the hu- 
midifier market and a free “get ac- 
quainted” offer on the firm's Gen- 
eral 800 humidifier. 

Available from: General Filters, 
Inc., 43800 Grand River Rd., Novi, 
Mich. 


“Air Conditioned by Gas" 
Site Sign Issued by Arkla 

A weatherproof cardboard job- 
site placard for use where Arkla- 
Servel gas air conditioning is being 
installed is available from Arkla. 
The blue and yellow card measures 
28 by 44 ins. and reads: “Air Con- 
ditioned by Gas for Year-Round 
Comfort,” with space for the con- 
tractor’s name. It is printed on both 


148 


sides and is priced at $1.25 each 

Available from: Arkla Air Con- 
ditioning Corp., Shannon Bldg., 812 
Main St.. Little Rock, Ark 


Mailing Piece Promotes 
Deming Water Systems 

An old-fashioned hand wate: 
pump illustration is used to pique 
the 
prospects in a mailing piece being 
offered by Deming. After 
the whether he 
bers this method of water supply 


imagination of water systems 
asking 
prospect remeim- 
the folder goes on to promote to- 
day’s water systems dealer as the 
man who knows pumps and 
systems The 
points out the benefits of an ade- 


Wate! 


best inside spread 


quate water supply and gives a 


brief description of the Deming line 


of water systems. The mailer also 
lists various ways that the deale 
can help the customer in selecting 
the proper system for his particula: 
requirement. The piece will be 
mailed by Deming to lists of pros- 
pects supplied by dealers. A return 
card tells the dealer when a cus 
tomer wants him to call. 

Available from: The Deming Co 
543 Broadway. Salem, O 


Counter Display Features 

Grote Bathroom Accessories 
A two-color counter display car- 

five of 


ton containing its surface 


accessories 1s 


bathroom 


mounted 

being offered by Grote. Included in 

the display, which measures 13 by 
(Please turn to center of page 188) 


Colorful Wall Chart Explains Jet Pump 
Components, Simplifies Customer Understanding 


A three-color wall chart showing 
the principal parts of a jet water 
system is available from Tait. The 
35 by 27-in. chart simplifies cus- 
tomer understanding of the various 
components of the firm’s Rapiday- 
ton Champion water system. A de- 


7 


scription of each part tells what it 
is, how it works and how it benefits 
the user. The illustrations on the 
chart are almost actual size. 
Available from: Rapidayton Di- 
vision, Tait Manufacturing Co., 500 
Webster St., Dayton 1, O. 
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Glazing operation requires both water and compressed air. 4,000 ft of 
SPANG Pipe comprise water lines, 1,000 ft carry compressed air. 


Dewey W. Hall, Hall Plumbing & Heating Co., inspects the compressed 
cir system at Stylon Southern Corporation. 5,000 ft of Spang Steel 
Pipe, in sizes from %” to 12”, were installed at Stylon Plant No. 2. 


Dependable past performance creates 


second j-e0hwWtas- Steel Pipe order 
at Stylon Southern Corporation 


The new $2,000,000 Plant No. 2 of Stylon Southern 
Corporation at Florence, Alabama contains 5,000 ft of 
Spane Steel Pipe to carry water and compressed air for 
the manufacturing of ceramic tile. 

“With the new plant's capacity calling for the produe- 
tion of eight million square feet of ceramic tile a year, we 
must have reliable air and water piping io produce at 
this rate and operate efficiently,” reports Mr. Robert C, 
Jackson, Plant Engineer. 

“Based on our experience with a similar Seance Pipe 
installation at our Plant No. | in 1954, we chose SPANG 
again for its dependability. The new installation, put into 
use in July, 1956. has performed perfectly.” 

Produced in a complete range of styles, sizes and colors, 
Stylon Ceramic Tile is used for walls, floors and counters 
in home and commercial applications, Combined, Plants 
No. | and No. 2 produce i) million square feet of ceramic 
tile vearly. And Spanc Pipe plays a vital part in main- 
taining this production, 


QUALITY CONTROL PROVIDES DEPENDABILITY 
SPANG Steel Pipe is quality-controlled from skelp to finished 
product. Each lot is tested and inspected to bring you 
top-quality pipe that is easy to cut. bend and weld. There's 
a SpanG Distributor near vou. Let him serve vou on your 
next piping job. 


Architect: Turner & Northington, Florence, Ala. 
General Contractor: Brice Construction Company, Birmingham, Ale. 


Piping Contractor: Hall Plumbing & Heating Company, Florence, Alo. 


Spang Distributor: Tall Supply Company, Florence, Ala. 
Mechanical Engineer: Robert C. Jackson. 


SPANG-CHALFANT 
DIVISION OF THE NATIONAL SUPPLY COMPANY CW STEEL PIPE 


District Sales Offices: Atlanta, Boston, Detroit, Houston, Los Angeles, 
New York, Philadelphia, Pittsburgh, St. Louis 


General Sales Offices: 
Two Gateway Center, Pittsburgh, Pa. 


» 


iP 


By Hal Bergdahl, manager of customer relations, Crane Co., Chicago 


Who's That Knocking at My Door? 


PARDON my seeming frivolity, 
but this month our subject is the 
door-to-door salesman. If 
that for a 
ment, suppose we give these peo- 
ple a little study. 

Maybe the whole idea seems 
kind of wacky, but here of late 


you 


can stifle smile mo- 


these people have been expand- 
ing their activities spectacularly 
and it might do us some good to 
“look see.” 


s Now don't fear. I’m not going 
to suggest that we start a big 
doorbell ringing campaign, al- 
though that might be something 
to look into. But I am sure there 
is something in their modus op- 
erandi that might help us all 
make an extra sale. So here goes. 

And just in case you think this 
is small potatoes, let me remind 
you that the Wall 
Street Journal thought enough of 


these hard-working people to 


venerable 


run a feature story on their re- 
cent explosive expansion in the 
last couple of years. 

Cast your eyes on a few high- 
lights: 


« Exact totals are not known, but 
estimates direct-sellers 
posted yearly sales of roughly $2 
billion last year. 


indicate 


® While many retailers are cur- 


rently fighting to match their 
1957 sales performance, the door- 


to-door firms are pounding out 


sales increases. (We can't laugh 


off success.) 


= Direct sellers have taken ad- 


vantage of the slump to add 
thousands of extra and frequent- 
ly harder-working doorbell 
punchers to their staffs. (Increas- 
ing sales effort at any time is 
good, but in a slump period it’s 


especially beneficial. 


s Door-to-door salesmen are paid 
on straight commission and most 
range from 25 to 40 percent 
#The irresistible door opener 
they use is the “free sample” 
and each year they hand out mil- 
the 
hasn't lost its magic.) 


lions. (Guess word “free” 


# A lot of newcomers are getting 
the Within the past 
year, some 400 local home fur- 


into act. 
nishing suppliers of everything 
from rugs to draperies to Revere 
copper pots have joined the door- 
to-door retailing industry. 


# Corning Glass Works is pres- 
ently running a test on a new 
Pyrex dinnerware set for house- 
to-house selling. 


= Despite the swing to prepack- 
aged, self-service super-market- 
ing, people still get a kick out of 


buying goods in their own 
homes. “We've got customers on 
our home service routes who live 
right next to a Jewel supermar- 


ket 


lection 


offering a much wider se- 


than our door-to-door 
trucks, yet they seem to prefer 


personal service,’ says 


Perkins of Jewel Tea 


« Lately, a lot of advertising sup- 
port has been coming from sup- 
pliers. Their sales people like this 
kind of help; makes their job 


easier and more productive. 


the 


merchandising 


sOne_ of most effective 


twists ever in- 
vented by the direct sellers mas- 
the beguiling 
sobriquet of “home party.” (You 
don’t like ’em? Neither do I, but 
some people think they're ok.) 


querades under 


# Well, my brethren, this gives 
you an abridged explanation of a 
kind of selling that’s probably as 
old as time itself. 

As for me, I'd like to see our 
people in two or three trading 
areas take up this door-to-door 
idea experimentally in °59 and 
make a close study of results. 

Maybe there isn’t anything in 
it that our industry can use, but 
then again maybe there is, and 
I'm one who believes there mighi 


be. END 


Job problems and how to solve them....page 140 
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...the invisible tag 
attached to every 


Hudee sink frame 


2,704,370 


What does Pre-Sold mean? 


It’s the sum of many things that Hudee does 
to pave the way for you... to more sales, 
easier sales, faster turnover and bigger profits. 


You can take hold of a HUDEE with both hands 
Send for and say to yourself with confidence, 


» “Only the genuine Hudee Line is pre-sold— 
“Proof-of-Pr ofit” it’s the line of least resistance.” 
Portfolio 


Prove to yourself what . 
PRE-SOLD means to you. & 
The HUDEE ‘'Proof-of- a 
Profit’’ Portfolio shows how : 
HUDEE establishes and # 
pre-sells the market for you. 5 — Book 
Mail coupon today—no obli- wr - 


Walter E. Selck and Co. 
225 West Hubbard Street - Chicago 10, Mlinols 


Please send me the Hudee ‘'Proof-of-Profit’’ Portfolio 


gation! 
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New Products 


(Continued from page 74) 

8-in. center with '2-in. female ips 
connections. Soap dishes. renew- 
able seats and aerators are avail- 
able as additions to the basic fit- 
ting. 

Manufacturer: Price 
Brass Manufacturing 
Humboldt St.. Los 


Pfister 
Angeles 31. 


Automatic Clothes Dryer 

A re-designed line of automatic 
both 
gas and electric models, has been 
announced by Pennsylvania Range 
Boiler. The units feature a non- 
perforated revolving drum which 
is designed to minimize damage to 
clothing from tearing. Both models 
have automatic timing 
which shut off the unit at the 
completion of the drying 


clothes dryers, available in 


controls 


cy cle 


while a thermostat 
peratures In 
heat and 
stopped 


prevents tem- 
excess of 135F. The 
revolving action are 


whenever the door is 


Both have a 20-lb 
wash load capacity 
Manufacturer: Pennsylvania 
Range Boiler Co., 24th and Ells- 
worth Ave., Philadelphia 46 


opened. wet 


Sunken Corner Tub 

A corner model has been added 
to the line of sunken bathtubs re- 
Ingersoll- 


cently introduced by 


Humphryes. Known as the Bel- 
mont, the tub is made of enameled 
cast iron and is available in eithe: 
right or left-hand models. The unit 
is 5 ft long and comes in six colors 
and white. The line includes three 
recess models in 41». 
lengths 
Manufacture! 

phrvyes Division, 
Corp., 5th and Newman Sts 
field, O 


5 and 5!o-ft 


Ingersoll-H un 
30rg-Warne 


Mans- 


Paste Solder 

A_ paste that 
the need for pre-cleaning of sweat 
fittings dirty) 
on coppe. installations 


solde) eliminates 


(unless unusually 


and brass 


Chattanooga Royal Offers New Line of Forced Air 
Furnaces; Some Models Convert to Summer Cooling 


A line of gas-fired, forced-air 


furnaces, several of which can be 
converted to year-round air con- 
ditioning, has been announced by 
Chattanooga Royal. The line in- 
cludes 11 horizontal furnaces (one 
illustrated) with input ratings from 
80,000 to 120,000 Btu 
belt or direct-drive and 
permanent filters; 15 vertical fur- 
naces (one illustrated) with input 
ratings from 80,000 to 180.000 Btu: 
and nine counterflow models with 
input ratings from 80,000 to 120.000 
3tu. The 80,000 Btu models 
designed to handle 1,200 
3-ton air conditioning, 
120,000 Btu 


with eithe 


blowers 


are 
cfm or 
while the 
will 


models handle 


2,000 cfm or 5 tons of air condi- 
tioning. All belt-drive furnaces re- 
quire only a motor and 
change for air movement capac- 
air conditioning installa- 
The firm also announced a 


pulley 


ities in 
tions. 
line of 


electric air conditioners 


has been developed by Johnson 
Manufacturing. Made of a uniform 
mixture of powdered solder and 
active flux, the is applied 
with a brush and then heated to 
make the joint. Free samples are 
available from the 

Manufacturer: Johnson Manu- 
facturing Co., Department “D” 
616 N. Washington, Mt. Vernon, la 


paste 


manufacture 


Glass-Lined Water Heater 
A gas-fired, glass-lined wate. 


heater has been announced by 
Crane. Called the Superior, the unit 
three sizes: 30, 40 


and 50-gal. It features a “roto burn- 


is available in 


er” that emits a circular blue flame, 
baffle that 


water evenly throughout 


a water distri- 
butes hot 


the tank 


system 


and a draft-free grille at 


the top. All three models carry a 


15-year warranty 


Crane Co.., 
Michigan Ave., Chicago 5 


Manufacturer: 836 S 


(Please turn to page 156) 


which are described elsewhere in 
these pages. 

Manufacturer: Chattanooga Roy- 
al Co., First and Delmar Sts., Chat- 
Tenn 


tanooga 6 
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There’s no time like the present to evaluate past 
practices as potential areas of future savings. So it 
is with pipe stocks. Your Republic Pipe Distribu- 
tor’s rush delivery ability makes your own inven- 
tory an expense worth examining. 

In figuring total cost of the pipe you install, all 
storage costs should be included. Inventory space, 
equipment, manpower, taxes and insurance in- 
crease the cost of every length of pipe you keep on 
hand. Increasing storage time increases expense. 


‘But when you order exact quantities as needed 
from your Republic Pipe Distributor, these costs 
can be virtually eliminated. As a result, installed 
cost may be reduced, your profit picture improved 
and your customer given extra economy. 

Get the full story on these and other advantages 
of securing economical, price-dependable steel 
pipe through your Republic Pipe Distributor. 
He’s as close as your telephone and ready to give 
you fast efficient service. 


CALL YOUR LOCAL REPUBLIC DISTRIBUTOR FOR QUICK DELIVERY OF STEEL PIPE 


— 
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| Little Giant Unit Heaters 
34 models. 34,000 to 
684,000 Btu/hr. Motor 
and fan removable with- 
out taking unit down. 
Publication 402 


for every Unit Heater application 


you can think of 


Versatility of application, combined with good looks and de- 
pendable, economical performance, makes Nesbitt Unit 
Heaters the choice of experienced heating contractors. 


Nesbitt offers a wide range of sizes and capacities. Heating 

elements in all units are adaptable for either steam or hot 

water systems without sacrificing capacity. Nesbitt design Propeller Fan Unit Heaters 
simplifies installation, and piping is planned to permit max- Eight basic sizes, 24 
imum headroom. Nesbitt units are quiet—tested and sound models, 15,200 


to 335,000 Btu/hr. 
rated under AMCA code. Publication 401 


Gas Fired Unit Heaters 

The new Series K units 

are lighter weight, more 
Giant Unit Heaters Twelve basic sizes, choice compact. 25,000 to 
of 10 heating elements. For large capacity 250,000 Btu/hr. input. 
heating and/or ventilating. Publication 404 Publication 400 


Send for publications now 


the name to go buy in UNIT HEATERS 


Manufactured and sold by John J. Nesbitt, Inc. 
Philadelphia 36, Pa. 
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what’s it worth 


to CUT CORNERS 


this DAVIS RIG never gets cornered 


DAVIS LOADER HAS MORE “FIRSTS” than any 
other make! It packs the stamina to stay on a job — 


has the close-in design requiring minimum clear- 


ance — allowing maximum visibility. Dovis is truly 
America’s finest loader buy! 


NO REMOTE CONTROL NECESSARY — The Davis 
Backhoe lets you see what's going on. The seat 
revolves with boom and bucket to always let you 
face your work. 


You can’t corner a Davis rig! Its unique ability to work 
in tight spots, superior maneuverability, and excellent visi- 
bility increase your profit potential by letting you perform 
tasks impossible for other rigs. 

Works In 3 Directions—The Model 210 with exclusive 3- 
point mounting — at either side or center — lets you work at 
right angles to either side or to the rear. Eliminates hand 
digging flush against buildings, fences, or in finishing up 
footings in hard-to-reach positions. 

Excellent Visibility — You sit where you can look right down 
on your work. Seat revolves with boom so you always face 
the bucket. 


Alert Controls Permit Precision Operation —Superior valve, 
hydraulics, and finger-tip controls make your work faster, 
easier with lightning-fast response. 


Low, Competitive Prices — Despite its quality and advanced 
engineering, the Davis sells for less than most other competitive 
models. You had better see your Davis Dealer soon! 


Davis Loaders and Backhoes are av for all pop models of International, 
Ford, Fordson Major, Ferguson, Case, Massey-Harris, Allis-Chalmers, Oliver, 
John Deere, Mi polis-Moline, and Work Bull Tractors. 


SOLD AND SERVICED EVERYWHERE BY BETTER DEALERS 


For the name of your nearest dealers write 
direct. Please specify make of tractor. 


MASSEY-FERGUSON INDUSTRIAL DIVISION 


1009 S. WEST STREET e WICHITA 13N, KANSAS 
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New Products 


(Continued from page 152) 


Small-Area Work Bench 

A work bench designed for use 
where limited has been 
Lyon Metal 
The bench is 48-in. wide 


space is 
added to 
Products. 


its line by 


by 34-in. high and is available in 
either 28 or 34-in. depths. Bench 
tops are available in plain steel, 


tempered pressed wood over steel 
or laminated Standard 
shelf 


hardwood. 


bench accessories include 


outlet back 


electrical 
and end stops, channel-type string- 


riser, strip, 
er and drawers. The bench is fin- 
ished in green baked enamel 

Manufacturer: Lyon Metal Prod- 
ucts, Inc., 3135 Railroad Ave.. Au- 
rora, Ill 


Smokeless Gas Incinerator 

A smokeless, odorless gas incin- 
erator has been added to its line by 
Majestic. The unit features a burn- 
ing that 
material in a steel rod assembly. 


process suspends waste 
allowing air to circulate and sup- 
Com- 


bustion heat is increased by a stain- 


port combustion on all sides 


plate located 


Rated at 


radiation 
inside the charging door. 


less steel 


30,000 Btu input with an 800 Btu 
pilot, the unit will handle up to 1's 


bushels of The 


clock-timer control and the pilot 


waste at a time. 


reset button are built into ons 
sembly. A shutoff mechanism stops 
gas flow if the pilot is a 
extinguished 
Manufacture: 


Erie Ave., 


as- 
identally 


Majestic Co 
Huntington 


119 
Ind 


Power Gas Burners 
A series of five power gas burn- 
ers has been added to its line by 


Hastings. The units feature lowe) 
cost per Btu and are guaranteed 
against back-flash, pulsation, and 
pilot “outage” even under adverse 


There's Something New in Lavatory Design: 


Crane Co. Offers a Round Countertop Model 


A 
with a single-lever faucet has been 
added to the Crane line. Called the 
Crown the vitreous 
lavatory features an 


round countertop lavatory 


Round, china 


basin 
The 
supply fitting punching is on the 
lavatory itself to allow installation 
into marble, tile or laminated plas- 
tic countertops without punching 
the countertops for the trim 
Manufacturer: Crane Co., 
Michigan Ave., Chicago 5 


oval 
with concealed front overflow 


836 S 


Other 


adjustment for 


conditions features include 


primary anh quiet 


operation, an air switch to delay 
opening of the gas valve until the 
blower comes up to speed, and 
plug-in type safety shutoff in case 
The 
available in models ranging from 
70.000 to 700,000 Btu’ hr. Units that 
are AGA listed through 400,000 


Btu hr are specifically designed to 


of pilot flame failure unit is 


convert oil or coal heating systems 


to gas 

Manutacture) Hastings An 
Control 3215 Leavenwortl St 
Omaha 5. Neb: 


Pipe Cutters 


A new line of pipe cutters has 
heen announced by Toledo The 
utters feature form-fitting han- 
dles, malleable iron frames, high 
alloy steel cutting wheels. sliding 
block construction and replaceable 


side plates. The cutters are avail- 


able in four models and two sizes. 


to 1! 4-ir 


and to 2-In. capaci- 
ties Two models are equipped 
with extra-wide rollers and can be 


used by hand or with power 
Manufacture Toledo 

Threading Machine Co., 

mit St.. Toledo ee 


Pipe 
1445 Sum- 


Emergency Pipe Clamp 
A “junior” 

clamp 

Skinner 


size emergency pipe 


has been introduced by 


Made in a single-bolt 


designed as a 


width, it is com- 


panion to the standard emergency 
pipe clamp made by the firm. It 
features malleable 


Iron construc- 


tion, a full-length hinge on one 
side and an oversize bolt on the 
other. A recessed pressure-equal- 
izing gasket, covering the entire 


(Please turn to page 160) 
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sold 


stainless steel sinks. 


Here’s why...” 


4 year ago, an Ekco salesman called on me. He mentioned that Ekco is the only name in stain- 
less steel sinks that’s known by most every homemaker. It impressed me alright; but it didn’t 
sell me. I told him that my customers want more than a good name. They want the best 
possible sink for the money, and they want me to prove it to them. Now . . . why Ekco? 99 


ee ‘Look at the finish on this Ekco sink’ ”’ he ee ‘Next,’ ” he said, ** ‘look at these shim @@ ‘Check the white undercoating,’ ’’ he con- 
said. ‘‘ ‘That's the first thing your custom- strips. They're factory-applied to save you tinued. ‘* ‘It not only deadens kitchen clat- 
ers notice. Here's real houseware quality!” 9? time and work...and to prevent dimpling.’ 9? ter but brightens the under-sink area.’ ® 


Ce Well sir, he sold me. After a year with Ekco, I can frankly say 
that our sales have improved tremendously. In addition to a good ri “ 
product and good name, Ekco has supplied us with new 2 
promotions, new selling aids —sound merchandising programs that 
have helped us keep ahead of competition. We’re looking forward 

to an even bigger success this year.9? 


EKCO PRODUCTS COMPANY 
SINK DIVISION 
CHICAGO, ILLINOIS 


P.S. You, too, can use the selling power of the Ekco name to help you 
sell more stainless sinks. For complete facts, call or write today. 
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INSTALLATION 


look for the 


Seamless. All surfaces smooth; no fins, knobs The long service life of cast iron is a matter of 
or raised letters. Uniform, easy-to-cut walls. record. Insure your reputation with a product 
Straight. Accurate. Reinforced hubs and spigots. that stands the test of time. Install Superspun 
Perfectly round, perfectly matched. Tight joints cast iron soil pipe and the job is permanent. It's 
on the first attempt. root proof; it won't warp or flatten. 


On the job, time is money! Superspun goes in faster, 
saves work, COSTS NO MORE. Centrifugally cast in 
sand-lined molds; all fittings machine cast— 

Perfect partners to save you time and money. 


UPERSPUN 


CAST IRON SOIL PIPE AND FITTINGS 


Manufactured by COMBUSTION ENGINEERING, INC. 
CHATTANOOGA, TENNESSEE 
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LONG-LASTING 
STRENGTH AND 


West Sit... 


ry 
For Those Carefully Planned REMODELING JOBS! 
IMPROVEMENT is the paramount issue in every remodeling job! That is why it is wise to 
specify WARWICK Malleable Iron UNIONS in remodeling pipe lines everywhere. For a 
‘ : WARWICK Union assembled pipe line is a marked improvement over ordinary jobs. 


WARWICK Unions are not just made—they’re built ... built with uniform strength 
over all—with heavy, indestructible, large ground ball joint and bronze seat— 
with positive, permanent full ball seal—with strong, square-shouldered nuts to 
withstand wrench abuse. Yes, WARWICK Malleable Unions are built by men 
with special creative skill and experience ... to make the best showing in 


your pipe-line remodeling jobs. 


The best proof of WARWICK® 
Bquality is that WARWICK® 
y Unions are stocked and sold by @ 


leading jobbers everywhere. 


The WARWICK Ii 
COMPANY 


e 
TING 
¥ 
— 
2 


New Products 


(Continued from page 156) 
bottom half of the clamp, is ce- 
mented in. Installation is accom- 
plished by pressing the gasket half 
of the clamp against the leak in the 
pipe and allowing the bolt to fall 
into place. The nut is then tight- 
ened to complete the job. The 
clamp is available for 2-in. pipe. 

Manufacturer: M. B. Skinner 
Co., 3502 W. Sample St.. South 
Bend 21, Ind 


Gate Valves 

Two series of gate valves have 
been added to its line by Price 
Pfister. One series (illustrated) is 


for copper to copper use and the 
other for iron pipe. The valves 
feature painted wheel-handles. 
nonrising stems and large pack- 
ing glands. They are designed to 
handle water pressures up to 125 
lbs and are available in 1, *4, 1, 
1144, 142 and 2-in. sizes. 


Manufacturer: Price Pfister 


Brass Manufacturing Co., 3011 


Humboldt St., Los Angeles 31 


Crawler Backhoe-Loader 


crawler-mounted backhoe- 
loader has been added to its line 
by J. I Case. The 


basic tractor 


develops 30 drawbar hp and up to’ 


The 
rear-mounted backhoe digs 12!» ft 
deep and reaches more than 16 ft 
from its pivot and swings 180 degs 
It will cut more than 13 ft of a 4-ft 
deep trench from one position. A 
foot operated swing control leaves 
the operator’s hands free to work 
the bucket control. The front-end 
loader %3s yd capacity and 
exerts 4,300 lbs breakaway pres- 
sure, It will lift 2,600 lbs and clea 
almost 9 ft with the bucket dumped. 
The tractor is also available with 
backhoe and front-mounted bull 
or angledozer. 
Manufacturer: J 
Racine, Wis 


5,690 Ibs pull or push power 


has a 


Case Co. 


Formica’s Odorless, Non-Flammable Adhesive 
for Plastics Is Ideal for Remodeling Jobs 


A contact bond cement has been 
developed by Formica for bonding 


plastics to walls, countertops and 
tables. An important feature of the 
product is that it is essentially 
odorless and non-flammable. Con- 
tractors, working on walls, coun- 
tertops.and other residential re- 
modeling can spare their 
customers the inconvenience of no- 
cooking, no-smoking rules. The 
cement has twice the spread-rate 
of conventional adhesives, the com- 
pany says, and brushed, 
rolled or sprayed on. It washes 
off of application equipment with 
water. 

Manufacturer: Formica Corp., 
Division of American Cyanamid 
Co., 4614 Spring Grove Ave., Cin- 


cinnati 32. 


jobs, 


can be 


Air Conditioner 


A water cooled, self contained 
air conditioner for commercial and 
industrial application has been an- 
nounced by Embassy. Capacities 
of the unit range from five to 15 
The unit features a newly 
designed refrigerant distributor 
that provides added cooling ca- 
pacity under all conditions. All 
controls are conveniently located 
behind the front access door. The 
expansion valve is factory-set fo 
prope) adjustment, making 
field adjustment unnecessary. Com- 
pressors are spring-mounted and 
thermal control 
for motor protection, Both 
pressors and expansion valve are 


tons. 


heat 


have a overload 


com- 


covered by a five-year warranty. 

Manufacturer: Embassy Steel 
Products, Inc., 890 Stanley Ave., 
Brodklyn 


Hydraulic Pipe Cutter 

A heavy-duty, hydraulic pipe 
cutter has been added to its line by 
Wheeler. The unit will cut 
iron or cement-lined cast iron wa- 


cast 


ter main from 4 to 12 ins., heavy- 
duty soil pipe from 6 to 15 ins., ter- 
ra cotta or clay tile pipe from 6 to 
36 ins. and Transite pressure pipe 
from 6 to 10 ins. To operate, the 
chain is wrapped around the pipe 
and pulled through the jaws to the 
nearest ring. After taking up the 
slack with an adjusting screw, hy- 
draulie pressure is applied by hand 
or an electric pump to make the 
cut. Cutting time is less than one 
minute. The unit requires no vise 
(Please turn to page 163) 
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| Youll Self and grow with 


automatic gas-fired steam and hot water boilers 


Models for all home and commercial needs 


These handsome new Janitrol steam and hot water automatic 
gas-fired boilers can help you plan and install home and com- 
mercial comfort systems that will add new lustre to your ceaneianiahanted ; aan 
-nipple Design for Improved Circula- 
‘Their new, advanced design was motivated py the chal- circulation, improves ‘operation and 
lenging need for greater economy, efficiency and dependabilit: V holds a steady water line. Sturdy, cast 
. and the quality of engineering and construction you will — sections are built with a protective 
find in them is proof they meet the challenge. sicate “armor” costing. 


Keep in mind, too, that Surface Combustion Corporation, New White Jacket Beauty—Here’s a 
producer of Janitrol products, has been a trusted name in sparkling white finish to stimulate 
residential and commercial heating for over four decades. From sales. A finish that enhances kitchen, 
its vast research and manufacturing facilities you can expect utility or recreation rooms, blends with 


refrigerator, range or laundry equip- 
the pace-setting design and performance that leads the industry. ment. Compact, clean-lined styling, 


Proven Controls—Assure positive safety. >] — 

Shut off instantly in event of gas or 
power failure. Top performance, with 
latest design thermostat, automatic 
pilot, limit and gas pressure controls. 


New Quiet Performance—Janitrol’s cast 
iron, raised port burners permit correct 
secondary aeration for unusually quiet 
combustion. Hot flames are evenly dis- 
tributed for maximum heat concentra- 
tion. 


New Economy—Janitrol’s unique zig- ) 
zag boiler section design speeds up 
transfer of heat from hot gases to metal 
surfaces. This close-wiping contact 
with heating surfaces produces more 
heat with less fuel consumption. 


New Protective Insulation—Heat re- 
sistant glass fiber insulation is securely 
installed in Janitrol steam and hot 
water boilers. One inch thick, this 
material guards against heat loss. 


all-new Series ‘'50"' Saves Space and Money new series “66” 
AQUA-MATIC Combines House and Hot Water 


Heating in One Compact, Modern Featuring the largest 
Unit! 
sectional gas boiler 


built! 


For larger homes and 
commercial installa- 
tions. 20 sizes avail- 
able, wide of 
capacities with AGA 
Inputs from 750,000 
to 5,500,000 Btu. per 
hour to meet larger 
demands, 


Now you can offer your customers constant, 
dependable heat night and day—plus abundant 
hot water service with a single unit. Eliminate 
the separate, bulky water heater—save space 
and money with one, economical hot water unit! 

The Janitrol Series ‘50" is furnished in 
11 sizes with capacities from 217,500 to 
942,000 Btu. input per hour. Boilers approved 
by AGA for use with all gases, including 
natural, mixed, and LP and LP/gas-air mix- 
tures. Domestic hot water capacities labora- 
tory rated and certified when properly ap 
plied. Four sizes of tankless heaters and three 
sizes of storage tank heaters available 


JANITROL HEATING AND AIR CONDITIONING DIVISION 
Surface Combustion Corporation, Columbus 16, Ohio 
In Canada: Moffats, Ltd., Toronto 15 


Please show me how | can sell and grow with the new Janitro! automatic gas-fired steam and hot 


water boiler line—and other famous Janitrol heating and air conditioning products Janitrol for a he facts oF 
NAME THE COUPON TO US TODAY. ; 


— "From JANITROL—a complete line of gas and oil 


ADDRESS 
CITY ZONE STATE 


Fill in and MAIL TODAY. NO OBLIGATION peanemenenenneen heating-cooling 
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New Products 


(Continued from page 160) 

or turning and can be used in a 
ditch or wherever the chain can be 
wrapped around the pipe. Enough 
chain for a 12-in. pipe is supplied 
with the unit. Extra chain is avail 
able on request 

Manutacture) Wheeler Manu 
facturing Corp., Ross Rd., Ashta 
bula, O 


Truck Bodies 

Several new features have bee: 
added to its line of contractors 
service truck bodies by Morysville 


Body. Works. The bodies now fea- 
ture reinforced compartment doors 
with rain-sealed channels, rod 
hinges and two main bearings on 
each doot 

Manufacturer: Morysville Body 
Works. Inc., 813 S. Reading Ave 
Bovertown, Pa 


Water Softener 

A line of semi-automatic wate: 
softeners has been introduced by 
Eckhart Manufacturing. The new 
Korth unit is shipped completely, 
assembled, ready to hook up. When 
Zeolite is added, the unit is ready 
to operate. It is available in four 
models, ranging from 33,000 grain 
Back- 


to 75,000 grain capacities 


wash and rinse flow rates are auto- 
matically controlled. It has a heavy - 


gauge galvanized tank with baked 
enamel finish. The unit is guar- 
anteed for three years with an ad- 
ditional 10 year pro-rated war- 
ranty. The unit also has an over- 
sized lock cap for easier salting 

Manufacturer: Eckhart Manu- 
facturing Co., P. O. Box 248, 931 
Lehigh Ave., Union, N. J 


Swimming Pool Filter 

A compact swimming pool filter 
which recirculates and _ purifies 
15,000 gals. of water in approxi- 
mately 16 hrs has been announced 
by Purolator. It is available in two 
models. One model (illustrated) 
ises special filter elements, which 
can be back-washed and used re- 
peatedly or easily changed, and is 
designed for pools using municipal 
water supply systems. The othe: 
model employs a sand and gravel 
tank to filter and purify non- 
treated water from natural sources 


Rheem-Richmond Announces a New Line of Wall- 


Hung Vitreous China Lavatories in Three Sizes 


A wall-hung, flat-back vitreous 
china lavatory called the Trimline 
has been. announced by Rheem- 
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Richmond. The lavatory is avail- 
able in three sizes, 18 by 15, 20 by 
18 and 24 by 20 ins. A center leg 
for the two larger. models is op- 
tional. Among its features are a 
concealed front overflow, anti- 
splash rim and built-in soap dishes. 
It comes in seven colors and white. 

Manufacturer: Richmond 
Plumbing Fixtures Division, 
Rheem Manufacturing Co. P. O 
Box 111, Metuchen, N. J 


Both filter systems provide two- 
stage filtration and recirculation 
with an oversize basket straine: 
to catch large particles before 
finer filtration is accomplished 
Most solid pool contaminant can 
be pumped from pool to waste 
without passing through the filter 
by hooking a standard swimming 
pool vacuum cleaner to the con- 
nection provided in the system 
Each model is ready to install and 
is furnished with a five-way valve 
control and a %4-hp self-priming 
pump. Solid waste disposal and air 
elimination connections are also 
provided. The non-treated wate: 
model has a 5-ft 6-in. by 4-ft 10-in 


high sand and gravel tank 
Manufacturer: Purolator Prod- 
icts, Inc.. 970 New Brunswick 
Ave.. Rahway. N. J 


Tractor Shovel 

A tractor shovel for the Fordson 
Major tractor has been added to 
its line by Henry Manufacturing 
Called the Henry 900, the unit has 
a self-leveling bucket and bucket 
position indicator. It has a break- 
away capacity of 5,000 lbs and a 
lifting capacity of 3,000 lbs to a 


height of 9 ft. Maximum tilt-back 
of its bucket is 25 degs., while the 
dump angle is 50 degs. With the 
bucket at a 40 deg. dump angle at 
9 ft, the unit has a reach of 33 ins. 

Manufacturer: Henry Manu- 
facturing Co., 1700 N. Clay St., 
Topeka, Kans 


(Please turn to page 166) 
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If you sell only 
people who want 
the cheapest, you 

may sacrifice 
your profits 


SELL 


The Wighty 


The Mighty Middle — the vast majority of buyers — 
want quality products but can’t afford expensive ones 
with useless fancy trimmings. Here is the biggest, 
most profitable market for plumbing fixtures. 


The Mighty Middle is Gerber’s market. To help 
you sell it, Gerber specializes in quality plumbing 
fixtures with deluxe features usually found in lines 
costing much more. 


The Mighty Middle is a market where sensible 
prices pull sales. With Gerber you can sell the 
Mighty Middle without sacrificing quality or cutting 
your profits. 


Gerber makes a complete line of vitreous china, 
steel enamelware, and brass plumbing fixtures. Write 
for catalog G-7, and you'll see how you can sell The 
Mighty Middle. 


SELL 
GERBER Plumbing Fixtures 


Gerber Plumbing Fixtures Corp., 232 N. Clark St., Chicago 1, Ill. 


‘mw by Dependable service from leading jobbers, or delivery 
 eagampnae = direct to your job from any of 5 modern plants: 
45 ™ 


Kokomo, Ind.; Woodbridge, N. J.; Delphi, Ind.; Gadsden, Ala.; West Delphi, Ind. 
Export Division: Gerber International Corp., 500 Green St., Woodbridge, N. J. 


If you sell only 
people who want 
the fanciest, you 
may sacrifice 
your volume 


FOR FURTHER 
INFORMATION 


SEE OUR 
CATALOG IN 
SWEET'S- 


OR WRITE FOR COPE 
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nly one 


anufacturer 


in make 


this statement 


What does this mean to you? It means that 
when you choose our pipe you can be sure 
of quality —quality that is job-tested by 
waterworks engineers who know their 
business. Read the few facts below about 
Supplex Flexible Polyethylene Plastic 
Pipe —and let us hear from you. 


* * * * * * * * * * 


() makes it’ Supplex pipe combines the 
experience and integrity of two of the industry’s 
greatest names: American Hard Rubber Company, 
founded in 1852, is noted for plastic piping made to 
the strictest requirements of precision industries — 
and the Supplex Company division adds advanced 
techniques in production and quality control. 


' ibout use for drinking water? 
Supplex Plastic Pipe bearing the NSF Seal is certi- 
fied safe for drinking water by National San- 
itation Foundation, Ann Arbor, Michigan. 


Ace Supplex Plastic Pipe 


Products of American Hard Rubber Company and Supplex Company 
Divisions of Amerace Corp., 335 Broadway, New York 13, N. Y. 
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More Ace and Supplex 
plastic and rubber- 
protected equipment is 
in service in municipal 
waterworks than that of 


any other manufacturer. _ 


WHERE do I use it? For wells and farm water 
systems. For construction job water lines, industrial 
piping, mine drainage systems. For lawn and golf 
course sprinklers...recirculating water lines in 
air-conditioning. 


HOW does it come? Six diameters — each in 
two different lengths. Uniquely packaged to prevent 
damage in transit. And remember: American Hard 
Rubber Company also makes 8 other types of 
plastic pipe! 


WHICH fittings and clamps? Complete line 
— made of high-impact virgin polystyrene. NSF 
approved. All stainless steel clamps. Screwdriver and 
jackknife are the only tools you need. 


WHEN don’t I use it? We do not recommend 
Supplex Plastic Pipe for use with temperatures 
higher than 125° F. nor jet wells deeper than 125 ft. 
Make American Hard Rubber your one source of 
supply for all types of plastic pipe — the right pipe 
for the job. 
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New Products 


(Continued from page 163) 


Sump Pump 


A domestic sump pump, ready 
to plug into any 115 v AC outlet, 
has been introduced by Kenco. It 
features a fully automatic control, 
which is locked inside the housing, 
a built-in check valve and a com- 
pletely oil-filled construc- 
tion designed to eliminate conden- 
sation. The unit will pump 1,850 
gph at a 10-ft head or 2,400 gph 


sealed 


at a 5-ft head. It measures only 675 
ins. high by 8%4 ins. wide 

Manufacturer: Kenco Pump Di- 
vision, American Crucible Prod- 
icts Co., 1305 Oberlin Ave., Lo- 
rain, O 


Vanity-Lavatory 


A vitreous china lavatory for ho- 
tel, motel and restaurant installa- 
tions has been added to its line by 
Kohler. Incorporating a wide van- 
ity table ledge, the unit is free of 
joints provides an 
structed dressing table for 


unob- 
toilet 


articles. It is equipped with Kohler 
brass fiittings and can be furnished 
with a three-way fitting for hot, 


cold and ice water. Called the 


RY 


ICE-WATER FITTING 


with the 


side 


available 
table on eithe: 
comes in seven colors and white 

Manufacturer: Kohler Co., Koh 
ler, Wis 


Ledgend, it is 


dressing and 


Plastic Job Shack 


A reinforced Fiberglas job shack 
has developed by Kemlite 
Called the Kemhut, it is designed 
for use as a construction job office 
tool crib or storage shed. The light- 
veight, shatterproof shack may be 
staked to the ground like a tent o1 
secured to a perimeter of wooden 2 
by 4’s 
it may 
The 


plastic 


been 


For permanent installation 
be bolted to a 
rotproof, 


foundation 
veather-resistant 
with 
rustproof fastenings, using special 


panels are secured 


washers to insure watertightness 


Since the unit is self-supporting, no 


U. S. Plumbing Offers Cast Iron Service Sink for 
Residential, Commercial and Institutional Use 


A service sink tor residential, 
commercial and institutional instal- 
lations has been introduced by U.S 
Plumbing. The unit is made of cast 
iron and is triple-coated with vit- 
reous enamel inside and 
outside. It is furnished 
standard “S” or “P” 
a 3-in 


painted 
with a 
trap and with 
diameter inlet and outlet 
Dimensions are 22 by 18 by 1254 
ins. with the backsplash extending 
12 ins. above the bow] rim. Clamp- 
on rim guards are available. 

Manufacturer: U. S. Plumbing 
Fixture Corp., 1130 City Park Ave., 
Columbus, O 


The 
unit, which measures 10 by 12 by 7 
ft high and weighs approximately 
150 lbs, can be assembled in a few 
hours. It is furnished 


panels, 


nternal Dracing ts required 


complete 
ventilating 
aluminum 
hardware 
stored flat 


with precut 


louver, hinged door 


angles, fastenings and 


The entire unit can be 
when dismantled 
Manufacture Kemlite Corp 


101 N. Republic Ave., Joliet, Tl 


Lawn Sprinkler Head 


head, 


A lawn sprinkle: 
spiral design with a large orifice 


a 


to eliminate clogging, has been an 
nounced by Bete Fog Nozzle. The 
unit can be used in all lawn sprin 


kler systems and will cover a 24-tt 
will 
pop-up only when the water is on 
and retracts flush with the ground 
is off 

Bete Fog Nozzle 
Mass 


circle at normal pressures. It 


when water 
Manufacture! 
Inc.. Greenfield 


Hex Wrench 
A hex 


gular 


with 
working in 
been developed by 
The adjustable, 4- 
is designed to provide 
leverage and a 
hex nuts, 


wrench 
jaws for 


narrow an- 
tight 
has 
Tx 0] 
jaw 
greatel 


places 
Ridge 
sided 
positive 
nuts 


grip on square 


valve packing nuts and unions and 
gas cocks. The wrench is available 
in three sizes: for nuts *%s to %%4 
ins.; % to 1% ins.; and 1 to 2 ins 
The I-beam handle, made of a 
special malleable alloy, has a con- 
venient hang-up hole 
Manufacturer: The Ridge Tool 
Co., 400 Clark St., Elyria, O. END 
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Join the thousands of con- 
tractors across the nation 
who have fallen in love 
with Slant/Fin... because 
Slant/Fin offers the fast 
est baseboard installation 
in heating history! No 
hooks, no wires, no screws, 
no special tools—just two 
men with hammers (and a 
soldering torch)...all that’s 
needed to install baseboard in two medium- 
sized homes in one day! No time wasted 
back panels are nailed to the wall and 
components snap, clip, telescope into place! 


Slant Fin 4,’ 
contractor from the moment it comes on 


Baseboard works for the 


the job in color-coded, easy-to-handle-and- 


sort packages. Convenient 3, 4. 5, 6 and 


8-foot lengths eliminate costly cutting... 
a handy accessory panel adjusts to 1” to 


12” extensions 


Another important feature: Slant, Fin 
Baseboard comes fully assembled within 


the carton—support brackets, track hanger 
and pivot-action damper-vane (supplied 
without extra charge) are in position! No 
more time wasted figuring out what goes 
where! 


REMEMBER: The real savings in base- 
board installations are in profits per in- 
stalled foot, not in pennies saved on ma- 
terial! Discover all these extra profits that 
Slant/Fin's unique design makes possible 


and you'll carry the torch for Slant/Fin, 


too! To learn more, send for our free de- 


scriptive booklet. Use the coupon at right 


Please send me, free: “NEW SLANT ON CUTTING : 
BASEBOARD INSTALLATION COSTS” : 


with a complete checklist of all the important 


economies that con affect my baseboord instal 


lation jobs 
Also send osample of Slont Fin’. 


lama 


Heating Engineer Architect 


Contractor Wholesoler 


Name 
Firm 
Address 


City 


Builder 
Other 


. 
: 
: 
: 
: / : 
SLANT/FIN RADIATOR CORP. 
_— : 87-513 130th Street, Richmond Hill 16, 


Big Push contest 


THE 
contractor Is an important man 
but 
often does the community 


PLUMBING AND HEATING 


in his community how 


know 

No, we're nat being facetious 
Nhe plumbing and heating ean 
member at the 


iractar is a key 


ws be al 


Wealthy and 


Ve 
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Whi 
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How to Get Valuable Publicity 
By Promoting Special Events 


The following pages will explain 
that, too, but bagically it’s a mat- 
ter of publicity, the all-impor- 
tant, sometimes-overlooked ad 
jutant of advertising 

Brietly 
ol @ sper ial event in their busi 
lite to lacal 

veaders, radio 


hah 


these men made use 


Ness remind Hews 


Paper 
wil memberships ab 

Nhe event Wee 
Hig Buel) 


Cm 


hy 


Had a tool in 


theip tdentifieation the 


(lust of three articles) 


A BIG WINNER in DE’s Big Push 
Remodeling Sales Contest, Dale 
Watt (right), of Tulsa, Okla., 
beams as he receives his Achieve- 
ment Award certificate and prize, 
a gas-fired furnace contributed 
by Bryant Manufacturing Co. 
Making the presentation is R. W. 
Winget (left), a Bryant represen- 
tative. Looking on is Carl Flynn, 
ad manager of the newspaper 
that carries Watt's advertising. 
The award rated local 
per publicity. 


newspa- 


winners demonstrate .. . 


munity, and they didn't hesitate 
How they did this is a 
lesson worth reviewing 

Any 
the Big Push contest or not—is 


to use it 


contractor a winner in 


regularly presented with mate 
vial toy publicizing hiumsell in his 
Whether he exploits 


sales abed 
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Hon an haw well he wr 
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usual installation or participa- 
tion in some local celebration. 

The contractor is also familiar 
with the various channels of 
communication in his area—the 
community newspaper editor, 
nearby newscaster, the Kiwanis 
or Lions club, etc. Here are the 
avenues to the public—the pub- 
lic that buys from the man it 
knows as part of the important 
aspects of daily life. 

Of course, publicity can’t do 
any direct selling; that’s adver- 
tising’s job. Yet publicity has a 
subtle influence on Be- 
cause it doesn’t sell anything, 
some people who might skip an 
advertisement will take note of a 


sales. 


local news item. 


eAll this is better illustrated, 
though, by the Big Push winners 
themselves, who recognize a 
good thing—publicity—and don’t 
hesitate to spread their fame at 
every available opportunity 
That opportunity, coming in 
various guises, is offered to ev- 
ery plumbing and heating con- 


tractor, END 
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1058 


Ovcroper 


Domesri 
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CONGRATULATIONS, Clark 


Hee Maines 
Awetd 
representative Standard 


City firm 


THE PLUMBER GIVEN 
HIGH AWARD FoR FIRM; 


ONLY ONE IN NEW MEXICO 


ing both to our c 
ouselves."’ 


ustomers and to 


usiness sj 
1951. He has since built his tent. 
ness building here : 


Mr. and Mrs 
McClannah, 
have only recently completed » 


was oe by a pane] of seven 
Judges from more than 709 entries 


from all parts i 
tre of the United Sta. Complete remodeling Process 
their home, where Open Ho o 
™ will be heid from 2 to 4 
y Sunday Mrs McClennshen 


Roswell, President 


merchant 
aterials were 

to be on hand 
to obtain further information _ 
cerning remodeling your home 
Additional literature will also be 
available Elsewhere in this issue 
are pictures @ppearing in a halt- 


Page ad of the 
which have been — 


HE MADE THE FRONT PAGE: C. R. McClannahan, owner 
of “Mac the Plumber,” received this front-page pub- 
licity in the Eunice (New Mexico) Star when he was 
named a prize winner in DE’s contest. His prize, a de 
luxe exposed deck faucet, was contributed by Michigan 
Brass Co., Grand Haven, Mich. 


(turn to page 172) 
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Manager of “Mac The Plumber,’ 
received @ national award for Mr. and Mrs McClannahan +e 
outstanding achievement in busi- | have resided here since iy4g com eae 
ness management and merchan- ing here from Michigan Mr Mc Fa | 
dising in the Plumbing. heating Clannahan has been in the plumb ote 
and air Conditioning industry. Mr ing and po. ay 
McClannahan's entry in Domestic 
Engineering Magazine's “Big | 
AG 
Meeting 
held in Artesia Monday evening. | as 
Mr. McClannahan said “I did | Toe 
Fl not really think that I'd win when 4 
T sent my entry, but winning this oa 
award just goes to show that our pg 
efforts to be helpful and Consider- if 
ate and neat in Planning and exe. nents 
Cuting remodeling work is reward 
"wis 
: 
me 
|| 


B-3662—DRYDEN: 24” x 20” vitreous 
china lavatory with 8” combination fitting. 


B-6901—SPARTON: Vitreous china 
18° wide stall urinal with integral flushingrim, 


B-4002-H— MARS: Wall hung exposed 
vitreous china drinking fountain. 


| 
B-6700—QUIETON: Vitreous china 
syphon jet quiet-action floor-outlet bowl. 


Briggs completely new design concept for commercial 
plumbing fixtures and fittings is backed by more than 
70 years experience in manufacturing vitreous china. 


Now, Briggs brings to its new line of commercial plumbing 
fixtures and fittings the contemporary look of sculptured form 
Each unit and fitting, designed by Harley Earl, Inc., incorporates 
the same clean, simple lines—allowing you to sell continuity of 
design. And the entire line is backed by more than 70 years 
experience in producing fine vitreous china of constant quality. 
Available in Briggs six colors or white. Complete specifications 
are available to you on request. 


BRIGGS MANUFACTURING CO. ¢ WARREN, MICHIGAN 


A COMPLETE LINE OF PLUMBING FIXTURES FOR RESIDENTIAL, 
COMMERCIAL AND INDUSTRIAL USE 


RIGS 


U T Y wW 
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KitchenAid for every kitchen 
table dishwasher with “do-it-yourself” 


installation features! 


Here is PLUS business for you! There are 
no installation arrangements to make... no 
service problems... full profit on every sale 
with no labor-cost worry. Portable dish- 
washing with all the superior qualities of 
the built-in models from KitchenAid. 


hitchen Aid» 


dishwashers 


The Finest Made... by | 


The world’s largest manufacturer of food, kitchen and dishwashing machines 


DoMESTIC 


ENGINEERING 


OcTOBER 


1958 


Name__ 


City 


The portable gives you a tremendous 
sales potential from people who would 
never be built-in model prospects because 
they rent or live in apartments. It also gives 
you a more valuable franchise with a 
KitchenAid dishwasher to fit perfectly into 
every kitchen. Many “portable prospects” 
will turn into “built-in buyers.” All models 
have the features you can depend on, per- 
formance-proved for complete customer 
satisfaction and to assure your rightful 
profit. 

Take advantage of the tremendous inter- 
est that is sure to result from KitchenAid’s 
national ‘Dishwashing Can Be a Delight” 
contest to introduce the new portable. It 
will bring prospects to you. Promotional 
material to help you spur your sales will be 
available from KitchenAid—everything 
from point-of-sale material to local radio, 
IV and newspaper tie-ins... plus the back- 
ing of a complete, regularly scheduled, 
colorful advertising campaign in LIFE, 
SATURDAY EVENING POST and many 
other national magazines with millions of 
readers. For information mail the coupon. 


For permanent installation KitchenAid 
offers a wide choice of styles. All are 
easy to install and rarely need service. 
Built-in model shown above. 


Chg Hobart Manufacturing Co 
KitchenAid Home Dishwasher Div 
Dept. KDE-P, Troy, Ohio 


Please send information on the new KitchenAid 
portable dishwasher 


Address 


State 
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Big Push contest 
winners show how 
to get publicity 


(continued) 


PUBLICITY like this, obtained by Jack 
Kelly, Riverside, N. J., is one of the 
benefits received by Big Push contest 
winners. In the newspaper photo, 
James Berkstesser of the Carrollton 
Manufacturing Co., Carrollton, O., is 
shown presenting his company’s prize, 
a tri-level stainless steel sink. 
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"aa | National Contest 


| Local Contractor 


Wins Top Prize in 


Jack Kelly, local plumbing con- 
tractor, was awarded a top prize 
in the ‘Big Push’ contest sponsored | 
by a leading plumbing ‘trade pub- | 
| lication, 

The prize, a stainless steel tri- 

level sink, was awarded to Kelly 4 


by James Berkstesser. of the Car- 
| rollton Company, of Ohio 

In the telegram of congratulation 
from the magazine, Kelly was in- 
formed that his entry was one of 
the top prizes of over 700 entries. | 
The award was made for outstand- | 
ing merchandising in the plumbing 
and heating field. especially in bath- 
room and kitchen remodeling. 

In accepting the award, Kelly 
thanked the people of Riverside and 
vicinity whose response to his ad- 
vertising and promotion has made 
| the honor possible 

“Our local newspaper. the River- 
side Press, is a progressive publica- 
tion, and their help and guidance 

has been Synonymous with our suc- 
| cess,” said Kelly, adding, “This is 
= not only with we here at 


Kelly the Plumber, but of the entire 
plumbing association of Burlington 
county.” 


(turn to page 171) 


STATE PUBLICATIONS also devoted space to 
the contractors who won Big Push awards in 
their states. Here seven lowa contractors re- 
ceive recognition for “ingenuity, keen business 
sense’ in the lowa Plumbing Contractor. 
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stainless steel — series 400 
T” type Sink Frame 


THE HOTTEST NAME IN 
THE SINK FRAME FIELD 


The new Kintrim 400 is the talk of the 
industry. First in quality...designed for 
faster—better installation... priced to sell. 


1 —sBuilt in corner supports! Just push in the 
tabs. Fits steel or cast iron bowls. 


2 Simple—Fast Installation in the shop—on 
the job—Kintrim saves time! 


Get on the Kintrim bandwagon. Contact 
your wholesale distributor or write: 


*Pats. No. 2,440,741 and No. 2,502, 


KINKEAD INDUSTRIES 


5860 N. Pulaski Road, Chicago 30, Illinois 
5250 W. 102nd Street, Los Angeles 45, California 
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CCLAIM | 


NATIONAL ACCLAIM takes on a local flavor ‘left) as Walter 
Ford, Henry Ford Co., Philadelphia, gets a plug in the local 
contractor paper for his Big Push award. Ford’s prize in the 
DE contest was a packaged boiler-burner unit for oil or gas 


firing, contributed by Spencer Heater, Lycoming Division of 
the Avco Manufacturing Corp 


Walter O. For 
was described os ta 
y | 
contract rs, 
poor? tion of Plumbing and 
i ain 
has done ag 
Walter Ford, Vice 
el 
ry Ford Company: 
Award for ou 
iona 
in business 
in tne 
ndising ! 
air conditioning indy 
an 


Williamsport, Pa 


heating 
as given by DOMES: 
MAGAZINE ON-THE-SPOT-PRESENTATIONS below, like the one made 
by Ray Williams, Penberthy Manufacturing Co., to Dick 
| Unites gerne: Welch (left), Madison, Wis., helped to swell the 
The panel value of the contractor's victory in DE’s contest. Welch's 
my oven OX merge ted Wal prize was a Mers-A-Matic sump pump, prominently fea 
— tured in the publicity picture that Welch arranged 
of seve 
inner 

ter the win om 

ratulations, Walter. 
honor ovr members rae 

one of our meetings — 

r 
ing us more about 

tor building and main 
ccesstul plumbing 
. 
modernization business 


news 


you will 


Big Push contest winners show how 
to get publicity .... . (continued) 


(turn to page 178) 


LOCAL OPTIMISTS, meeting in a special 
club session, provided the setting for 
the award of a Big Push contest prize 
to Jerome Geisler ‘center 
Mich. Shown from left 
Ernest Sanger, district 
for Watts 
Mass.; 


Dearborn 
are John and 
representatives 
Regulator Co., Lawrence 
Geisler; his son James; and Bert 
president of the local Optimist 
group. Watt's prize contribution was 
a selection of valves for hot water 
heating and domestic water heating 
Three newspapers carried the 


Jasper, 


story 
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STEAM SPECIALTIES 


VARI-VAC CONTROLS 


| Mark of Dependability... 


IN STEAM HEATING 


More than a century and a half of Dunham-Bush heat transfer 
experience is your assurance of dependable products. 


Dunham-Bush offers one of the most complete lines of steam spe- 
cialties in the industry plus pumps, controls and other heating and 
air conditioning products. 


You can also depend on the man behind Dunham-Bush products to 
assist you. There's a Dunham-Bush sales engineer near you with 
valuable technical skills ... ready to serve you. 


Ask the Dunham-Bush sales engineer for data on recent steam 
heating product development. Or write us! 


Remember for “one order” efficiency, and economy,... For one 
source —One Responsibility, look to . 


Dunham-Bush,Inc. 


WEST HARTFORD 10 e CONNECTICUT e U.S. A 
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PIPE 


-CEFCO FIBRE SEWER CSII6-54 


YOU CAN DEPEND ON THE NAME... 


J 


Another job-proved product of Central Foundry 
for fast assembly and profit...the dependable, 
low-cost fibre pipe to use when non-metallic, 
low-pressure pipe can be installed for: house-to- 
sewer connection —sub-surface drainage — other 
residential, industrial and farm applications. 

CEFCO Fibre Pipe is bituminized, and most 
times exceeds Federal specifications. It is im- 


' 


mune to chemical attack, withstands earth loads, 
traffic shocks and shifting soil. It fits together 
with tight, root-proof joints speedily and easily. 


Insist on CEFCO Fibre Pipe. It’s the completely 
dependable, money-saving product of a company 
known by plumbers for more than a half century, 
for quality of product and leadership. 


CENTRAL FOUNDRY 


= 


COMPANY 


Bituminized Fibre Pipe 


Office: Foot of Pacific Street, Newark 5, N. 3 
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KITCHENS 


Yes, and they’re more profitable because it takes 


less man hours to complete the installation. 


Beauty Queen kitchens arrive ready to 
install, the wall cabinets hang like pictures, 
base cabinets fit into place, there’s no hack- 
ing or sawing on the job. 

With the nationally advertised Beauty 
Queen kitchen line you have everything you 
need to meet the toughest competition either 
on a custom or volume basis. Unlike job- 
fabricated kitchen cabinet installations, with 
Beauty Queen, you know your costs before 


Catalog 58-6 is now available. 
Write us, get the complete story 


you give a quotation. Estimates can be made 
accurately to assure a profitable mark-up on 
the job and A.B.C. Financing is available in 
your locality. 

Beauty Queen kitchen cabinets are of 
the finest all-steel construction with a 
choice of white and eight pastel colors, to 
match the durability, finish and quality of 
kitchen appliances. 


on what it means to hold a Toledo Desk and Fixture Company 


Beauty Queen distributorship in 
your community. 
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THIS PUBLICITY PHOTO, showing Norbert Singer (left 
of the Fullerton Plumbing and Heating Co., Chicago, 
receiving his Big Push prize, was staged at the Chicago 
warehouse of The Fairbanks Co., New York City. The 
prize, two appliance trucks, was presented by George 
Leckler, manager of the company’s Chicago office 


Norman Weiner Wins 
In National Contest 


Norman Weiner, president of the 
Econorny Plumbing and Heating Co., 
1125 Washington Ave. S., has been se- 
lected in a national contest as one 
of the outstanding 
contractors in the 
plumbing, heating 
and air condition- 
ing field. 

He received a 
merchandise award 
and citation for his 
entry in Domestic , 
Engineering maga- 
zine’s “big push” 
remodeling sales 
contest which at- 
tracted more than Mr. Weiner 
700 entries from 
throughout the United States. 

Mr. Weiner is a member of B'nai 
B’rith and Mikro Kodesh synagogue 
and is active in Civil Defense. 


WELL DESERVED PUBLICITY in a Minneap 
Big Push contest winners show how olis newspaper was received by Norman 
as ; Weiner, president of Economy Plumbing 

to get publicity a eee (continued) and Heating Co., following the announce 
ment of his winning entry in DE’s Big 

Push contest. Weiner’s prize was a 30 

gallon, glass-lined water heater and two 

clock signs donated by Crane Co., Chicago 


LOOKING PLEASED with his Big Push con- 
test prize, a temperature and pressure 
relief valve contributed by McDonnell & 
Miller, Inc., Chicago, is George Ray (cen- 
ter), Kankakee, Ill. At left is Robert 
Nelson, McDonnell & Miller representa- 
tive, and at right Keith Patton, of the In- 
land Supply Co.’s branch at Kankakee 


(turn 
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Pakt might very well be riding it! That's because our 
hero makes a habit of getting places. So does Reading 
Tube’s delivery system, which speeds Reading quality 
products to you through a continent-wide network of 
distribution depots. Renowned Reading quality in 
copper and brass tube and pipe is the result of C.Q.C. 
(Complete Quality Control). It’s achieved through 
step-by-step supervision by specialists in a mill that’s 
wholly integrated — from its own refinery to its own 
depots. And though Mr. Readi-Pakt doesn’t ride per- 
sonally with every delivery, you always have the assur- 
ance of Reading's famous personalized service! 


IN TUBING — Nothing Beats Copper — 
IN COPPER — Nothing Beats READING! 


READING TUBE CORPORATION 


EMPIRE STATE BUILDING NEW YORK 1, N. Y. 
WORKS: READING, PA. 


Distribution Depots: 
READING, PA. CHICAGO, ILL. DENVER, COLO. 


WOODSIDE, L.1., N.Y. 305 W. 3ist St. 2845 Walnut St And 
57-17 Northern Blvd CLEVELAND, OHIO HOUSTON, TEXAS RED BRASS 7 


PHILADELPHIA, PA. 4615 Perkins Ave 1121 Rothwell St PIPE 


921 Penn St OAKLAND, CALIF. DALLAS, TEXAS 
ATLANTA, GA. 410 Hegenberger Rd 9000 Sovereign Row 
690 Murphy Ave LOS ANGELES, CALIF. 800k Hollow 
S.W., Unit 5, Bldg B No. Santa Fe Ave. Industrial District 


Sold Through Wholesalers Only 


When the first rocket zooms to the moon, Mr. Readi ai? 


RIMSET. 


today’s 


PENN HEATING CONTROLS 


Oil burner stack switch 
with today’s most ad 
vanced features. Type 
680 for continuous and 
Type 682 for intermit 


tent ignition 


... they deliver the greater comfort you sell 


Type 926 gas valve with 


straight-through flow 


and vertical self-cleaning 


seat. Pressure regulation 


and pilots available. 


Type 442 safety limit or 
operating immersion 
control with trigger 
quick’ response for hot 
water jobs 


You ulways fulfill your promise of carefree, 
dependable gas heating comfort with Penn con- 
trols. They incorporate the “extras” to create 
better-satisfied customers for you! 


For example, the Penn RIMSET has feature 
your customers want and can’t get with any 
other thermostat. It is easier to set... you 
simply dial the rim .’. . the scale remains 
stationary and is always easiest to read. There 
are many more advantages. Try Penn on your 
next heating job! 


Type 520 liquid expan 
sion combination § fan 
and limit control with 
calibrated dials for 


warm air furnaces. 


PENN CONTROLS, INC. 


EXPORT DIVISION: 27 E. 38th ST., NEW YORK, N.Y. 
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SAN FRANCISCO was the scene of this Big 
Push prize presentation. Max Malcolm 
right), president of the Associated Plumb- 
ing Contractors, of San Francisco, congrat- 
ulates Dan Chadbourne of the D. |. Chad- 
bourne Co. on his prize-winning entry. His 


prize is the handsome display board with four 
single-lever faucets shown in the background 
At left is George Hornstein, representing the 
Delta Faucet Division of Masco Screw Prod 
ucts Co., Dearborn, Mich. Malcolm won 
an Honorable Mention in the contest 


. Big Push contest winners show how 
to get publicity .... . (continued) 


(turn to page 184) 
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ANOTHER AWARD FOR MR, BAUMBACH—W. J. Baum- 
bach (left), president of the plumbing, heating and air 
conditioning firm which bears his name, is shown receiving 
an award from Barnes Manufacturing Co., Mansfield, O, 
The award was for Baumbach’s outstanding entry in 
Domestic Engineering's “Big Push" contest. Sam Earp 
center) is the manufacturer representative making the 
presentation, with Griffen W. Ritnour, sales promotion man, 
looking on. Mr. Baumbach recently received an award for the 
best decorated show window in the area. (SUN Photo—Little.) 


THE LOCAL PAPER in Arlington, Va., carried this photo 
and story of W. J. Baumbach’s success in the Big Push 
contest. Sam Earp (center), manufacturer's representa- 
tive, and Griffen Ritnour, sales promotion man for Barnes 
Manufacturing Co., Mansfield, O., are shown presenting 
the firm’s prize, a portable pump, to Baumbach. 


CLIFF CARLSON (left) of the C. J. Erickson Plumbing Co., 
Chicago,. is congratulated by L. W. Sieezer, field sales 
manager for Toledo Desk & Fixture Co., Maumee, O., 
on being the winner of his company’s contribution, a 
Vanette lavatory mounted in a vanity cabinet 
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QUALITY SUPREME 
GALVANIZED SHEETS 


Use Wheeling sorTiTE® Galvan- 
ized Sheets. Ideal for every fabri- 
cating operation, they never flake 
or peel. So we make this challenge 
— Anything that can be made of 
steel sheets can be made of 
sorTiTE Galvanized Sheets. 
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STRONG 
STEEL PIPE 


Use Wheeling Continuous Weld 
Galvanized Steel Pipe. Consist- 
ently strong, ductile and uniform, 
Wheeling Pipe fabricates and 
welds easily because it is always 
made of Wheeling’s own con- 
trolled quality steel. 


Ask your Wheeling Distributor for full details today. Or write, Wheeling Steel Corporation, 
Wheeling, West Virginia. District Sales Offices located in Atlanta, Boston, Buffalo, Chicago, 
Cincinnati, Cleveland, Detroit, Houston, New York, 
Philadelphia, St. Louis, San Francisco, Wheeling. 


IT’S WHEELING STEEL 


TOP-QUALITY 
SERVICE 


Call your nearby Wheeling Dis- 
tributor. He has years of experi- 
ence in serving customers just like 
you. And he always carries a well- 
rounded stock of Wheeling Steel 
Products so he can quickly and 
efficiently fill your needs. 
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FOR HOT WATER 

HEATING 
No. 39 
(No lever) 


No. 391 
(With lever) 


NUMBER 39 SERIES 


THRUSH 
WATER RELIEF 
VALVES 


WATER HEATERS 
No. 39 H 
(No lever) 


No. 39 HL 
(With lever) 


Vo" Inlet and Outlet 


PRESSURE TANK 
with vacuum 


Prices: 


nevier Wave 
Here’s the biggest value in Water Relief Valves today. L a 

The new No. 39 series of Thrush Water Relief Valves have 
high capacity, backed by the Thrush reputation for quality 
and dependability . . . and they are low in price. They have ee 
high-lift, heat-resistant silicone seats with special heat- 
resistant diaphragms. The bodies and working parts are all : 
brass. These new valves are made in two types. 


FLOW CONTROL 


1. FOR HOT WATER HEATING 


The No. 39, without lever, and the No. 39L, with con- 
venient testing lever, are designed for use on Hot Water | | 
Heating Systems. The diagram at the right shows either ss a ele 
of two suitable places of installation. These valves are non- 
adjustable and factory set to relieve at 30 pounds pressure. 


WATER 
CIRCULATOR 


No. 39 L may be installed in either of 
two places to protect a hot water 
heating system, os shown. 


2. FOR DOMESTIC HOT WATER HEATERS oa 
The No. 39H, without lever, and the No. 39HL, with 


lever, are designed for use on domestic water heaters. They 
are nonadjustable but can be set at the factory for any 
specified pressure from 45 pounds to 150 pounds. These 
valves will provide safe and positive relief from excessive 
pressures. You can install them with confidence. 


NO. 39LH OR NO. 39H 


HOT 


GAS 

OVERFLOW OR 

See your wholesaler today or write 7 ELECTRIC et 
Department A-10 for more information. HEATER 


illustration shows No. 39 HL installed 


- on a domestic hot water heater. 
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MANUFACTURER, WHOLESALER AND CON- 
TRACTOR cooperated in Promoting the 
news of the Schoeller Co.’s victory in the 
Big Push contest. F. W. Mark left), as 
sistant general sales manager of the 
Bermico Division of Brown Co., represented 
the manufacturer; contractor Albert Schoel- 
ler (Trenton, N. J. is the prize winner. 
and Matt Thiel right) represented the 
wholesaler, Lincoln Supply Co. Schoeller’s 
prize was 200 feet of fibre sewer pipe 
contributed by the Boston manufacturer 


JUNE EDITION, 1958 


CHICAGO PLUMBER WINS 


WICKS OUTLINES P-H-C PLAN SENTINEL SHOWER AWARD 


ON MODERNIZATION SCHEME Erie 


Big Push contest 
winners show how 


Speckman Joins 
National Drive 


to get publicity 


.. . (continued) 


MANUFACTURER’S HOUSE ORGAN (above announced 
the victory of John McCann, Chicago. McCann’s award 
in the Big Push contest was a shower head and mixing 
valve combination contributed by Speakman Co., Wilm- 
ington, Del. The prize presentation won a top spot in 
the manufacturer's newspaper, “The Speaker.” 


(turn to page 188) 


A GAY TIME was had at Gay Plumbing and Heating, 
Albany, Ga., when Triangle Manufacturing Co., Detroit, 
presented its Big Push prize to John Gay (right), presi- 
dent of the firm. Making the presentation of a Tray- 
Matic automatic laundry tray pump is J. M. Alford of 
Warren Greene and Associates, which represents Triangle 
in the southern states. 
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Wheatland Steel Pipe installed 


in the nation’s first 


ATOMIC ENERGY COMMISSION 
MEDICAL RESEARCH CENTER 


Architect 
General Contractor- & Higgins 


Mechanj Malan © 
anical Contractor: Fred ©NStruction Corp. 
chanical Engineers. S. Robbins 


S 
Pipe Distributor: yska & Hennessy Ine 


Gelles Berger Co., Inc 


Just recently completed, this modern medical center forms part of the 


Brookhaven National Laboratory at Upton, Long Island. It covers 2.7 acres 


of an 1l-acre site, and houses research laboratories for medical physics, 


@ 


pathology, microbiology, biochemistry and physiology. The graceful, one-story 


structure also contains a 48-bed research hospital, an industrial medicine 
branch for Brookhaven personnel and a nuclear reactor designed specifi« ally 


for medical research and therapy. 


Here stands an architectural gem built for peak efficiency in every phase of 


operation. Here, as in project after project across the nation, Wheatland Steel 


Pipe was installed for its outstanding quality, dependable service and long 


\ 


life. Why not specify Wheatland Steel Pipe for your installations? 


wih The yearmarh 


rte 


For information about Black or Galvanized Steel Pipe, contact 


BANKERS SECURITIES BUILDING, PHILA. 7, PA. ¢ MILLS: WHEATLAND, PA. « DELAIR, N. J. 
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Hunting big game 
in the new 


construction market ? 


DODGE REPORTS point 
directly to your firm’s live prospects 


Your salesmen’s time and energy can be spent 
more profitably in selling than in trial-and-error 
canvassing. In the new construction market, it’s 
simply a matter of using Dodge Reports to pin- 
point live prospects ... to guide the timing of 
sales calls. 

You select the areas (within 37 eastern states ) 


Then Dodge Reports, mailed directly to you or 
your men, give advance notice of new construc- 
tion in their territories... where... when... what 
kind ... how much it is going to cost ... whom to 
call on. Follow-up reports tell when bids are 
wanted and who else is bidding on every phase of 
construction — until the last subcontract is let. 


and types of construction you're interested in. 


WRITE FOR FREE BOOK 


F. W. Dodge Corporation, Construction News Division, 
119 West 40th Street, New York 18, N. Y., Dept. 8108 


Send me the book “Dodge Reports To Use Them Effectively” 
and let me see some typical Dodge Reports for my area. I am interested 
in the markets checked below. 


) House Construction General Building 


Engineering Projects (Heavy Construction) 
Area 
Name 
Company 
Address 


City 


Fir 

\ 

| th: ff | 

4 
er 

. Dodge Reports | 
| For Timed Se’ ; 
| Zone State | 
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24 miles of 
| (iss) National Pipe — 


used in Steinberg Memorial Ice Skating Rink 


Twenty-four miles of USS* NaTIoNnaL PIPE lie 
beneath the concrete surface of the Mark C. 
Steinberg Memorial Ice Skating Rink, St. Louis. 
Missouri. The steel pipe is used to carry the 
calcium chloride brine which will be circulated 
through the system from zero to 10°F. Of the 
128,917 feet of USS NaTIoNAL* Prpe installed, 
over 112,000 feet was 1'4" pipe for the coils. 
The additional footage was made up of sizes 6' 
through 14” seamless pipe which was used as 
headers. The coils were fabricated at the site 

a job made easy by the extreme flexibility of 
the 1!'4” diameter pipe. 


Let National Tube supply the top-quality steel 
pipe you need for ice skating rinks, snow-melting 
and radiant-heating installations. USS 

NATIONAL PIPE will pay you back in outstanding 


fF service many times over for every dollar 
; you spend for it. If you’d like further information 
: or immediate assistance with your pipe problems, 


write to National Tube Division, United States 
Steel Corporation, 525 William Penn Place, 
Pittsburgh 30, Pa. 


‘**The world’s largest and most experienced manufacturer 


of tubular products NATIONAL TUBE” 


National Tube 
Division of United States Steel 


STRADE MARK 


. Columbia-Geneva Steel Division, San Francisco, Pacific Coast Distributors + United States Steel Export Company, New York 
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Big Push contest 
winners show how 


to get publicity 


... (continued) 


EXTENSIVE PUBLICITY at the state level 
earned recognition for four Big 
Push prize winners in the state of 
Pennsylvania. Capsule profiles of the 
state’s top remodeling contractors were 
published in the Pennsylvania Plumb 
ing Contractor. 

The winners who received the recog- 
nition in this story are Byron Eplett, 
B. R. Eplett Plumbing, Heating and 
Air Conditioning Co., Johnstown; David 
Madsen, Madsen Plumbing and Heat 
ing, Upper Darby; Earl McVehil, Mc 
Vehil Plumbing Co., Washington; and 
Francis Ledwith, Frank J. Ledwith and 
Sons, Philadelphia END 


more 


Sales Aids 


Winners in the “Big Push 
Remodeling Sales Contest 


the Big Volume Market) 


9.Wire Submersibles 


= |] 


Rapidayton 


(Continued from page 148) 


18 and 24-in 
towel bars, a paperholder with met- 


28 by 21-ins., are 
al roller, a soap dish and a tumbler- 
toothbrush holder. 

Available from: Grote Manufac- 
turing Co., Grote Square, Bellevue, 


Ky. 


Wall Chart Shows Full Line 
of Youngstown Kitchens 

A colorful wall chart illustrating 
its complete line of kitchens is now 
available The 


from Youngstown. 


four-color chart, measuring 48 by 
36 ins., is designed to supplement 


the company’s consumer catalog 


Available Youngstown 


from: 


Kitchens, Division of American- 


Standard, Salem, O 


Owens-Corning Issues 
New Promotion Kit 
A new sales promotion kit is be- 
ing distributed to its filter dealers 
by Owens-Corning. The kit, 
taining 18 built 
three Life magazine ads 


con- 
around 
Included 


are window display cards and stick- 


pieces, 1s 


ers, a radio and television script 


announcements, ordering forms fo: 
newspaper ad mats and literature, 
for customers, en- 


a record card 


velope stuffers, door and furnace 


stickers, utility envelopes and 

“change-the-filter” postcards 
Available from 

Fiberglas 


New 


Owens-Corning 
Corp., 16 E. 56th St., 
York City 


National Offers Disposer 
Promotion Kit 


A merchandising kit announcing 


its promotion for food waste dis- 


posers has been issued by National 
The kit contains information about 


an 
a 30-day 


free-trial plan for con- 


with a 


sumers double-your-mon- 
ey-back” guarantee for the con- 
tractor if his customer is not 100 


percent satisfied with his new 


disposer. The kit is available to 
wholesalers for use with thei 
dealers. The kit also contains mail- 
ing pieces for the wholesaler to 


send to dealers and envelope stuf- 
fers outlining facts about disposers 
the 


tomers. 


for dealer to mail to his cus- 

Available from: National Dis- 
poser, National Rubber Machinery 
Co., 47 W. Exchange St.. Akron 8 
O 


Live-Action Display Shows 
Humidifier in Operation 


A live-action, point-of-purchase 
display that shows its new positive 
Return-Aire 
in operation is 


humidifier 
offered by 


discharge 
being 
Herrmidifier. The compact display 


occupies 12 by 12 ins. .of counter 


space. It contains a “live” humidi- 
fier, a multi-colored display card 
describing the features of the unit 
and a top-mounted spotlight for il- 
lumination 

Available from: Herrmidifier Co.., 
P. O. Box 145, Neffsville, Pa END 
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a New HOLIDAY 


(LARGER SERIES) 


GAS BOILE 


Net Ratings: 
600 — 2,700 sq. ft. water 
375 — 1,690 sq. ft. steam 


Now the new HOLIDAY No. 70 series gives you sizes for 
large dwellings, commercial and institutional jobs! 
No. 70 has the same advanced engineering features as 
its smaller companion size, No. 60. Efficient vertical flue 
travel, lifetime cast-iron construction, built-in tankless 
heaters for automatic hot faucet water, and many other 
features make it the ultimate in gas-fired hydronic® heat- 


Approved 


ing. The eight new sizes in the No. 70 series are I-B-R 
steam rated at 375 to 1,690 sq. ft... . for water the rat- 
ings are 600 to 2,700 sq. ft. This outstanding new boiler 
is A.G.A. approved, too. HOLIDAY No. 70 means more 
jobs for you—additional profits—in the rapidly expanding 
gas market! 


POINTS TO HELP YOU SELL 


@ Built-in Tankless all copper 


water heaters rated from 4 to 
15 G.P.M. available in both 
Steam and Water models. 


A.G.A. approved for Natural, 
Mixed or Manufactured gases 
Fuel-saving vertical flue travel. 
Lifetime cast-iron construction. 
Controls are safe, dependable 
and fully automatic . . . the 
finest obtainable. 

Cleanouts located in front. 
Controls not disturbed. 
Attractive, streamlined jacket 


with two-tone blue and silver 
grey Hammerloid baked enamel 
finish. 

Meets all requirements of 
S.U.R. and A.S.M.E. 

Lifetime cast-iron sections are 
studded with hundreds of heat- 
grabbing pins. Note large 
nipples for optimum water cir- 
culation. 


MAIL COUPON TODAY DE-108 

Burnham Corporation 

Irvington, New York 


Please send me, without obligation, full data on the new No. 70 
HOLIDAY Gas Boiler. 


*HYDRONICS ... the science of heating and cooling with water 
First in the Manufacture of Baseboard Heating 


Heating & Cooling Division 
Irvington, New York 


“SY Member of The Better Heating-Cooling Council 
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YARDLEY PIPE 


made especially 


for the man who says: 


“| value my reputation...” 


The man who wants to be sure of his installa- 


tions insists on Yardley K — the pipe with the 


safety factor that protects against splitting, 
pin holes and rupture. Yardley K is Pressu- 
rated 150 P.S.1., yet costs no more. With only 
K-150 in your stock you can set submersible 
or jet pumps to 289 feet pumping water level. 
This means substantial savings in your inven- ‘ 
tory. Get all the facts. Write for free Brochure 
“How to Choose and Use Yardley K Pipe.” 


FOR SUBMERSIBLE PUMPS 


TIP-IN METHOD 


Use K-150 solvent weld pipe, cou- 
pled one end — 20-ft. lengths. The 
well piping system is assembled 
complete, with well cap. on the 
ground and then raised or tipped 
into the well casing. 


YARDLEY K FITTINGS are 
available in a wide selec- 
tion including male and fe- 
male adapters with standard 
iron pipe threads for con- STRAIGHT-IN 
necting to pump outlets, ete. Use K-150 pre-joint, aoe ; 

10 or 20-ft. lengths. 

Pipe supplied with TIP-IN METHOD 
iron pipe threaded Use K-150 solvent weld STRAIGHT-IN 

male and female pipe, coupled one end — Use K-150 pre-joint: pipe — 
adapters attached. 20-ft. lengths. either 10 or 20-ft. lengths. 


YARDLEY PLASTICS CO., 142 PARSONS AVE., COLUMBUS 15, OHIO 
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Washing Machine Trap 


Con-X-All 


= 
& 2 


DI-LECO Fittings “4 Drain Gap 


Swimming Pool Products 


Flexi-Sply 


Around the clock, American Sanitary keeps working... 
developing...introducing new products for new profits 
for you! The best-sellers shown above have all been 
added in recent years to the American Sanitary line 

..@ line that leads the industry in completeness, 
quality and confidence. 


WE DISTRIBUTE THROUGH WHOLESALERS ONLY 


@) \ amenican sanitary 


OVER FORTY YEARS LEADERSHIP IN 
THE PLUMBING INDUSTRY 


MFG. CO., ABINGDON, ILLINOIS 


YOU'RE ALWAYS AHEAD WITH AMERICAN SANITARY 
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Trade Literature 


(Continued from page 26) 
Nine pages are devoted to selection 
information o1 water 
examples for cooling 


coils with 


Available from: American Ai: 
Filter Co., Dept. PD, 215 Central 
Ave., Louisville 8, Ky 


Air Conditioning Catalog 

Its full line of warm air gravity 
furnaces and summer, winter and 
year-round air conditioners are de- 


scribed in a new catalog by Amer- 
ican-Standard. The 
includes detailed specifications and 


32-page catalog 


product dimensional diagrams. It is 


punched for standard three-ring 


loose-leat binders 


Available from: American- 
Standard, Air Conditioning Divi- 
ston, 10 W 10th St New York 


City 18 


Fastening Tool Booklet 

An eight-page booklet listing the 
uses of the Ramset fastening tool in 
plumbing installations has been is- 
Olin Mathieson. Called 
‘Plumbing Applications,” the illus- 


sued by 


trated manual contains instructions 
and hints for using the tool in every 
plumbing installation. The 


tool uses a tired 


phase o! 
cartridge to 
non-brittle 

Available from Fasten- 
ing System, Olin Mathieson Chem- 
It al Corp 12117 Berea Rd.. Cleve- 


land 


seat 
fasteners in 


Ramset 


Immersion Boiler Folder 
A four-page folder listing design 
and 


features specifications of its 


steam boilers is avail 
able from Sellers Engineering. The 


three-colo: 


Iinmersion 


folder includes a de- 


scription of immersion firing. The 


boilers are available in models 
ranging from 10 to £0 hp 

Available from: Sellers Engi- 
neering Co 1876 N. Clark St 


Chicago 40 


New Clayton Mark Well Supply Catalog Includes 
Price List for First Time to Simplify Ordering 


A combination catalog and price 
list fon 
sued by 
catalog 


well supplies has been is- 
Clayton Mark. The 


simplifies ordering by 


new 


and 
the product 

All stand- 
well supplies 


showing the catalog numbe: 
price directly beside 
description and picture 
ard and “fast-moving” 
are listed to 


assure the dealer a 


stock of products for which there is 
To help re- 
duce well point inventories, points 
three ft on 
increments of 1-f 


the greatest demand 


longet are offered in 
lengths instead 
of 6-in. lengths 

Available from: Clayton Mark & 
Co., 1900 Dempster St., Ev 
Ill 


anston 


NEW COMBINATION CATALOG and price list, recently issued by Clayton Mark 


& Co., is admired by the firm’s Gerald Hensler 
well supply sales, and G. E. Rogers, manager of well supply and pump sales 


92 


left), assistant manager of 


surtaces. 


Water Heater Catalog 

A catalog describing its AH series 
of tankless commercial water heat 
ers has been published by Portmai 
The catalog contains charts provid- 
ing installation information, recom- 
mended piping hookup, proper siz- 
ing tor and 


various applications 


average service Water require- 
ments. Complete information on the 
models 


company’s 14 ranging in 


capacities from 300 to 6,000 gph, is 
given 
Available 


Heater Co., 


Water 


. Brooklyn 


Portmat 


193 7th St 


irom 


Storage Tank Catalog 
A 24-page 


catalog listing com- 


plete technical information on its 
line of storage tanks, hot water 
generators, heat transfer equip- 


Novelon 
fabrication pub- 
lished by Ellicott. The catalog also 
contains specifications on the firm’s 


ment, linings and specia! 


work has been 


line of air receivers, hydro-pneu- 
matic tanks and blowoff tanks. In- 
formation to assist in specifying 
correct capacities and dimensions is 
included. The two-color catalog is 
punched for loose-leaf binders. 
Available from: Ellicott Fabri- 
Inc., Clare and Kloman Sts.., 


3altimore 30 


cators 


Plastic Pipe Bulletin 

A three-page bulletin covering 
its new line of plastic pipe has been 
published by Southwestern. It de- 
which is available 
lists 
various applications for its use. It 


scribes the pipe, 
in four pressure ratings, and 
also lists physical and mechanical 
properties, chemical resistance da- 
Work- 
ing pressure charts are included 
Available from: 
Plastic Pipe Co., 
Wells, Tex 


(Please turn to page 194) 


ta and flow characteristics 


Southwestern 


Box 117. Mineral 


Domestic ENGINEERING, 


OcTOBER 


| 
Be 
“ 
a 
Amenican-Standard 
air conditioning equipment 
i 
* 
~ 
Sy 


Construction of basementless homes 


“ie. creates an enormous new demand for 
ae heating ducts. Clay Pipe is ideal for 
ae this purpose odorless, dustless, low- 


est cost in place, longest lasting. 
Plumbing-heating Contractors are 
‘ashing in with double Clay Pipe sales: 
Clay Pipe for the usual house con- 
nections AND Clay Pipe for the heat- 
ing ducts. This double sale is boosting 
Clay Pipe usage per house from 50 
| feet to 250-400 feet! Here is worth- 
ae while extra business, so get your share 


of these new, easy profits now. 


ONLY CLAY PIPE HEATING DUCTS 
OFFER ALL THESE ADVANTAGES: 


* odorless, dustiess 


* can't rot, rust or 


disintegrate 


4-4 * needs no anchoring 
: because it can't squash 
out or float 


NATIONAL CLAY PIPE MANUFACTURERS, INC. 1820N Street, N. W., Washington 6, D.C. 
311 High Long Bldg., SE. Long St., Columbus 15, Ohio 703 Ninth & Hill Bldg., Los Angeles 15, California + Box 172, Barrington. 206 Mark Bldg. Atlanta 3, Georgia 
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Convention Dates 


Contractor Assns. .. . State 


(Continued from page 146) 


Apr. 13-15 (1959)—South Dakota— 
Annual convention of the South Da- 
kota Assn. of Plumbing Contractors: 
Marvin Hughlitt Hotel, Huron. 


Apr. 15-16 (1959)—Massachusetts— 
Annual convention of the Massa- 
chusetts State Assn. of Master Plumb- 
ers; Hotel Somerset, Boston. 


Apr. 16-18 (1959)—Washington 
Annual convention of the Associated 
Plumbing and Heating Contractors of 
Washington; Benjamin Franklin Hotel, 
Seattle 


Apr. 19-21 (1959)—Indiana—Annual 
convention of the Indiana Assn. of 
Plumbing Contractors; Hotel Deming, 
Terre Haute. 


Apr. 23-25 (1959)—New Jersey—An- 
nual convention of the New Jersey 


Assn. of Plumbing Contractors; Had- 
don Hall Hotel, Atlantic City 


Manufacturer Assns. 


(Continued from page 146) 


the Toilet Seat Manufacturers Assn.; 
Roosevelt Hotel, New Orleans. 


Oct. 29-30—NADFPM —Annual 
meeting of the National Assn. of Do- 
mestic and Farm Pump Manufactur- 
ers; Sherman Hotel, Chicago 


Oct. 30-31—AHLMA—12th national 
home laundry conference sponsored 
by the American Home Laundry 
Manufacturers Assn.; Chase Hotel, St 
Louis. 


Nov. 10-14—NEMA—Annual meet- 
ing of the National Electrical Manu- 
facturers Assn.; Traymore Hotel, At- 
lantic City, N. J 


Nov. 17-19—BHCC—Annual meeting 
of the Better Heating-Cooling Council; 
New York City. (Hotel to be an- 
nounced.) 


Nov. 23—SHEMA—Fall meeting of 
the Steam Heating Equipment Manu- 
facturers Assn.; Drake Hotel, Chicago 


Nov. 30-Dec. 3—NSPI—Annual con- 
vention of the National Swimming Pool 
Institute; Ambassador Hotel, Los 
Angeles 


Dec. 4-5—NWAHACA—Annual con- 
vention of the National Warm Air 


Apr. 23-25 (1959)—Iowa 

convention of the Iowa 
Plumbing Contractors; 
Hotel, Davenport. 


—Annual 
Assn. of 
Blackhawk 


May 1-2 (1959)—Louisiana—Annual 
convention of the Associated Plumbing 
Contractors of Louisiana; Captain 
Shreve Hotel, Shreveport 


May 5-7 (1959)—California—Annual 
convention of the Associated Plumbing 
Contractors of California; Stardust 
Hotel, Las Vegas, Nev. 


May 8-9 (1959)—West Virginia 

Annual convention of the West Vir- 
ginia Master Plumbers Assn.; Chan- 
cellor Hotel, Parkersburg. 
May 22-23 (1959)—Utah—Annual 
convention of the Utah Plumbing and 
Heating Contractors Assn.: Hotel 
Utah, Salt Lake City 


June 18-21 (1959)—New Jersey 
Annual convention of the New Jersey 
State League of Master Plumbers; 
Hotel Shelburne, Atlantic City 


Heating and Air Conditioning Assn.: 
Statler Hotel, Cleveland 


Jan. 26-29 (1959)—IHAE—14th In- 
ternational Heating and Air Condition- 
ing Exposition. (Held in conjunction 
with the annual meeting of the Ameri- 


Trade Literature 


(Continued from page 192) 


Flexible Pipe Brochure 

A brochure listing specifications 
and application information on its 
flexible pipe has been released by 
American Metal Hose. Included are 
installation suggestions and _ illus- 
trations of typical jobs. The sizes, 
maximum offset travel, lengths, 
working pressures and outside di- 
ameter dimensions are charted for 
each type of pipe. 

Available from: American Metal 
Hose Division, American Brass Co.., 
Box 791, Waterbury 20, Conn 


Steel Fittings Catalog 

A 16-page catalog describing the 
construction of its line of forged 
steel unions and union fittings has 
been published by Clayton Mark. 
The loose-leaf style catalog also 


can Society of Heating and Air Con- 
ditioning Engineers); Convention Hall, 


Philadelphia. 


Apr. 1-3 (1959)—GAMA—Annual 
meeting of the Gas Appliance Manu- 
facturers Assn.; Americana Hotel, Bal 
Harbour, Fla 


(1959) WCF 
Water 


Edgewater 


Annual 
Conditioning 
Beach Hotel, 


Apr. 8-10 
meeting of the 
Foundation: 
Chicago 


OHI—Annual conven- 
Oil-Heat Institute of 
Olympic Hotel, Seattle, 
(Date not yet determined.) 


Apr. (1959) 
tion of the 
America; 


Wash. 


May 3-4 (1959)—LPGA—A nnual 
convention of the Liquefied Petroleum 
Gas Assn.; Conrad Hilton, Chicago 


May 10-13 (1959)—CBRA—Annual 
meeting of the Copper and Brass Re- 
search Assn.; The Homestead, Hot 
Springs, Va 


June 1-4 (1959)—PHE—Annual 
Plumbing Heating Exposition 
(Held in conjunction with the annual 
convention of the National Assn. of 
Plumbing Contractors); Convention 


Hall, Miami Beach, Fla 


and 


June 2-5 (1959)—OHINE—Biannual 
convention of the Oil-Heat  Insti- 
tute of New England; Statler Hotel, 
Boston 


Nov. 2-5 (1959)—ARI—1Ith exposi- 
tion of the Air Conditioning and Re- 
frigeration Institute; The Auditorium, 
Atlantic City, N. J END 


provides detailed specifications for 
the company’s Petro, Handlebar, 
Mark and Orifice unions, as well as 
check valves and other forged steel 
fittings. Capacities of the fittings 
range from 2,000 through 6,090 Ibs 
cwp. 

Available from: Clayton Mark & 
Co., 1900 Dempster St., Evanston, 
Ill. 


Roof Ventilator Catalog 

A 34-page catalog containing en- 
gineering drawings, performance 
data, capacities and accessories for 
its line of roof ventilators has been 
released by Carnes. Listed are both 
direct centrifugal 
fan models, propeller direct-drive 
and fresh air intake units. Associ- 
ated literature including 13 sub- 
mittal drawings and 14 sets of per- 
formance graphs is also available 

Available from: Carnes Corp., S 
Main St., Verona, Wis END 


and belt-driven 
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ACCURATE 
Up-to-the-Minute 
GUIDE 


: to 
Estimati 
| ing Selli 
Buying « Selling 
illing* Invoice Checki 
Billings Invoice Checking 
> 
: THE BRADFORD PRICE BOOK : 
Helps Keep You Out of the Red! 
° Plumbing and Heating Contractors, you will e 
find in The BRADFORD PRICE BOOK a 
thoroughly dependable, constantly up-to- 
e  the-minute price information service. It 
$ gives you the kind of data you should have ° 
e to operate on a consistent profit. It gives 6 TAKES GUESS WORK 
$ you list, net and suggested selling prices. . 
e Enables you to conduct your estimating, e OUT OF INVENTORY! 
4 buying, selling, billing and invoice checking 4 
- e with complete accuracy. Write for details e Organizes and simplifies 
Today. e the job. Speeds it up. 
e Covers the Following: > As a result you get an 
4s 4 1. Pipe—tron and Steel 13. Valves, Controls 4 accurate record ol your 
~ . 2. Fittings—Black 14. Soil Pipe and Fittings e inventory valuation in a 
a e 3. Nipples—tron and Steel 15. Soil Pipe—Oil Sundries e svstematic. readv refer- 
4. Fittings—Calvanized 16. Drain and Traps e 
Pee m7 5. Hangers, Anchors 17. Traps and Bends . ence, quick to grasp and 
- e 6. Brass, Copper 18. Range Boilers e handy to refer to. The 
. 7. Heating—Boilers 19. Miscellaneous Sinks 
z + 8. Heating—Radiation 20. Enamel Ware e MacEwan Inventory 
9. Valves—Wat Ga 21. Vitreous China a ti le 
% e 10 Heating “insulation 22. Water Closet Sundries e Book is a time and labor 
c 2 11. Pumps—Water Sundries 23. Rubber Sundries e Saving asset to every 
4 e 12. Fixture Fittings 24. Sheet Metal . Plumbing and Heating 
= Establishment 
24 SECTIONS | bi d . hol | . 
OF VITAL Plumbing and Heating Wholesalers... 1A 
HERE IS THE ANSWER TO YOUR PRICING PROBLEMS! 
The MacEwan Market Manual is a the wholesaler and Supplement Cop- 
handy, valuable, up-to-date price in- ies for wholesalers’ salesmen, coun- 
formation service. Enables you to termen and office help. Embossed as 
apply market changes to your im- with your name if desired. Whole- ai 
mediate picture. Enables you to salers: You should not be without 
quote accurately. Price revisions this valuable service. Write for de- 
supplied regularly is part of the ser- tails today 
vice. Available in Master Copy for x 
GET COMPLETE FACTS RRISON PUBLISHING HOUSE [Rai e 
THE HA RI trade for if 
TODAY QUINCY 69, MASSACHUSETTS 48 years! t 


- 
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for greater strength . . . easier assembly 


The new Grinnell Wedge Type Concrete Insert 


N FW design features give Grinnell’s 
Wedge Type Concrete Insert 
(Fig. 281) greater load carrying capacity 
1200 Ibs. for +8” and 34” 
factor of at least 5 to 1. 


sizes, with a safety 


Heavy gauge steel is die-formed into a wedge- 
shaped box housing. When load is attached to 
the inserted nut and rod assembly, ends of the 
elongated nut press on the wedge-slanted walls. 
These walls, acting in compression with the 
concrete, provide strength unmatched in steel 
inserts of equal size. 


Grinnell Company, tne 


pi tut tit welding fittings 


Providence, Rhode Island 


Preassembly of 
the elongated nut 
n the rod makes 
quick assembly 
possible 


Fig. 281 


Installations can be made in quick time, too. 
Just a few turns of the rod tighten the nut 
rigidly in place. Slightly loosening the nut per- 
mits lateral adjusiment along the full length of 
the slot, without fear of rod and nut falling out 
of the body 


Single body size accommodates four different 
interchangeable nut and rod sizes, to make 
ordering easier and installation simpler—espe- 
cially where hanger rod sizes cannot be deter- 
mined in advance of ceiling construction. 


On your next project, specify Grinnell Concrete 
Inserts — either steel or malleable iron. Quality 


manufactured and priced right! Grinnell 


Company, Inc., Providence 1, 


CB-Universal CB-Junior Wrought Steel 
Malleable Iron Malleable Iron Concrete Insert 
Concrete Insert Concrete Insert Fig. 280 

Fig. 282 Fig. 279 


GRINNELL 


PIPE HANGERS AND SUPPORTS 


1 supports Thermolier unit heaters valves 
water works supplies 


enditioning systems 
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There is one simple 


way 


to connect appliance piping 


Dresser® Compression Fittings are 
the easiest, fastest, safest and most 
reliable way of connecting home ap- 
pliance piping or cutting into exist- 
ing lines. 

No elaborate equipment or prepa- 
ration required for installation .. . 
no skinned knuckles or fumbling in 
tight quarters. A few turns of a 
simple hand wrench, and you've got 
a permanent, leak-proof joint. The 
special compound Dresser gasket 


absorbs vibration, helps prevent en- 
suing pipe failure. 

Dresser Compression Fittings 
eliminate pipe threading, flaring, 
grooving and exact cutting of pipe. 
They handle pipe deflection up to 6° 
at each joint and still provide an ab- 
solute seal. You can count ona perfect 
job every time with Dresser Fit- 
tings. Can you afford not to? Stock 
up at your local plumbing supply 
jobber. 


1. Stab pipe ends into 


factory assembled Dresser Fitting 


2. 


takes only a few seconds 


cr 
\ 


Tighten end nuts— 


a. That's all! 
A permanently tight, flexible joint 


AUTOMATIC WASHERS-= 
GAS DRYERS 


Dresser Threaded Branch Tee 
eliminates expensive pipe fittings. 


AIR CONDITIONERS 


Fast connection of water 
and coolant piping 


re 


SEND FOR ILLUSTRATED FOLDER ‘ 
SHOWING TYPICAL TIME-SAVING APPLICATIONS 3 


MANUFACTURING DIVISION 


Bradtord, Pennsylvania. Houston 
New York « Pniladeipnhiase S. San FranciscoseToronto & Caigary 


HOME WATER PUMP - 


No problems of vibration 
the Dresser Coupling absorbs it 


AND MANY, MANY OTHERS! 


WHY- 


You save time and money. eliminate 


difficult o 
surance 


yerations and have the as 
a job completed perfectly 
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(Continued fron 144 
the eoil to the tant 
The second change involves the 


cold water connection. You have it 


located in a good place, well away 


from the outlet to the fixtures 
However, it is still possible that 
there is a short-circuiting of cold 


water directly from the cold water 
to the tank outlet 
a faucet is opened 

This 


stalling an 


inlet whenever 


can be by in- 
U-tube on 


gooseneck over the cold water in- 


prevented 


inverted 


let as shown in the drawing 

Your sketch 
whether or not 
perature and pressure relief valve 
installed. If not, one should be in- 


does not indicate 


you have a tem- 


stalled at the point of maximum 


Letters 


Water temperature thi ener 
loeation would be in the, top 
of the tank itself. a hown 

As a final point, it) should be 
mentioned that only about three 


quarters of the full capacity of the 


storage tank can be counted on 
since the influx of makeup water 
the chills 


the main body of stored wate 


when faucets are open 
This amounts to a net available 
66- 
gal. tank before the hot water sup- 


output of about 50 gals. for a 


ply is exhausted. This is probably 
enough for two families, but there 
isn’t much leeway. Excessive wast- 
of hot put the 
system in trouble and this point 
should be checked the 
tomer. 


ing water could 


with cus- 


END 


(Continued from page 18) 


KOHLER EXEC LIKES 
REMODELING PROMOTION 


Kouter, Wis.—The publicity in 
your September issue on our Ro- 
chester meeting, at which we pre- 
sented our Big Push contest prize 
to Richard Weider, is interesting 
and appreciated. It was our pleas- 
ure to work with your organiza- 
tion. The programs on remodeling 
that your publication has featured 
in recent years have provided more 
general interest to the industry on 
this subject than any I know. 

A. G. ZIBELI 
Vice President 
Kohler Co 


HOW TO BE THE PRIME 
CONTRACTOR IN REMODELING 


YakIMA, ‘WAsH.—We have a 
plumbing contractor customer who 
is interested in remodeling and in 
serving as the prime contractor on 
modernization jobs. We recall that 
you have a book on this subject. 
Would you send us a copy, for 
our customer, and bill us? 

Harry OLLArD 
Tacoma Plumbing Supply 


@ The book to which Mr. Ollard refers 
is DE’s 2nd ‘‘Book of Remodeling,” a 
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10-chapter manual on selling modern- 
ization. It includes information on 
how to set up a remodeling operation 
and how to advertise and sell remod- 
eling, as well as how to serve as the 
prime contractor. Single copies of this 
book are available for $1 from Do- 
mestic Engineering, 1801 Prairie Ave., 
Chicago 16. 


HE WANTS AMMUNITION 
AGAINST THE SPRINKLER 
FLY-BY-NIGHT 

University Heicuts, O.—I'd like 
to obtain literature, reprints of ar- 
ticles, manufacturers’ specifications 
etc. on lawn-sprinkling 
I'm writing an article that will ap- 
pear in one of our newspapers. The 
article will give a brief explanation 
of how water sprinkling systems 


systems 


work, but strongest emphasis will 
be upon exposing to the public the 
fly-by-night operators that always 
seem to turn up when a field ap- 
pears lucrative 


IRWIN Katz 


Barry Plumbing, Heating and 
Lawn Sprinkling Service 


® Reprints of three articles that ap- 
peared in recent issues of Domestic 
Engineering have been sent to Mr. 
Katz. They are: “How to Design and 
Install Lawn Sprinkler Systems,” “Will 
Sprinkler Jobs Pay Off?” and ‘‘Why 


He All Unt in rin 
hlere ropine } \ 
lete by Manufacturers of thie type af 
equipment were aent tea My 
attention ales ae hrovalht te 
oa Better Business Bureau pamphlet 


on how the property owner can adie 


tinguish between a qualified lawn 


sprinkler installer and a fly by night 


MODERNIZING HOT WATER 

GRAVITY HEATING 
Cricaco thought the 
hot 


article 


on modernizing water gravity 


heating in your recent issues were 
informative If 
like L100 


please 


interesting and 


possible, we'd 


Would 


they're available, and if so, 


copies 
you advise us if 
how 
much they'll cost? 
GrorGe LANGENBERG 
Product Manage) 
Hydronic Heating 
Rheem Manufacturing Co 


@® The demand for copies of the 
series of three articles on moderniz- 
ing hot water gravity heating, which 
appeared in DE’s June, July and 
August issues, has been so great that 
the series is being reprinted in book 
let form. The booklet will be off the 
press soon and details of its avail 
ability will be announced 

HOW ADVERTISING HELPED 

BUILD A BUSINESS 

Dayton, O.—We would like per- 
mission to reprint the article en- 
titled “How Advertising Helped 
Build a $%4 Million Annual Busi- 
ness” that appears in your August 
issue. We are planning to use the 
reprint in a monthly flyer that is 
the field 
We naturally will credit your mag- 


sent to our salesmen in 
azine as the source of the article 
R. W. BrunpDIGE 
Sales Promotion Manager 
L. M. Berry and Co 


WHAT'S IN A 
TRADEMARK? 

New York City—We would like 
to reproduce the entire article fea- 
turing the Leonard Brown com- 
pany that appears in your August 
As you know, it oul 
“Little Plumber” advertising cam- 
We will 
your publication as the source of 
the article 


issue. uses 


paign naturally credit 


JOHN RYDER 
Local Trademarks, Ine 


e@ Permission granted to both of the 
above requests END 
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Under side of Greenwich lavatory 
showing screw holes prot ided jor 
anchoring lavatory to wall. 


New Designs in Lavatories... 


KOHLER 


Jamestown, K-1752-C, 20 x 18”, 24 x 20” 


Designed with straight lines, in accord with the latest 
architectural trends, the Greenwich and Jamestown 
vitreous china lavatories combine convenience for the 
user with pleasing modern appearance. They look 
especially neat and orderly in multiple installations and, 
therefore, are popular fixtures for schools, hospitals, 
commercial and industrial buildings. 

The Greenwich has integral brackets at base of the 5” 
back that provide extra wall-bearing surface for firm, 
strain-resistant installation. The Jamestown provides 
generous, flat, unobstructed slab space. Additional 
quality features include concealed front overflows, 
anti-splash rims. 


All-brass fittings. The Centra fittings—Constellation 
Series—afford easy, accurate control of water flow with 
positive closing action. Interchangeable valve units 
simplify maintenance. All-brass construction has 
maximum resistance to corrosion and wear. 


KOHLER CO. Established 1873 KOHLER, WIS. 


KOHLER of KOHLER 


Enameled Iron and Vitreous China Plumbing Fixtures + Brass Fittings + Electric Plants + Air-cooled Engines + Precision 
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$ 350 


POSTPAID 


t 


My 


is enclosed. 


it Is understood that if | am not completely satisfied, | may return 
these beeks within ten days and full purchase price will be refunded. 


AID to Heating 


REMODELING JOBS! 


HOW TO USE THIS BOOK 


Hy 


Every heating man doing remodeling work is 
called upon to revamp jobs having existing 
convectors. It is vital for him to know the 
ratings of these convectors, either in Btu or 
e.d.r. Normally he has no ready way of iden- 
tifying the convectors or establishing their 


DOMESTIC ENGINEERING 
COMPANY 
Book Department 
180! Prairie Ave., Chicage 16. til. 


Convector Rating Book 
($3.50 each) 


check [) money order in the amount of $.... 


THE CONVECTOR RATING BOOK 


i SAVES YOU TIME, ASSURES ACCURACY IN IDEN- 
TIFYING AND SIZING INSTALLED CONVECTION 


rating. The Convector Rating Book solves 
this problem with the greatest of ease. 


This book has been designed to remove every 
element of chance from all convector jobs. 
Now it will be possible for you to determine 
quickly, accurately, the exact rating of hun- 
dreds of types, models and makes of con- 
vectors. 


No matter what size convector may be in- 
volved or who the manufacturer may be the 
Convector Rating Book will take the guess- 
work out of your heating survey. Since you 
will want to take this book to the job, it has 
a flexible but durable cover. 


Diagrams, clear cut illustrations and accur- 
ate rating charts are used profusely through- 
out to greatly facilitate the use of this book. 


When you follow the simple step-by-step in- 
structions you just can’t go wrong. 


You can't go wrong either if you order your 
copy of the Convector Rating Book now. 
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Pipe Jobber: Familliam Pipe & Supply Co., Inc., Los Angeles. Builders: 


Edward K. Zukerman and 


Barney R. Morris, Beverly Hills. Plumbing Contractor: Fontana Plumbing Contractors, La Puente 


steel pipe for vents and drainage, gas and water lines 


IN 500 CALIFORNIA HOMES 


— BETH-CO-WELD PIPE 


Acre after acre of new-exeeutive homes—that’s the 
Grandview Palos Verdes community development, just 
south of Los Aneeles 

And in each home. hundreds of feet of steel pipe 
Beth-Co-Weld steel pipe, low in cost, long in service 

Used for drainage lines, for ventilation, and for gas 
and water lines, steel pipe combines the greatest! 
streneth and serviceability with the lowest cost. And 
for an added plus: Beth-Co-Weld pipe is made of 
top-quality steel by the continuous butt-weld method 
That's why it’s so uniform, so easy to work, and se 
thoroughly dependable 

When you're ready to build, consider the advantages 


of steel pipe and specify seth-Co-Weld. 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 


rooration. Exoort Dist 


yet Bathlehem 


roducts are sold 


*% 


sethlehem steel pipe is avail 
able in sizes from in 
n continuous butt-weld, 

om nominal, 
through 16 in. OD in eleetrie 
esistunce-weld tefore speci 
ig, write for Bethlehem’s 
Handhook of Tubular 
Products. Address: Publiea 
tions Dept., Bethlehem Steel 


Company, jethlehem, Pa. 


BETHLEHEM STEEL 


tar 
— 
} 
Pocif 8 teel Export Corporation | 


continued from page 63 


plant at Stratford, Ont. is turned by J. C. Cleaver (second from left), president, 
in recent ground-breaking ceremonies. Others in the photo are civic and con- 
struction company officials. Industrial boilers will be made at the plant 


United Assn. Signs New Contract to 
Increase National Wage 15c Per Hour 


WaSHINGTON, D. C.—A new na- 
tional agreement with the National 
Constructors Assn., providing for 
15-cents-an-hour wage increases 
in the minimum starting rate for 
150,000 workers, was signed last 
month by the United Assn. of 
Plumbers and Pipefitters. 

The rate for journeymen was 
lifted from $2.75 to $2.90 and for 
foremen from $3 to $3.15. Appren- 
tice pay will be raised by compar- 
able percentages in accordance with 
local pay schedules. These mini- 
mum rates, however, do not apply 
when the prevailing wage standard 
set by local contracts in the area 


is higher than the minimum 

The new agreement also revises 
hiring procedures to meet the re- 
quirements established by the Na- 
tional Labor Relations Board in 
the Brown-Olds case. Under the 
revised rules, employers recognize 
the union as a source of qualified 
and experienced workers, rather 
than the exclusive source 

The National Constructors Assn. 
comprises 26 of the largest con- 
struction firms in the country. The 
agreement is expected to become 
the pattern for the union’s national 
pacts with other employer associa- 
tions and contractors 


‘Happy Dishwashing Is Theme of Big Consumer 
Contest to Promote KitchenAid's New Portable 


Troy, O.—‘“Dishwashing Can Be 
a Delight” is the theme of a con- 
test sponsored by KitchenAid, a di- 
vision of Hobart Manufacturing. 
The contest is open to all consum- 
ers who come into a contractor’s 
showroom and watch a demonstra- 
tion of the firm’s new portable 
dishwasher. 

Twenty-five portable dishwash- 
ers will be awarded the winners on 


202 


the basis of how well they finish 
the sentence “The new KitchenAid 
portable dishwasher fits my needs 
best because .. .” in 25 words or 
less. 

The contest will run from Oct. 6 
through Nov. 15, and is a part of a 


promotional campaign for the firm’s 


new line. (See page 67.) 
Entry blanks available 
through all KitchenAid dealers. 


Embassy Looks North; 


Names Alaska Rep 


(Continued from page 63) 
representative in the state. 

Evan Nelson is manager of the 
Alaska firm, which will sell the full 
line of Embassy heating and air 
conditioning equipment and main- 
tain complete warehouse stocks. 

Nelson said Embassy is prepar- 
ing a specialized direct mail, adver- 
tising and publicity program for 
the state. The program is designed 
to acquaint wholesalers, contrac- 
tors and customers with Embassy 
products. Displays will be mounted 
in showrooms and incentive pro- 
grams are being prepared for 


wholesaler salesmen 


Hydronics Group Maps 
Expanded Promotion 


New York Ciry—Hydronic pro- 
motions of the Better Heating- 
Cooling Council will be extended 
into three new areas as a result of 
group studies now being conducted 
by special BHC committees. The 
committees will report at the coun- 
cil’s third annual meeting in New 
York City, Nov. 17-19. 

One study group is reviewing 
the industry’s marketing practices 
and considering the need for new 
and expanded hydronics promo- 
tional efforts. Chairman of this 

(Please turn to page 204) 


A WINNER: This Sloan Valve Co. cat- 
alog won a certificate of merit in the 
annual literature competition spon- 
sored by the American Institute of 
Architects and the Producers Council. 
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your house sewer 
sales with new 


; 


New advertising and sales promotion plan helps 
you single out vast numbers of immediate pros- 
pects for house sewer installation...acclaimed by 
plumbing contractors in test markets 


Here’s a practical, certain way to increase your 
profit through increased house sewer sales— J-M’s 
new Big 7 Plan! 

Announced for the first time at the NAPC Con 
vention in Los Angeles, the Plan is catching on 
fast! And there’s good reason why! For the plan is 
free to you... yet it contains everything you need 
to increase house sewer sales—7 practical sales 
aids, including a full-length, full-color movie ...a 
personalized direct-mail campaign, with Johns- 
Manville handling all the details . . . your own 
newspaper mats and news stories . . . and a host of 
other market-tested sales promoters. 


The beauty of the new plan is the 
time it saves you in seeking out real 
prospects among homeowners near 
you... the way it sparks interest in 
the benefits of house-to-street sewer 
connections. 


But you'll want to examine the 
plan for yourself. Decide its merits 
strictly on its value to your own 
sales requirements. We'll be pleased 
to see that you receive your copy 
of the plan that takes just a few 


minutes to read! 
Transite® Pipe gives you top-dollar profit on sss 
every sewer job! Lightweight...easily handled So fill in and send the coupon, 
Tite® Coupling—it lets you achieve a quality now. There sno obligation of course. 
line...in measurably less time! 


Johns-Manville 
Box 14DE, New York 16, N. Y. 


Kindly send me information on J-M’s new BIG 7 PLAN. 


JOHNS-MANVILLE JM 


100 YEARS OF QUALITY PRODUCTS -1858...1958 


Street 


City 
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News 


TRAINERS ON TOUR: W. H. Vogel 


... continued from 


page 202 


standing, right), assistant sales manager 


of J. |. Case Co.'s Utility Division, holds attention of dealers in how-to-do-it 
session at Eagle Tractor and Implement Co., Riverside, Calif 
the country with the training school for Utility dealers 


Vogel is touring 


Better Heating-Cooling Council Maps 


Expanded Promotion for Hydronics 


(Continued from page 202) 
group is Robert Williams, advertis- 
ing and promotion manager of the 
Plumbing and Heating Division of 
American-Standard, New York 
City. 

A second study group is investi- 
gating the development of a broad 
wholesaler program to aid whole- 
salers in and sales o! 
hydronic equipment. Chairman is 
Philip Kosch of Bell & Gossett Co., 
Morton Grove, III 

The third group is determining 


promotion 


problems and methods of promoting 
hydronics in the light construction 
and_ institutional 


fields. ineluding 


Names in the News 


Youngstown Kitchens, Division 
of American-Standard, Salem, O.. 
has announced the appointment of 
D. F. Sembach to manager of kitch- 


M. McCaughey 
Tuthill Pump 


R. C. Hauck 
Southwest Mfg 


204 


schools, motels, Churches, and 
small apartment and office build- 
ings. Chairman is Henry Gibb 
general sales manager of the Pa- 
cific Steel Boiler Division of Na- 
tional-U. S. Radiator Corp., Johns- 
town, Pa. 

Along with these three new 
areas, the basic elements of the 
council's current hydronics cam- 
paign will be continued and ex- 
panded in 1959, according to Frank- 


BHC 


rector. He said particular emphasis 


lin Greene, executive di- 
will be given to expansion of the 
local council system and a builder 


cooperative program in 1959 


en sales, A. C. Deimel to manager 
of market planning, J. W. Purvis 
to manager of sales branches. and 
R. J. Julian to manager of market- 
ing administration 


Michael 


McCaughey has been 


4 


T. A. Ripley 
James B. Clow 


F. Kohles 
William Wallace 


named general sales 


Tuthill Pump Co., Chicago 


ManaLe! ol 


Southwest Manufacturing Co., 
Aurora, Mo., a subsidiary of The F. 
E. Myers & Bro. Co., Ashland, O 
has announced that Roy Hauck has 
been named president and a direc- 
Leonard Bisby has 


been promoted to vice president 


tor of the firm 


end Curtiss Ginn, Jr., 
F. E. Myers, will be chairman of the 
board. M. G. Moses, 
as vice president and general man- 


Southwest 


president ol 
who resigned 


ager, will remain with 


as secretary-treasurel! 


Frank Kohles 
general sales manager of the Met- 
albestos Division of William Wal- 


has been named 


lace Co., Belmont, Calif 


James B. Clow & Sons, Inc., Chi- 


cago, has announced the election of 


Thomas Ripley, vice president of 
to the board of di- 


manufacturing 


rectors 


Robert Brown has been named 
market research manager for Peer- 
less Pump Division, Food Machin- 
ery and Chemical Corp., San Jose 
Calif 


J. H. Gotwals has been appointed 
senior vice president and general 


J. H. Gotwals 
John Wood 


P. N. Morgan 
John Wood 

manager of the Heater and Tank 
Division of John Wood Co., Con- 
shohocken, Pa., and Patrick Mor- 


(Please turn to page 206) 


R. B. Brown 


Peerless Pump 


W. S. Sepura 
John Wood 
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Main offices and plant of Pratt & Whitney Aircraft, East Hartford, Conn., in which Marsh of Dunkirk Valves were installed 


a quarter century of repeat orders 
for Marsh of Dunkirk from United Aircraft 
for new building and remodeling 


User satisfaction with any product can never be measured more accu- 
rately than by the willingness of the customer to buy that product 
again and again. That is why we believe there is no greater testimonial 
of Marsh Valve's dependability than the confidence expressed in them 
by the United Aircraft Corporation and its divisions. Each time high 
quality, competitively priced hot water and steam valves were needed 

for new installations or remodeling — the performance record of 
Marsh Valves was put to the test...a test they have been passing for 
over a quarter of a century. 


Select, specify or buy valves by Marsh of Dunkirk for 
all your important new building and remodeling work. 


Write today for your free copy 


of the current Marsh catalog 


For the name of your nearest Marsh Valve representative write 


Marsh Valve -omerany 


DUNKIRK, NEW YORK 
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oe (Continued from page 204) 
| gan was named vice president. The 
latter will continue his present 


duties as eastern sales manager. 


ee 9 ® Walter Sepura has been elected 
vice president and plant manager 
| of the firm’s pump division 


Leonard Gold has been named 
advertising manager of Cleveland 
Heater Co., Cleveland. 


Charles Smith has been elected 
president of Auer Register Co., 
Cleveland 


B & G Adds Air Conditioning 
to Training Program 


Morton Grove, Itt.—A school of 
air conditioning and refrigeration 
has been added to the curriculum 
of Bell & Gossett’s “Little Red 
School House” training program. 


The first two-week session, held 
for B & G graduates of the firm's 
“School of Living Comfort,” placed 
equal emphasis upon fundamentals 
of refrigeration, service and main- 
tenance, and product application. 
According to present plans, 
classes will be operated at regular 
intervals and will be expanded 
later to include other B & G- 
The perfect trained wholesalers and contrac- 
combination for gas heating large 4 The famous tors 
homes, schools, churches, etc., the ‘ FITZGIBBONS 
Fitzgibbons “R-Z-U” Junior is “R-Z-U” JUNIOR Triangle Ads Dramatize 
acknowledged to be extremely Posap Wholesaler Functions 
economical, and of the most _ redesigned for New Brunswicx. N.J.—The val- 
advanced boiler design available. gas firing. ue of the plumbing and _ heating 
This Fitzgibbons design features wholesaler to the contractor is be- 
ample combustion space, positive 
water circulation, precision 
construction of flange quality steel, 
and approved pressure type burner 
that permits the use of the 
minimum stack or vent consistent 
with local ordinances. 


ing dramatized in a series of trade 
journal ads, sponsored by the cop- 
per tube and plastic pipe divisions 
of Triangle Conduit & Cable Co. 

Reprints are available to whole- 
salers in either 84% by 11 inch or 
22 by 29 inch size, along with spe- 
cial counter easels, so the same 


Installation is easy. The unit is supplied with all refractory in place message can be distributed to con- 
in an attached hearth and the burner and fittings are designed for tractor customers who call at a 
quick assembly wholesaler’s place of business 


. eS w= The first ad in the series drama- 

Fi {Z ibbons tizes the wholesaler in terms of 

: paperwork the contractor is spared 

- c=" because of the existence of his 

Boiler Company, Inc. wholesaler. Featuring a_ picture 

New York Sales and Executive Office: 101 Park Avenue, New York 17, N.Y. =~ showing a virtual mountain of pa- 


Field Sales Office and Plant: Oswego, New York perwork on a desk, the ad points 
Branches and Representatives in Principal Cities (Please turn to page 208) 
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need less room and are 
easier handled,” 


Says Robert Kk. Warfel, President 
WARFEL PLUMBING & HEATING COMPANY 
Elkhart, Indiana 


(Top) 
IN THIS LARGE VENT installation 
of wall-hung gang closets, note 
what a neat joining job con be 
done with Copper DWV lines and 
precision, solder-type fittings. 
(Center) 

11,548 Ibs. of Revere Copper 
Water Tube and Copper DWV 
lines were used in this plant, in 
sizes ranging from 2" Type L to 
6" DWY. Uses covered roof and 
sanitary drainage, water and 
air piping. 

(Bottom) 

THERE'S NO TROUBLE running 
Revere Copper vent lines, even 
when they're as close as this. 
Soldering or brazing of copper 
tube can be done with ease and 
speed in the tightest corners. 


“On job after job 
we’ve found COPPER DWV 
lines cost less to install, 


“When you consider all the advantages of Copper DWV 
lines you don't have to be a mathematician to figure the 
savings that are realized. There's no laborious, time- 
consuming thread cutting, they are easier to handle, need 
fewer hangers, take up less space and we can prefabricate 
many of the assemblies right in the shop. No wonder 
Copper DWV lines cost less than rustable materials to 
install. And, with soldering or brazing, fast, tight joints 
are always possible. 

“With the wall hung type of closet becoming increasingly 
popular for home use we found Copper DWYV joined with 
easy-to-solder wrought fittings an ideal combination. The 
top photograph at left shows a typical hook-up in multiple 
unit installation.” 

Contractors and owners, too, have found that Copper 
DWYV lines will not rust, that their gun-barrel smooth 
interiors make clogging virtually impossible, and that, 
once the installation is made call-backs are a thing of 
the past. 

Make your next job 100% copper. Keep tabs on costs 
and prove for yourself that it costs less to install copper, 
whether it be DWV lines, heating, air conditioning, 
processing or hot and cold water lines. See your Revere 
Distributor who is prepared to fill all your needs. 


REVERE COPPER AND BRASS INCORPORATED 
Founded by Paul Revere in 1801 
230 Park Avenue, New York 17, N. Y. 


Mills: Rome, N.Y.; Baltimore, Md.; Chicago, 
Clinton and Joliet, Ill; Detroit, Mich.; Los 


2 

a v 
18 or, Angeles and Riverside, Calif.; New Bedford, 
Mass.; Brooklyn, N.Y.; Newport, Ark; Ft. 
Calhoun, Neb. Sales Offices in Principal Cities, 
Distributors Everywhere. 
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News seven months. This is substantial 


evidence, he said, that the industry 


appreciates the need for a central 


promotional agency to pursue a 
(Continued from page 206) Cooling Information Bureau will 


ee program of market development. 
out that if there were no whole- be presented to the membership at 
salers, contractors would have to the annual meeting at 2 p.m., Sat- 
assume these six functions: urday, Oct. 25, at the Jung Hotel, Brighter Business Outlook 

(1) Contacting each manufactur- New Orleans, according to W. A Aids Heating-Cooling Show 
er direct for every item: (2) Main- Landers, president New York Citry—A _ brighte) 
taining a huge stack of catalogs: business outlook is expected to 
(3) Writing countless requests for a He said the meeting also will in- have a vitalizing effect on the 14th 
quotations: (4) Writing hundreds clude a report on what the bureau International Heating & Air Condi- 
of purchase orders and checks; (5) has accomplished thus far. New tioning Exposition, to be held in 
Keeping up much correspondence Orleans was selected as the site of Convention Hall, Philadelphia, 
on shipments; and (6) Setting up the meeting because many manu- January 26-29 : 
countless additional pages in the facturers, wholesalers and others The American Society of Heating 
firm’s books. in the industry will be there for and Air Conditioning Engineers, 

the convention of the American sponsor of the event, expects it to 

P-H-C Meetinc to Hear Institute of Supply Assns be the largest exposition of its type 
1959 Program, Budget Landers pointed out that the P- ever produced. Space already has 

Cuicaco—The 1959 program and H-C Bureau’s membership has been engaged for some 450 exhibits, 
budget of the Plumbing-Heating- soared from 33 to nearly 900 in with late applicants facing a di- 


minishing choice of locations 


a The exposition will combine dis- 

VA N plays of the many kinds of equip 
ment required to compensate for 

FA L the influence of the weather on in- 


dustrial operations as well as o1 
human comfort. Association spokes- 
men point out that heating, venti- 
lating and cooling are essential to: 


a far greater number of industries 


than is sometimes realized, calling 
for a great variety of special equip- 


ment and mechanical specialists 


Warm Air Heat Meeting 
Studies ‘Silver Shield’ 


CLEVELAND—Fifty representatives 
of the heating and air conditioning 
industry in Cleveland met recently 
to discuss the Silver Shield pro- 
gram of the National Warm Ai: 
Heating & Air Conditioning Assn 

The program is designed to as- 
sure quality control in installing, 
workmanship and engineering, as 


“for fashion... forever” 
quality, ver Shield is designed to be a sym- 


well as in products used. The Sil- 
bol to assure the homeowner that 
performance 

and service 
make the difference 


his warm air heating or air condi- 
tioning system will be installed ac- 
cording to the latest scientific 


methods, based on research 


a George Boeddener, managing di- 

2 rector of the association, outlined 
ANGE points of the program as follows: 

INDUSTRIES. (1) Local indoor comfort bu- 

2 INC., reaus made up of contractor-deal- 

7403 W. WILSON AVE., CHICAGO 31, ILLINOIS ers will enforce and guarantee that 

air heating and cooling systems are 


nship Th Creatine Engineening 


installed in compliance with correct 
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standards of design and _ installa- 
tion. 

(2) Designs will be formulated so 
consumers can decide easily and 
quickly which systems they want 

(3) To get a Silver Shield label, 
the installer must submit plans and 
specs to the bureau before the job 
is started, and get the bureau’s ap- 
proval. 

(4) After completion, the bureau 
will inspect the job 

(5) The bureau will establish a 


fund to back guarantees 


Chicago Contractors Get 
Public Relations Chief 

Cuicaco—Robert Henrikson, for 
many years plumbing representa- 
tive for R. Cooper Jr., General 
Electric distributor in Chicago, has 
been named manager of public re- 
lations of the Plumbing Contrac- 
tors Assn. of Chicago 

According to George Connelly 
PCAC president, Henrikson will 
assist in sales promotion and othe: 
activities, and represent the asso- 
ciation before civic, professional, 
plumbing, public health and othe: 
organizations 

“Bob’s wide acquaintance and 
experience in working with plumb- 
ing contractors will be of great 
benefit to the association and _ its 
members,” Connelly said 


Dealer Development 
School Guide Issued 
Cuicaco—A meeting guide en- 
titled “How to Conduct a Deale: 
Development School” has been pre- 
pared by the Central Supply Assn 
It tells wholesalers, particularly 
wholesaler graduates of the firm’s 
Dealer Development Institute, how 
to prepare a basic series of eight 
meetings 


aJames Peery, secretary of CSA, 
said, “This is another step in mak- 
ing fundamental DDI know-how 
available to the industry. This 
meeting guide is partly an aid to 
DDI graduates, partly a service to 
all CSA members, and partly re- 
payment to the industry for help 
in organizing this school.” 

The guide consists of an in- 
troduction, profit pricing, credits, 
collections and accounts receivable, 
time payment selling, sales promo- 
tion and selling, journeymen on- 
the-job selling, advertising and 


(Please turn to page 210) 
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Only 7 to 10 Minutes to Renew 
Service Life of New Gate Valve 


Patented development assures replacement of seat ring 


Without removing the valve body from the 
line, you replace the nickel-alloy seat rings in 
Fairbanks new patented Renewable Seat Ring 
Gate Valves. In 7 to 10 minutes, from the time 
the line is shut down until it is put back into 
operation, you have given a new service life, 
a new life of dependable tight closure to your 
valve, 

Just 7 to 10 minutes of your maintenance 


man’s time — only 7 to 10 minutes of “down- 
time” on your steam, water or process piping 
lines — and you have the equivalent of a new 


valve in the line. Think of the savings: where 
once at least one hour, under the most ideal 
conditions, was required to replace a gate valve 
in the line, the job is now accomplished in from 
7 to 10 minutes. 

Field tested for over two years, under all 
conditions from steam to corrosive liquids, the 
revolutionary new Fairbanks Renewable Seat 
Ring Bronze Gate Valve has proven completely 
satisfactory — absolutely dependable. 

Made with either rising stem or non-rising 

stem construction in 1%4",1%2" and 2” 
sizes, the Fairbanks Rene wable Seat Ring 
Bronze Gate Valves are recommended for severe 
service conditions on 200 lb. steam pressure at 
550 degrees F., 400 lb. water, oil or gas pressure 
—- non-shock — lines requiring full flow and 
subject to frequent operation. Nickel alloy seat 
rings and wedge make the valves particularly 
tough and corrosion resistant. 
YOURS ON REQUEST: Illustrated, descriptive fold- 
er gives complete information on Fairbanks 
Renewable Seat Ring Gate Valve with details 
and specifications. Yours without charge. Write 
today. 


Fairba nks COMPANY 


393 Lafayette New Yo 
Branches: 
New York 3 * Boston 10 © Pittsburgh 22 * Rome, Ga. 
Valves * Trucks * Casters * Wheels * Dart & “PIC” Unions 


while valve remains installed. 


Union Bonnet removed, Re- 
taining screw loosened with 
ordinary screwdriver. 


Finger hooks inside nickel 
alloy seat ring. Seat ring 
lifts out of valve body. 


New seat ring is inserted. 
Retaining screw tightened, 
Bonnet replaced, 
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News 


(Continued from page 209) 


development work. 


public relations, package remodel- The guide is available from the 
ing, and a graduation meeting 
script. copies to members and all in- 
Peery said that all materials in- terested parties in the industry. 
cluded in the guide—films, check- 
lists, methods, ete.—were developed 
and proven in the field. Much of 
the material was developed by New York City—Strong gains 
American-Standard, in its retailer 


association and is free in single 


Gas-Fired Heating 
Sales Up in July 


for gas-fired central heating equip- 


CALM CARL...THE COOL CONTRACTOR says: 
Don't be a Harrassed Harry! 


= ENJOY COMPLAINT FREE PROFITS. 
STAY COOL! STAY HAPPY, tike me: 


I'm pushing 
the V-3000 . 
/ We 


With GROTE CABINETS AND FIXTURES you install 
‘dressed up’ bathroom styling that keeps customers happy too. 


The new GROTE CABINET the 
V-3000 — allows you to give your cus- 


tomers that “extra” touch that glamorizes 


their home and eliminates complaints 


It will increase your profit by reducing 


adjustments. This new cabinet gives your 


customers greater mirror area, open 


shelf space, more storage space in two 


separate compartments, and a separate 


poison chest. The V-3000 can be adapted 


to almost any wall area by a variation in 


size of center mirror. Push the V-3000 


and you'll enjoy complaint free profits 
like Calm Carl. Write for free illustrated 
catalog 


» 


V..3000 Recessed Vanitory Rough opening (2) 10%” 33%" «x 
3%”, 26” apart. Center mirror 24” x» 35” Cabin 


et mirrors 12 1 28 
Standard overall width of complete cabinet 48 


Sold Exclusively through jobbers. 


MANUFACTURING COMPANY 
BELLEVUE, KENTUCKY (Opposite Cincinnati) 


DomEstTk 


ment were indicated by July ship- 
ments, according to the Gas Ap- 
pliance Manufacturers Assn 

Boiler shipments totaled 11,600 
units, representing a 16 percent 
gain over July, 1957. For the first 
seven months of the year, total 
shipments increased 6.1 percent 
over last year 

Furnace shipments also increased 
in July, up 18.6 percent, and were 
up 9.9 percent over year-earlie: 
totals 

Conversion burners showed the 
only decline, down 23.7 percent in 
July and down 7.6 percent for the 
first seven months of the year 

Shipments of water heaters in 
July totaled 218,700 and brought 
the seven-month’s total to 1,554,- 
900. The new total is 1.9 percent 
above last year’s 1,525,500 units. 


Ideal Sports New 
Pipe Clamp Package 
BrooKtyN—Ideal Corp. has in- 
troduced a new, modern package 
with visual and functional sales 
appeal for its Hy-Gear plastic pipe 
clamp. The package was designed 
by one of the nation’s leading pack- 
aging design firms. Copy on it em- 
phasizes that the Hy-Gear clamp 


was engineered specifically for use 
on flexible plastic pipe. Printed on 
the side of the box is a chart show- 
ing the size of clamp to be used on 
all sizes of standard wall 75 and 
100-pound plastic pipe. 


B & G Sponsors Regional 
Meetings on Zone Control 

Morton Grove, Itu.—A series of 
educational meetings designed to 
acquaint contractors, architects and 
engineers with Bell & Gossett’s pri- 
mary and secondary zone tempera- 
ture control systems for large 
buildings are being held. 

The meetings are built around 
the firm’s new design manual, 
“Zone Control with the B & G Sys- 
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tem of Primary and Secondary 
Pumping 

September 9 marked the first of 
the scheduled meetings. It was 
held in Detroit. Other meetings 
have been scheduled for Minne- 
apolis, St. Paul, Seattle, Portland, 
San Francisco, Los Angeles, Chi- 
cago, Philadelphia, New York City, 
Boston, Washington, D. C., Hart- 
ford, Conn., Pittsburgh and Cleve- 
land 


Smart New Trademark 
for W. D. Allen 

Cuicaco—A new trademark will 
soon make its appearance on fire 
protection and lawn_ sprinkle: 
equipment made by the W. D. Allen 
Manufacturing Co 


The new trademark will be used 


+\=/\ 


on the firm’s entire line of products, 
on its packaging and on its promo- 
tional literature. The emblem was 
developed in the course of rede- 
signing the firm’s oscillating sprin- 
kler. It was arrived at by com- 
bining the outline of the capital 

1 Allen with the outline of a drop 
of water. Or, stated mathematical- 
ly: A plus waterdrop equals Al- 
len’s new trademark 


No Decision Reached on 
Uniform Building Code 

New York Ciry—No decision on 
a uniform building code was 
reached last month by the 83 or- 
ganizations attending a meeting of 
the American Standards Assn. 

The group was called together to 
discuss whether a project for the 
setting up of a uniform set of 
building code requirements for one 
and two-family houses should be 
launched. 

Fifteen member organizations 
decided to cast votes later, by let- 
ter; the others voted as follows: 
yes, 24; no, 17; abstaining, 27. 

The original request for the de- 
velopment of residential building 
codes was made by publisher 
(Time, Inc.) Henry Luce on behalf 
of 14 national organizations con- 
cerned with home building. 

Luce had pointed out that “anti- 

(Please turn to page 212) 
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pon—there’s no obligation. 


(\WER to boost job efficiency 
with REMINGTON tools 


Flexible Shaft Machine 8 FGP for 
grinding or sanding has full 360° swiv- 
eling pedestal base, 6’ shaft, 3-HP 
motor geared to operate at 4,500rpm. 


Powerful, rugged, easy-to- 
handle— Remington Power 
Tools help you boost out- 
put and ease the tough jobs. 
They're precision- built 
for long service and mini- 
mum maintenance. Your 
Remington Distributor 
stocks and services the in- 
dustry’s widest selection of 
quality power tools and 
parts, 
CHOOSE THE POWER MOST 
EFFICIENT FOR YOU. REMINGTON 
POWER TOOLS ARE AVAILABLE IN 
AIR - ELECTRIC - GASOLINE- 
DRIVEN MODELS 


FREE CATALOG 


Send for illustrated catalog 
showing complete line of 
Remington Contractor and 
Industrial Tools with 
specifications and perform- 
ance data. Mail the cou- 


("Prices and specifications subject to change | 


without notice. Prices slightly higher in 


| 


Grinder, PG 506S; air-powered; 6” impact Wrench W-120 has reversible 
wheel capacity; 6,000 rpm at 90 psi; AC-DC, 4-amp. motor. Capacity 
governor holds even speed; steel 14“; speed : 1,900 rpm free ; 1,400-1pm 
motor housing takes rough handling. load. Cuts job time in maintenance 
Heavy Duty %” Drill 384 has high Polisher, 57P; 9” bonnet; free 
torque ;capacity: 3” steel, 44“ wood. | speed 1,400 rpm; load speed 840 
Powerful 5-amp., AC-DC motor; ball rpm; 7-amp., AC-DC motor; 115 or 


and needle bearings; net 8'4 Ibs. | 230 v.; heavy-duty ball bearings 


Remington Arms Company, Inc. 
Bridgeport 2, Connecticut 
tn Canada: 36 Queen Elizabeth Bivd , Toronto, Ont 


Remington Arms Company, Inc., DE-10 
Bridgeport 2, Conn. 


Please send—without obligation—your FREE catalog on 
Remington Contractor and Industrial Tools 


Name. Position 


Company 


Address 


Canada. City. Zone 


‘ 

and disassembly operations. Rear toggle wood screws; Ibs. 
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HYDRONIC 
BASEBOARD HEATING 
IS DESIGNED FOR 


PROFITS! 


EASY TO INSTALL... 


Brackets and all accessories 
lock into position for fast, 
simple installations. No screws, 
rivets or punching holes. 


PREPACKAGED... 


For easy ordering and ware- 
housing. Each package contains 
abundance of accessories. 


DECORATOR-STYLED... 


Floorlevel’s smooth flowing, 
modern design blends with 
any room, any decor. 


Btu ratings have been tested 
and approved under the new 
edition of the 1.B.R. Code. 


Write today for the 


jloo l Story. 


Manufacturers of a com- 
plete line of hydronic 
and warm air heating 
equipment. 


- GENERAL AUTOMATIC PRODUCTS CORP. 
2300 Sinclair-Lane ‘Baltimore 13, Maryland 


(Continued from page 211) 
quated and contradictory codes” 
may add an average of $1,000 to 
the cost of each home built. 

The meeting was the largest ever 
attended by groups interested in 
home building. Individual attend- 
ance was 130, and included repre- 
sentatives of the p-h industry, 
banks, insurance companies and 
trade unions as well as municipal 


associations and federal agencies 


Michigan Brass Joins PBI— 
Group Now Has 32 Members 

PittsBuRGH—The Michigan Brass 
Co. has become a member of the 
Plumbing Brass _ Institute, with 
headquarters here. The Grand 
Haven, Mich. firm will be repre- 
sented by E. O. Harbeck Jr., a 
vice president. 

With this new member-company, 
the PBI membership stands at 32 
producers of brass valves, faucets, 
traps, strainers and other plumbing 
brass goods. 

Michigan Brass Co. makes both 
finished and tubular plumbing 
brass products. 


Frigidaire Starts TV 
Sponsorship of Five Shows 

Dayton, O.—The most compre- 
hensive use of TV in Frigidaire ad- 
vertising history got under way re- 
cently when the first of five top 
NBC daytime shows began running 
commercials on the firm’s appli- 
ances. 

The five highly rated programs 
are: “Treasure Hunt,” “County 
Fair,’ “From These Roots,” “Con- 
centration,” and “The Price Is 
Right.” 

All shows are broadcast Monday 
through Friday over approximately 
150 stations to an estimated daily 
total of over 17,000,000 homes. 


s Details of the campaign were an- 
nounced by C. H. Menge, general 
sales manager of Frigidaire, who 
caid: “Although our contract calls 
for alternate-week sponsorship of 
quarter-hour segments in these 
programs, by mutual agreement 
with the other sponsors Frigidaire 
will receive commercial time on at 
least one of these shows every day. 
In addition, tens of millions of im- 


pressions will be made through an 
arrangement with the producers of 
all five shows to use Frigidaire ap- 
pliances as prizes.” 

Menge added that “direct mail 
a promotional film, presentation 
brochures and the prints of the 
commercials for local use” will be 
used to win dealer support for the 
new TV schedule 


Free Ruler Offered to 
“X" Liquid Purchasers 

New York City—A six-foot, 
folding, hard-maple ruler will be 
given free with every two-can pur- 
chase of “X” Liquid, a product de- 


signed to stop leaks in boilers and 
radiant heating systems 

The free offer is available from 
distributors as well as the manu- 
facturer, Laboratories Inc., 25 
W. 45th St., New York City 


“Don’t quit now, Bridget! 
We'll get you a 
JENSEN STAINLESS 
STEEL SINK!” 
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Gas Appliance Makers 
Optimistic for 2d Half of ‘58 

New York Crry—-Gas appliance 
and equipment sales in the second 
half of 1958 should top sales for 
the corresponding period of last 
year and there will be additional 
gains in volume in 1959, according 
to a survey by Edward Martin, di- 
rector of marketing and research 
for the Gas Appliance Manufac- 
turers Assn 


Basis for this optimism includes 
expansion programs of utilities sup- 
plying gas, the high level of hous- 
ing construction, and the feeling 
that cutbacks in purchasing of gas 
appliances during the recession will 
prove to be merely temporary de- 
ferments 

Supporting the latter view, Mar- 
tin noted that 1958 sales of space 
and water heating equipment held 
up, while dipping for such appli- 
ances as ranges, dryers and refrig- 
erators 

This, he said, was because many 
consumers decided to let appliances 
wait until next year” while heat- 


ing purchases were non-deferrable 


Strohmaier, Lindeman Get 
Penberthy Appointments 
Detroir—Howard Strohmaie: 
has been appointed general man- 
ager of Penberthy Manufacturing 
Co., a division of Buffalo-Eclipse 
Corp. Arnold Lindeman, previous- 


H. Strohmaier A. Lindeman 


ly chief engineer, has moved up 
to replace Strohmaier as general 
sales manager. 

Penberthy manufactures sump 
pumps, liquid-level gauges and 
valves, ejectors and related equip- 
ment 


Fedders Ex-President 

Dies at 64 in Buffalo 
BuFrraLo—Theodore Fedders, last 

president of the Fedders Manu- 

facturing Co., Inc., predecessor firm 


(Please turn to page 215) 
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BIGGEST NEWS 
POWER 


WEIGHS 
ONLY 77 LBS. 


“100” POWER PIPE MACHINE 


... complete with NEW “POWER-MATIC” 
FRONT CHUCK including REPLACEABLE 
Builders of INSERT CHUCK JAWS... SELF-CENTER- 


the World's Mos) ING REAR CHUCK... POWERFUL 
Complete tine of | HEAVY-DUTY REVERSIBLE MOTOR. 


Threading GET ALL THE FACTS... 


See Your Otter 
tor ov nite Today! 


THE OSTER MANUFACTURING COMPANY «¢ 1306 East 289th St., Wickliffe, Ohio 
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The 
R FULLY AUTOMATIC 


| WATER SOFTENER 
CHATT ER | “Set it and Forget it” 


After twenty-nine years of wedded bliss. a man’s 
wile passed away and the bereaved husband had het 
ashes put into a beautiful urn, which he placed direct 
ly above the fireplace in his living room. Heedless 
friends fell into the habit of flicking their cigar ashes 
into the urn. This brother from San Antonio arrived 
for a visit some weeks later, glanced into the urn, 


All the soft water you want, year 
in and year out. The Radiant 
Electric Calendar Clock ‘‘takes 
over’’ fully and completely, 
automatically regenerates and 
and then remarked in great astonishment, “Say, your then returns to service 
wife is gaining weight!” 
@ Polyethylene Salt Storage 
Couplings Tank goodby to corrosion 


Observation: Tt seems to be considerably easier for and rust 


a girl to walk the straight and narrow if she has a 


Heavy gauge steel Mineral 
shape like that. 


Tank hot dip galvanized 
Nipples throughout —baked, gleaming, 
When you buy “\-L” Pipe Couplings you can be long lasting finish 
sure you are buying the finest. “X-L” Products are 
manufactured under strict Quality Control, with con 
stant, precise engineering and laboratory analysis. 
Ask your jobber for them by name: “X-L" Pipe Quality constructed —Easily 
( ouplings installed, just plug into any 
ouplings 110 volt outlet 
Overheard in The Pentagon: “This job is so seeret, 


I dont know what Um doing.” The TOWN and » 
X-L. Nipples COUNTRY 


A lady entered a butcher shop and said to the trul 
ruly automatic. 
clesk, “Give me two pounds of kidleys. Y 
“L take it that you mean kidneys.” corrected the 
huteher The BUDGETEER 
The lads snapped back, “I said kidlevs, diddle 17° Not Iiust 
X-L. Couplings with the Radiant Single 
You can save time and money around your shop Control Valve 
and on the job by using “X-L” Packaged Pipe Cou- 
plings. Your jobber has them; they're packed one size 
to a carton for easier storing and handling. Ask him 


200 Lb. Salt Storage Tank 


New Turbo-action Regeneration 


about them 
X-L Couplings THE OF 


A homeowner who had to summon a plumber late 


at night was gratified by his speedy appearance 


“Before you begin,” he said, “I want to acquaint you WATER CONDITIONERS 


with the cause of the trouble.” The plumber bowed i 
to the homeowner's wife and said. “I'm certainly Solves all water problems 
pleased to meet you, ma’am.” 
X | Nipple - 
Poet's Corner: a 
man stopped his girl in Brussels 
And charged, “You are wearing two bustles.” , FILTERS 
She declared, “That's not true: 
It's a thing I don’t do. 
You are merely observing my muscles.” 


for Homes and Industrial Plants 
@ tron Filters 
@ Acid Neutralizers 
X-L Couplings © Water Purifier 
In an atomic war, all men will be cremated equal Sediment Filter 
Nipple Available in Automatic Models 
requires n istomer attention, 


Sez He: “Gosh, you have a lovely figure.” Sez She as well as Manual model 


“Oh, lets not go all over that again.” . Sez Ls 


Alwavs remember 


for Chlorination, Algae Treatment, 
Every Size and Type PIPE | Med 


COUPLING From One Source = | cision built, completely 


encased, easily installed 


R D U C T 45 C M PA N Y Write for complete literature 
WHEELING, WEST VIRGINIA Grains R A >) i A fe T 


UTILITIES CORP. 
FACTORY PHONE: CEDAR 2-0175 / 8817 18th Ave., Brooklyn 14, N. Y. 
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News 


(Continued from page 213) 

to the Fedders-Quigan Corp., died here recent- 
ly He was 64 

Mr. Fedders was the youngest and last sur- 
viving of four sons of Theodore Fedders Sr., 
founder of the company. He became president 
of Fedders in 1941 and remained in that post 
until 1945 when a merger was effected with the 
Frank J. Quigan Corp. of Maspeth, N.Y. At the 
time of the merger, Fedders retired to his 300- 
acre farm in New York 

He is survived by the widow, Mildred; a son, 
Gordon: a sister, Mrs. Warren Detenbeck; and 


three grandchildren 


GI's Beat Stalemate 
in Korea, Learn Plumbing 

Kouter, Wis...They may be unhappy to 
learn they can't disconnect a monsoon, but GI's 
in Korea have added pipe wrenches to thei 
armament and are doing their off-time read- 
ing in plumbing catalogs 

They are learning about the plumbing trade, 


fast acting main vents 
for non-vacuum systems 
alt started when Kohler received a tape re- H ee eo 


ere 18 a series Of i 
cording from Capt. Wil Hawkins, an enginee from slow. (No. 71). to medium (N 
officer, asking for help in setting up a study to very fast (No. 99). They are designed 


highest standards to assure instantaneous 


with study aids supplied by Kohler Co 


wit! 


program for soldiers who had too much time 
and most emicient operatic of heating 


and too little to occupy them 

um-Apart Destgen. 
er vents, is the Cu» 

water closet, brass fittings, roughing-in books, the vent apart for cleat 


Kohler immediately air-expressed a cutaway 


textbooks and catalogs 
Hawkins recently reported to Kohler that the 
first class of 17 soldiers had graduated. Use Vent-Rite Vents f 


(Please turn to page 216) 


ind u ll aiwavs satisfy 
and money. and your custon 
ind fast, economical heating 


There's a Vent-Rite Venting Valve 
tor every type job. Order trom your 
wholesaler. 


Vent-Rite No. 
71, 75 or 77 
(No. 99 Similar 
design, but 
larger 


with 
VENT-RITE 


VENTING VALVES 


Best because scientifically designed 
by the pioneers in vent control 


“There, see, that’s what I mean— ANDERSON PR 1 


Cambridge 39, Massachusetts 


Makers of a Complete Line of 


VENT-RITE VENTING VALVES 


| 
“no Walwes 
Venting 
Vital links in profitable 
| installations 
| 
5 
fixed venting rate 
to fast (No. 77) 
ig tcature of Vent-Rit t found 
design wl its tAKINg 
ng if it should get geed. Dirt = 
ir cust rs You t 
ers will get trouble-free venting ‘ 
wy | 4 
\ “Rg ( | 
as, S (ines 
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“24-HOUR EMERGENCY SERVICE” in display 
ads accounts for many profitable jobs 
Bobick receives after business hours. 


RESIDENTIAL & COMMERCIAL 


PLUMBING 


SPECIALISTS 


Neo Fancy Prices! Just An Honest Job 


24-HOUR EMERGENCY SERVICE 
REPAIRS - ALTERATIONS CONTRACTIOS 
All hohe: Water Heaters 


Diamond 3-0695 


“| can thank the Yellow Pages 
for most of my new business” 


says JOHN BOBICK, Burlingame, California 


“Word-of-mouth advertising does a lot of good, but there’s nothing 
like the Yellow Pages for actual sales results. Just the other day, I sold 


a woman a new 50-gallon copper boiler over the telephone. The old 


boiler had burst, and she needed a new one installed immediately. 


‘Results like this have sold me on the Yellow Pages ever since I 
started in business eight years ago. It’s the only advertising I do!” 


Whether you deal in new equipment, remodeling sales or service 
jobs, the Yellow Pages get your sales message right into the homes of 


HOYT WATER HEATERS 
Manutactured in the 
Bay Area 
Sales and Service 
“WHERE 70 BUY THEM” 
DEALERS 
BOBICK JOHN 
1459 Oak Grove AviB) Dimnd 3-0695 


your best prospects. Learn how 
this effective advertising medium 
can build more sales for you. Call 
the Yellow Pages representative 
at your telephone business office! 


TRADE-MARK LISTING under Hoyt water 
heaters identifies John Bobiek as a 
lealer for this brand. 


News 


(Continued from page 215) 


J. B. Millikan Heads 
Clay Pipe Research 

CrystaL LAKE, ILtt.—J. B. Mil- 
likan was elected president of the 
National Clay Pipe Research Corp 
at the annual meeting of the group 
held here at the research laboratory 
of the National Clay Pipe Manu- 
facturers 

Millikan is vice president in 
charge of production, Pomona Ter- 
ra Cotta Co., Greensboro, N.C 

Othe: include 


vice president A. Lee Bennett, vic 


officers elected 


president and director of research. 
Pacific Clay Products, Los Angeles 
treasurer W. P Steele, vice presi- 
dent and secretary of Pine Hall 
Brick & Tile Co., Winston-Salem. 
N.C.: and secretary W. D. Wagner, 
ceramic engineer, Stillwater Clay 
Products Co., Uhrichsville, O 


Massey-Ferguson Names Hill 
industrial General Manager 


Char les Hill. 


Wicuita, Kans 


general factory manager of the " 
Massey-Ferguson plant in Racine. 
Wis. for the past 18 months, has 
been appointed general manager of 
the Industrial Division at the firm's 
Wichita headquarters. The appoint- 
ment was announced by A. A 
Thornbrough, president 

Hill succeeds:Charles Davis, who 
will continue with the division un- 

C. F. Hill Cc. J. Davis 

til completion of 1959 program 
planning. Davis, who at the com- 
pletion of this project will devote 
full time to other company activi- 
ties, was president of Mid-Western 
Industries when the firm was ac- 
quired by Massey-Ferguson in 57 
Warm Air Meeting to 64 


Stress Sales Challenge 


CLEVELAND—The National Warm 

Air Heating and Air Conditioning 

Assn. has chosen the theme “Every 
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Sale a New Challenge—Make the 

Most of It” for its 45th annual con- 

vention to be held here Dec. 4-5 
Attendance is expec ted to be the 


largest in the association’s history, 
according to George Boeddener, 
managing director. He said: “The 
convention will present numerous 
reports on sales techniques, mer- 
chandising activities, technical ad- 
vancements and an interim report 
on the association’s research resi- 
dence No. 4 at the University of 
Illinois.” 

All sessions of the convention 
will be held at the Statler Hilton 


hotel in Cleveland 


Piumbing Group Gets Copper 
Soldering Demonstration 

CH1cAaGco—A demonstration of 
‘opper drainage soldering was the 
highlight of a recent dinner meet- 
ing held by the West Suburban 
Plumbing Contractors Assn 

After discussions on copper in- 
stallations by 30b Chiddister, 
marketing manager of Northern 
Indiana Brass Co., Elkhart, Ind.. 
and Jack Sheehan, manager of 
wholesale sales for Wolverine 
Tube, Allen Park, Mich., members 
of the audience were asked to par- 
ticipate in the soldering operation 

The affair was sponsored jointly 
by the association: NIBCO, Ince., 
Elkhart, Ind., and Wolverine. Bob 
Reed, program chairman for the 
West Suburban group, was organ- 
izer for the evening 

Nearly 100 contractors and jour- 


neymen attended 


Gas Coolers to Offer 
Less Size, More Output 

Cuicaco—Smaller gas air condi- 
tioning units with increased capa- 
city will be marketed in the near 
future, the American Gas Assn.’s 
air conditioning promotion commit- 
tee learned recently from leading 
manufacturers 

Seven manufacturers of gas air 
conditioning units reported on pre- 
sent products and research for the 
future, according to W. W. Selzer of 
the Columbia Gas System Service 
Corp., New York City, committes 
chairman. Quieter units with in- 
creased economy and efficiency are 
undergoing final tests, Selzer said, 
adding 

“Not only will they cool and de- 


(Please turn to page 218) 
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with the Yew KOLLMANN 
KM -1500 


The “advanced design”’ of tne powerful new Kollmann KM-1500 
Speed-Kleen incorporates aluminum alloys in a streamlined unit 
which is lighter, stronger, faster and easier to use . . .on ANY flow 
line ANY where. 


Master plumbers and plumber drainage specialists will save time 
... enjoy the convenience of these NEW features: cable-distance 
counter, automatic cord-reel, headlight, extra service receptacle, 
handle-bar legs, powerful ! » H.P. electrically reversible motor, ball- 
bearing wheels and the exclusive Kollmann fingertip control for 
instant starting-stopping-reversing. 

The new Speed-Kleen easily handles 150’ of sectional cable at 
750 rpm. ‘“‘Ready to use” on 3” straight runs or 4” to 6” traps and 
bends... quickly adaptable to lines from 


RUGGED 


POWERFUL 11," to 10”. a 

INSTANTLY “ 

PORTABLES NEW Machine Steel “T-Slot’’ Coupling 


sec 


quickly, positively with the new Ke in patented 
“T-Slot"’ Steel Coupling. Under normal conditions, 
they last throughout the long service life of the 
cable itself. 


s are coupled 


Ask your favorite Supply House 


or write for literature. 


 KOLLMANN 


MANUFACTURING COMPANY 
Erie-Pennsyivania 


of Drom Cleaning Equipment Since 1936 


@ 

x 

? 
we 
q 
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News 


(Continued from page 217) 
humidify more efficiently than 
other type units, but they will 
purify air by ridding it of odors 
and germs.” 

Manufacturers pointed out that 
gas air conditioning units now on 
the market have been proved vir- 
tually trouble-free. They range in 


capacity from three tons for dom- 


estic use to several thousand tons 
for commercial and industrial in- 


stallations. 


New Clay Pipe Group 
Elects John Palmer 

ATLANTA, GA.—John Palmer has 
been elected first president of the 
newly formed Southern Clay Pipe 


Institute, an association of vitrified 


All major plastic pipe 


manufacturers specify 


IDEAL 
Clamps... 


OL mokt 


Available from all major plastic pipe manufacturers 


sdleal 


BROOKiVN 7 N Y 


clay sewer pipe manufacturers with 
seven charter members in_ the 
southeast part of the nation. 

The group will take over promo- 
tion of vitrified clay sewer pipe and 
kindred products formerly handled 
in the area by the Sanitary En- 
gineering Service. It plans to ex- 
pand advertising, public relations 
and research activities for vitrified 
clay pipe on a national basis, work- 
ing in cooperation with the Nation- 
al Clay Pipe Manufacturers group 

Other officers include vice pres- 
ident T. McComb Hines: treasure: 
T. L. Howard, and secretary W. D 
Anderson. Headquarters of the as- 
sociation is 206 Mark Bldg., At- 


‘anta 


Robert Hundley Named to 
National Oil Heat Post 

New York City—New national 
chairman of the Oil-Heat Insti- 
tute of Americas domestic edu- 
cation committee is Robert Hund- 
ley, general sales manager of Wm 
Steinen Manufacturing Co., New- 
ark, N.J 

The appointment was announced 
at the OHI board meeting at Hot 
Springs, Ark. last month, where 
Hundley was commended for his 
successful program with the strip 
film library at OHI national head- 
quarters here 

Hundley’s first step in his new 
post was to ask for the formation 
of an extensive educational pro- 
gram for installers and servicemen 
of the industry. 


Sees Bright Future for 
Wood Kitchen Dealers 

East Lansinc, Micu.—The wood 
kitchen business offers a_ bright 
future for able, aggressive special- 
ists “because modern kitchens are 
among the features most wanted 
by home owners,” students were 
told at the second annual training 
school for kitchen specialists, held 
at Michigan State University here 

Fifty-eight persons from 16 states, 
an increase of more than 35 percent 
over the enrollment for the 1957 
school, attended. The school was 
conducted by Michigan State’s 
Continuing Education Service in 
cooperation with the National In- 
stitute of Wood Kitchen Cabinets 
It consisted of a two-week basic 
course from Aug. 17 to Aug. 29 


(Please turn to page 220) 
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MOLDED HUMIDIFIER PAN DEFIES CORROSION 


TOUGH! Resists chipping, cracking and small pin holes EXCLUSIVE LIFETIME FEATURE OF 
which lead to corrosion. thick—won’'t distort from heat. GE A ron a5 


SPECIAL 
PHENOLIC 
COMPOUND 


Developed for parts continually 
exposed to heat and water 
this specially formulated phe 
nolic compound is tougher than 
steel, needs no porcelain 


enamel coating—can't chip! 
ABSOLUTELY CORROSION-PROOF! 


Withstands strong acids and alkalies. 


No doubt about it here is the first LIFETIME humidifier or corrode as conventional metal pans often do. Stronger, 
pan. Molded from a tough, heat-and-water-resistant com- more rigid and easier to clean, this new pan is adding 


pound, the new General pan absolutely will not rust, pit exclusive new trouble-free features to the General 800”. 


G E N E R A L F i LTE R Ss N Cc JOB RIGHT. When 


NATIONAL PLUMBING CODE 
RULES made plain... quickly. ~ / wouldn't be 
asily with this guidebook oe without it! 


and materials when jobs pass inspection the first 
time 


bd ORK faster, more confidently with this 
practic al aid Posen at explains National Plumbing 
the ame ground as most 
ou time and money since 
inspection without trouble. The book 
complete, official rules of the National 
Code in correct order. Then right after 
ult or involved rule, it presents a clear, 
imple <planation of that rule—tells how it 
actually affect the job at hand and how to =e teal 
apply it Cover joints, drainage venting, ete nu r NOZZLE 


Appendix give invaluable help on designing 


systems, septic tanks, wells, and much more 
NATIONAL An invaluable guide for EXTRACTOR 


* plumbers © journeymen Removes nozzle 


PLUMBING CODE in seconds! 


tors architects © engi- 


neers © inspectors © ad- . 
HANDBOOK ; , a A special quality tool for oil burner service men, designed 
ministrative officials © ete. 


and perfected by an oil burner man with years of service 


10 DAYS' FREE EXAMINATION 


MANAS McGraw-Hill Book Co., Inc., Dept. DE-10, I Three wrenches in one compact tool, 
327 W. 41 St, N.Y. C. 36 | 

Send me Manas’ NATIONAL PLUMBING 

CODE HANDBOOK for 10 days’ examin: | 
tion on approval. In 10 days, I will remit | 
7.50, pl few cents delivery costs, or 
Sock Eliminates the bending of electrodes and cracking of 
costs if you remit with this coupon; same porcelains caused by the use of ordinary wrenches. 


Makes nozzle removal easy in practically every type 
gun assembly. 


Chapters relating 


technical material 


Herbert N. Eaton 


formerly Chief, Hy- 

traulica Laboratory, A “must” for good service work! 

National Bureau of 
Standards 


Name 


| Address “Saves me valuable time!” 


(ity 


research and special + 


Piumbing Code ASA *osition BOSTON MACHINE OF Meeting Supplies Olv. 
A40.8 491 pages, 5!> t For price and terms outside { 7-17 WILLOW STREET 


x8, 390 illustrations write McGraw-Hill Int'l., _DE- WORKS COMPANY, trnn, mMassacuusetts 


138 tables, $7.50 
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NOW READY 
FOR YOU! 


HERE’S 
THE LEAD TOOL YOU'VE 
BEEN WAITING FOR 


Labor Reduced By 


More than eee 


@ Saves you time 
®@ Saves you labor 
@ Does a better job 


Engineered 
for Greatest 


I-M-P-A-C-T > 


Complete Set $35.00 


$10.00 deposit with order. 
Balance shipped C.O0.D. plus 
postage. 


Swedging jobs are less dif- 
ficult, require less labor 
and are done more effi- 
ciently when you are 
equipped with the PHIL- 
LIPS Impact Swedging 
Tool. Performs all prepar- 
ations of lead joints, from 
thru4”, using 5 eas- 
ily interchangeable hard 
wood maple heads 


eee Consult your Wholesaler 
or Write Direct 


IMPACT SWEDGING TOOL 


1327 N.E. 125th St., No. Miami, Fla. 
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News 


(Continued from page 218) 
and a one-week advanced course 
which ended Aug. 22. 

Among the lecturers who re- 
ported a great potential for the 
kitchen industry was George War- 
ren of the Kitchen Design-Home 
Bureau of General Electric Co., 


Louisville, Ky 


GE survey among 72,000 purchasers 


He cited a recent 


of appliances which showed that 
52.8 percent placed kitchen mod- 
ernization at the top of their lists 
of planned home improvements 

Certificates of completion of the 
27-subject basic course and the 17- 
subject advanced curriculum were 
awarded at “graduation” luncheons 
by Institute manager Fred Montie- 
gel and Clayton Wells, Michigan 
State conference coordinato 

Basic course registrants under- 
went a comprehensive final ex- 
amination which, along with class 
participation and_ cooperation, 


formed the basis for rankings 


Tied for first place were George 
Callender, an engineer for Wood- 
Metal 
Pa., and Clayton Roberts, salesman 
for I-X-L Furniture Co 
Ind 


Phases of the kitchen business 


Industries, Inec., Kreamer, 


Goshen 


covered included kitchen planning, 
color and decoration, illumination, 
ventilation and electrical wiring, 
perspective drawing, sales techni- 
ques, displays, accounting proce- 
dures, business law and business 


letter writing 


Long island Organizes Better 
Heating-Cooling Council 

New York Ciry—A fifth local 
Better Heating-Cooling Council is 
taking shape for cooperative pro- 
motion of hydronic heating and ai: 
conditioning, this one in the five- 
million population Long Island, 
N.Y. area. 


Some 70 hydronic contractors 


| 
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wholesalers and manufacturer rep- 
resentatives held an organization- 
al meeting in August under the 
chairmanship of Alfred Hewitt, of 
Altom Plumbing and Heating 
Corp., Long Island 

A panel of speakers pointing out 
the need for united industry action 
in the area included Sidney Horo- 
witz, Horowitz Brothers; Sherman 
Hollander, Wallack-Hollander; Ray 
Bohr, president, Federal Boile 
Co.; and Neil Carty, business agent, 
U.A. Local 638, steamfitters union 


Membership in the council will 
be drawn from Brooklyn, Queens, 
Nassau and Suffolk counties 
Similar councils are already op- 
erating in Cleveland, Chicago 
Milwaukee Philadelphia—all 
affiliated with the national Better 
Heating-Cooling Council here 


Barnes Picks Blue Ribbon 
Distributor Winners 


MAnsFIELD, O.—A _ testimonial 
dinner and trophy awards have 
been presented to the winners of 
Barnes Manufacturing Co.’s Blue 
Ribbon distributor contest 

Regional winners include Mc- 
Ardle & Walsh, Towson, Md.; 
Meisel Hardware, Bay City, Mich.; 
Cayce Mill Supply, Hopkinsville, 
Ky.: Colladay Hardware, Hutchin- 
son, Kans.: and Wedum Supply, 
Alexandria, Minn. The announce- 
ment was made by Fred Hout, 
3Zarnes president 

The contest was on a basis of 
points earned for effective use of 
sales and merchandising tools, and 
sales increases over 1957 

According to company officials, 
the contest, along with a number of 
new merchandising tools and new 
product designs, has accounted for 
a substantial sales gain over the 


past yvear. 


GAMA Plans to Triple 
Local Level Advertising 


PorTLAND, Ore.—A whopping 
total of $30 million will be spent in 
the immediate future on local-level 
advertising and promotion by the 
gas appliance industry, according 
to Clifford Coons, president of the 
Gas Appliance Manufacturers 
Assn. 

The GAMA chief, speaking to a 
group of western gas industry lead- 
ers last month, said this is about 


(Please turn to page 222) 
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Pre-Cut...Pre-Assembled...Pre-Packed BASEBOARD 


Flip open the carton... remove the RED-E-PAK baseboard... nail it to the wall. 
It’s that fast tq install because RED-E-PAK is engineered and packaged by Embassy 
for speed on the job. No cutting ...no assembling ...no wasted time and ma- 
terial. RED-E-PAK is manufactured in 2-3-4-5-6-7-8-foot lengths. It is completely 
assembled with front and back panels, element, FREE damper, and hanger brackets. 
RED-E-PAK can even be double tiered. Look for the baseboard carton with the 

RED-E-PAK label. Cut job time costs — boost job profits 


WEATHER-TWINS 


Weather-Twins is the biggest profit news in climate 
BEaaaa control today. Self-contained Kelvinator air condi- 
oe3 of tioning with Embassy natural convection heating in 
an integral, engineered cabinet is taking builders by 
= a . storm, opening new sales sources for heating whole- 
== =358 salers and contractors, Find out how you can make 

money with Weather-Twins. Write today! 


Fin Tubee Boilers @ Cooliag Towers Convectors 


Packaged Chillers e Air Cooled and Water Cooled Air Conditioners 


3 
é 


OUR ONLY CUSTOMERS — ESTABLISHED PLUMBING & HEATING WHOLESALERS 
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News with automobiles as consumer pur- 


chases that can be deferred until 


next year.” 

(Continued from page 221) pliances are fully automatic, Coons Coons also said the gas incin- 
three times as much as recent av- said, and will support a new erator division of GAMA has 
erage annual expenditures, and it “Super-X” type of range. started a series of local-level pro- 
heralds the country’s emergence Coons, who also is executive vice motions that could raise this ap- 
from a year of economic recession president of the Rheem Manufac- pliance to major stature. 
cr “confusion.” turing Co., said the appliance in- 

The industry’s campaign will in- dustry was hit hard by the recession Lennox Chief Predicts 
form “the man of the house and because “we are making consume} Future House-Trading 

the woman in the kitchen that items essential to everyday living, Marsuatttown, Ia.—A practical 
top-of-the-line gas cooking ap- but which can be classified along house-trading system whereby a 
person can Swap a house in one 
area for a house in another area 
almost as easily as he swaps cars 


will be one of the advantages of 


é the near future, according to John 
Norris, president of Lennox In- 


Today’s homeowners often have 
in PLASTIC PIPE Installations! trouble disposing of their old homes 
when they decide to move to an- 
other city or buy a better-quality 
house, Norris pointed out 
3ut signs of a change are show- 
ing, according to Norris. He said 
the National Assn. of Real Estate 


PLUS... Boards and the National Assn. of 


_ : Home Builders strongly favor the 
Patented One-Piece Housing of Stainless Steel ; ae 


Housing Recessed in Band 


Patented Contour Serrations in Band 
Stainless Steel Screw—Heat-Treated Growing Market Seen for 


Heavy-Duty Gas Heaters 
New Yorx«K y—Gas-fired 
FOR sae » heavy-duty forced air heaters have 
Extra Corrosion Resistance become one of the fastest-growing 
Premium Strength , branches of the heating industry, 


Uniform Tighter Clamping \ according to the Gas Appliance 


development of a trade-in system 


Proved Welded Assembly 


Permanent Seal — Manufacturers Assn. 


In establishing a new division 
for heavy-duty forced air heaters, 
PR GAMA defined such equipment as 
Series C-PS “direct-fired heaters, or head dif- 
fusers, with a capacity in excess of 
500,000 Btu/hr output. They are 
used for comfort heating, and 
sometimes for other purposes, in 
buildings having a wide expanse of 
open space or where rapid ait 

changes are likely to occur.” 
eHeaters in this category using 

Deep-Slotted : 
Stainless Sctew gas, or gas in combination with oil, 
Series PS probably will account for a 1958 
production total aggregating well 
over three billion Btu output, ac- 
Ask for Bulletin PP-1057 for full details 
proximately double that of two o1 
Quality for over a Quarter Century three years ago, and members feel 
WITTEK Manufacturing Co. © that it may double again in a sim- 

4357 West 24th Place ilar period 

Chicago 23, Illinois Members of GAMA’s heavy-duty 


(Please turn to page 224) 
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~ ONLY the BEST 


Sell More- Make More 


New, popularly 
priced, all bronze 
or iron. Automatic, 
electric... 

3000 gal. per hr. 
capacity 


CONSOLIDATED 
‘SHIPMENTS 


Less Inventory 2 
Less Warehouse Space ; 
Less Capital Needed Explosion-proof, 
Less Insurance totally enclosed 


modeis are 


prot table tor many 
installations 


MODELS e —© SIZES 


On remodeling jobs, there's extra profit in a Penberthy 
Homeowners with substantial investments in basement 


Less Orders and Checks 
Less Property Tax 

Less Freight to pay 

Fresh Stock Always 

All Cast-Iron Lavatories 
Acid-Resistant. Save 
Deluxe Glass-lined Water 
Heaters at economy prices. 
Well Balanced Stock Always 
Turn Stock 18 times a year. 
Merchandise is sold before 
Invoice is Due 

Combined products shipped 
on same load direct to job 
or warehouse. 

¥ Yes, these and many other 
advantages are exclusive to 
U.S. Distributors: Full line 
cast-iron, steel, vitreous 
china plumbing fixtures, 
lavatory vanities, together 


rooms are easy-to-sell prospects Dependable, year- 
round protection against watet damage 1s a powertul 
sales tool 

Penberthy sump pumps are quickly installed, require 
no maintenance, give top pc rformance even after 


- 


periods of non use 


Motor, switches, working parts are completely water- 
proof. Write for new Catalog 


Remodeling Idea 


Mers-A-Matic Game Room 
Pump, installed entirely 


with gas and oil-fired heat- below floor level, permits f 
ing boilers, gas and oil-fired tiled-over clear area. Good for % 
long service... 
intermittent or continuous. 
Positive protection 
at low cost. 


glass-lined water heaters, 
baseboard radiation, oil 
burners. All products manu- 

factured by U.S 


PLUMBING FIXTURE CORPORATION SUMP PUMPS 


1130 CITY PARK AVE. — : COLUMBUS, OHIO PENBERTHY MANUFACTURING CO. 


Dirision of Buffalo-Eclipse Corporation 
A request will bring the latest U.S. Catalog. 1242 HOLDEN AVENUE @ DEPT DE © DETROIT 2, MICHIGAN 
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News 
(Continued from page 222) Daniel Corp., South Norwalk, 
forced air heating division are Conn.: Reznor Manufacturing Co., 
Airtherm Manufacturing Co., St Mercer, Pa.; Surface Combustion 
Louis; Carrier Corp., Syracuse, Corp., Columbus, O.:; and York- 
N. Y.; Chicago Steel Furnace Co., Shipley, York, Pa 
Chicago; Dravo Corp., Pittsburgh; 
Johnson Heater Corp., Chelsea, Cleaver-Brooks Starts 
Mass.; Lennox Industries, Syra- $900,000 Canada Plant 
cuse, N. Y.: Mammoth Furnace STRATFORD, ONT.—Cleaver-Brooks 
Co., Minneapolis, Minn.; Prat- Co., a leading manufacturer of 


FIRST in the Field . . . 


THE NEW 


Combining the sealed safety of Pitless instoll- 
ation with the economy of the ‘et pump 


| A completely new idea in water system pre- 
fabrication . . . beautifully simple, efficient, and 
practical. The PJ is an entirely new pitless-pump 
unit which forms the upper part of the well — 
contamination meeting the strictest well codes. 

No pit or heated enclosure is needed. The PJ 
includes a specially designed centrifugal jet pump 
meunted within the well casing below the 

frost line. Only a single line of pipe from the 

well is used—eliminating the return pipe 


Mail this coupon for additional information 


ept 
BAKER MFG. COMPANY Evansville, Wis 
NAME 
OCCUPATION 
STREET 
city STATE 
MY OISTRIBUTOR IS 
city 


packaged boilers, launched a $900,- 


000 construction program here last 
month with ground-breaking cere- 
monies for a new 25,000-square foot 
plant to be operating before the 
end of the year. 

J.C. Cleaver, company president, 
turned the first shovel of dirt. He 
said the plant will be used for pro- 
duction of packaged boilers for in- 
dustrial process and heating appli- 
cations and institutional and com- 
mercial installations. It is part of a 
$2-million Cleaver-Brooks expan- 
sion which also includes an addition 
to its eastern manufacturing cen- 


ter at Lebanon, Pa. 


Carrollton to Distribute 
Roof Vent Flashings 


CarROLLTON, O.—Exclusive sales 
and distribution rights for a new 
neoprene roof vent flashing have 
been granted to Carrollton Manu- 
facturing Co., it has been an- 
nounced by Robert Kaufman, pres- 
ident. 

The lightweight, flexible, one- 
piece unit—called Mono-Flash 
was designed for rapid installation 
on residential and commercial 
buildings. It features a patented 
double-seal collar and requires 
only the application of a non-hard- 
ening caulking compound to pro- 
vide a weather-tight seal. 

Other Carrollton products in- 
clude stainless steel sinks, stain- 
less kitchen utensils and other 


stainless steel fabrications 


General Filter's Redner 
Dies in Mexico Hospital 

Derroir—Arthur Redner, forme: 
president of General Filters, Novi, 
Mich., died in the British American 
Hospital in Mexico City atter a 
lengthy illness. 

Redner, who was born in Red- 
nersville, Ont. in 1894, founded 
General Filters in 1937 and was the 
president until ill health forced his 
retirement in 1955. At that time 
he severed all connections with the 


company 


a Under his guidance the company 
went through three expansion plans 
which culminated in the modern 
new plant built in 1953. The estab- 
lishment of a Canadian subsidiary 
and the building of its own plant 
in Scarborough, Ont. was anothe: 


(Please turn to page 226) 
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Step This Way to Higher Sanitary Standards 
dl 


WALL 


MOUNTED 
PEDAL 
VALVES 
and service 
fittings 


See, pal, how easy 


IMPROVES ON THE WELL-KNOWN 


water dispensing 


“INDUSTRY STANDARD” BRADY AIR CONTROL ace a 


AV-100 AIR 
VOLUME ’ Sanitary and quick these are 


mportant factors in stepping up 
CONTROL efficiency in hospitals or water 

sal service areas anywhere. T & S 
Wall Mounted Pedal Valves oper 

eee ate at the touch of a toe, keep 
hands free. Pedals can be flipped 
up to stay up, clear of the floor 
Wa ke better Available with single or twin 
pedals, and with, or without, loose 
key stops for water line turn-off 


@ NEW, IMPROVED SNIFTER VALVE 

NEWLY DESIGNED DIAPHRAM 

M@ NEW BUILT-IN FLOAT BALL CHECK 

mi NEW TAMPER-PROOF FACTORY SEALED UNIT 


Thoroughly tested and proved and now standard 
equipment on many well-known package systems, Leen at 
the new AV-100 Brady Air Volume Control meets “Lifetime” 

all domestic ejector,turbine, rotary and centrifugal —r-€¢ SHAMPOO SPRAY 

pump water system needs. The AV-100 operates at 
maximum efficiency on any tank to 120 gallons ; institutions, always at 

capacity, greatly reducing inventory problems. Only 

one size vacuum tubing, s inch, is required for any —Ar Encourages inmate sanita 


: tion. Models for perma 
AV-100 air volume control installation. 


WHILE BETTER, MORE VERSATILE, AND MORE — 
EFFICIENT THAN OTHER AIR VOLUME CON- 
TROLS, THE AV-100 IS LOWER IN COST. 


for specific bulletins or complete 
ASK FOR COMPLETE INFORMATION TODAY 


Brady AIR CONTROLS, INC. T&S BRASS AND BRONZE WORKS, INC. 


128 Magnolia Avenue, Westbury, New York * EDgewood 4-5104 


America's Most “Flexible” Line of Water Feed Equipment! Pre-Rinse Glass Fillers 
1 002 East 18th Street, Muncie, Indiana Water Stations « Faucets + Pedal Valves & Servicé Fittings * Spray Hoses * Accessories 
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ONLY BOOSEY 
GIVES YOU 
CUSTOM 
DRAIN DESIGN 

AT COMPETITIVE 
COSTS 


Roose, 
Backwater 
Talve 

No. 109 


The Boosey line of drains 
offers over 1000 product vari- 
ations— 100 design options 
for floor drains alone. You 
eanliterally design yourown 
drain from these variations. 


Boosey drains have proven 
their dependability in thou- 
sands of buildings for nearly 
fifty years. You'll find you 
can specify the exact drain 
for the job easily, quickly, 
with the Boosey Catalog. If 
you don’t have one write for 
ittoday—on yourletterhead 
please. 


Boosey 
Industrial 
Floor Drain 
No. 186-C 


NORMAN BOOSEY MFG. CO. 
5281 AVERY AVE. © DETROIT 8, MICH. 
EN-581 


BOOSEY 


t 

12 Engineering Grads Campbell, 
LA Chroser Wi oolloue NY 
‘ Chene Mating 
Hes have completed post-arad Froud Reidenbach 


Wiel Unversity) 
ite engineering training program Sack, Grand Rapid 
Trane Co home office Mich John Vorel Greenville 
The course is designed to give ( Jack Watson, Denver md 
pecialized training to prepare the Warner Whalen, West Hartford 


vraduate for his place in the heat Conn 


Franklin Electric Designs a Power Cable Package 
to Make Submersible Pump Installations Easier 


Biurrton, Inp.-A specially de- The installer can unreel the cable, 
igned box that permits the unreel- without snarling, while installing 
ing of power cable during the in- the pump 
stallation of submersible water Use of the box permits dealers 
systems has been adopted by to stock packaged wire in standard 
Franklin Electric Co. for use by lengths, which makes splicing on 
its customers. (See photo, page 56.) the job unnecessary because the 

It minimizes the possibility of installer can select the exact length 
damage to cable in transit and on of cable he needs 
the job. Previously done up in The box for the submersible mo- 
shanks, the cable now is packed on tor pump cable also is designed so 


a corrugated reel within the box (Please turn to page 229) 


“What was that address again?" 
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PAV 


qLUUMBING 


7 


DoMESTIC 


1.1840 


LAVATORY 
CARRIER 


For support of lave 
tories using top panel 
orranged to accommo 
dote hangers, or 
hanger plate furnished 
with lavatory 


L-1850 
URINAL CAR&IER 


Support urinals inde- 
pendent of ony wall 
support. Bottom bolts 
provide thrust to main- 
tain clearance between 
bottom of urinal and 
finished wall. 


1-866 
FLOOR 


DRAIN 


(WITH CLEANOUT 
AT FLOOR LEVEL) 


For areas where water from sewer 
could back up or where drain is sel- 
dom used as valve remains closed 
preventing sewer gas discharge in 
event woter seal is broken by 
evaporation. 


Heer BRAIN 


sting 


1.570 


SAFETY 

WASTE 

FLOOR OR 

SHOWER DRAIN 
WITH INTEGRAL TRAP 


For shower or toilet rooms or creas 
where vertical adjustment of strainer 
ond deep integral trap is required 


L-1480-A 

PROMENADE 

DECK DRAIN 


For use on Promenade Deck or 
wherever dome or beehive strainer 
would be unsatisfactory. 


GREASE 
INTERCEPTOR 


Eliminates hazard of clogged waste 
lines by intercepting, separating, 
and holding grease, oil, fats before 
they reach waste lines. Suitable for 
domestic and commercial use. 


CARRIERS AND DRAINAGE EQUIPMENT 
FOR DEPENDABLE PERFORMANCE THROUGHOUT 


From the roof to the basement—simple one-storied or complex 
multi-storied buildings—whatever your drainage problem, there 
are Blake products to help you. The products shown here can only 
suggest the range and scope of the Blake line—a complete line of 
scientifically designed and quality engineered products—the 
result of 50 years of experience and know-how. You can specify 
Blake with complete confidence. Write for complete catalog. 
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+ tana 
Ann 


1.557 


SAFETY 


WASTE 
FLOOR OR SHOWER DRAIN 


For shower and toilet rooms or 
oreas where vertical adjustment is 
required 


1-988 


PALMER 
TYPE 
BACKWATER VALVE 


Prevents backflow from main 
sewer lines. Safeguard against 
flooding conditions. 


t-805 GUTTER DRAIN WITH 


SAFETY PAN 
For swimming 
pools or nar- 
row gutters in terrace or balcony 


floors or any location requiring 
narrow drain with large waterway. 


L-830 POOL 
DRAIN 

For swimming 

and wading 

pools or oreas 

where quick drainage 
is necessary. 
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It's the new Case Two-Tone 
Waldorf 350 Concave Vitreous 
China Lavatory. Basin and slab 
are produced in any combina- 
tion of 48 decorator colors plus 
sparkling black and white. 


| 

Now you can offer 
100 Decorator Color 
Combinations Without 
Changing the Piping! 


Now your customers can change lavatory colors without 
touching the piping or spending a lot of money. 

Suppose, for example, your customer wants a yellow basin 
in a black slab (above). Just fit the low-cost PO Basin into the 
leakproof mastic groove under the slab and fasten the lugs 
The same goes for any combination of 48 decorator colors 
plus sparkling black and white. 

The Case Waldorf 350 is not only the industry's first two-tone 
lavatory, it’s also a luxurious beauty of a fixture priced /ow to 
sell fast. The luxury is in the finest of vitreous china molded 
into a gracefully curved front apron and conveniently spacious 
flat deck...anti-splash rim...concealed overflow. 

Plus beautifully designed center supply and pop-up waste fit- 
ting, legs and knee brackets a// chrome plated. Ask your Case 
distributor or Case Manufacturing Corporation, 33 Main Street, 
Buffalo 3, New York. Telephone CLeveland (1) 


CASE MANUFACTURING CORP. 
33 MAIN ST., BUFFALO 3, N. Y. 
18663-1958 


Mokers of the famous Kitten-Quiet” Non- 
Overflow (Safety Feature) One-Piece” 
Woter Closet with the whispering flush. 
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Announcing 
the New 


Chicago Faucets 


Here is quiet elegance with a modern flair... 
beauty that stems from fine proportions and a 
refreshing simplicity of line. 
Underneath you have the same 
trouble-free operating mechan- 
ism that has made Chicago 
Faucets first choice for ease of 
operation, drip-free service and 
lasting economy. 


For modernization work this new 
Classic line is a natural. Its 
handsome new appearance will 
win new customers; its lifetime 
service will make lifelong 
friends. Available for tub, lav- 
atory and deck type kitchen 
sinks—same price as regu- 

lar Chicago Faucets. 


Write for catalog 
sheets and prices. 


The Chicago Faucet Co. 
Chicago 339, Ill. 


Chicago Faucets 
are distributed 
through the 
plumbing trade 
exclusively — 


L + As Long As the Building 
os 
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(Continued from page 226) 

that customers of pump manufac- 
turers that use Franklin Electric 
motors can unreel the contents 
without cutting the box. This pre- 
vents the cable insulation from be- 
ing sliced while being unpacked 

Packaging for the cable was de- 
signed by Harold Lamboley in co- 
operation with members of the 
company’s engineering sales staff 
and Fort Wayne Corrugated Pape 
Co. designers. 


Robertshaw-Fulton 
To Build New Plant 

YouNGwoop, Pa Robertshaw- 
Fulton Controls Co. will build a 
$2,500,000 plant here for production 
of thermostatic control devices for 
home appliances and industry 

The new plant will replace man- 
ufacturing facilities here and at 
nearby Scottdale, providing fon 
expansion of facilities and more 
efficient manufacturing techniques, 
president T. T. Arden told DE. It 
will employ 1,200 workers, about 
the same as are now employed at 
the two plants being replaced. 

Scheduled for operation in 18 
months, the new facility will be a 


modern, one-story manufacturing 
building designed for in-line pro- 
duction, with an adjoining office 
building. The Youngwood and 
Scottdale plants will continue in 
operation until the new building 
is completed. 


Year-Around Climate 
Features Winning Homes 

New York Ciry—Two new Phil- 
adelphia-area homes featuring 
American-Standard year-around 
air conditioning have been chosen 
by the Saturday Evening Post to 
receive the magazine's “Builde: 
Award,” designating them “Blue 
Ribbon Homes of the Year.” 

The builders, Robert and Rich- 
ard Fox, credited the air condition- 
ing with being important factors in 
winning of the awards, as well as 
being important sales features. Ac- 
cording to Robert Fox: 


s» ‘Air conditioning is a major fac- 
tor in new home sales. We expect 
a 100 percent increase in the num- 
ber of air conditioned homes this 
year. At one time air conditioning 
was considered a luxury, but that’s 
(Please turn toa page 230) 


“I've sure seen some nosey people in my time!" 
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The ONLY Water Heater 


Winning 4 
CITATION 


awaros 


MAGAZINE 


And this big plus... 
The ONLY Clothes Dryer 
created exclusively 
for you the plumber. 


RANGE BOILER CO. 


24th and Elisworth Sts., Philadelphia 46, Pa 
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Waldorf 350 Concave Vitreous 
China Lavatory. Basin and slab 
are produced in any combina- 
tion of 48 decorator colors plus 
sparkling black and white. 


It's the new Case Two-Tone 


Now you can offer 
100 Decorator Color 
Combinations Without 
Changing the Piping! 


Now your customers can change lavatory colors without 
touching the piping or spending a lot of money. 

Suppose, for example, your customer wants a yellow basin 
in a black slab (above). Just fit the low-cost PO Basin into the 
leakproof mastic groove under the slab and fasten the lugs 
The same goes for any combination of 48 decorator colors 
plus sparkling black and white. 

The Case Waldorf 350 is not only the industry's first two-tone 
lavatory, it’s also a luxurious beauty of a fixture priced /ow to 
sell fast. The luxury is in the finest of vitreous china molded 
into a gracefully curved front apron and conveniently spacious 
flat deck...anti-splash rim...concealed overflow. 

Plus beautifully designed center supply and pop-up waste fit- 
ting, legs and knee brackets a// chrome plated. Ask your Case 
distributor or Case Manufacturing Corporation, 33 Main Street, 
Buffalo 3, New York. Telephone CLeveland ¢(i) 


CASE MANUFACTURING CORP. 
33 MAIN ST., BUFFALO 3, N. Y. 
1663-1968 


Mokers of the fomous Non- 
Overtiow (Safety Feature) One-Piece” 
Woter Closet with the whispering flush. 
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Announcing 
the New 


Chicago Faucets oO 


Here is quiet elegance with a modern flair... 
beauty that stems from fine proportions and a 
refreshing simplicity of line. 
Underneath you have the same 
trouble-free operating mechan- 
ism that has made Chicago 
Faucets first choice for ease of 
operation, drip-free service and 
lasting economy. 


For modernization work this new 
Classic line is a natural. Its 
handsome new appearance will 
win new customers; its lifetime 
service will make lifelong 
friends. Available for tub, lav- 
atory and deck type kitchen 
sinks—same price as regu- 

lar Chicago Faucets. 


Write for catalog 
sheets and prices. 


The Chicago Faucet Co. 
Chicago 339, Ill. 


Chicago Faucets 
are distributed 
through the 
plumbing trade 
exclusively — 
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News 


(Continued from page 226) 

that customers of pump manufac- 
turers that use Franklin Electric 
motors can unreel the contents 
without cutting the box. This pre- 
vents the cable insulation from be- 
ing sliced while being unpacked 

Packaging for the cable was de- 
signed by Harold Lamboley in co- 
operation with members of the 
company’s engineering sales staff 
and Fort Wayne Corrugated Paper 
Co. designers. 


Robertshaw-Fulton 
To Build New Plant 

‘YOUNGWoop, Pa. Robertshaw - 
Fulton Controls Co. will build a 
$2,500,000 plant here for production 
of thermostatic control devices for 
home appliances and industry. 

The new plant will replace man- 
ufacturing facilities here and at 
nearby Scottdale, 


expansion of facilities and more 


providing fon 


efficient manufacturing techniques, 
Arden told DE. It 
will employ 1,200 workers, about 


president T. T 


the same as are now employed at 

the two plants being replaced. 
Scheduled for operation in 18 

months, the new facility will be a 


modern, one-story manufacturing 
building designed for in-line pro- 
duction, with an adjoining office 
building. The Youngwood and 
Scottdale plants will continue in 
operation until the new building 
is completed 


Year-Around Climate 
Features Winning Homes 

New York Ciry—Two new Phil- 
adelphia-area featuring 
American-Standard year-around 


homes 


air conditioning have been chosen 
by the Saturday Evening Post to 
“Builder 
Award,” designating them “Blue 
Ribbon Homes of the Year.” 

The builders, Robert and Rich- 
ard Fox, credited the air condition- 


receive the magazine's 


ing with being important factors in 
winning of the awards, as well as 
being important sales features. Ac- 
cording to Robert Fox: 


a ‘Air conditioning is a major fac- 
tor in new home sales. We expect 
a 100 percent increase in the num- 
ber of air conditioned homes this 
year. At one time air conditioning 
was considered a luxury, but that’s 
(Please turn to page 230) 


“I've sure seen some nosey people in my time!" 
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BRADFORD 


The ONLY Water Heater 


Winning 4 ”~ 
CITATION THE AMERICAN 


MAGAZINE 


And this big plus... 
The ONLY Clothes Dryer 
created exclusively 
for you the plumber. 


Quality Products Since 1881 


RANGE BOILER CO. 


24th and Ellsworth Sts., Philadelphia 46, Pa 
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WHAT 

DO YOU 

WANT TO KNOW 
ABOUT KUHNS 


PIPE FITTINGS 9 


THE 
ANSWERS 
ARE HERE 
YOURS 
FOR THE 
ASKING i 


only by THE HUHNE CO Bay 


Get complete data on— 


Types and sizes available 
Typical applications 


Safety factors and service ratings by Under- 
writers’ Laboratories, Inc. 


Prices 
Physical properties; production control tests 


Specifications—A.M.S., A.S.T.M., Ordnance, 
Navy, Coast Guard, National Fire Protec- 
tion Association, National Board of Fire 
Underwriters, Corps of Engineers 


DUCTILE IRON Impact test data 
PIPE FITTINGS 


MANUFACTURED 
ONLY 


BY THE KUHNS BROS. CO. 


DAYTON, OHIO 


1800 McCall Street, Dayton, Ohio 


Send me a free copy of Catalog 2-PF on ductile fittings. 


NAME = 


COMPANY ___ 
ADDRESS 


News 


(Continued from page 229) 

not true today. People have dis- 
covered they eat better, sleep bet- 
ter and stay healthier in an ait 
conditioned home 

“Even in our moderately priced 
homes most of our customers eithe: 
buy air conditioning immediately 
or insist on a home designed for 


future air conditioning.” 


Tait Launches Testing 
Laboratory Expansion 

Dayton, O.—An_ expansion of 
approximately 50 percent in the re- 
search and engineering testing lab- 
oratory of Tait Manufacturing C 
has been started, according to 
president Louis Wozat 

The laboratory building, person- 
nel and facilities all will be nearly 
doubled, Wozar said, with all oper- 
ations continuing under the direc- 
tion of Kenneth Lung, vice presi- 


dent of engineering 


a Wozar said this expansion of re- 
search and_ testing activity Was 
made necessary because “our riss 
to a position of leadership has beer 
due, to a large extent, to our em- 
phasis on long-range research and 
engineering.” 

He added that an expansion. in 
these activities is “our best guar- 
antee of a continued strength in 


the market.” 


Lubricated Plug Valve 
Specialists Trained 

New York Ciry—A select group 
of salesmen have become special- 
ists in lubricated plug valves, fol- 
lowing two weeks of clinical study 
of the products at a training school 
of the Walworth Co. in Kewanee 
Ill. 

The salesmen who attended the 
school for two weeks were selected 
from the company’s divisions in 


all parts of the country 


John Deere Completes 
New Building in Moline 


Mo.inE, new 89,000 
square foot manufacturing building 
has been completed here by John 
Deere to produce the growing line 
of working equipment designed for 


99° 


(Please turn to page 
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BECAUSE: 
You are assured of consistent 


quality time after time. 


You support your fellow 
American workers. 
You help build your reputation 


and America’s prosperity. 


You can count on a reliable 
source of supply. 


Highest grade copper from Phelps 
Dodge’s own mines. 


Controlled quality assures unsur- 
passed tube properties, including 


precise uniformity of wall thickness. 


Color-coding of straight-length 
tubes for instant identification. 


Packaging that’s easy to stock, 
easy to use. 


Mill depots strategically located 
for speedy service. 


Quality tube sold the Quality way— through wholesalers 


PHELPS DODGE PRODUCTS 


NEW YORK, N.Y. «¢ LOS ANGELES, CALIF. 
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MADE IN USA 
TO THE STANDARDS 
OF AMERICAN INDUSTRY 


opecirY coPPEr 
+UBE AND pipe MADE 
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PLUMBINGWARE 


manufactures BATH T U BS in 


No One Else Can Make This Statement 

4’ 
Bath Tubs * Flat Rim Sinks and Lavatory * Drainboard 
Sinks * Sink and Tray. 


Hard, gleaming porcelain enamel finish, acid resist- 
ant, of course. Write for catalog sheets. 


highest quality only 


PLUMBIng 


Our Motto 
Make The Bath Tub 
Fit The Room” 


Middleville, Michigan 
PLUMBINGWARE PROTECTS THE HEALTH OF THE NATION 


SINGLE HANDLE 


A COMPLIMENT To 
ANY KITCHEN... 


Guaranteed by 
Good Housekeeping 


or as AbvertistD 


NATIONALLY ADVERTISED... 
NATIONALLY ACCEPTED... 


NATIONALLY DEMANDED... 
“DELTA IN CANADA: 


EMCO LIMITED 
AN APPOINTMENT OF QUALITY.” 16 Branches across Canada 


ravcer 


(12825 FORD ROAD _— DEARBORN, MICH. 


RESTAURANTS 
HOSPITALS 

* CHURCHES 

* SCHOOLS 

* HOTELS 

* MOTELS 


AND A BIG OPPORTUNITY FOR YOU! 


Look around you! Among the schools, hotels, restau- 


rants and similar institutions in your community, 
wherever the need for Hot Water in abundance is o 
requisite, you'll find a ripe market for LECTRO-SPEED 
BOOSTERS and ABCO Commercial Water Heaters 
Designed for efficient, long-lasting and dependable 
operation, these units carry the Underwriters’ Labora- 


| tories and ASME-NB labels. Each is covered by the 
manufacturer's warranty 


WRITE DIRECT TODAY OR CONSULT YOUR WHOLESALER 


APPLIANCE BUILDING CO., INC. 


6505 SEAVIEW AVENUE SEATTLE 7, WASHINGTON 
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(Continued from 230) 


page 


use with its line of industrial 


The new 
with all 
design. A new 
feet of space 1s 

Another John Deere 
works 


tractors 


building is a one-story structurs 


latest building 


24 000 


features of industrial 


with 
to the 
at the 


stee| storage unit 


square adjacent plant 


expansion, tracto! 


in Dubuque, Ia. is nearing completion 


also. There, four new additions will add ap- 

proximately 30 percent to the plant's capacity 

for manufacture of industrial tractors and 

Stationary power units 

200 Attend Philadelphia 

Wholesalers Annual Outing 
PHILADELPHIA—Golfing, swimming and_ base- 


ball were 


among the “fine time had by all” ac- 
tivities at the annual outing of the Quaker City 
Plumbing Wholesalers Assn Two hundred 
members, guests and factory representative 
attended the affair at the Warrington Country 


Club 


vanizing 


Lionel Rothberg was chairman of the 


ore- 


committee 


New Committee Is Mapping Industry's 
“Biggest’ Air Conditioning Exposition 
WasuincTon, D. C.—-The newly-appointed ex- 
of the 
Refrigeration Institute 


position committee Air-Conditioning and 


for its first 
ARI headquarters, it 


committee 


got togethe1 
planning meeting here at 
chairman 
of Penn 


has been announced by 
marketing 
Ind. 

The exposition will be held in the 


Atlantic City, N.J.. Nov. 2-5, 1959 


The committee plans to make the 11th exposi- 


Robert Luscombe, 
Controls, 


manage 
Goshen, 
f.uditori- 
um, 
in the 


tion the most complete 


Please 


history of shows 


234) 


turn to page 


“Whoops!” 


the 


ECRET 


is in the 


The faster you vent air out of radiators 
. the faster you get heat into radiators 
. this is the secret of efficient steam 
heating, and why Gorton Valves pro 
vide much larger air outlets for venting 
air faster. 


With Gorton Valves you save on fuel 
every time the thermostat calls for heat, as 
Gorton Valves make radiators heat fast 
with ounces of vapor instead of pounds 
of pressure. 


To make all radiators heat quickly 
and evenly, there’s a fast venting 
Gorton Valve that’s just right for 
every radiator. Available in size 
for radiators and 2 sizes for mains. 
A correctly sized Gorton Valve in- 
stalled on each radiator provides fast, 
even, comfortable heat in every room 


For steam heat thot can’t be beat 
insist on Gorton Valves. Available fro 
leading wholesalers everywhere. 


FOR EVERY STEAM HEATING SYSTE. 


Cranford, New Jersey 
ESTABLISHED 
1887 


''THE SURE CURE FOR COLD RADIATORS’ 
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News 


(Continued from page 233) 


staged by ARI and its predecessor organizations, 


from the standpoint of both exhibitors and vis- 
itors, according to Luscombe. A special feature 
will be a presentation showing the importance 
of the refrigeration cycle to the American way 


of life, including the essential role it plays in 


business, industry, medicine, research, chemis- 


try and atomic development 


sCommittee members include Byron Halstead, 
Halstead & Mitchell, Zelienople, Pa.; R. H 
Israel, Virginia Smelting Co, West Norfolk, Va 
B. E. James, McQuay, Inc., Minneapolis; George 
Mills, show director; John Morrill, Bendix- 
Westinghouse Automotive Air Brake Co.. 
Elyria, O.; J. A. Mulcahey, Dunham-Bush, Ince.., 
West Hartford, Conn.; Austin Rising, Borg- 
Warner Corp., York, Pa; and W. A. Siegfried 


Superior Valve & Fittings Co., Pittsburgh 


LAUNDRY | 
TUBS 


Home Laundry Appliances 
Up in July, Down for Year 


Cuicaco—Automatic dryers led an increase in 


factory sales of home laundry appliances ir 


July over the previous month. 7 
But overall sales for the first seven months 
still were 13 percent less than for the corre- 
sponding 1957 period, according to Guenthe: 


Baumgart, president of the American Home 
Laundry Manufacturers Assn. 


s Dryers in July were 30 percent ahead of June 
sales with 75,513 units. This figure was 7 percent 
ahead of the month a year before. Electric 


dryers led the increase with 54,557 units, up 56 
percent from June and up 5 percent from July 
1957. Gas dryers, with 20,956 units, were up 9 


oat 


PRICES 


© Completely off hoses snd connections st the rear ofthe tub 

_ © Fits all automatic washers—suds saver and non-suds saver type oe 

Eliminates messy hose handling and dripping when re-using 

*OPTIONAL EXTRA ON CHALET AND MANOR MODELS — 


~4— Chalet model C-54—with enameled steel 
cover. Tub can be used with cover in place. 


with 

shelf attached to steel stand. ‘ 
with a chrome strip. 


Sokd tionally through Plumbing Surely Wholesalers 


“Couldn’t you manage to look 
a bit more desperate?” 
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have an added sales feature! — 

_ hoses when re-using suds o1 Mig | 
‘draining waste water. SA IFICE \ 


percent from the month before and up 14 per- 
cent from July 1957 

Washers sold totaled 277,287, down 4 percent 
from June and down 19 percent from July, 1957. 
Automatics and semi-automatics, with 212,208 
sold, were down only 1 percent from June, but 
22 percent below the same month last year. All 
other washers accounted 65,079 sales, down 
18 percent and 5 percent. 

Combination washer-dryers sold 7,829 units, 
up 11 percent from June but down 23 percent 
from July, 1957 


Manufacturers Publish 
Expansion Joint Standards 

New York City—New information on design, 
construction, application and testing of expan- 
sion joints for piping and other services has been 
released in a new edition of Expansion Joint 
Standards, according to George Byrne Jr., sec- 
retary of the Expansion Joint Manufacturers 
Assn 

Much of the information has never been pub- 
lished in any reference work, according to 
3vrne, and therefore will be of great importance 
to manufacturers, contractors, engineers and 


those who specily and purchase expansion joints 


Kennard Sales Personnel 
Gather for Training School 

St. Louts——Marketing policies and technical 
information were on the agenda for the 60 sales 
representatives from coast to coast attending 
a recent two-day technical training school at 
the Kennard Corp 

Sessions were directed by Ben McDougall, 
Kennard sales manager, and C. A. Pickett, sales 
manager for American Air Filter Co., Kennard’s 
parent firm. Kennard manufactures heating 
and cooling coils, and heating, ventilating and 
air conditioning equipment 


Youngstown Network Makes 
Wires Hum as Orders Come 

Youncstown, O.—Enlargement of its general 
sales and order departments, with emphasis on 
wire communications, has been announced by 
Youngstown Sheet and Tube Co. 


Along with added personnel, a modernized 


and enlarged wire communication center has 
been established in the recently occupied gen- 
eral office building here. More teletype equip- 
ment has been installed in the Youngstown and 
Indiana Harbor Mill production planning cen- 
ters at East Chicago, Ind., and a streamlined 
wire network links the general office with 28 


district sales offices. 


DuPont Announces Technical 
Sales Personnel Transfers 

WILMINGTON, Det.—Reassignment of technical 
sales personnel serving custemers of Freon re- 
frigerants and aerosol propellents has been an- 


(Please turn to page 236) 
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The end of the 
hub is painted 
ORANGE 


The Plumbers 


You can say that the plumber’s “pipe dream” has 
come true. The revolutionary new APCO process of 
centrifugally casting in sand lined molds has brought 
many amazing improvements in cast iron soil pipe. 
They ail add up to a pipe that’s easier to handle... 
cut... caulk and that saves you time, work, worry 
and money! You'll never live to see it wear out! 


APCO insures uniform wall thickness for cutting 
easily and perfectly even with a cold chisel. Every 
length is straight and without a seam! The walls are 
amazingly smooth both inside and outside. No fins, 
burrs or roughness. No sand holes to cause leaks or 
seepage. 


*e APCO meets and beats the rigid specifications of the Cast 

Iron Soil Pipe Institute in every way. Each unit indi- 
vidually tested with air pressure UNDER WATER. Also 
checked for weight uniformity. And APCO must meet various 
other tests—so it comes to you OK in every way! Made in 
Single or Double Hub in service weight or extra heavy weight 
in diameters through 15 


APCO also makes a complete line of machine-made 
and “Stringer” fittings. There's a size and type for 
every job! 


For complete details on APCO, send for Folder 


ALABAMA PIPE COMPANY 
Sales Offices in Principal Cities 
GENERAL OFFICES — ANNISTON, ALABAMA 


WESTERN PLANT & SALES OFFICES 
5335 Southern Ave South Gate, Calif 


MEMBER OF CAST IRON SOIL PIPE INSTITUTE 
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you thread 4, 4%" 5” and 6” pipe 


with only _ set of dies 


with the | | D> 
4" to 6” Geared Pipe Threader 


Jam-Proof for safe threading by power or 
hand. Drive pinion kicks out automatically 
when full thread is cut. Die head can’t jam. 


Only 1 Set of High Speed Dies threads 
4"",4'2"",5"’ and 6” pipe. 2 quick release knobs 
for fast size settings. Adjustable for tapered 
or straight, over or under size threads. 


Plate Type Workholder sets to size before 
putting on pipe. Just one screw to tighten— 
no bushings. 


What’s more the new No. 161 has all the time- 
saving and proved performance features that have 
made the RitaatD 65R-TC and 4PJ Threaders 
the world’s most popular. Save time on your large 
pipe jobs . . . order the 161 from your Supply 
House today! 


The Ridge Tool Company, Elyria, Ohio, U.S.A. 


News 


(Continued from page 235) 

nounced by Du Pont 

Aubrey Fulford was transferred from Jack- 
sonville, Fla. to Kansas City: M. Brooks Jack- 
son, from Roanoke, Va. to Jacksonville, and 
John Worthington, from Kansas City to Syra- 
cuse, N. Y. The Roanoke territory will be 
taken over by William Massengill, who for the 
last six months has been in training at the com- 


pany’s Freon products laboratory 


Whirlpool Launches Sales Training 
Program for Retail Salesmen 

Sr. JosepH, Micu.--An estimated 2,500 retail 
appliance salesmen will acquire new selling 
skills and product knowledge during the next 
12 months in an expanded Whirlpool training 
program. The course will consist of two two- 


hour sessions by sales training specialists fron 


*the RCA Whirlpool appliance sales division 


aJohn Crouse, general sales manager, said 
“The program is our answer to the hundreds of 
salesmen who have recognized that price alone 
is not the key to improved sales and who have 
asked us for help in selling the consumer on 
product quality, features, performance and con- 
venience.” 

To carry out the program, sales training 
specialists will follow each other into areas 
where distributors have scheduled one or more 
meetings to be held during non-business hours 
The first session will be devoted to laundries 


and the second to refrigeration and ranges 


New York Contractors Repeat Offer 
of Aid to Halt City Work Kick-Backs 

New York Ciry—Charges of paying “kick- 
backs” to agents of the city fo the privilege ol 
doing city work have resulted in several indict- 
ments against building trades contractors here, 
including one plumbing contractor 

In a letter to the Bureau of Real Estate, Vin- 
cent Foy, executive secretary of the city’s Assn 
of Contracting Plumbers, restated his associa- 
tion’s desire to help in every way to “stamp out 
practices which discredit the building con- 
struction industry and the city of New York.” 
Foy also pointed out that the offending con- 
tractor, who was not named, did not belong to 


the association 


2,000 New Jerseyites Join Rheem 
in ‘Professional’ Program 
Cuicaco—Nearly 2,000 northern New Jersey 
plumbing and heating contractors have joined 
with Rheem Manufacturing Co. and Rheem 
wholesalers to make homeowners aware of the 
need for professional help on plumbing jobs 
The continuing program started with a series 


of newspaper ads by Rheem, backed up and 
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localized by dealer ads on the same top 
Rheem wholesalers ,are supplying the dealet 
mats. Spot radio announcement area 
laid the groundwork for the campaign in July, 
giving dramatic versions of the professional im- 
portance of the plumbing contractor to the 
home ownet 

A door-knob hanger, developed by Rheem, is 
being used as a primary merchandising item, 
distributed by school boys at homes occupied 
for four years or more. The home owner is in- 
vited to put the hanger on the water heater 
supply pipe where, in a handy location, it gives 


instructions in case of water heater trouble 


Oil Heat Gains One-Year 
Spot in College Curriculum 

New York Ciry—Two courses in oil heat will 
be offered this fall and next spring by the Col- 
lege of William and Mary’s Technical Institute 
at Norfolk, Va., according to the Oil Heat Insti- 
tute of America, which has been assisting with 
curriculum planning 

Each of the courses will run for a full 22-week 
semester. The fall semester will be a_ basic 
course in oil burner service and installation, and 
IS planned for persons with no previous experl- 
ence in the oil heat field. Graduates in the basic 
course will receive a certificate from the OHI 
and from the local oil heat group certifying that 
the holder is an oil burner service and installa- 


tlon man 


eThe spring semester will be an advanced 
course expected to attract many experienced 
men already in the field, according to C. L 
White, Norfolk heating oil dealer and president 
of the Tidewater Oil Heat Assn., which cooper- 
ated closely with the project. 

Sessions will cover such projects as design 


(Please turn to page 239) 


“It's a leftover from Fred’s old do-it-yourself 


days. I use it to grind hamburger.” 
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number for 
drop-head pipe dies 
unequaled for easy 
work, good threads and 
extra long service! 


Larger Drop- 
Head Dies offer same 
easy work features. 
to 1%" 
12R, to 


No wonder pipe “pros’’ have bought hun- 
dreds of thousands of them, the easy way 
they snap into the ratchet ring handle .. . 
the smooth clean way they cut !<"’ to 1” 
threads . . . the quick way the dies reverse 
for close-to-wall threads. You'll like OOR’s 
too—get ‘em at your Supply House. 


__ The Ridge Too! Company, Elyria, Ohio, U.S.A 
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—I 
MAKE YOUR NEXT 


SHOWER 
SAFE 


SAFETYMIX 


For positive protection in the 
shower insist on world famous 
Symmons SAFETYMIX. 
It automatically eliminates 
the constant danger of 
sealds or chills. 
It costs no more than 
ordinary shower valves. 
Send for SAFETY MIX Bulletin. 


Be safe... stay safe... say “SAFETYMIX.” 


See SWEET'S ARCHITECTURAL 
DOMESTIC ENGINEERIS CATALOKC 


— 


ENGINEERING COMPANY 
445 c STREET, BOSTON 10, MASSACHUSETTS 


STOVER 


WATER SOFT AS AN 


SO -SOFT, 


APRIL SHOWER 


-AMATIC 


A Product of Stover Water Softener Company 
St. Charles, Illinois 


the automatic water softener 
with no valves to open, 
no dials to turn, NOTHING TO GO WRONG 


No service problems to eat up 

your profits when you install the 
Stover So-Soft-Amatic. Simple, 
trouble-free, fool-proof. Available 

in mechanical and electrical models. 
Write today for prices and 
information. 


WATER SOFTENER COMPANY 


Pioneer and pacemaker since 1924 


ST. CHARLES, ILLINOIS 
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News 


(Continued from page 237) 


and sizing of warm air, hot water and steam 
systems as well as floor furnaces and other 
types of space heating, and study of fuels and 
other advanced technical material. Graduates 
will get the same certificates, plus certification 
from the college qualifying them as oil heat 
technicians 

Enrollment is $56 per semeste1 

Further information may be obtained from 
the Institute’s headquarters at 500 Fifth Ave., 
New York City 36 


23 Million View Dow 
Water Softener Movie 

MipLtanp, Micu.—A movie treatment of the 
benefits of soft water has been shown to an au- 
dience estimated at 23 million persons in three 
years, according to the Dow Chemical Co 

The movie, “Soft as a Cloud.” is of 24 minutes 
duration, in color and with narration, Dow 
leading producer of ion exchange resins fo: 
water softening systems, said the movie has 
been shown to more than 15,000 individual 
group meetings and on 378 television broadcasts 
by 362 TV stations. In almost three years of 
continuous distribution, 931,490 persons saw the 
movie at group meetings and an estimated 22 


million on the telecasts 


New GE Sensing System 
Can Double Motor Life 

TyLer, Tex.—Longer life for Weathertron 
heat pump air conditioning systems will be the 
result of a new development announced this 
month by the General Electric Air Conditioning 
Department 

GE announced it has devised a temperature- 


(Please turn to page 240) 


“Chedder’s determined to save us a 
plumbing bill today.” 


two NEW Submersible Lines 


with exclusive 


FIVE-YEAR-GUARANTEED 
Control Switch 


FLOAT-OPERATED 
Submersible 


SUBMERSIBLE MOTOR 
', H.P., Cast Brass Motor Ends with 
Brass Motor Shell: Pressure Tested 


SUBMERSIBLE SWITCH 
Carries Zoeller’s exclusive 5-year guar- 
FLOAT antee. Totally enclosed, Heavy Duty; 
OPERATED Woater-tight 
All Brass Model 46 od 
shown at right) 
Brass G Cast tron STRAINER and BASE 
Model 44 Heavy Cast Brass. Top strainer for easy 


cleaning. Non-clogging. 


WEIGHT-OPERATED 
Submersible 


SUBMERSIBLE MOTOR 
WEIGHT 
3 H.P., Cast Iron Motor Ends with Brass OPERATED 
Motor Shell; Pressure Tested Brass G Cast Iron 
Model K44 
shown at left 
All Brass 
Model K46 


SUBMERSIBLE SWITCH 
Carries Zoeller’s exclusive 5-year guar- 


antee. Totally enclosed; Heavy Duty | f | 


Water-tight. 


STRAINER and BASE 
Heavy Cast Iron. Top Strainer for easy 
cleaning. Non-clogging. 


BUY THESE PREMIUM QUALITY SUMP PUMPS 
THROUGH YOUR WHOLESALER 


3280 MILLERS LANE, LOUISVILLE 16, KENTUCKY 
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sensing system for its hermetically-sealed com- 
pressor motor. It will offer more positive pro- 
tection against excessive winding temperatures, 
according to R. F. Hertel, manager of the ait 


conditioning department 


Hertel said the new system employs a ther- 


mostat buried in the end-turns of the motor 
re windings. When a predetermined temperature 

“a is reached, the unit turns off automatically. This 
protects the motor from overheating which often 
RATCHET PIPE leads to a motor burnout, and burnouts result 


in damaged and contaminated systems 


THREADER e Working in close collaboration with the GE 


motor departments and the Spencer Division, 
Metals and Controls Corp., the GE air condi- 
tioning department has agreed to make avail- 
able its findings and will place all data concern- 
ing the new protective system at the disposal 


of all compressor manufacturers in the industry 


New Promotion Kit Pays Off Big, 
Several Contractors Report 


CuicAco-—_A contractor in Dayton, O., “sold 
up” a routine bathroom remodeling job to in- 
clude a heating contract totaling $6,500. 

Another contractor in anothe: city sold 40 
jobs in residential remodeling amounting to 
more than $60,000 


These are two reported results from the 


promotional kit offered by the Plumbing- 


Heating-Cooling Information Bureau 


In an effort to get suggestions for improve- 
ments in future promotional kits, the PHCIB 
offered refunds of $7.50 to all contractors who 


reported how the kits helped them sell 


JAM-PROOF. 


ws Most reports indicated that all types of items 
in the kit help bring sales results among cus- 


. omers. The contractor \ ose remodeling work 
AUTOMATIC “kick-out”, hand or power. ton Th ntractor wh remodeling worl 


now amounts to $60,000-plus said: “We put 


‘ direct-mail campaign into effect using you 
MANUAL “kick-out” for short threads. 


materials. Your remodeling poster was and still 


Threads FOUR SIZES, pipe or conduit, 1" thru 2”, —*s displayed on all of our trucks. Business was 
with same set of dies. pulled out from four months of red operation 


to the present backlog 
FASTER size change. The kit costs $7.50 and may be obtained from 


the Plumbing - Heating - Cooling Information 


SPIN-BACK knob for quick re-set, Bureau, 35 East Wacker Drive, Chicago 1 


QUICK die removal. American-Standard Adds 


Two Giant Presses 


SELF CENTERING guide. 


New York City—Two new stamping presses 


have been installed at the Elyria, O., factory of 


See your Dealer American-Standard’s Air Conditioning Division » 


In addition to boosted production capacity, 


company officials Say the new presses will per- 
4126 WEST FULLERTON AVE. CHICAGO 39, ILLINOIS tion costs and maintain quality END ») 
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Oil Burner Servicing 


(Continued from page 143) 

device is separate and can be easily re- 
moved after taking off the nozzle supply- 
tube fitting. In others, the cut-off and regu- a 

lating mechanism are combined in one-piece | GEN 4 
construction. In this case the entire device is 

replaced. In another make, the cut-off valve 
is a soft neoprene dise attached to the pres- 
sure-regulating piston. The piston can be 
removed and another installed. These are 
the standard—and completely — effective 
methods of dealing with nozzle drip. They 


can be accomplished in a matter of moments H E AT l N G E Q U j PM E N T 


in most burner installations. 


HEATING 


Local conditions do not always 
permit you to take advantage 
s However, the serviceman should consider of ‘‘PRE-PAK", where all com- 
ponents are pre-installed and 
fuel unit. While the normal life expectancy matched for maximum heating 
of these components is 10 years or more in efficiency. The next best ae 
domestic service, if the unit is more than is the same REPCO Thrift- 
. Master Oil or Gas-fired Boiler 
five years old it might be wiser to replace it. down, Cats 
of course; same high margin 
of profit. 


the age of the burner and particularly of the 


This is of course a matter of individual judg- 
ment, as the factor of cost is important either 
to the owner or to the service company. 
A quick test of the pump and valve mech- 
anisms, as described in earlier articles in this 
series—and reprinted in DE’s “Short Course 
in Oil Heating and Oil Burner Servicing” — 
will help the serviceman decide whether 
an on-the-job repair of the cut-off valve is 


worthwhile. New! 20-YEAR 
WRITTEN 

e There is a method for valve reseating 

which is effective in most of the cases in GUARANTEE 


which it can be used. (Reseating, however, on REPCO Boilers 


cannot be done with soft seating materials, 
such as neoprene.) We recommend this 
method only as an expedient intended to 


(Please turn to page 243) 


Fully enclosed nothing exposed | 
The greotest advancement in gas-fired 
boilers in yeors! It's the new G-series 
REPCO wet leg unit available with 
yeor ‘round domestic hot water. Ap 
proved for zero clearance and closet 
installations. Available in 6 sizes, > 
100,000 to 235,000 BTU ‘hr. input i 


~ 
Another profit moker! 


EASIER TO STOCK 


EASIER TO INSTALL 
“I guess it’s obvious why we need CONVECTOR & BASEBOARD RADIATION 
the next hill, men!” Territories Available for Manufacturers’ Representatives and Distributors — 


“GENERALE:EREP 
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for the Plumbing-Heating-Cooling 
manufacturer and wholesaler 


You can cut sales costs, cut sales calls and, at the same time, INCREASE 
TOTAL SALES. You can presell your product. You can penetrate top 
wholesaler markets . . . keep your product data in constant contact with 
principal buyers ... every business day of the year 


HOW? 


By prefiling your complete catalog in DOMESTIC ENGINEERING 
CATALOG DIRECTORY .. . by reaching over 2500 leading 
wholesalers—over 1200 large contracting firms in every state of the 
United States and Canada, every business day of the year. Constant 
Catalog Contact does Create Customers when an average of nine 
persons per wholesale house refer regularly to their Industry’s 


“Big League Book.” 


DOMESTIC ENGINEERING CATALOG DIRECTORY gives the 
purchasing agent, your buyer, the kind of material he wants, when 
he wants it, the way he wants it. It gives him the most Complete, 
Convenient, and Comprehensive product data that can be found 
anywhere. It saves him time, effort and money and he knows it 


That’s why you can depend on D.E.C.D. to do a selling job.at the strategic 
“point of purchase.” That’s why your catalog will be ready for business. 
your business, better business in DOMESTIC ENGINEERING CATALOG 
DIRECTORY. It’s smart business 


P.S.—Manufacturers—for complete information write direct or CONSULT 
YOUR ADVERTISING AGENCY 


You can speed up daily purchasing activity, get the most accurate, timely 
buying data anywhere and have the only reference directory of its kind 
You can enjoy fingertip control over product data from nearly 500 of the 
nation’s top Plumbing-Heating-Cooling Manufacturers . keep in constant 
contact with leading suppliers ... every business day of the year 


HOW? 
By having DOMESTIC ENGINEERNG CATALOG DIRECTORY 


on your purchasing desk .. . by having a large volume of catalog 
product data within fingertip reach, all prefiled, thumb-indexed 
and bound into ONE easy-to-use volume. There's no wasted 
motion, no delay, no more hunting through voluminous files of in- 
dividual catalogs only to go back and refile once the material is 
found and used. 


DOMESTIC ENGINEERING CATALOG DIRECTORY gives vou 
a +PLUS+ SERVICE featuring: Classified Directory of Products 
with 3000 main classifications and 4600 cross references—10,000 
Trade Name Section—5000 Manufacturers’ Name & Address Sec- 
tion—newly edited and enlarged Technical & Engineering Data 
Section. 


From pipe to pulleys—grills to gauges—disposers to diffusers—compounds 
to cooling towers—your best bet for Speed, Accuracy, Efficiency and Service 
in buying will be the New 1959 Annual Edition of DOMESTIC ENGINEER- 
ING CATALOG DIRECTORY, your guidebook to the Industry, now in prep- 


aration. 


P.S.—Wholesalers—to get your copy of the New 1959 Annual Edition, order 
now. 


DOMESTIC 

ENGINEERING THE PURCHASING REFERENCE FOR PLUMBING-HEATING-COOLING 
CATALOG 
DIRECTORY 
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(Continued from page 241) 
vet the job out of trouble overnight. 
Fig. 1 


mechanism l 


shows the method the 
of the double-end needle type 
First the oil inlet valve is closed. Then the 
nozzle supply tube is removed from the 
valve outlet and a container is placed be- 
neath the open fitting. Next, the entire upper 
valve assembly is removed. This will cause 
the lower member to lift from its seat, al- 
lowing all the oil in the valve body to leak 
into the container. The handle of a medium- 
size plastic handled screwdriver then 
placed against the upper end of the needle. 
It should be tapped sharply once or twice, 
but not overdone. All the upper parts are 
then replaced, including the gaskets if they 


are not in good condition 


s The burner should then be run in short 
operations, with the nozzle line still discon- 
nected. Several quarts of oil should be 
pumped through the valve and caught in 
the pan. The outlet fitting is then observed 
for several minutes with the burner off. If 
the operation has been successful, there will 


be no more dripping 


a The same method can be used with piston- 
, type regulators using metal needle and seat, 
as shown in Fig. 2. While it may turn out to 
be a permanent repair in most cases, the cor- 
rect and most desirable method, as men- 
tioned earlier, is to replace the defective 

parts, or the entire fuel unit. 
There are a number of other causes of 
odor, carbon, smoke and hot nozzle that are 

(Please turn to page 244) 


REMOVE ) 
REGULATING 
PARTS 

LEAVE PISTON 
IN PLACE 


PLASTIC-HANDLED 


SCREWDRIVER 


TRIANGLE 


MANUFACTURING CO 


2981 EAST LAFAYETTE DETROIT 7 


MICHIGAN 


NOW ... 


New TRAY-MATIC* 


empties tubs below sewer line automatically 


Makes automatic washers automatic 


Here’s the answer to the problem 
of many of your customers—dis- 
posing of discharges from auto- 
matic washers below the sewer 
line. When soapy water and rin- 
ses are discharged into laundry 
tubs or tray, the new Tray-Matic 
automatically pumps the water 
into the sewer, trap or septic line 
6 to 8 feet above the floor. No 
longer need the housewife worry 
about water overflowing tubs or 
trays in her basement. 


Used with any type of washer, 
the Tray-Matic complies with all 
health standards by eliminating 
the hazards of emptying soapy 
water, sediment, lint, etc., into a 
sump. 

The Tray-Matic is a development 
of Triangle’s original manually- 
operated Laundry-Utility Pump. 
To all of that pump’s recognized 
features it now brings depend- 
able, Triangle-designed automat- 
ic control. 


4 


\ Fig. 2: The same method described for Fig. 1 can 
also be used to reseat a cut-off valve in the piston- 
type regulator using a metal needle and seat. The 
preferred method, as in the case of Fig. 1, is to 

replace the defective parts. 


“Pat. applied for 
Write or mail coupon today for details of the Tray-Matic and 28 other 
Triangle sump pumps, laundry-utility pump and turbine water pump. 


| 


TRIANGLE MANUFACTURING CO. 
] 2981 East Lafayette, Detroit 7, Mich. 


1 Send data on Tray-Matic Laundry Pump. 


() Please send catalog of complete Triangle line 


Name 


Address 


City. 


Zone. Stat 


Name of Your 
Wholesaler 
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TOLEDO’s 
VISE STANDS 


If You Want the Best 


7C with Chain Vise Ve" to 5” 
Two Models Wish Yoke Vise Ve" to 24" 


Compound leverage 
applied ta haar 


lever 
matically 
quires int 
wens 
on screw. 


The Vise With Legs 
Easy To Carry — Set Up 
Won't Collapse 


You'll like TOLEDO’s new vise stands 
with vise, legs and rugged folding tray 
all in one unit—they’re unmatched for 
quality and durability. Choose cither 
chain or yoke model . . . you can convert 
from chain to yoke or yoke to chain easily 
with a few additional parts. Light, sturdy 
construction means easy carrying—quick 
set up ... strong steel tray prevents folding 
... large vise base has 3 pipe benders locat- - 
ed over rear leg—eliminating tipping when , & 
bending pipe . . . large tightening handle on 

top, plenty of tool slots, handy ceiling brace 

screw. Rubber grommets in feet prevent 
creeping. Jaws are replaceable. See these vise 
stands at your supplier's today. 


THE TOLEDO PIPE THREADING MACHINE CO. TOLEDO 4, OHIO 
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(Continued from page 243) 
entirely unrelated to alter-drip as resulting 
from a defective cut-off valve. In some cases 
there is a definite after-drip and after-burn- 
ing, but it is caused by the boiling of the 
fuel in the nozzle’after shut-down. 


e Fig. 3 shows a nozzle situated too far back 
in the burner tube. This sometimes happens 
after repair or replacement of the nozzle 
tube or adapter. An error is made in length. 
leaving the nozzle in a position where it 
sprays against the edge of the choke or cone. 
Another cause might be the replacement ot 
the cone with a longer or narrower one. 

In the case of an improperly installed 
vaned-type cone, the burning may take place 
off the vanes or inside edge, building carbon 
inside and out. When the burner shuts down, 
a small flame continues to burn close to the 
nozzle, and oil expanding inside causes it to 
drip for several minutes. This is sometimes 
mistaken for the true after-drip that results 
from a leaky cut-off. 
eA similar effect will result from a poorly 
centered nozzle (Fig. 4). In older burners 
this was often a weakness of design, and 
nozzle centering was considered by some to 
be less important than easy removal of the 
assembly. Present-day standards in the in- 
dustry make positive nozzle centering a 
must. But a hurried or incompetent service- 
man may replace a broken electrode bracket 


“Well—what'd I tell you!” 


Domestic ENGINEERING, OcTOBER 1958 


arg 
: 
= : 
jeg 
‘ | 
= \\ | } 
\ | 
~) 
| 
) 1. | 
Cx 
/ 
/ 
—~ 
a \\ — 
Vr 
/ 


Fig. 3: Smoke and odor may occur when the nozzle 
is situated too far back in the burner tube. This 
sometimes occurs if the nozzle tube or adapter is 
replaced with the wrong length. This results in 
impingement in the end cone with carbon buildup 


Fig. 4: A poorly centered nozzle also will cause 
smoke and odor to result from a one-sided flame 
and front-end carbon buildup. If this condition is 
suspected, the entire burner should be pulled out 


or stabilizer with a loose-fitting one, or 
otherwise upset the true centering of the 
nozzle at the supply end. From then on no- 
body will ever know exactly what is caus- 
ing the one-sided flame, or the ‘front-end 
carbon buildup, unless the entire burner is 
pulled out for a front-end inspection. Be- 
sides being a nuisance from the smoke-odor 
angle, a burner in this condition is likely t» 
be an oil waster. It is practically impossible 
to adjust a one-sided fire to anything like 
reasonable efficiency, particularly in the 


small domestic sizes. 


aJust about the worst thing that can hap- 
pen to a gun-type oil burner is the loss of 
its front-end choke (Fig. 5). When this 
occurs the nozzle is exposed to the full ra- 
diance of the flame, and its temperature 
may go up to 400F during operation. The 


oil flashes into vapor even before it leaves 


the orifice. 


e This vaporizing continues after the burner 
stops and the inner passages of the nozzle 
quickly become clogged with residual car- 
bon. The odor while running is very obvious, 
and excess air comes through the wide-open 
burner tube in large quantities, reducing 
CO. to 5 percent or less. The air stream 
merges imperfectly with the spray, and the 


(Please turn to page 246) 


ARE OUR 
BUSINESS 


The TOILET FLOAT with... 
highest quality & buoyancy 


The float is a very small part of the over-all cost 
... but its failure jeopardizes the operation of a 
costly piece of equipment 


For this reason, manufacturers of quality products 
use Ayling & Reichert floats 


If you require quality and 
dependability . . . insist 
on Ayling G& Reichert 
floats. 


For Quality with Economy .. . It’s the 
x 5” Type “A” Float. 


SPECIAL FLOATS 


The Ayling G Reichert Co. has 
been manufacturing top quality 
floats exclusively for over 50 
years. We manufacture a wide 
variety of types and sizes of brass 
and copper floats for liquid level 
control. They cover such applica- 
tions as carburetors, humidifiers, 
Sump pumps, etc. These can be 
made to customers’ specifications, 
or we can design to meet your re- 
quirements 


Send us your inquiries. 


“Trade Mark registered. 


Ks 
*k 
No-So 

Z 4 

THE AYLING & REICHERT CO. 
| 245 N. ERIE ST., TOLEDO 11,OHIO 


SAVINGS 
IN 
SOLDERING 
AND 
MELTING 
“\ COSTS...USE 


Insto-Gas instant light- 
ing torches can produce 
a clean, even heating 
flame with temperatures 
up to 2700°F. They will 
sweat any size copper 
pipe fitting and melt out 
<oil pipe joints easily 
and economically. Ten 
sizes to choose from, 
making it possible to ee 
always have the right 
size torch for each job. Flame sizes range from a pencil flame on the No. 1 
Torch, up to a giant four foot flame on the No. 70 Torch. Eliminate costly 
acetylene and time consuming gasoline equipment. 


Insto-Gas melting furnaces 
are available in two styles: 


cylinder mounted and floor 

type. Melting capacities 

J range from 40 pounds of lead 

J in six minutes, up to 200 

/ pounds of lead in 15 minutes. 

) <> Insto-Gas furnaces are noted 
for their speed, economy 


and convenience. They are 
standard equipment for plumbers. Also used by water depart- 
ments, utilities, piping contractors and industrial plants for 
melting lead, solder, babbitt, zine, paraffin, asphalt and other compounds. 


25 years of PROVEN DEPENDABILITY 


SOLD THROUGH BETTER 
WHOLESALERS .. . EVERYWHERE 


*Trade Mark Registered U.S. Pat. Office. 


(Continued from page 245) 
fire is “cold,” causing aldehydes to form 
These are the odor-makers, burning the eyes 
and nasal passages. 

The remedy, of course, is to install a new 
front-end choke. This will require pulling 
the burner. Often it will be found that part 
of the air tube is burned off or flared 
out of shape. It may be necessary to cut off 
the damaged part and shorten the entire 
tube. This calls for shortening the nozzle 


tube also and fitting a new choke in place 


eTo be sure of a permanent repair, the 

choke and the air tube should be drilled at 

two or more points and securely bolted to- 

gether. A_ better repair would be to use a 
(Please turn to page 248) 


Fig. 5: In a gun-type burner, the loss of its front 
end choke will cause an indifferent air pattern, 
poor mixing, low CO. and smoke and odor. The 
remedy, of course, is to pull the burner and install 
a new tube and choke in the burner 


Fig. 6: If the nozzle is located too close to the floor 
of the chamber, some of the spray hits the floor 
and carbon forms at that point. It continues to 
burn after the shutdown, always radiating heat 
back to the nozzle. Smoke and odor will form as 
a result of spray interference. Details for correct 
ing this condition are given in the article 
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INSTO-GAS CORPORATION 
998 E. WOODBRIDGE DETROIT 7, MICH. 


Specify and install 


GAS HEATING EQUIPMENT 


with confidence 


Contractors and consumers everywhere recognize Temco as the Gas 


Heating Specialists for the Nation. Temco engineering makes installa- 


tion easy and satisfaction a certainty. Temco furnaces are designed to 


fit all applications—basement, craw! space, closet, alcove, or attic— 


ond in a choice of all sizes priced to fit all budgets 
The Temco line includes ‘ ——— 
Hi-Boys, Lo-Boys, Counter 


Flows, Horizontal, and 
Gravity Furnaces with a 
complete selection of size 
in each series. Temco 
specialization affords 
such features as 


® Cabinet finished in hand- 
some tan wrinkle-baked 
enamel. 

© Fiberglas Dust-Stop filters 
to keep air clean and fresh. 


© The quiet blower is ‘‘file- 
Drawer" type assembly for 
easy maintenance. 

© Built-in Draft diverter con- 
trols chimney down draft. 

Ceramiclad’ heat exchang- 
ers with 20 year warranty. 


HAN 
S&p 


eramiclad 
Tren, 


Every Temco furnace reflects the advantages of Temco specialization 
in the gas heating field. Specify Temco with the assurance that you 
recommend the best in service, safety, and economy. 


The heat exchangers are finished in Temco’s exclusive Ceramiclad*, 
the porcelain enamel finish similar to that used for jet aircraft com- 
bustion chambers. Ceramiclad* withstands far greater temperatures 
than any furnace will ever reach—is impervious to condensation and 
carries a written 20 year warranty against rusting or burning out 


Remember, too, there's a Temco air conditioning unit to use in com- 
bination with every Temco furnace. 


*Trode Mork Registration Pending 


For complete information, write: 


TEMCO, inc. 


NASHVILLE 9, TENNESSEE 


“THE COMPLETE LINE OF GAS HEATING EQUIPMENT” 


ROOM HEATERS © FLOOR FURNACES © WALL HEATERS © UNIT HEATERS 
q WARM AIR FURNACES © AIR CONDITIONING © GAS WATER HEATERS 
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TOas 
Automatic Weter Heaters 


In gems 
and water heaters 


I. takes an 
expert to know 
the difference! 


In a polished gem, it takes an expert 


to see the flaws that differentiate a 
pertect stone trom a gem of indiffer 
ent val The same is true of modern 
sater heaters to an even greater 
degree. Even an experienced engineer 
cant tell at a glance whether an aut 
matic water heater can give your cus 
tomer the kind of service he has 
every right to expect. BUT under 
the shiny, fancy shells, you'll find 
world of difference. Toastmaster Au 
tomatic Water Heaters are designed 
ind fabricated with heavy-duty mat 
rials intended to assure vears and 
vears ot uperior pertormance It 
doesn't take an expert to tell you that 
ict adherence to quality specifica 
trons has heen protitable not only 
to distributors and dealers. but in 
over the years 
Many Toastmaster Automatic Electric 
Water Heaters have been in daily 
service tor 20 years. And there are 
t d some models in operation 
40 vears and more’ 
Quality construction means quality 


service. Sell gaality sell Toastmas 


it AWE 
EDISON 


McGraw-Edison Co., 
Clark Division 

5201 W. 65th St., 
Chicago 38, Ill. 


yreght by 
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(Continued from page 246) 


new tube and choke, manufactured for the 
burner. 
It is usually found that the choke was 


lost because the cement work around the 
burner front end had broken up or fallen 
out. This is generally an installation fault, 
something not detectable with the burner in 
place and the chamber hot. This is usually 


the added advantages 


STAINLESS STEEL 
ACCEPTANCE 


on every plumbing job Fig. 7 shows another version of the problem in 


Fig. 6. In this case, the oil spray is too wide for the 
chamber and strikes the side walls, where carbon 
builds up and causes smoke and odor. The condi- 


Specify and buy plumbing fixtures with DRS* tion may be corrected by using burner parts that 
trim and you benefit from the unqualified accep- swirl the air less, delivering it in a narrower pat- 
tance of stainless on every installation. Detergent- tern in the combustion chamber 


Resistant Stainless Steel is the one metal that 
gives each job prestige, permanence and unfail- 


i » weake » chamber job. Many 
ing beauty. the weakest point in the chamber jo ; 


burners are not shaped to hold refractory 


Build « solid reputation with these extra advan- cements well at that point; some installers 


_ tages plus the easy maintenance of stainless trim 


jon't k proper steps for providing 
—it does not stain, mar or tarnish and the name don’t know the proper ste} I & 


stainless implies permanence. And at the same a secure joint around the burner. 
time enjoy the results of complete merchandising Whether the opening is round, as with 
and advertising programs featured by far-sighted pre-cast chambers, or rectangular, as with 


manufacturers who design with DRS* for the 


constructed chambers, it is simply a matter 
discriminating homeowner. 


of care. The mechanic should try to make a 
one-piece ring around the burner cone, 
tamping the material lightly all around 
until the joint is filled. A stiff mixture of as- 


bestos and portland cement (5 to 1) is re- 


SHOWER ARM liable, or the regular brick-joint cement can 
BELL FLANGES SINK be used unthinned. Plastic refractory might 


FLANGES STRAINERS 
be a better material for many jobs. 


DRS* PROFIT PRODUCTS INCLUDE: 


@ Deck Covers @ “Sure-Grip” Flanges 
—Low Pattern 


eAny material can be expected to crack 
in such a joint, but it will not fall out if care- 


@ Soap Trays _Bell fully tamped in place and dried slowly. 
®@ Overflow Plates —Shower Arm Fig. 6 illustrates something a serviceman 
@ Strainers and Grids —Curtain Rod sees many times a season. Often he visits 


the same job over and over again to clean 
the nozzle, which overheats because it is too 


Jl METALLON STAMPING PLANT close to the combustion chamber floor. Some 


For further information write: 


of the spray hits the floor, creating a hot 


Jones & Laughlin spot. Carbon forms in a hard clinker at this 


STEEL STEEL CORPORATION point, becoming incandescent. It continues 


to burn after the shutdown, always radiating 
CANFIELD 1, OHIO leat Dac o the nozzle. Sa rule sa wl 
be odor and smoke as a result of spray inter- 
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ference. The fire cannot be adjusted to high 
efficiency because of the extra air needed 
to keep it clean. 

This condition will be found m»st often in 
conversion jobs where the boiler has a low 


base. The correct procedure in building the 


original chamber would have been to “pit,” 
that is to break out, the floor beneath the 
base and build a new floor several inches 
lower. This is the best remedy for the pres- 
ent troubles resulting from spray impinge- 
ment. Only now it will be necessary to re- 
move the whole combustion chamber and 


install a new one after the pitting is done. 


e Fig. 7 is another version of the same 
thing. In this case, the oil spray strikes the 
side walls, either because the chamber is 
too narrow or the spray is too wide. Often 
it is not just a matter of the spray angle 
of the nozzle. Scme burners have a tend- 
ency to fire wider than others, as a result of 
the air processing devices in the burner 
tube. This may be corrected by using burner 
parts which swirl the air less, delivering it in 


KEEPS PUMPING 
a narrower pattern in the chamber. A nar- 
' rower front-end choke would also help in WHEN THE 


getting this result, provided there is room 


in the chamber for a longer flame. END POWER FAILS - ™ 


Previous articles appearing in Domestic En- 


gineering on oil heating have been published Performs where other 


in booklet form. C opies of the booklet are avail- 
able to DE subscribers without charge as an Sump Pumps Fail 


industry service dable, Set, 

into action w there 

cump ef power failures. 

a a storms and heavy rains is 
dependable 


right on pumping. This revolu- 
tionary sump pump requires ne eleo- 
tricity os it operates completely on 
water pressure. 
Using the engineered principle of Jet- 
suction, Aqua Jet uses but 


to pa large 800 per 


be, BeBe 


“Why that bill is ridiculous—I refuse 
to pay good hard-earned cash for that! 
: Can I charge it?” 


Cranford, New Jersey 
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ray 
: 
ur needed most — wher power failures 
‘ . When the power fails, electrical sump } 
t ad ) ema y y water pressure 
| \ / Automatic Electricity ... 
| NO MOTOR TO BURN OUT gi 
/ Aqua Jet Sump Pump is seit-priming overload or require 
com ne 
lems of sticking floats and electrical 3 
\\ PIPING CONNECTIONS 
PLUMBER COMPLETELY SAFE...nodanger 
of electrocuting shocks in water 
LOW IN COST . . . only $29.95 list. 
re 


REMOVABLE 
HEADER 


WATER COILS 


¢ Complete Drainability 
¢ Easily Cleaned 
¢ High Heat Transfer 


Completely drainable and easily Cleaned. \ero 
fin Type “R” coils are specially designed for 
installations where frequent mechanical clean 
ing of the inside of the tubes is required 
The use of "O.D. tubes permits the coil to 
drain completely through the water and drain 
connections and, in installations where sediment 
problem. the coil can be pitched in either 
direction, The simple removal of a single gas 
keted plate at each end of the coil exposes every 
tube. and makes thorough cleaning possible 
from either end 
The finned tubes are stagecred in the direc- 
tion of air flow, resulting ino maximum heat 
transfer. Casings are standardized for casv in 


Write foo Bulletin No. R-50, 


AEROFIN 


CORPORATION 


stallation, 


101 Greenway Ave., Syracuse 3, N.Y. 


Aerofin is sold only by manufacturers of fan system 
apparatus. List on request. 


FEATURES 


JO-BLAST 


POWER-TYPE DUAL FUEL BURNER 


the finest oil burner...now 
Another Lo-BLASI 
engineering achievement! Check these features— 


The finest gas burner... 
combined in one great unit! 


Highest efficiency on either gas or oil. Lo-BLAST design 
assures maximum fuel economy. 

Laminar Flame Oil Burner. \\ ide 
ment on walls or crown sheet. 
Fits low base boilers. Installs through average ashpit door. 
Reliable—safe. Factory tested. Underwriters’ Laboratories 
approved. 

Complete package. Shipped assembled and wired. 

Manual or automatic fuel selector. Damper transters 
blower air to either gas or oil burner. Damper position 
governs switching action to controls. 


flat flame—no impinge- 


Soft quiet flame. /ou pressure combustion air keeps both 
oil and gas flames quiet. 


e Safety purge cycle. 30 second purge on each call for heat— 
also on fuel changeover. 


e No coking or clogging of oil nozzie. Shield protects oil 
manifold against reflected heat. Air cooled during gas cycle. 


Send now for literature on this sensational new dual fuel burner 


MID-CONTINENT 


- METAL PRODUCTS CO. 
1960 N. Clybourn Ave., Chicago 14, Ill 
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PHCIB ... Can It Help You Meet 
the Challenge of Competition? 


(Continued from page 113) 
tion has been answered satisfactorily tor the 
national associations of contractors in the 
plumbing and heating fields, for many state 


and local associations and for almost 350 


contracting companies, currently members 


of the Bureau. Thus far, however, the 


answer has not reached the additional 
thousands of contractors whose individual 


company support is needed. Therefore, I 


appreciate the opportunity offered by Do- 
MESTIC ENGINEERING to reach its thousands 


of outstanding contractor readers with the 


PHCIB story and to explain what we are 
doing and plan to do to help this industry 
meet the “challenge” described in this spe- 


cial Issue 


a The plumbing and heating contractor has 

been asked to support many organizations 

all aimed at getting more and better busi- 
ness. The first reaction to PHCIB is—"here’s 
another.” A moment's thought instantly 
shows that the Bureau is not just another 
“one-shot” sales promotion and a publicity 
organization. Consider these two points: 

1. For the first time, contractors, whole- 
salers, manufacturers and labor are joining 
hands and dollars in this industry for a 
broad-seale attack on the point of plumbing, 
heating, cooling sales. 

2. The demand for the Bureau has come 
from the grass roots—contractors and whole- 
salers, acting through their associations, join- 
ing with the United Assn. to initiate the 


industry discussions from which it emerged. 


eHere is the major difference between the 
3ureau’s approach and others that have 
been made. Its programs—all-industry spon- 
sored, developed and supported—have an 
opportunity for success better than any oth- 
ers previously attempted . . . and when 
thousands of contractors join their associa- 
tions, manufacturers, wholesalers and labor 
in support of PHCIB, this success will be 
assured. 

Let’s briefly note some of the contractor 
benefits of specific Bureau programs. 

Naturally, the contractor, at the point of 
sale, benefits from coordination of the all- 

. industry modernization activity. 

The market research to be conducted will 

pinpoint his most profitable markets. It will 


As 


(Please turn to page 252) 
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CONTROL » 


Connecticut 


for MODERNIZATION 


Everybody Wants 


\ CONSUMPTION 


THIS ZONE-A-TROL VALVE 
SETS A NEW STANDARD FOR HEATING COMFORT 
MAKES EVERY HEATING SYSTEM A PROSPECT FOR MODERNIZATION 


PRODUCTS COMPANY. INC 
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‘WHIRLING 
PAYS FOR ITSELF IN JUST § YEARS 


FLAN FPREAMISE TOUR t ot Bethel Vy 
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FUEL 
SAVINGS 
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40° 


dre common 


| BETHLEHEM FOUNDRY & MACHINE COMPANY 
BETHLEHEM, PENNSYLVANIA, USA 


BE READY to: winter 


freeze-up emergencies with 


Trindl 


THERM-O-TRON 


PIPE THAWER 


The greatest time and money saver for homes 
factories, farms, ete Plugs into any tlOV elec- 
tric outlet. Also available for 220V service when 
specified. Thaws out frozen pipes in a few min- 
utes. NO FLAME 

Plumbers make extra profits by faster handling 
of emergency freeze-up calls Also ideal for 
sweating copper tubes and pipes Use it year 
‘round for soldering and brazing bending 
copper pipes Eliminates use of numerous fit- 
tings and subsequent threading time 


FROZEN 
WATER 
PIPES 


t O P breaking 


through walls 


S t OP fire hazard 


frozen ground of blow 


Shipped complete with 40 ft of 

cable (Additional cable avail- 

able for greater lengths of pipe) 

pipe clamps simple 

operating instructions FOB Chicago 

Nothing else to buy. Fully guaran- 
teed tor | year 


Dept. P-7-K 


1807 South Clark St 


Chicago 16, lll 
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inte for this throweh eon 
tractor representation on the board of dines 
ton and the couneils that dewel the pe 
cifie program 
The contractor lead ! Who have been a 
part of the pioneering board inelude: Wilbur 
Hokom, Beverly Hills, Calit.; Vieter Killian 
Winnetka, Ill; William Landers, Oklahoma 
City, Okla.; E. B. Lent, Bremerton, Wash.; 
Lawrence Peterson, Gloucester, Mass.: John 
Rhoades, Sarasota, Fla.; Joseph Spitzley, De- 
troit, and Horace Wetzell, Cleveland 
Every program must have a_price—and 
the Bureau's is no exception. Each member, 
whether it is the industry's largest cor- 
poration with thousands of employees or a 
plumbing or heating contractor with only a 
few employees, pays dues on the same 
equitable base—$1 for each employee. 


Thus the cost to the contractor is small. 


# Above are important reasons pointing to 
the conclusion that PHCIB is worthy of the 
support that it urgently needs from the con- 
tractor who will benefit most from it. 
Members, individually, have given their 
own reasons. One has said that PHCIB rep- 
resents an opportunity as large as our in- 
dustry can ever claim. Another, a whole- 
saler, has said “never in my memory has 
our industry developed such a well-organ- 
ized, fully representative, comprehensive 
program with the vision necessary to accom- 
plish so much.” A manufacturer has put it 
that “this is the one industry program that 
will be of greatest benefit to every member 
of the industry.” END 
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Domestic 


PHCIB Sales Training Council 
Formalizes Program for 1959 


THE SALES TRAINING COUNCIL of the Plumb 
ing-Heating-Cooling Information Bureau met 
Sept. and 12 in Chicago to lay the ground 
work tor a sales training program that wall 


tag 


Watlhable 


@ The Couneil follows the pattern of intra 
industry communication built inte the Bu 
reaues organization. Councils with member 
representative of all branches of the industry 
are appointed and called into session to 
originate workable programs of importance 
to the contractor 

During the two-day session, the Council 
discussed the general areas of salesmanship, 
business management, credit and collection, 
advertising and promotion, market develop- 
ment and market research. But in conclud- 
ing its recommendation, the Council has pro- 
posed a starting point for operations in this 
area that they feel represents a workable 
means to better local-level business. END 


BARRE 


“Of course, if Gladys suspected there 
was beer in the house. . .” 
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A 
LAWCO Portable Power Pipe Threader to cut threading time on 
4a 


LAWCO Portable Power Pipe Threader 


). Gentiles, Baton Rouge Service Station Contractor, uses a 


inch pipes at Donaldsonville, La. service station installation 


threads 4-inch pipes in 4/2 minutes 


The pipe shown above is a filling neck for an 
underground gasoline storage tank. It posed a 
difficult threading problem for a workman using 
the ordinary method with a ratchet lever. The 
ground was wet and slick. Footing was insecure 
for the workman trying to brace himself for a 
pull on the lever. 

But the LAWCO Portable Power Pipe Threader 
solved this problem in a jiffy. Even with a 22-year 
old die, threading the 4-inch pipe took only 4! 
minutes. The manual method would have taken 
nearly an hour. 

Operation of the LAWCO Junior is extremely 
simple and safe. After connecting to a 110-volt 
A.C. or D.C. circuit, this 20-pound portable pipe 
threader employs a *4 horsepower electric motor 
that drives the threader die. The tool has a 
toggle switch to provide reversible power. 

You can use this labor-saving unit for operating 
a winch, a wire puller, an auger for underground 
tunneling, for boring post holes, driving nuts and 
bolts, and opening valves. Write us for further 
details, or ask our salesman to call. 


VELOCITY POWER TOOL COMPANY 
201 North Braddock Avenue, Pittsburgh 8, Pennsylvania 
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Offer the Whole Package, or Lose Out... 


(Continued from page 93) 

do, the complete modernization 
job. The man who will be cer- 
tified or recognized by HIC must 
be, in effect, the general or prime 
contractor, taking off the home- 
owner's shoulders all the bother 
and worry of buying materials 
and getting them delivered at the 
right time, making arrangements 
with sub-contractors, arranging 
for credit, etc., even though his 
operations may be limited to cer- 
tain special types of jobs. 

In addition to providing such 


service, it will, of 


complete 


INDUSTRY MEMBERS who hove participated in HIC include (from left 


course, be required that he be 
responsible, ‘ethical, reliable and 
as determined by 
(A 1958 
is currently in 


efficient- 
standards yet to be set. 
“code of ethics” 
use. See page 91.) 

For others in the industry not 
in a position to become complete 
modernization headquarters 
merchants who do not choose to 
take on the responsibility of ar- 
ranging for contractors’ services 
and sub-contractors who prefer 
not to become prime contractors, 
in addition to utilities, bankers, 
and other indirect interests 


Jim Purnell, managing editor of DE (HIC Board member); Jim Donnelly, 
A. O. Smith Corp.; Franklin Greene, executive director of the Better 
Heating-Cooling Council and chairman of HIC’s public relations com 
mittee; George Underwood, executive secretary of the American Insti- 
tute of Supply Assns., and Adrian Conway, public relations manager 
of the Plumbing Fixture Manufacturers Assn. 


HIC will maintain promotional 
activities like those that have 
been so successful this year. (See 
accompanying list.) 

Next year is going to be a big 
one in the modernization bus- 
iness. There is every likelihood 
that 1960 will be even bigger, 
and that every year thereafter 
will see continuing growth. No 
one knows what, or where, the 
ceiling is on this market that has 


been so long neglected. 


know 


of has increased his business by 


e®QOne contractor that we 


440 percent since he set up the 


complete service demanded it 


today’s climate—and right now 
he’s finding it necessary to hold 
his salesmen back in order to ex- 
pand his productivity. He and 
others who are in on this mar- 
keting revolution are convinced 
that there is no limit, that in the 
predictable future we can sell a 
lot more modernization than we 


will be able to deliver 


How You Can Profit 


Any contractor (or wholesaler 
or manufacturer) who wants to 
make sure he receives full de- 
tails on the 1959 HIC program as 
quickly as they are developed 
should write to us—Home Im- 
provement Council, 2 East 54th 
St., New York City 22. We will 
then make sure that he has full 
information, along with the op- 
portunity to become a participant 
in all phases of the program. gENp 


Here's what HIC is doing to help create remodeling customers for you... 


(Continued from page 93) 


tion package designed to help them promote their 


1959 participation. 


The effort to organize local chapters (there are 
now 25 of them) will be stepped up. One special 
plan is that of calling together the sales represen- 
tatives of manufacturer members in each com- 
munity to act as an organizational nucleus to 


254 


get local efforts going. (One member has suggested 


that HIC give this effort the slogan, “Put Your 


Muscle Where Your Money Is,” pointing out that 
the manufacturer's membership profits him most 


movement. 


when his whole sales organization is active in the 


HIC will help establish the HIC Code of Ethics 


as a powerful selling tool for members. Already 
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a number of local chapters have taken big 
strides toward increasing consumer confi- 
dence in the industry. One is currently en- 
gaged in a cooperative advertising campaign 
supported by all the members in that corn- 
munity—with a full newspaper page each 
week. The ads point out that in moderniza- 
tion the homeowner can't afford to trust a 
stranger and should deal with local, responsi- 
ble businessmen, such as those who have, as 
members, subscribed to the HIC code. The 
code and the full list of members appear in 
each ad 


Market studies will be initiated, so that HIC 
promotional efforts (and those of manufac- 
turers and associations involved) will be 
based on realities, not on speculation. END 


How to make HIC pay off for you 


1. Use materials in the HIC kit to promote 
the current contest. Put banners in windows, 
build window displays. Use the contest coun- 
ter card in a prominent spot and keep it filled 
with contest entry forms. Make your busi- 
ness a home improvement headquarters. 

2. Use the HIC seal and contest mats in 
newspaper advertising, on television, on bill- 
boards and signs, on direct mail, on letter- 
heads, envelopes, billheads, on your front 
door, on trucks, on signs at the site of jobs 
you are doing 

3. Step up advertising and promotion ef- 
forts toward the home improvement market 

1. Urge your newspapers, radio and tele- 


(Please turn to page 256) 


“Sure we can’t help you? 
To the door at least?” 


NEPTUNE AUTOMATIC | 
LAUNDRY TRAY PUMPS 


Exclusive New Switch Saves 
Steps for the Housewife 


You will want to be among the first to make 
installations of the New Automatic Neptune 
j Laundry Tray Pump. Water flowing from the 
=r UW 7 tray trips the new rust resisting switch (see 
g ts : 9 sketch) which starts pump action. When tray 
p 


is empty it automatically shuts off. Switch avail 
able for present hookup or with complete new 
pump installation 


= 


NEPTUNE “VALU-MATIC’” SUMP PUMPS 


An Exceptional Value for the 
Discriminating Buyer! 


Engineered to meet the long desired pumping requirements 
of thousands of homes where no sewer is available or where 
both laundry tray and washing machines are below sewer level 
Constructed of treated iron and 

steel, handsomely finished in dur 

able green enamel. 1 3 h.p. G.E 

or Westinghouse motor with thrust 

adapter. Nationally known Square 

D Sumptrol switch. Cap. over 3600 

gals. per hr. at a 10’ head 


NEPTUNE 
SUBMERSIBLE 
SUMP PUMP 


All motors used on A top quality, precision made product, the NEPTUNE Submer 
NEPTUNE Pumps are sible Sump Pump can operate completely under water. It is 
equipped with built-in dependable—automatic—always ready—non-corrosive—long-last- 
overload protection. ing and capable of discharging up to 4000 gals. per hr 


NEPTUNE 
|_| PUMP MFG. CO. 


4912 North 6th Street SEND FOR DESCRIPTIVE 
PHILADELPHIA 20, PA. FOLDER TODAY! 


For Dependability Use .. . a 
| 
Hwy, | 
| 4 
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When you're up against 
Price Competition 


POLAR WARE 


32” stainless steel double sink 


gives you a Big Competitive Cage 


@ When you're bucking price, Mr. Dealer, you can 
do one of three things: Walk away from it, get 
pushed around by it, or fight it out to win. 


And if you're the fighting type, Polar Ware offers 
just what you need to bring business your way... 
a brand new stainless steel sink in the popular 32” 
double bowl type. Here's a sink of 20 gauge, 18-8 
non-magnetic stainless steel, fully workmanlike, fully 
undercoated, fully qualified to carry the quality name 
Polar Ware — yet it’s priced to meet the demand of 
that hard-headed buyer who insists on a bargain. 


Polar has it — for him and for YOU. Ask your sup- 
ply house, and if you are not aware of the distributor 
in your area, please call or write for the name. 


Polar Ware Company 


4900 LAKE SHORE ROAD, SHEBOYGAN, WIS. 
Merchandise Mart — Chicago 54, Room 1455 


"415 Lexington Avenue *800 Santa Fe Ave. 
New York 17, N. Y. los Angeles, Calif. 


Offices in Other Principal Cities “Designates office and warehouse. 


(Continued from page 255 
Vision stations to participate by supporting 
HIC editorially, by launching special home 
modernization programs, by emphasizing 
home improvement subjects. 

5. Make literature on all phases of remod- 
eling available to your customers. They will 
be doubly interested because of the contest. 

6. Display before and after photos of con- 
test remodeling jobs in a prominent place 

_ let other homeowners see what's going 
on. Use the photos in your advertising. Give 
them to newspapers for use as editorial ma- 
terial of local interest 

7. Arrange to speak at meetings of civic, 
fraternal, business, church and women’s 
groups on home fix-up. Be sure to take along 
plenty of contest entry blanks to pass out. 

8. Watch Domestic ENGINEERING for arti- 
cles on how others are promoting HIC in 
their communities. END 


Accomplishments of the Home 
Improvement Council in 1958 


Promotion: 

One large consumer contest completed suc- 
cessfully (How’s Your Home Contest), with 
81,000 entries telling homeowners’ improve- 
ment desires in extensive detail via a 117- 
item check list (DE, August, page 108). A 
total of 25 million homeowners exposed to the 
industry's concerted selling message through 
the contest. A second contest—Better Your 
Home—which requires the actual completion 
of a modernization project, is in progress. 
More than a million blanks are already dis- 
tributed at the point of sale for this contest, 
which closes June 30, 1959 


Publicity: 

National consumer magazines have backed 
the two contests with more than one million 
dollars worth of free space .. . among them, 
3etter Homes & Gardens and similar publi- 
cations. Some 1,500 newspapers have carried 
editorial material and special retail advertis- 
ing efforts—including 500 who published the 
How’s Your Home blank in seven weekly in- 
stallments. One thousand radio and 350 TV 
stations have requested HIC material. 


Merchandising: 

Four kits of retail sales aids (ad mats, 
posters, informational booklets, contest entry 
forms, counter cards, etc.) have been dis- 
tributed to local members. 

Organizing: 

Twenty-five chapters have been formed 

in San Francisco, Cleveland, Houston, 


(Please turn to page 258) 
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Here is the answer to winter- 


satisfy the home owner. The 


DoMESTIC ENGINEERING, 


|STOME R ACC 


You'll see why so many other contractors find PATCO products so prof 
itable when you install the PATCO line. You'll get more jobs done 
in less time and your customers will like the economies each PATCO 
unit provides. 


PATCO “Low LINE’ HOT WATER BASEBOARD 
This real low baseboard saves considerable 
space and it can even be installed under 
picture windows. Snap-fit cover and acces- 
sories eliminate drilling and screws, save \ 
as much as 30% installation time. Attractive 
efficient, eliminates drafts and uneven heating 


PATCO WARM AIR BASEBOARD 


Easy-to-install PATCO Air Baseboard requires no fabricating, provides 
greater economy, cleanliness and silent, draft-free operation. Inexpen- 
sive industrial downspouting in 10’ lengths is used with any 344” x 
10” standard fitting. 


PATCO GAS AND OIL BOILER 
BURNER UNITS 
These units supply heat for the home, year ‘round 
domestic hot water. They are completely factory 
wired and assembled, ready for immediate in- 
stallation and are attractive, sturdy, quiet operat 
ing units, low in first cost, economical to operate, 
service and maintain. Oil units 
S.B.1. and A.S.M.E. approved. Gas 
units: A.G.A. and S.U.R. approved. 


Write, wire or call for additional details, 


PATCO MFG. CO., INC. 


231 N. Bread St., Philo. 6, Pa. WAlnut 5-2416 


r 2, 


Q | 
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PROFIT OPPORTUNITY 
FOR HEATING CONTRACTORS 


Now you can offer and install 
a truly effective fully automatic 
residential humidifier — 


THE ARMSTRONG 


Hlumid-i-maker 


BIG CAPACITY—up to 16 
pints per hour 


AUTOMATIC CONTROL AND 
OPERATION 


USE WITH ANY HEATING 
SYSTEM—hot water, steam 
or warm air 


the surface of heated water 
(heated by a hot water coil 
or electricity) and distributes 
it to the area to be humidified 
or into the furnace plenum. 
Full details are given in con- 
tractor bulletin No. 902. Ask 
for a copy. 


ARMSTRONG MACHINE WORKS 


8441 Maple Street 


time humidification prob- 
lems that is guaranteed to 


Armstrong Humid-i-maker 
is an evaporative type 
humidifier that picks 

up moisture from 


Three Rivers, Michigan 
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LEE GAS SERVICE STOPS 
and STOP & WASTES 


Another LEE has sold over 6,000,000 of 

these cast brass valves. What bet- 
SincereLEE Built ter proof of LEE reliability! The 
Product LEE name cast on every LEE fit- 


ting and valve has meant quality 

for over 40 years. Specify LEE, to 

be sure! 

See our New 48 page catalog in the 1958 
DOMESTIC ENGINEERING CATALOG 


DIRECTORY, Section B. Or write us 
direct for Catalog 58 


LEE BROTHERS FOUNDRY CO., Inc. 


ANNISTON, ALABAMA 


LEE... LEEdere for Over FO Years 


P.O. BOX 231 


High Production Soldering... 


Fast, easy to use on any job. Solder 
flows deep into cracks and corners 
bonds perfectly...eliminates fail 
ures ; fumes 
pits or corrodes...free rinsing 
For all metals,except aluminum | 


No obnoxiou never 


and stainless 


Request information or a 
trial gallon today! 
FILL OUT AND MAIL COUPON 


LONDON CHEMICAL CO., 
1541 N. 31st Avenue, Melrose Park, IIlinois 


[) Send information on prices and quantities 


CL) Send trial order at drum price of $2.00 gal. 


Name 


Address 


City Zone- State 


INSTALL THE PATCO LI wi 
| 
% 
| All Tested mh 
UNDER WATER “a 
7 
Ag 
Se co. we 
general purpose solder flux 
f Fo 
J. TRIAL 
an ~ ORDER 
‘ 
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Continued from page 256 


New Orleans, Birmingham and a series ot 
other cities. They report a variety of bus- 
iness-building activities, such as local con- 
tests, demonstration houses, “open house’ 
for the public at actual modernization jobs, 
special advertising campaigns to acquaint the 
public with HIC’s code of ethics, etc. Plans 


are to call together, in each community, the 
sales representatives of manufacturer mem- 


bers to act as a nucleus for organizing dozens 


of new chapters 


Miscellaneous: 


Fifteen demonstration houses were remod 


eled in leading trade centers in cooperation 
with Living Magazine. Free exhibit space 
was arranged for members in a special HIC 
area at the international home show in New 
York’s Coliseum. Industry-wide communi- 


cations were maintained through the HIC 


newsletter. Ten million free circulation was 


obtained for the potent anti-recession mes- 


sage “In the recipe for prosperity, your 
home is the basic ingredient.”” Thousands ot 
manufacturer members’ booklets were dis- 


tributed through free newspaper listings 
Indications of results: 


Home improvement lending is up 8-30 per- 
} 


cent in all parts of the country. Retailers 


report sales increases from 10 percent to 65 
percent over 1957 (with one 4-year old com- 
pany up 440 percent). Manufacturers with 
special remodeling products (pre-finished 
paneling, tor example) almost universally 


report those lines way up while others are 


or were, down. Results are particularly dra- 


matic where chapters have been formed. F 


stainless steel & aluminum for 


— 
@ 


sinks + lavatories + built-in ranges 


Highest manufactur- ARDEE Frames fit all 
ing controls from coil plumbing ware such as — 
or billet to finished American Standard — 
frame—assure easier, Briggs —Crane —Eljer — 
faster, better installa- Richmond — Universal 
tions. Rundle and others. 


Write for free catalog and prices 


295 Fifth Ave ont “Why can’t you be like other husbands 
Pe and let things break naturally?” 
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UNITRON 
CARRIERS and CLOSET FITTINGS 
for WALL HUNG FIXTURES 


ONE CARRIER — and 
ONLY ONE CARRIER — 
is used for all types or makes 
of closet bowls whether blow 
out or spyhon jet or women’s 
urinals. 
The carrier is independent of 
the closet fitting thereby en- 
abling the carrier to be placed 
at any distance from the bowl 
without reinforcement. More- 
SY over, the entire assembly can 
i be installed in less pipe chase 
than other thus into 


width types, 


Season 
With 


| 


LIGHEST 

MOST POWERFUL 
Write For SEWER MACHINE 
FREE on the Market 


Upkeep 


turning waste space 


“On-the-job” 
Demonstration 


Jor:Gotalog. 


usable, rentable area 

Reversible face plate on the closet fitting, the reversible 
carrier leg and a specially designed closet connection as 
sembly, provide complete horizontal and vertical adjust- 
ability without additional fittings. 

Now, with UNITRON Chair Carriers and Closet Fittings 
you will not only save installation time but meet all wall- 
hung fixture requirements with a minimum number of 
basic units. Write for Catalog F. 


JOSAM UNITRON FITTINGS FOR WALL HUNG FIXTURES 
Horizontal and Vertical Closet Fittings, and carriers for closets, 
urinals, lavatories, sinks, slabs and hospital fixtures. 


JOSAM MANUFACTURING COMPANY 
DE-10 Michigan City, Indiana FLEXIBLE PLUMBERTOOLS, INC. 
3782 DURANGO AVENUE, LOS ANGELES 34, CALIFORNIA 

ia FRANK DONOVAN COMPANY, 9 S. CLINTON ST., CHICAGO 6, ILLINOIS 


e Safe One-Man Operation @ Reverses Right or Lefi @ Instont 
Automatic Chuck and Clutch @ 3 Speeds---125, 250 and 
500 RPM @ Cables 4 Times Stronger Than Any Other 


Representatives in all principal cities 


Josam products are sold through plumbing supply 
wholesalers. 


Handiflo 
handles uds 


waste 


and for the finest in 


LAVATORY 
LEGS and towel bars 


the name to remember is 


water 


~duratub~ 


LAUNDRY Tt 


for a truly 
modern, completely 
automatic 


laundry ! Model 9TI 


Patentec 


manufacturers of quality 
duratub, a natural for plumbing specialties, including: 
homes or home modernizing 
... eliminates unsightly, old- 
fashioned stationary tubs. 
Exclusive Handiflo* double 
drain stores suds, drains 
waste water with no hose 
handling...durable 20-gallon 
Fiberglas® tub...large com- 


new partment for laundry supplies 
..extra counter space. White, 
pink, yellow baked 
enamel on bonderized, electro- 
galvanized steel. For 
saver and single hose washers. 
Ask your plumbing supplie1 
or write for the name of your 
nearest distributor. 


* bathroom accessories! 

* basket strainers! 

* pipe straps! 

* brass nipples! 

* chrome-plated brass 
fittings! 


* vanities! 

* replacement baskets! 

* floor & ceiling plates! 

* chrome-plated nipples! 

* chrome-plated 
Sure-Grip flanges! 


green, 


suds- 


Sold thru the wholesaler + Write for Catalog 


REED-CROMEX CORPORATION 
492 S. GREEN RD. + CLEVELAND 21, OHIO 


* duratub, Handifio ore e 
trodemarks of E. 
Mustee & Sons, Inc. 


*E.L. MUSTEE & SONS, INC. 
6911 Lorain Avenue ° Cleveland 2, Ohio 
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SWIMMING POOL ~~~ 


OFFERS THESE ADVANTAGES PRESS HERE 


1. Diatomite filtration—for finest 
water clarity and purity. 


2. All in one compact unit—ef- \V ©) G IS Ib 
ficient filtering, automatic skim- 


ming, valveless vacuuming, and 


fast pool brush down. FOOT OPERATED 
3. — Steel Filter Skimmer FROST-PROOF re SELF 


CIRCULAR j 
4. Installed below pool deck. No T R EA D LE V-101 CLOSING 
bulky tanks to hide. 
VALVE 


5. Quality materials and work 
manship throughout. 


Set the tank, THE FILTER AND SKIMMER are in. Connect the pump DEFINITELY OUTSTANDING FOR 


and motor, the job is done 
Representative Inquiries Invited DRINKING FO UNTAINS 


If you are interested in the swimming poo! market, we are interested 
in you 


White... PA CE FILTERS MANUFACTURED BY 


1507 EAST MICHIGAN JOSEPH A. VOGEL COMPANY 


WILMINGTON, DELAWARE 


4 7 
WATER. FREE SERVICE FOR 
t ATE R Manufacturers’ Representatives 
= 
@ For the larger jobs 
2 where fast recovery MANUFACTURERS’ AGENTS REGISTER NOW! 
oh plus storage are re- nar 
quired. Handles . | ake advantage of Domestic Engineering Maga 
battery _ showers zine’s free service for your benefit. This service will 
| near the pom of use. become available in your territory. Frequently, this 
lars tanks, sirable, non-conflicting lines that will make you real 
| and fittings. money. For years, Domestic Engineering has maintained 
@ Used in schools, a clearing house of information to bring the manu 
= dormitories, apart- facturer and the representative together for their 
; ments, motels, camps mutual benefit. Hundreds of agents will attest that 
etc. supplies medium this free service has been invaluable in the building 
or high temperature of their business and their income. If you are not 
{; C k water. Available with already registered with us, write today for necessary 
standard or A.S.M. forms and complete information. There is no charge. 
E. tank. Oil or gas Attach this advertisement to your letterhead and mail 
fired. to Domestic Engineering, 1801 Prairie Avenue, Chi- 
Coporition cago 16, Il. 
110 S. DICKINSON ST., MADISON 4, WIS. 
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Key Says: Tie Your Future to 
the Water Systems Business 


(Continued from page 139) 
percent to the 100 units last year, and he ex- 
pects it to be up 50 percent this year. 

If he realizes that gain, it will be because 
of his Pump Day. to be held this month 
Pump Days are nothing new to Key, for he 
has staged many of them in his 12 years in 
business; but this 1958 one will be his master- 
piece, he says 

You can make pump selling just as dramat- 
ic aS you like, Says Key. and he likes to be 


dramatic 


e®An example was when he rigged a pump 
outside his building on one side, ran pipe 
over the front of the building and down the 
other side into a tank 

Why? A manufacturer said a shallow well 
pump couldn't lift water that high—40 feet 

and Key proved he was right. Farmers for 
miles around came to see the demonstration 
And they stayed to see Key put a deep well 
unit on the job and watch it make child's play 
of driving the water up and over. 

Key had again demonstrated to customers 
that he is a pump man because he takes the 
guess-work out of things before he tries to 
sell them. That’s a big factor in winning 
customer confidence, which is a big factor 
in selling pumps—or anything else. 

Key handles three pump lines, all of which 
are on display in his store. To make it easier 
to carry out the sale and complete the in- 
stallation, Key invested about $300 in 
equipping one of his trucks with a derrick 
power hoist with a 20-foot boom, and cutting 
torch. More drama? Yes, indeed, but also 
more efficiency, for with this equipment he 
can cut a day-and-a-half’s work down to half 
a day 


eA large part of Key's business is replace- 
ment of pumps no longer able to keep up 
with modern units in water production. 
Pumps sold 10 or more years ago are defi- 
nitely in this class, and so are many sold 
more recently. 

Don Key says it’s just good sense to tie 
your future to the water systems business. 

Figure it out for yourself, he says. One 
hundred pumps a year at upwards of $150 
each is quite a chunk of green. 

“And don't forget, that’s only the begin- 
ning,’ Key says. “A wonderful beginning, 
to be sure, but think of the future with 
thousands of dollars more in remodeling 


sales just waiting to be made!” END 
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Finest Materials © Precision Machining 
Any Combination of Styles and Sizes for 
Lavatory, Closet and Sink Supplies. 


IMMEDIATE DELIVERY 


EASTMAN 


PRODUCTS CORP. 


Plano, Texas 


EDWARDS 


ZONE CONTROL HEAT... 
AS LOW AS $25 
PER ZONE! * \ 


Edwards . . . the first packaged zoned 
hot water baseboard heating system for 
all-priced homes. With Edwards Pack- 
aged Zone Control System you can heat 
up to six zones from one pump—for as 
little as $25 per zone more than non- 
zone systems! Two men install the en- 
tire system in a day . . . Edwards boiler- 
burner (gas or oil) plugs into any out- 
let; pre-cut baseboards are set up 
in minutes. Pre-wired boilers meet 
ASME Code and are guaranteed for 
20 years. Write today for literature and 
specifications 


DWARDS 
ENGINEERING CORPORATION 


1307 ALEXANDER AVENUE, POMPTON PLAINS, NEW JERSEY 
TELEPHONE: TERHUNE 5.2808 OR TERHUNE 5.3352 


PEED- FLEX. 
2 POLISHED CHROME - PLATED STOPS 
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CABINETS 
are 
Channel-Ribbed 

for 


EXTRA STRENGTH 
LONGER LIFE 


Channel-ribbing, long used by 


auto and plane manufacturers, 
prevents ‘oil canning” noise 
adds great-[~ 
er strength and 
rigidity to every DETAIL: 
Vogt Shower|Rolled ‘channel 
Cabinet. Exclu-| "ibs dividing 


cabinet panel in 
sive with Vogt. ¢ segments 


Contact your wholesaler for 
Vogt Shower Cabinets, Terraz- 
zo Receptors, Glass Shower 30 x 30 x 76 
Doors, and Tub Enclosures 32 x 32 x 76 
36 x 36 x 80 
in bonderized galvanized 
steel or tempered aluminum 


VOGT BROTHERS MFG., CO. 


1400 West Main St. Since 1833 Louisville, Kentucky 


TESTING DEVICES 
LEAK. GUARANTEE 


PROOF GASLINES 


Test your gas line installations with a Beekman 
Gas Proving Pump and Beekman improved Mer- 
cury Column to insure a leak-proof job. Quick, 
simple, and positive check against gas line leaks. 


MUTUAL MANUFACTURING CO. 


Dependable Testing Devices 
45-16 162ND ST. FLUSHING 58,N. Y. 


“Atomic” Spray 
wide 
No. 900 Series rT HUMIDIFIER 


for commercial, industrial use 
} Compressed air operated. Can be in- 
stalled either singly or in batteries 
Single, double or four jet heads. Ca- 
pacities of | gal. to 412 gal. water 
per hour 

Brass—fitted with copper and stain- 
less steel 

Write for details on line Bul- 
letin No 0 


MAID-O’-MIST, inc. 


3217 NORTH PULASKI ROAD, CHICAGO 41, ILLINOIS HEATING SPECIALTIES 


Confessions of a 
Do-It-Y ourselfer 


IN THIS ARTICLE, a newspaper write! 
Emery Hutchison, describes his experience 
with a plumbing problem in his home. It is 
reprinted here by special permission of the 
Chicago Daily News, in which it appeared 


At last I have earned my diploma as a do- 
it-yourself plumber. 

I laugh when I think back to the time when 
all I knew about plumbing was which knob 
meant hot water, which meant cold, and 
which made a cascade in the water closet 

Would you like to know how this trans- 
formation came about? 

Ever since I moved into my new home 
three-and-a-half years ago, the hot water has 
rushed from the bathroom faucet in a torrent 
but the cold water weakly flowed into the 
sink as though nothing could hurry it 

This annoyed me, naturally, but you learn 
to live with such things. It was not until a 
few weeks ago that I took stock of my evasive 
attitude and marshalled my determination 
to do something about it. 


aFrom time to time, as Opportunity pro- 
vided, I consulted the pages on plumbing in 
do-it-yourself books. I learned how the wa- 
ter goes in here and comes out there. I con- 
sulted knowledgeable friends. the experts 
who have progressed so far in do-it-yourself 
plumbing that they have been known to 
change their own faucet washers. 

Usually these friends said: “You mean 
hot water, don’t you? It’s the hot water that 
gets all clogged up and won't run.” But I 
would say no, it was the cold water, and they 
would scratch their heads and suggest I in- 
vestigate the washer. 

I stalled for quite a while, reluctant to 
come to grips with the innards of a faucet 


al tentatively entered a hardware store one 
day and, after idly toying with a device for 
making radishes look like rosebuds, sudden- 
ly I turned on the clerk and asked him what 
he could offer in the way of faucet washers 

I went away with an assortment of wash- 
ers, suitable for every occasion, and the 
clerk’s parting admonition to be sure to turn 
off the water at the valve before I remove 
the faucet. This was wholly unnecessary on 
his part, and I don’t intend to go there again 

I let the washers lie at home for awhile 


(Please turn to page 265) 
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...and the PRICE IS RIGHT 
BEST IN APPEARANCE... BEST IN INSTALLATION... 


Beautybase is designed for because Beautybase snap-in brack- 
customer - appealing beauty. One ets, snap-on trim, and telescoping 
Beautybase installation sells an- lengths eliminate cutting or miter- - 
other. ing. No screws, tabs or special tools 
needed. Beautybase is available in 
BEST IN QUALITY. — any length from 3 ft. to 16 ft. and 
stock is interchangeable. The 


The copper tubing, aluminum fins, 
PE E easiest of all to install. 


and heavy gauge steel panels are 
constructed of the finest materials 
possible. Precision parts and panel BEST IN PROFITS i as 
design make a uniform and durable because it has more customer - 
installation. appeal, sells easier, installs faster. 
You can sell it for more and it costs Outside Corner 


ou less 
Ask your plumbing & heating 
wholesaler for details, or write I BR conan 
directly June 10, 1958 


Cross-Section 


Beautybase Division 


CONTINENTAL MANUFACTURING CO. 


Dept.D-S P.O. Box 4048 — Baltimore, Maryland 


The 


MOST FOR REAL HEATING EFFICIENCY 


ADVANCED 
HEATER FOR TOP DOLLAR VALUE 


ON TODAY’S 


i CHECK THESE POWERFUL 
PEERLESS SELLING FEATURES 


SELF CONTAINED - : 
AUTOMATICALLY CONTROLLED ; approved for 


INTEGRAL MEANS OF AIR CIRCU- 
LATION—EITHER FAN OR BLOWER 


ALUMINIZED STEEL HEAT EX- 
CHANGER 


“ FLUE COLLECTOR BOX 


FINGER-FLEX LIVE RUBBER MOTOR 
MOUNTING 


IRON BURNERS 


ADJUSTABLE AIR CIRCULATION 
LOUVERS 


SUMMER FAN SWITCH 


{i AUTOMATIC FAN CONTROL AND 
LIMIT CONTROL 


THERMOCOUPLE OPERATED 100% 
SAFETY PILOT VALVE 

(QUIET ELECTRIC SOLENOID 

AIR FOIL PROPELLER FAN 

HIGHEST QUALITY DEEP - DRAW 
STEEL JACKET WITH ATTRACTIVE peeriess is NEW —IT'S CHANGED TO GIVE MORE 
GREY-GREEN FINISH FOR THE MONEY, TO FIT THE TIMES TO FIT THE NEEDS 

APPROVED FOR ALL GASES FOR TODAY AND TOMORROW 


i AND MANY, MANY MORE RE- A UNIT FOR EVERY PURPOSE NEW LOWER PRICES 
FINED DETAILS THAT ARE PEERLESS NEW NEUTRAL GREY-GREEN COLOR NEW CABINET 
EXCLUSIVES STYLING MORE COMPACT ECONOMICAL TO 


MAINTENANCE RUGGED AND DEPENDABLE M ph 
eas | He modern fuel PEERLESS MANUFACTURING DIVISION NUFACTURING CORP. 
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e 
UNIT HEATERS MARKET 
| a 
| GAS BOILER 
| @ Four models —from 80,000 to 
See your Penn Wholesaler for 
specifications and prices 
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Get Quiet epeeation PREFAB YOUR SOIL PIPE JOBS 


_ BASEBOARD HEATING SYSTEMS | The Quick and 
| Easy Way! 


wt 
FLEX-O- | MICKEY SYSTEM 


In just a matter of minutes, 


the job is laid out with the 

r L X - O - aid of specially made tem- 

= r plates, scale rule and graph 

J O | N T paper. Pipe is then cut to 

the determined lengths, as- 

ee ; sembled with fittings in jig, 

with each joint being swung 

to a horizontal position for 

level pouring of lead and 

caulking. Jobs are better, 

more accurate, install faster 
and on schedule. 


. . eliminate noises caused by 
thermal expansion! 


Patent No. 2,724,175 


TEMPLATES AND 
SCALE RULE conform 
to federal specifications 


FOR FULL INFORMATION 
WRITE FOR FORMS NO. 310 and 360 


C.R. BERNSTROM, INC. | |...» ig MICKEY-JACKSON CO. 


Write for full details today! 


FABRICATING 110 North B Street 
LAKE WORTH. FLORIDA 


= Hartford Ave. Providence 9, R. a 


HENRY \ 


NZ BATH TUB Corrugated Paper 


A NEW CONCEPT IN PROTECTORS Closet Flange Spacers 
BALL COCK DESIGN 


Also: i 
With emphasis on simplicity, the GLENVALE -~ Onyx Stainless Gummed Kraft 
Ball Cock principle of operation offers the Protective Tub Paper 


following advantages Fewer working parts 
No valve chatter. Guaranteed longer life. 360 i mg & 18" Rolls 


degree adjustable lever arm. Nylon valve seat 


Lifetime rubber diaphragm. Pressure cast brass “” “ 
Attractively packed, complete, ready for in THROUGH JOBBERS 


stalling OR WRITE FOR INFORMATION .. . 


GLE DIV., HOOVER wip HENRY BATH TUB PROTECTOR CO. 


MALY AS Orders to 72 First Ave. Pittsburgh 22, Penna. 


Inquiries to 840 N.E. 16th Ave., Ft. Lauderdale, Fla 
NOW... 


INSULATOR, made to Hydrovalve’s rigid specifications of selected 


materiols especially developed fo 
excellent electrical characte 


expansion thot 


TERMINALS, made of extruded brows 
ond nickel ploted to resist corrosion 
Accurotely made for easy wire snap-on 
and to assure stronger, positive 
connections 


VITREOUS ENAMEL, o tough oil resistant enomel exclusive 
with Hydrovalve its thermal expansion motches thot of the 
insulotor, terminal and high nickel alloy tip to resist cracking 


shed custome call-b 
nee @ No OUR NEW CATALOG SHOWS OUR COMPLETE LINE OF 
pe erforman PRECISION-ENGINEERED REPLACEMENT PARTS... 
FOR YOUR FREE COPY WRITE US TODAY 


LUGS, hydroulically formed to provide Hydrovalve co. 


ELECTRODE TIP, rounded for o steady, high permon ent heot conduction ond oa stobile 


voltage orc. Made of high nickel alloy for long life ond tip and rod connection that is unaffected 1319 Utica Ave., Brooklyn 3, N. ¥. BU -4-1330 


dependable performance Assures efficient ignition even with cold oil. by vibration or high temperature 
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(Continued from page 262 

until I felt the time was ripe. And one recent 
evening I heaved a sigh and collected all of 
my wrenches, screwdrivers, washers and 
just in case, a big pan. 

I opened the cabinet beneath the sink, 
groped around under there and shortly found 
the knob that shuts off the cold water sup- 
ply. It was easy, really 

So then I turned the knob. It made about 
a quarter-turn and then stopped. Try as I 
may, I couldn't turn it any further. I reached 
up and turned the cold water faucet handle 
No water 

An amateur probably would proceed to 
remove the faucet at this point, but do you 
know what I did instead? 

I reached down under that sink again and 
I reopened that valve—a quarter-turn, a half- 


And boy, 


that cold water run now! END 


turn, a full turn you should see 


Wozar Sees Continued 
Growth for Pump Market 

Dayton, O.—The market for pumps and 
water systems will continue to get bigger 
and bigger, and to offer good profit possi- 
bilities for contractors and distributors pre- 
pared to take full advantage of it, accord- 
ing to Louis Wozar, president of Tait Manu- 
facturing Co 
bulletin, Wozar cited four 
breakthrough” 


In a customer 
reasons for the coming “big 
in water systems sales: 

(1) Housing starts are climbing, and 
should hit 1,100,000 this year 

(2) Home modernization programs are 
gaining momentum 

(3) Farm prosperity has been bolstered 
with big harvests. 

(4) The number of water systems passing 


into obsolescence is steadily increasing. enp 


“Rub a dub we rub a dub dub.” 


EXCLUSIVE DESIGN—AMAZING PERFORMANCE! 


AERATOR 


IVEL-4 


THE | i 


NO-SPLASH 
AERATOR 
YOU AIM ‘ 


with a 
touch of 
a finger! 


Rinses those 
hard-to-reach 
sink corners! 
Replaces 
sink hose 


spray! 


p— 


IN FAST-SELLING NEW Bubble-Paks 
This ingenious aerating device combines all 
the advantages of SPLASH-FREE, odor- 
free water with a swivel-action connection 


that lets you aim the stream anywhere within 


the sink area! Beautifully designed, made of ; 
solid brass, chrome finished. : 

The only faucet aerator with ONE INTERNAL PART | 
MODEL -SM-100 MALE THREAD MODEL -SK-100 FEMALE THREAD | 
Packed 6 or 12 per display box | 


ay 28, Write CATALOG SW-100 or 
order from your supplier today! 


PRESENTS— 
3 NEW AUTOMATIC 
SUBMERSIBLES! 
IT'S A 
"BLESSING" 


ALL BRASS - SPé - BB 
ALL ALUMINUM - SP6-A 
Brass & Galvanize - SP6 - B 
ESSING PUMPS 
RE PRODUCTS COMPANY 


BALTimOOE ST BALTIMOSE DI MO DICKENS 2.9080 


NEW (2 in 1) FLARING TWINS! 
COPPER TUBING 


Set of 3 for 6 Sizes of Tubing 


The new Stuvel, 2 in 1, Flaring Twins 


3” 


are both a time and labor saver. In 


volve fewer flaring tools to account for 


on job. Handy where speed and accura 
cy in flaring copper tubing is required 
Hardened and plated for long wear 


Some territories still available 


Manufactured by 


STUVEL MANUFACTURING CO. 


776 North Bancroft Avenue 
Indi 


Indi 


polis 1, 


OctToser 1958 
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BLESSING 
The COMPLETE LINE of 
AUTOMATIC ELECTRIC SUMP PUMPS | 
| 
4 
another PUMP manutactured 
COMPANY 
| 4 
NOLO) So | 
| 1” 
Mal Bordon \ 
ee Illustrated above: Set of 3 (Twin) AUB 
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SITUATIONS OPEN 


SEMENTS 


RATES FOR CLASSIFIED ADVERTISEMENTS 
Light tace advertisements, fifteen cents per word, including head- 
ing and address. For keyed address count seven words. Minimum 
advertisements, $3.00 per insertion. Rates for bold face advertise- 
ments, $6.00 per inch. Address all advertisements to Classified 


KITCHEN MANAGER 


To take charge of large department. 


Good opportunity and future. P. O. Box 
221, Columbus, Ohio. 


HEATING MAN 
FOR DISTRIBUTOR, 
BENEFITS, GOOD WAGES. 


Address Key 722-D, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi- 


cago 16, Illinois. 


SALES ENGINE ER—COLLEG 


vith some Kr Wliedge 

Willing to reloca 
rtunit Give s tor ne 
ment. Address Key 720-D 
ENGINEERING . 


DOMEST I 
Prairie \Ve 


DIRECTOR OF SALES 
FOR LARGE PLUMBING, 
HEATING DISTRIBUTOR. 


Address Key 725-D, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi- 


cago 16, Illinois. 


PUMP MAN TO HEAD SALES 
DIVISION WATER SYSTEMS 
AND SOFTENERS 


Address Key 726-D “DOMESTIC EN.- 
GINEERING,” 1801 Prairie Ave., Chi- 


cago 16, Illinois. 


SALESMAN 
PLUMBING SPECIALTIES 


To sell for established national distrib- 
utors, exclusive territory, 10% commis- 
sion. Write full details with references. 
Replies confidential. AKRON SUPPLY 
CO., INC., 216-218 Grand Street, Brook- 
lyn 11, New York. 


WANTED SALESMAN, EXPERI 
MESTIC RINGS 
COMMERCIAL 
AND 
INDUSTRIAL 


Man experienced for quotations and 
estimates. Large company, good salary, 
future. Address Key 724-D, “DOMES- 
TIC ENGINEERING,” 1801 Prairie 
Ave., Chicago 16, Illinois. 


66 


Advertising Department, 
Prairie Ave., Chicago 16, [llinois 
are payable in advance! Closing 
ceding publication date. 


ALL COPY IS SUBJECT TO THE 


DOMESTIC 


ENGINEERING, 1801 
All Classified Advertisements 
Date: Fifteenth o} month pre- 
APPROVAL OF 


THE PUBLISHER 


SITUATIONS OPEN 


REPRESENTATIVES WANTED 


SALESMAN 


For city area by long established whole- 
saler. Write resume’ in detail attention 
of Mr. Christoffel. STATE PLUMB- 
ING AND HEATING SUPPLIES, 
iINC., 2501 Fenkell, Detroit 38, Michigan. 


SITUATIONS WANTED 


Plumbing and heating salesman, 16 
years experience with one firm calling 
on contractors, jobbers, architects, en- 
gineers and builders upstate New York 
desires new connection. Address Key 


718-D, “DOMESTIC ENGINEER- 
ING,” 1801 Prairie Ave., Chicago 16, 
Illinois. 


REPRESENTATIVES WANTED 


MANUFACTURERS’ AGENT 


Complete line of plumbing fixtures and 
heating products. List lines now han- 
dled, territory covered. Address Key 
723-D, “DOMESTIC ENGINEER- 
ING,” 1801 Prairie Ave., Chicago 16, 


Illinois 


MANUFACTURERS AGENT 


Registered engineer or experienced in 
mechanical contracting work to call on 
architects, specifying engineers, plumb- 
ing and heating contractors. Exclusive 
territory. Repeat items. Good commis- 
sion schedule. Southern Ohio, Indiana, 
and Kansas territories open. List lines 
now handled and education first letter. 
Address Key 728-D, “DOMESTIC EN.- 
GINEERING,” 1801 Prairie Ave., Chi- 


cago 16, Illinois. 


EXCLUSIVE TERRITORIES 


still open. Opportunity to get in on 


ground floor. Sell newest thing in sump 
pumps. Non-electric yet fully automatic. 
See ad this issue page 249. Write Mr. 
K. E. Knotts, President, AQUA-JET 
COMPANY, P.O. Box 281, Cranford, 
New Jersey. 


ENGINEERING 
‘ j ‘ 


MANUFACTURERS’ AGENTS 
Established Mid West manufacturer of 


complete line of commercial and indus- 
trial steel boilers is expanding distri- 
bution area. Seeks experienced repre- 
sentatives in a number of choice terri- 
tories. Our line consists of section steel 
boilers having advantages in both new 
and existing building installations. Com- 
petitively priced. Have a good proposi- 
tion for experienced salesmen. CEN- 
TRAL STATES BOILER COMPANY, 
4649 W. Harrison Street, Chicago 44, 


Illinois. 


OHIO AND LTOWA 


I 


1 new home hote et Ad 
Kk 719-D DOMESTIC ENGI 
S01 Prairie Ave Chi 


FOR ADDITIONAL CLASSIFIED 
ADVERTISEMENTS 
SEE PAGES 268 AND 270 
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Model No. 520 
20” x8 "x13" 


@ Machinist chest designed as 
a base for the JOURNEYMAN. 
to hold 24” : 


da In Brown, 
Model MC-28 Ripple Baked ty 


26° x9" x8" Enamel. 


Write for Name of 


Nearest Bester Bent. OF-10 Kennedy Manufacturing Company, Van Wert, Ohio 


ir” Patrick PEERLESS says ALL-NEW in Style & Engineering 
GAS WATER HEATER 
) = 
e@ “Dubl-Cote” Glass-Lined 
QUALITY e@ Beautiful Sculptured Styling 
VITREOUS @ New “Kontrol-Air” Principle 
CHINA CLOSETS e@ New Higher Ratings 
& LAVATORIES! e@ New Premier “Roto Burner” 
This great new deluxe, glass- 
Available in sm 4 lined BASMOR “One Hundred” 
Lifetime fica is packed with exclusive style and 
6 efficiency features. In 30, 40 and 
perfectly matched with 
50 gallon sizes. A.G.A. approved 
Lawndale and No. 5200 Combination for all gases and 180° hot water. 
Southern Porcelain. Close-coupled reverse trap combi- se 
nation in pure white vitreous china 
No. 30 Lavatory also for life-long cleanliness. Has the ex- 15 YEAR GUARANTEE PLAN 
available in white or eal 4-bol k 
matching colors. - = tank connec- Display the great all-new BAS- 
MOR “One Hundred” and _in- 
Write, wire or phone for further information! crease water heater sales. Write for literature. You'll 
do Better with Basmor! 


| BASTIAN-MORLEY COMPANY, Inc. 


Quolity Vitreous China Since 1902 Evansville 12, Ind. | LaPorte, Indiana §=@ Branch Plant, Pittsburg, Texas 
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ADVERTISEMENTS 


REPRESENTATIVES WANTED 


LINES WANTED 


LINES WANTED 


LARGE ¢ 


AST TRON SOL PIPE 


REPRESENTATIVES WANTED 


Complete line of medicine cabinets, van- 
ity sinks, and shower doors for the 
jobber trade. Exclusive territory. Sev- 
eral areas open. Write fully, Address 
Key 730-D, “DOMESTIC ENGINEER.- 
ING,” 1801 Prairie Ave., Chicago 16, 
Illinois. 


REPRESENT 
dealer 
iten «3 
Wi 
ind ter 
DOMES T It 
rir \ ‘ 


LINES WANTED 


DO YOU WANT 
NATIONAL DISTRIBUTION 


in the wholesale plumbing, hardware, 
or mill supply field? We offer complete 
national distribution to plumbing, hard- 
ware and mill supply wholesale distrib- 
utors through our established sales or- 
ganization with 27 experienced sales- 
men. We are currently affiliated with 
2 nationally prominent manufacturers, 
and will accept one additional non-com- 
petitive company. Our offices provide 
complete sales management and admin- 
istration, which include marketing, ad- 
vertising, merchandising, and sales su- 
pervision. For more information, write 
Address Key 717-D, “DOMESTIC EN- 
GINEERING,” 18601 Prairie Ave., Chi- 


cago 16, Illinois. 


ESTABLISH EI] 
New 
DOMESTIC 
Prairie A 


GEORGIA AND FLORIDA 


Two top manufacturers’ representatives 
with over twenty years experience call- 
ing on wholesale plumbing and _ hard- 
ware jobbers. Excellent reputation. 
Looking for quality voiume line. Will 
do promotional work. Address Key 

-D, “DOMESTIC ENGINEER- 
ING,” 1861 Prairie Ave., Chicago 16, 


Ilinois. 


SEEKING ADDITIONAL LINES 


Chicago agency with 
complete warehouse facilities seeking 
manufacturers who want large move- 
ment of their products. Concentrating 
on plumbing supply houses in five mid- 
western states. If you want the job 
done properly with young aggressive 
organization. Address Key 609-D, “DO- 
MESTIC ENGINEERING,” 1891 Prai- 
rie Ave., Chicago 16, Illinois. 


’ 
manufacturer's 


REPRESENTATIVE 


with 15 years experience and good fol- 
lowing among wholesalers in Philadel- 
phia, Eastern Pennsylvania, Delaware, 
Maryland, District of Columbia, and 
Southern New Jersey. Recently re-es- 
tablished in territory and in position to 
give concentrated effort to lines of good 
repute. WILLIAM G. FRANK, Elkins 
Park House, Elkins Park 17, Pennsyl- 


vania. 


KOPPERS-PENNY COMPANY 


4940 Greenfield Road 
Dearborn, Michigan 


Wholesalers in 


MICHIGAN & N. W. OHIO 


Covering: 


NORTH CAROLINA, SOUTH 
CAROLINA, VIRGINIA 


Three aggressive manufacturers’ rep- 
resentatives with many years successful 
experience calling on the wholesale 
plumbing, heating and hardware job- 
bers. Enjoy excellent reputation with 
both wholesalers and manufacturers. 
Also do promotional work. Address Key 
711-D, “DOMESTIC ENGINEER. 
ING,” 1801 Prairie Ave., Chicago 16, 


Illinois. 


LINES WANTED—NEW ENGLAND 
State We call o Blumbing and 


the ‘ te tit ‘ 

vit Write WILLIAM J 
SENIOR OR JUNIOR Caer 

Needhan Ma wehusett 


TOP MANUFACTURERS’ 


Representatives 


(3 man organization) 
selling 


leading wholesalers Maryland, 
District of Columbia, Virginia for over 
fifteen years seeking one or two addi- 
tional top lines. Only first class full 
line manufacturers considered. Address 
Key 621-D, "DOMESTIC ENGINEER.- 
ING,” 1801 Prairie Ave., Chicago 16, 
Illinois. 
WEST COAST WAREHOUSING DIS 
! rile ind alle pripre 
food inedu 
DOMEST 
Ave. 


KANSAS CITY TRADE 
\ estab eal 
ed \ddre 

ENGINEER 


it 


DOMES TIE 
\ 


WESTERN NEW YORK STATE 


Experienced representative, specialist in 
domestic water pumping and condition- 
ing equipment seeks additional lines. 
Address Key 729-D, “DOMESTIC EN.- 
GINEERING,” 1801 Prairie Ave., Chi- 
cago 16, Illinois. 
EW ENGLAND MANUPFACT 
ent vit Hoste office ane 
ear experience 


o Nve 


THE SCHUTZE SALES CO. 


1999 North Snelling Ave., 
St. Paul 13, Minn. 
Manufacturers Agency Selling 
Mid-Northwestern Jobbers 


Important 


ENCELILENT BACKGROUND IN 
! nal of tintuyre ‘ 
4 tule ge 
‘ 
ther \dadre Ine 
ENGINEERING 
16, Tllino 


DoMESTI¢ 


P ‘ \ve 


FOR ADDITIONAL CLASSIFIED 
ADVERTISEMENTS 
SEE PAGES 266 AND 270 
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The AMERICAN INSTITUTE 
of 
SUPPLY ASSOCIATIONS’ 


7th Annual Convention 


Hotels Roosevelt and Jung 
New Orleans 
October 26-29 


le hie Whol salers ol COMINGS ippr 
tow comscicntious service the. render cay 
«lies prompt delivertes on the shortest 
thei varchousing and then 
Ol cobstan Htories prevent costly 
lelavs Wwe ! rut | srowth 
clin 
he Re / 
wi. READING TUBE CORPORATION 
: : EMPIRE STATE BiLDG., NEW YORK i, N. Y. PLANT: Reading, Pa. P 
Distribution READING, PA. CHICAGO, OAKLAND, CALIF. DALLAS, TEXAS 
Depots: 305 W. 3lst St. 410 Hegenberger Road 9000 Sovereign Row 
WOODSIDE, L.1., N.Y. CLEVELAND, OHIO ys ANGELES, CALIF. Brook Hollow 
57-17 Northern Blvd. 4615 Perkins Ave. 120 No. Santa Fe Ave. "dustrial District 
PHILADELPHIA, PA, ATLANTA, Gi. DENVER, COLO. HOUSTON, TEXAS 
Sold Through Wholesalers Only 921 Penn St. Bi tg. 2849 Walnut St. 1121 Rothwell St. 
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ADVERTISEM 


LINES WANTED 


LINES WANTED 


LINES WANTED 


CAPABLE REPRESENTATION 


Available to manufacturers of plumb- 
ing, heating, industrial and oil burner 
materials by members of Sales Repre- 
sentatives Association of New York, 
Inc. Our 35 members cover area within 
100 miles of New York City including 
Northern New Jersey and the Hudson 
River Valley. All of our members are 
experienced, have mature judgment 
and excellent sales contacts with repu- 
table wholesalers. Calls regularly made. 
Please contact secretary, MRS. E. 
KRIEGER, 141-48 79th Avenue, Flush- 
ing 67, New York. 


WANT 
New 


_TENNESSEE, ALABAMA, 
MISSISSIPPI, LOUISIANA 


Area covered by three top manufactur- 
ers’ representatives with long experi- 
ence and excellent record. Looking for 
one more volume account to promote 
in area. Address Key 715-D, “DOMES- 
TIC ENGINEERING,” 1891 Prairie 
Ave., Chicago 16, Illinois. 


L. C. FOOTE 


221 Hurlburt Rd. 
Syracuse 3, N.Y. 
Wholesale Jobber Only 
New York State 
IRON PIPE 


Wait 


1 New Jerse 
MOMEST Le ENGINEERING 


Lve., Cl | 


WESTERN PENNSYLVANIA 
NORTHEASTERN OHIO 
BUFFALO, NEW YORK AREA 


Established agent needs an additional 
plumbing line. Cover above territory 
regularly calling on all plumbing job- 
bers. THOMAS E. SENTAK, 208 


Frazier Drive, New Castle, Pa. 


270 


MID-SOUTH AREA 


Manufacturers’ agent desires additional 
plumbing lines for this territory. W. M. 
McKINNEY, 230 DeLoach Street, 


Memphis 11, Tennessee. 


ENTIRE STATE OF OHIO 
M. M. MATHES & SON 


3494 Lee Road 
Shaker Heights 20, Ohio 


Serving the plumbing wholesaler 


NEI 


METROPOLITAN NEW YORK 
Brooklyn, Queens, Manhattan, Bronx, 
Westchester, Staten Island, Suffolk and 
Nassau Counties. Manufacturers’ repre- 
sentatives (3) calling on the plumbing, 
heating and oil burner wholesalers and 
jobbers, seeks additional quality lines 
non-conflicting with items carried at 
the present time Years of selling know- 
how will enable you to enjoy good 
profitable business and pleasant jobber 
relationship. No credit losses over the 
years, warehousing facilities, also finan- 
cial assistance if necessary. Constant 
productive coverage. Address Key 
671-D, “DOMESTIC ENGINEER. 
ING,” 1801 Prairie Ave., Chicago 16, 


Illinois. 


WESTERN PENNSYLVANIA 
NORTHEASTERN OHIO 


Aggressive representative covering 
above territory and calling on all plumb- 
ing wholesalers, seeks additional plumb- 
ing lines. Address Key 663-D, “DO- 
MESTIC ENGINEERING,” 1801 Prai- 
rie Ave., Chicago 16, Illinois. 


FOR ADDITIONAL CLASSIFIED 
ADVERTISEMENTS 
SEE PAGES 266 AND 268 


BOSTON 


Manufacturers’ representative with long 
successful experience selling to New 
England plumbing and heating supply 
jobbers, can give personal aggressive 
representation to additional quality line. 
Address Key 677-D, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi- 


cago 16, Illinois. 


FOR SALE 


PETERSBURG 


MISCELLANEOUS 


WAREHOUSE SPACE 


Columbus, Ohio. Experienced shipping 
and receiving personnel in this business. 
Can warehouse and ship at reasonable 
rate any manufacturer's product to dis- 
tributor or dealers. Address Key 721-D, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 


Use These Pages to Get 
What You Want 


Are you looking for a competent em- 
ployee? 


Do you 
tions? 


contemplate changing posi- 


Do you have a patent for sale? 


Do you wish to buy or sell a plumbing 
and heating business? 


Are you a manufacturers’ representa- 
tive seeking additional lines? 


Are you a manufacturer seeking addi- 
tional representation ? 


Your advertisements, under the proper 
classification in these pages, will put 
you in touch with the people you desire 
to reach. 


The cost for light-faced advertisements 
is only 15 cents a word and the mini- 
mum advertisement is only $3.00 per 
insertion. 


Bold-faced advertisements are $6.00 
oer inch. Address your advertisements 
to Classified Advertising Department, 
DOMESTIC ENGINEERING, 1801 


Prairie Avenue, Chicago 16, Illinois. 
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WE HAVE THE STRONGEST 
SORTHERN WELL ESTA 
old oa eur te Hest 


DAY & NIGHT'S new, modern plant is 1,160 feet long by 
420 feet wide 


square 


and has approximately one-half million 


feet of floor space In addition, there is a two 


The Story Behind the Story 
of Operation Counter-Attack 


to call when the 
public needs a product he sells or the services he's 


Continued from page 128 


best qualified to Counter- 


Attack is designed to help the plumbing contrac- 


perform. Operation 
tor become his own best salesman of this idea.” 

This philosophy of dedication to the industry otf 
which it’s a part, as well as an educated awareness 
of industry trends and major areas of needed de- 
velopment, have played a major role in Day & 
Night’s rise to a ranking position in the highly 
competitive water heater industry 


“But our dedication is not, of course, wholly an 


Some of the people 
behind the story 
Day & Night's youthful man 


agement and sales team, a 
few of 


William Bailey 
whom are shown president 
averages “around 40” years 

of age. Headed by 43-year 

old William Bailey, all those 

shown are located at the 

California headquar 

ters, with the exception of 

Don Fue 
tatives like Fue help to put 
Operation Counter-Attack over 
at the local level 


firm's 


Regional represen 


Dick Whitney 
water heater 
sales manager 
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story office building and a facilities building that in 
cludes a company cafeteria, as well as the firm's engi 
neering, research and development departments 


unselfish one,” Bailey says. “When the industry 
prospers, we prosper.” 

Founded almost 50 years ago by the present 
William Bailey's father, Day & Night first 


duced solar water heaters—the product that gave 


pro- 
the company its name, since the heaters stored 
heat from the sun during the day that also could 
be used at night 

When natural gas came to California, the solar 
water heater patents were sold to a Florida firm 
and Day & Night began producing heaters using 
fuel. It 


some solar heaters until the second world war 


the new continued, however, to make 


In 1954. the company became affiliated with 


Carrier Corp., but continues to operate as a com- 


(Please turn to page 27?) 


Frank Spratt 
sales manager 


Rolla McDonald 
sales promotion 
manager 


Tyler Macdonald 
vice president, 
D&N’‘s ad agency 


Craig Stirewalt 
assistant 
sales manager 


Art Horn 
assistant to 
the president 


Don Fue 
regional 
representative 
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RE-DISTILLATION TESTS: Pieces of steel coated with vari 
ous glass formulas are sealed into glass beakers with 
water of a known chemical content. The water is allowed 
to boil for hours days or months with steam carried 
upward through tubes and distilled. The 
carefully weighed by a micrometer scale before and 


samples ars 


after testing The net weight loss tells the amount of 
glass that has boiled away. Samples that come through 


with flying colors are then given actual field tests 


LIFE TEST: In order to increase the 


tests that can be run simultaneously 


number 

severa 
‘water heater tanks are used 
in the side 


and sealed in position. The tanks are then 
operation on any type of water in any location 
a given period of time, the samples are removed 


scopically examined, weighed and evaluated 


Continued from page 271 
pletely autonomous corporation 
Meanwhile, the water heater industry was grow- 
ing by leaps and bounds. With it came increased 
competitive conditions as 100 or more manufac- 


turers sought a bigger share of the market 


eDay & Night was faced with a decision 

“We had to make one of three choices to meet 
the competitive price situation,” Bailey says. “We 
could give up the industry service programs long 
associated with our company; we could strip our 
product of quality and value features to reduce 
cost to a minimum, or we could devise manufac- 
turing methods whose efficiency would reduce cost 
enough to maintain quality in a product that 
could still compete in the market.” 

“Obviously.” says Bailey, “to a manufacturer 
like Day & Night, the third choice is the only one 


How quality 


water heaters 
are born... 


field 
special 
Each has 24 two-inch holes 
Material to be tested is placed in the holes 
put in 
After 


micro 


use 


we could have taken.” 

Having made the decision, the company started 
drawing plans about two-and-one-half years ago 
for the construction of its modern manufacturing 
and office facility located near Los Angeles in 
La Puente 

The spacious new plant, which was completed 
in November, 1957, has one-half million square 
feet of floor space and is fully automated for top 
production efficiency 


ein addition to the main plant, there is a two- 
story office building and a facilities building that 
includes the company cafeteria and engineering, 
research and development departments. 

In its laboratories, the firm has formulated and 
tested more than 7,000 types of glass for lining 
its heaters in a continuing search for improved 
products and manufacturing methods. END 
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Acme Industries, Inc 
*Aerofin Corp 

Alabama Pipe Co 

Amerace Corp., Supplex Co., Di 
* American Brass Co., The 


Plumbing & Heating Div 

*American Sanitary Mig. Co 

American Teiephone & Telegraph Co 
* Anderson Products, Inc 

Appliance Building Co., Inc 

Aqua-Jet Co 

* Armstrong Machine Works 
* Ayling & Reichert Co., The 


Baker Mig. Co 

Bastian-Morley Co., Inc 

Beautvbase Div., Continental Mfg. Co 
*Bell & Gossett Co 
*Bernstrom, Inc., C. R 

Bethlehem Foundry & Machine Co 
Bethlehem Steel Co 
*Blake Div. of Hoffman Specialty Mfg. Corp 
*Bock Corp 
* Boosey Mig. Co., Norman 
*Boston Machine Works Co., Oil Heating 
Div 

Brady Companies 

*Brass-Craft Mfg. Co 

Briggs Mfg. Co 

*Brown Co 

*Buffalo-Eclipse Corp., Penberthy Mfg. Co 
Burnham Corp. Heating & Cooling Dis 


*Capitol Mfg. & Supply Co Inside 
*#Carlin Co., The 
*Case Mfg. Corp 

Central Foundry Co., The 

*#Chase Brass & Copper Co., Sub. ot 

Kennecott Copper Corp 

Chicago Faucet Co.. The 

Clark Div.. MceGraw-Edison Co 
*Combustion Engineering, Inc 

Continental Mfg. Co., Beautybase Div 


Dodge Corp., F. W 

Domestic Engineering Catalog Directory 
Domestic Engineering Publications 
*Dover Corp., Peerless Mfg. Div 

Dresser Mfg. Div 
*Dunham-Bush, 

*Dunkirk Radiator Corp 

Du Pont de Nemours & Co., Inc., E. | 


*Eastman Products Corp 
Econo Products Co., Inc., Div. of 
Viking Instruments, Inc 
Edwards Engineering Corp 
Ekco Products Co., Sink Div 
Embassy Steel Products, Inc 
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*Cutler Metal Products Co., Plumbing Products 


Delta Faucet Div.. Masco Screw Products 


American Radiator & Standard Sanitary Corp 


Supp 
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*Fairbanks Co., The 209 
Fiat Metal Mfg. Co 20 
Fitzgibbons Boiler Co., | 206 

*F lexible Plumbertools, 259 


Flint & Walling Mfg. Co., I 
Ford Motor Co 


Formica Corp 59 
Franklin Electric Co., Inc 147 
Frigidaire Div.. General Motors Corp 24 & 25 
General Automatic Products Corp 212 
General Controls 275 
General Filters, In¢ 219 
General Motors Corp., Frigidaire Diy 24 & 25 
*General Republic Heating Products Co 241 
Gerber Plumbing Fixtures Corp 164 
Glenvale Products Div., Hoover Ball & Bearing Co.. .264 
*Gorton Heating Corp 233 
Goulds Pumps, Inc 54 & 55 
Gravson Controls Div., Robertst aw-Fulton 
Controls Co 60 & 61 
*Grinnell Co., Inc 196 
*Grote Mfg. Co., The 210 
*Hammond Brass Works 5 
Harrison Publishing House, The 195 
*Henry Bath Tub Protector Co 264 
Hobart Mfg. Co.. The, KitchenAid Hom« 
Dishwasher Div 171 
*Hoffman Specialty Mfg. Corp., Blake Div 227 
Hoover Ball & Bearing Co., Glenvale Products Div.. .264 
Hvdrovalve Co 264 


Ideal Corp 218 
*&Insto-Gas Corp 246 
International Haryester Co 28 & 29 


*Janitrol Heating & Air Conditioning Div 


Surface Combustion Corp 161 & 162 
Jenkins Bros 33 
Jensen Thorsen Corp 212 

* Johns-Manville Corp 203 
Jones & Laughlin Steel Corp., Stainless and 

Strip Div., Metallon Stamping Plant 248 

Josam Mfg. Co 259 


*Kennecott Copper Corp., Chase Brass & 


Copper Co., Subsidiary 34 & 35 
Kennedy Mfg. Co 267 
Kinkead Industries, Inc 173 
Kohler Co . 199 

*Kollmann Mfg. Co 217 
*Kuhns Bros. Co., The 230 
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Continued from Preceding Page 


*Lee Brothers Foundry Co.. Ine 257 
London Chemical Co., Inc 257 
* Maid-O'-Mist, Inc 262 
*Marsh Valve Co. .... ‘ 205 
Masco Screw Products Co., Delta Faucet Div 232 
Massey-Ferguson Industrial Div « 155 
*McDonnell & Miller, Inc. .. Back Cover 
McGraw-Edison Co., Clark Div 247 
McGraw-Hill Book Co., Inc. 219 
Metallon Stamping Plant, Jones & Laughlin 
Steel Corp., Stainless & Strip Div. 248 
Mickey-Jackson Co. 264 
* Mid-Continent Metal Products Co. . 
Minneapolis-Honeywell Regulator Co 14 & 15 
Mueller Brass Co 23 
* Mueller Co 57 
*Mustee & Sons, Inc., E. L .259 
*Mutual Mfg. Co 262 
National Clay Pipe Manufacturers, Inc 193 
National Supply Co., The, Spang-Chalfant Div. 149 
National Tube Div., U. S. Steel Corp., Columbia- 
Geneva Steel Div., U. S. Steel Export Co 187 
*Neptune Pump Mfg. Co 255 
Nesbitt, Inc., John J 154 
Nibco, Inc 17 
Nve Tool Co 240 


Oster Mfg. Co., The 213 
Ottawa Steel Div., Young Spring & Wire Corp 71 
Pace Filters 260 
Patco Mfg. Co., Inc 257 
*Peerless Mfg. Div., Dover Corp 263 
*Peerless Pottery, Inc. 
*Penberthy Mfg. Co., Div., of Buffalo-Eclipse Corp... .223 
Penn Boiler & Burner Mfg. Corp 263 
Penn Controls, Inc. .180 
Pennsylvania Range Boiler Co .229 
Phelps Dodge Copper Products Corp 231 
Phillips Impact Swedging Tool 220 
Plumbingware Mfg. Co 232 
Polar Ware Co. 256 
Practical Builder 46 & 47 
w®Radiant Utilities Corp 214 
Radiator Specialty Co 16 
*Reading Tube Corp. 179, 269 
*Reed-Cromex Corp. 259 
Remington Arms Co., Inc 211 
Republic Steel Corp 153 
Revere Copper & Brass, Inc. 207 
Richmond Plumbing Fixtures Div., Rheem Mfg. Co... 27 


Ridge Tool Co., The 236 & 237 


ADVERTIS 


¥ See Our Catalog:in DOMESTIC ENGINEERING CATALOG DIRECTORY 


Robertshaw-Fulton Controls Co.. Grayson 
Controls Div 60 & 61 


Selck & Co., Walter E 151 
*Sherwood Brass Works 69 
*Slant-Fin Radiator Corp 167 

Sloan Valve Co 3 

Spang-Chalfant Div. of The National Supply Co 149 

Speakman Co 11 

Sterling Faucet Co 73 
*Stover Water Softener Co 238 

Stuvel Mfg. Co 265 

Supplex Co., Div. of Amerace Corp 165 
*Surface Combustion Corp. Janitrol Heating 

and Air Conditioning Div 161 & 162 
*Svmmons Engineering Co 238 

*T & S Brass & Bronze Works, Inc 225 
*Tait Mfg. Co., The 39-43 

Temco, Ine 247 
*Thrush & Co., H. A 183 

Toledo Desk & Fixture Co 177 
*Toledo Pipe Threading Machine Co., The 244 

Trane Co., The 45 
*Triangle Mfg. Co 243 
*Trind! Products, Ltd 252 

Union Malleable Mfg. Co., The 3 

United States Plumbing Fixture, Heating 

& Cooling Mfg. Corp 223 

U. S. Steel Corp., National Tube Div., Columbia- 

Geneva Steel Div., U. S. Steel Export Co 187 
United Wire & Supply Corp 32 


*Vance Industries, Inc 208 
* Velocity Power Tool Co 253 


Viking Instruments, Inc., Econo Products Co 

Inc., Div 251 
®Vozgel Co., Jose ph A 260 
*Vogt Bros. Mig. Co 262 
*® Warwick Co., The 159 
*Watts Regulator Co Inside Front Cover 
*Werner Co., Inc., R. D 258 
*Wessels Co. 234 

Westinghouse Electric Corp., Industria] 

Motor Dept 18 & 49 
*Wheatland Tube Co 185 
*Wheeling Machine Products Co 214 

Wheeling Stee] Corp 182 
White-Rodgers Co 145 
*Wire Products Co 265 
Wittek Mfg. Co 222 
*Wrightwayv Engineering Co 265 
Yardley Plastics Co 190 
Young Spring & Wire Corp.. Ottawa Steel Dis 71 
®Zoeller Co 39 
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THERE'S A STILLNESS AT THE 


OLD. STILL TONIGHT 


“Name’s Harley Tinkum. "Tain’t my 
still. Neighbor Caleb’s. "Tain’t workin’ 

I took offen it this here doodad.* 

Put it on my wife Sarah Jean’s stove. 
Sarah Jean’s 12. Modern wife. She don’t 
cook too good ’thout plenty doodads.* 


“Month back, she comes to me, says, 
‘Harley, that stove is jest aburnin’ m,; 
kitchen up. Pilot’s too high. 

Long about August I cain’t stand it. 
Harley, you got to fix it? 


“Well, us Tinkums are great tinkers. 
I daddled that stove long nigh a week. 
Nothin? Then I seen this doodad* of 
Caleb’s. Was doin’ fine. Best squeezins 
in Dooley County. Mighty powerful. 
Caleb said he sent for it to 

General Controls out’n their catalog. 
Now I don’t know no Generals 

(Big Daddy Tinkum was a sergeant), 
and I cain’t write none, so last night I 
come up here and took Caleb’s doodad*. 


“Well, old Sarah Jean was happy as a 
hawg on Caleb’s corn. This doodad* 
won't blow out in the wind. Dust won’t 
clog her up. Works just fine. Nice 
little, steady flame. 


“I figger them appliance manufacturers 
oughta know about this doodad*. 

1 guess old General’ll sell 'em one. Sure 
hope he rushes a new’n to Caleb. 

Jug’s gettin’ dusty inside”’ 


poodad 
MC MICROFLAME PILOT by General Controls. 
Powerful, non-aerated and 
inexpensive pilot for ranges, 
water heaters, clothes dryers, 
wall and space heaters. 
Stainless steel jacketed for long 
life with no welds in the flame. 
Flexible input range from 
75-350 BTU. Universally orificed 
for use with any gas. Check 
the yellow pages for your 
nearest General Controls 
field representative. 


GENERAL 
CONTROLS 


of Amence Fines! Auiameve Controls for phoma. industry ead me 


Glendale, Calif. Shakie, iff. Guelph, Ontario, Caneds 
Sua factory sevang the Unned States and Canada 


Bs 
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“We're an average size distributor 
yet we Sell truckloads of Bermico Sewer Pipe.” 


Says Mr. A. Bresnick, President, New Hampshire Supply Company, Manchester, New Hamoshire 


Fact is, we know you have many dealers 
bigger than we are.” Mr. Bresnick continues, 
“but none more enthusiastic about Bermico. 
We find Bermico very profitable, it ties in nicely 
with our septic tank business, and we never 
have a complaint.” 

Bermico is made of cellulose fibre thoroughly 
impregnated with coal tar pitch. It is light- 
weight, durable, corrosion and acid resistant, 
root-proof. The convenient 8-foot lengths are 
easily stacked, trucked and handled on the 
job. A complete line of Y's, T’s and Bends of 
the same material assures fast, dependable 
installation. 

BUILD BIGGER PROFITS with Bermico" for 
house-to-sewer or septic tank connections, storm 
drains, downspout lead-offs—Bermiseptic” for 
septic tank disposal fields and Bermidrain“ 


for foundation drainage. 


50¢ BOOKLET FREE. 

Write for a free copy of our 
new 30° consumer booklet, 
“What Every Homeowner 
Should Know About Foun- 
dation Drainage.’ Address 
Dept. AB-10, Boston, on your 
letterhead. 


General Sales Offices. 
150 Causeway Street, Boston 14, Mass 
Mills: Berlin, N. H., and Corvallis, Ore. d, 
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There's a CAPITOL COUPLING for every job 


STANDARD MERCHANT 


API LINE 


API TUBING 


2 


3,000# & 6,000# WATER WELL CASING 
HYDRAULIC = 


ii 


API CASING 


HALF COUPLINGS 


WELL DRILLERS 


REAMED AND 
DRIFTED 


RIGHT AND LEFT 


Standard mer- 
chant and API 
Line couplings (up 
to 2”) are avail- 
able in conven- 
ient cartons, at ne 
extra cost, 


More than 23 types of couplings, covering your 
standard requirements, are regularly stocked 
and available for prompt shipment. Special 
couplings fabricated to order. 


Capitol Couplings are made to specifications 
of the Association of American Railroads, the 
American Iron and Steel Institute, and the 
American Petroleum Institute. 


SOLD ONLY THROUGH RECOGNIZED WHOLESALERS 


AND DISTRIBUTORS 


MFG. & SUPPLY CO. 
COLUMBUS, OHIO 


___ ; 
3 EXTRA HEAVY AAR RAILROAD 
DRIVE WELL DRY KILN + 
Hilt § 5 
7 HOT DIPPED 9 = SS 
vv 
ENGLISH 
rT 
COUPLINGS — NIPPLES — UNIONS — RADIANT HEAT FITTINGS \4 ea 
FURNACE CONS — WELL SUPPLIES STEEL PIPE FITTINGS 
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Te 
-see ‘em and reap! 
e 
Yes, the great days tor the heating business are here . . . the 
F good old harvest time! It’s a time when hard work becomes a 
: pleasure because it pays off. It's the season when it pays to see 
‘em and sell ’em the equipment they weren't ready for in the 
spring and summer. And we ask you: Is there anything you can 
talk with more conviction, or sell with more sincerity, or install 
} with more real heart than safety equipment? 
“ : How many boilers in your community are facing a long 
4 winter ina “Sam-you-better-scram”™ condition? You must know 
3 of a lot of them, and right now is the time every owner should 


be told the story of adequate and up-to-date boiler water level 
control. 


Today's broad line of McDonnell boiler water feeders, low 
water cut-offs, pump controls and safety-reliet valves covers 
every condition... every steam boiler from low pressure to 
250 psi... every hot water space heating boiler... every hot 
water tank and heater. 


If the year has been a little lean, this is the time to fatten it... 
the harvest ime. You can actually outdo the farmer. You can 
seed, cultivate and reap all at once. YOUR harvest is as great 


as YOU make it! 


MCDONNELL & MILLER, Inc. 
3500 N. Spaulding Ave., Chicago 18, Ill. 


Dong Gre Shing Well. 


Cut -of ‘Pump Controllers Relief Valves Flow Switches 
Related Liquid Level Controls for Tanks, Stills, Air Conditioning Systems. 
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